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The BEAVER No. 17 ... 


. . « combines two tools in one! 








” 


EAVER No. 17 is a dual- 

range tool! It combines 

two popular threading 
ranges in one tool and enables 
users to simplify their tool in- 
ventory problems. Using seven 
small heads, it covers the popu- 
ular 14 to 14-inch range; by 
adding two larger heads, the 
tool range is extended up to 
2-inch. Sold in units—to meet 
your requirements! 


The design is patented. Large 
openings between the dies 
enable chip-cuttings to clear 
instantly without clogging. 
Threading oil can be applied 
directly to the cutting edges— 
yielding better threads and pre- 
serving die sharpness. The die 
segments are extra large in size 
—and for this reason will give 
exceptional use. They are rec- 
tangular in shape without any 
offsets to invite water-cracks in 
hardening and _ heat-treating. 
Long-throat die grinding facili- 
tates easy starting and cutting! 


Pipe fitters are thankful for the smooth flat top-surface of the Beaver No. 17 dieheads—for 
they must press against these with their hands when starting the dies on the pipe. Because there 
are no sharp projecting screw-heads—usually with torn slots—the operators’ hands do not get 
bruised nor cut and danger of skin infection due to skin abrasions is eliminated. 
























(Left) Of utmost mechanical importance is 
the open construction of the Beaver No. 17 
dieheads with large passages for rapid chip 
clearance (no clogging) and the easy applica- 
tion of oil directly to the cutting edges of the 
dies (easier cutting and longer die life). 


(Right) The Beaver No. 17 is really two tools 
in one—seven small size heads cover the range 
from %& to 13-inch and two large heads com- 
plete the range to 4 to 2-inch. When you 
start with the small sizes of the Beaver No. 17 
you have the advantage of going on up to 
2-inch any time later on should you find it 
desirable to do so. 
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HOLO-KROME FLAT HEAD °* 
SOCKET CAP SCREWS standard 
in the following diameters: Nos. 4, 
6,8,10, 4, 546,54, 716, 2, 58, 4 








Socket Screw users will read 
this Holo-Krome full page adv. 
in the November issues of their 
favorite industrial magazine. 







SOCKET CAP SC 











REW 


Another achievement of the Holo-Krome exclu- 
sive patented Completely Cold Forged method. 
Not drilled, broached or machined. The H-K new 
line of Flat Head Socket Cap Screws is made from 
special analysis alloy steel scientifically heat treat- 
ed. Threads (Cless 3 Fit) are accurate to lead and 
pitch. Sockets are of true hexagonal shape uniform- 
ly accurate to their full depth, smooth regular 
walls, well defined corners. H-K internal wrench- 
ing feature permits quick and positive tightening. 
... Asalways, H-K Flat Head Socket Cap Screws 
are only sold thru Holo-Krome authorized stock 
carrying distributors. 


HOLO-KROME 


INTER MAR 


WOENCHING 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U. S. A. 





AS ALWAYS, H-K FLAT HEAD SOCKET 
CAP SCREWS ARE ONLY SOLD THRU 
HOLO-KROME AUTHORIZED STOCK 
CARRYING DISTRIBUTORS. 
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BALL AND ROLLER BEARINGS 
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Ses This is the BRONZOIL Bearing. Developed || This is the ROLLING GRIP Clutch. 3: 
: by Dodge for fan and blower service. | | Developed by Dodge. No toggles. be 
} | A new and better transmission appliance. "| Anew and better transmission appliance. 
/ U.S. Patent No. 1,931,055 | U.S. Patent No. 2,397,414 


























ees 
: This is the TAPER-LOCK Sheave. | 


| This is the Dodge Transmissioneer - 
Developed by Dodge. No flange. No collar. | 
who will tell you about new ways 


of transmitting power mechanically. 


U.S. Patent No. 2,402,743 | 





A new and better transmission appliance. | 
/ 


| pe aia 











New equipment which helps cut costs, improve 
machine performance, increase production is 


offered to you by Dodge of Mishawaka. For 
detailed information about power transmission 
> units to meet specific needs in your plant, or 
on your product, call the Transmissioneer, your 
local Dodge distributor. Look for his name in 


the classified telephone directory under ‘‘Power 
Transmission Equipment.” A talk with him will 


of M ishawaka, Ind. prove profitable to you. 


DODGE MANUFACTURING CORP., MISHAWAKA, IND. 





Copyright, 1947, Dodge Mfg. Corp. 











IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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Just as you have a 
favorite wrench that is “tops” for 
a certain job, each one of these chemical 
tools is “tops” for a particular type of assembly. 


FORM-A-GASKET No. | (a paste) sets fast but not too 
fast for use on large surfaces. It dries hard but does 
not become brittle. It’s a swell product for making 
‘ pressure-tight, leak-proof unions ... even when the 
surfaces are warped. 


TYPES... FORM-A-GASKET No. 2 (a paste) sets slower than 


EACH BEST No. |. It dries to a tough, pliable layer with plenty 


of “cushion”. It resists high pressures, continual 


FOR CERTAIN vibrations and disassembles very easily. 
ASSEMBLIES AVIATION FORM-A-GASKET No. 3 (a brushable, 
self-leveling liquid) sets into position and dries to a 
tacky paste. It will not run, even when heated to 
400° F.... nor will it become hard or brittle down to 


70° F. below. 
ALL TYPES OF FORM-A-GASKET PRESERVE ALL TYPES OF GASKETS! 


PERMATEX COMPANY, INC., BROOKLYN 29, N. Y. 
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Clinton Woolen Manufacturing Co., at Clinton, Mich., 
knows the importance of using good steam traps. Ifa 
trap on one of their large carbonizers stopped operat- 
ing, $1,000.00 worth of fine woolen material could 
be ruined before the fact was discovered. 


With so much at stake, this company decided to 
standardize on Yarway Impulse Steam Traps... 50 
are already in use, 22 more on order! 


Mill and Factory Supply Co., the Toledo distributor 
who sold these traps, knows that this is a typical case 
history for Yarways. Superior trap performance and 
customer satisfaction count heavily in building those 
profitable repeat sales. 


Vigorous advertising and sales promotion, channeling . 
trap sales through local distributors, have also helped 
sell almost half a million Yarway Impulse Steam Traps 
in only 11 years. 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Phila. 18, Pa. 


HAVE YOU SEEN “MAKING STEAM TRAP HISTORY 


A Yarway motion picture, designed especially for trap 
distributor salesmen and their customers, is now available. 
Filmed in full color and narrated by world-famous Lowell 
Thomas. 16 mm. Running time—20 minutes. Prints are avail- 
able through Yarway district offices, or write direct. 





YAR WAY IMPULSE STEAM TRAP 
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akes EASY Work 
of TOUGH Spray Jobs- 


The “HOLLOW AIR” 
Atomizer Head makes 
a BIG DIFFERENCE in 


paint spray results! 


~ 
> 
—— 


J 0 8B 8 ER Ss y Sell the sensational, nationally 
advertised “HOLLOW AIR" spray gun... feature 
attraction of the Black Arrow line of paint spray 


equipment. Write for details of our 100% JOBBER 
PROPOSITION today! 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 


Se// 7 ¢ Gun with WLS Lh oe 
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Greater than ever are the variety and volume of parts 
and products manufactured today from soft ferrous 
metals and alloys, aluminum, magnesium, copper, brass, 


plastics, hard rubber and hardwoods. 


Files with curved shear-type teeth are the thing for fast 
roughing, fitting and finishing on work of such materials. 
In Nicholson brands they are virtually a “bonanza” for 
the industrial distributor . . . because their differences, in 
features, details and workmanship qualities are so distinct 
as to give them unquestionable superiority. 


The ultimate in precision-milled 
files. Teeth are uniformly “razor- 
sharp.” 


Tooth radius provides greater 
shear angle; is also designed to 
keep two or more teeth in con- 
tact with plane-surface work — 
for smoother cutting, less clog- 
ging, eliminating chatter. 


Tang is pre-forged, with teeth 
stopped off to leave a clean 
shoulder below level of teeth 
tops—allowing file to be used as 
a surfacing tool. 


Tanged or holed (for use in 
holder) types. Rigid and flexible 
styles. 


An exclusive Nicholson develop- 
ment. Basically of the curved- 
tooth file family, the Super-Shear 
is practically two files in one. 


Teeth are milled in an arc 
that is “off-center” in relation 
to the axis of the file, affording 
wide gullets and virtually right- 
angle teeth extending from one 
edge—for fast cutting; narrower 
gullets and long shearing angle 
when nearing other edge — for 
smoothing. 


Longitudinal serrations help to 
break up filings, keep file clear 
of chips, overcome chatter and 
tendency of file to run off the 
work. 


Nicholson production is keyed up for meeting heavy demands. 
Nicholson prestige and advertising support mean fast-moving sales. 


NICHOLSON FILE CO. ¢ 42 ACORN ST., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont, ) 


cveOls 
og 2 
bd v.s. a.* 
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Delta opens up a new 
woodworking machinery 
market for you! 


New Delta 
20° Wood.cutting 
Band Saw 


A big-capacity, heavy-duty production unit that 
provides new sales opportunities in pattern shops, 
furniture factories, schools, lumber yards, sash and 
door plants, millwork companies, planing mills, 
many other woodworking plants and departments 


Business you couldn’t touch before now is yours—with the new 
Delta 20” Wood-cutting Band Saw, for heavy-duty applications, 


Here’s a band saw you're proud to sell —one that is 
soundly engineered for safe, accurate, oe perform- 
ance! You can sell it with confidence that it’s going 
to make a record for itself wherever it is installed. 
Delta 20” Band Saw features are among the newest 
and most advanced in the industry — many of them 
exclusive with Delta: 
@ Ball-bearing blade guides, both 
above and below the table, are 
fitted with micrometer adjust- 
ment. 


@ Guides can be set for any type 


@ Table is slotted, to accommodate 
miter gage. It is also adaptable 
to use of a rip fence. 

@ Statically-balanced wheels are 
mounted in sealed-for-life ball 


of blade in any size up to 1 inch 
in width, 

@ Maximum height under top 
guide is 131/2 inches. 

@ Heavily-ribbed 20” x 24” tilt- 
ing table is rigidly supported 
on two widely-spaced trunnions. 
Tilts 45° to right; 12° to left. 

@ Single-unit welded steel cabinet 
completely encloses all work- 
ing parts. Doors provide quick 
access to wheels and motor. 

@ Adjustable “three-point mount- 
ings” between working parts 
and welded steel frame help 
maintain exact alignment. 


bearings, Adjustable control on 

upper wheel maintains proper 

blade tension for each particular 
job. 

@ Wheels are aluminum, to reduce 
flywheel action after motor is 
shut off, 

@ Convenient foot brake on lower 
wheel, 


@ Motor is mounted in base on 
pivot bracket which automati- 
cally provides correct belt ten- 
sion. e 

@ Dust chute carries away dust 
and chips . . . can be attached 
to dust collector. 








The addition of this new Delta 20” Wood-cutting Band Saw to the 
line still further broadens the big, diversified market for Delta tools. 

Probably you already know many firms that are live prospects for 
the Delta 20” Wood-cutting Band Saw. But the chances are that the 
demand in your territory is even greater than you figure. Check all 
possibilities now, so that you don’t miss any opportunity to make more 
sales and profits, 


Ask the Delta man in your area for further details! 








Write for Bulletin AD-379, 
& DELTA 


General Soles Office ° 


MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 
eG NORTH MICHIGAN AVENUE, CHCAGO 2, RINOM 
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“Hallowell’’ Shop Equipment of Steel is hitting an 
all-time high with mill, shop and factory mainte- 
nance men. It's sturdy, all-steel construction — 
welded or hydraulically riveted joints — smooth 
splinter-proof surface eliminates frequent replace- 
ments. We make everything for the shop — trucks, 
tool stands, work benches, stools, foreman's desks, 
chairs — all of steel — all of sturdy construction. 

**Unbrako" Screw Products are first with mainte- 
nance engineers and mechanics. Their precision 
and accuracy — their quality and strength keep 
them in constant demand. The knurled head of the 
“Unbrako"’ Socket Head Cap Screw is a feature 
that saves time and money. The knurled cup point 
of the ‘‘Unbrako"™ Socket Set Screw makes this a 
Self-locking set screw that will never back-out in 
spite of the most chattering vibration. 

“Unbrako"’ and “‘Hallowell'' Products are sold 
entirely through distributors —if you do not 
already carry these products — why not let us help 
you to serve your customers promptly and efficiently. 


OVER 44 YEARS IN BUSINESS 
STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519 
Boston @ Chicago @ Detroit @ Indienapolis @ St. Louis @ Sen Francisco 


&. 





& 
\ 


ee | 


You can't screw socket screws in or out, without a hex 
socket wrench, — so why not get our +25 or +50 
“Hallowell” Hollow Handle Key Kit which contains most 
all hex bits. 
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WORK BENCHES 


FIG. 732 
PAT'D - PATS. PEND. 
DRAWER IS EXTRA 


STOOLS 
FIG. 1334 


PATS. PEND. 


UNBRAKO 


SCREW PRODUCTS 


PAT'D - 
PATS. PEND. 


SELF-LOCKING NUT 

















he popular Longboy is an economical substitute for “specials” 
generally required for deep hole drilling. Like all Ace Drills the 
12-inch Longboy is ground from solid pre-hardened bars of high 
speed steel. It's a drill that remains true and straight because 
it is fluted after hardening. Pre-hardening, then centerless grind- y 
ing, eliminates distortion. Grinding the flutes into the solid bar 
produces a web that is concentric with its periphery. The delivered, ; 
grooves are symmetrical and the cutting lips are identical. The l, tock / 
IN 


12-inch Longboys cut to size even after repeated sharpenings. 







The flutes are of regular construction and are highly polished 


for smooth chip flow. 25 SIZES 


The Longboy is a general purpose* drill that is very useful in 
a wide variety of deep hole jobs. The Longboy can frequently > 
ie 
ie 4 
] 
Yo } 
4 


be used economically instead of special 8” or 10” drills. The 
unit price is the same for any quantity and is often less than 
the price of special, shorter drills—and delivery is from stock. 
: \ 
It should not be used to drill the harder — | , 
alloy steels and forgings. (A special, ANG E DIR GL 
heavy web crankshaft-type drill is CORP OR ATI -v 
| MANUFACTURERS OF GROUND-FRON-THE-0UD DRLIS AND neAMERS 


recommended for these applications. 
Information and prices on request.) 


2255 
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THOUSANDS OF BETTER MECHANICS 











with TOLEDO 
THREADERS 


More and more today—modern living depends on pipe! In large build- 
ings, from 6 to 13 types of piping systems may be required. Plants and 
factories need continuous supplies of water, gas, oil, air and other piped 
materials. Everywhere—pipe makes possible better living. 
Everywhere—better mechanics depend on TOLEDO Pipe Tools to 
install and maintain big or little jobs. For nearly half a century, Toledo 
Threaders have been preferred by the man on the job... for perfect 
threads ... with less effort...and lower cost. To do the job right— 
depend on TOLEDO for all Pipe Tool requirements! The Toledo Pipe 
Threading Machine Company, Toledo, Ohio. New York Office, No. 2 


Rector Street Building. ( 


RELY ON THE LEADER } 


af a> | 
, 6UT DO & 


FOR PRECISION PIPE TOOLS 









Toledo SIMPACT — 
self-contained, adjust- 
able threader for 1” to 
2” pipe. Sizes changed 
instantly with one set 
high speed steel dies. 
Accurate, dependable. 
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BUILDS ON t 
' WINTER Commercial Ground Thread f 
Chaeftinanshig Taps are the ideal choice for accuracy | 4 
and economy. They are form ground | 
after hardening by an exclusive 
WINTER process, and will work freely | 
—even on tough materials. For faster, | 
easier tapping to reasonably close 
limits, with less strain on tool and \ 
work, specify WINTER Commercial 
Ground Thread Taps. ‘ 





By. 


Craftsmanship of the highest order always 









has been employed in the manufacture of ae 





WINTER Taps. 





ee 
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YOUR LOCAL DISTRIBUTOR carries a complete stock 
of WINTER Taps on his shelves—as close to your tap- 





ping problems as the telephone on your desk. 


ROCHESTER, MICH. and WRENTHAM, MASS. « Distributors in Principal Cities 
A Division of the National Twist Drill and Tool Company « Branch Stores: San Francisco, Chicago, Detroit 


inter Brothers COMPANY ‘%»%¢ 
ARR 
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NATIONAL Spline-Drive Inverted Spot- INSURES 

facers combine ruggedness, positive 
driving and accurate alignment with 
| “4 life and easy assembly. The drive 
| is accomplished through splines that 
| fare part of the pilot, bearing against 
_ Slots in the cutter. The cutter is re- 
tained by solid shoulders on the pilot. 


| Removal is simple; just turn cutter 


: backwards on the pilot and slide off. 






% pline-Drive Inverted Spotfacers are 
of NATIONAL’S complete line of 
‘ry Metal Cutting Tools. 


eo ae 


The skill and facilities to make NATIONAL 


Tools the best you can buy are supplied at 
£3 Call Your Distribut NATIONAL’S great new plant in Rochester, 
lf Michigan. 
LEADING DISTRIBUTORS EVERYWHERE offer com- 
plete stocks of NATIONAL Cutting Tools, Call them 


for cutting tools or any other staple industrial 


product. 





ATIONAL rwisr vem ann root compayy = Wey 


ROCHESTER, MICHIGAN, U. S. A. Tap and Die Division — Winter Bros. Co. 
Distributors in Principal Cities * Factory Branches: New York * Chicago * Detroit * Cleveland ¢ San Francisco 
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Manufacturers of Wire Rope and Strand « Fittings ¢ Slings © Screen, Hardware and Industrial Wire Cloth ¢ Aerial Wire Rope Systems 
Hord, Annealed or Tempered High and Low Carbon Fine and Specialty Wire. Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel ° Ski Lifts 


... How much 1s 1 worth? 


- 1846, twenty three years before the Golden Spike 
was driven at Ogden, Utah marking the completion 
of the first transcontinental railway, John August Roe- 
bling built America’s first truly practical, wire rope 
suspension bridge. This bridge, which carried traffic 
across the Monongahela River for scores of years, 
stood as a silent testimonial to his confidence in a 
principle of bridge building which, in that day, was 
looked upon with considerable misgiving. 

How much is this confidence worth to bridge 
engineers, and to humanity as a whole, today? 


Had it not been for his confidence there would have been no Brooklyn, George Washington nor Golden 
Gate Bridges. Had it not been for your confidence in the company that bears this pioneer’s name, there could 
have been no John A. Roebling’s Sons Company. 

Your confidence is valued above all of this company’s assets. Every Roebling employee's job depends upon 
his ability to preserve that confidence by producing better products and by giving you better service than you 
can find elsewhere. 

Any product is only as good as the organization that makes it. 


A 101-YEAR-OLD AD TELLS A STORY... 


T= LITTLE NOTICE reproduced here is a Roebling 
wire rope advertisement that appeared in the Ameri- 
can Railroad Journal .. . in 1846. 

Ever since then, we’ve felt that it’s not enough to make 
the finest possible wire rope. The demand for it must also 
be stimulated. And through the years Roebling has been 
doing just that...consistently...in ever-growing volume 
...to the mutual advantage of rope buyer, distributor 
and manufacturer. Today over half a million wire rope 
users — including your customers —are being influenced 
by a large-scale advertising campaign that continues a 
century’s cumulative job of promoting confidence in 
Roebling, in the rope itself, in you. 

Yet advertising is only one of the ways in which 
Roebling helps your wire rope sales. Engineering assist- 
ance by experienced Roebling field menis also available to 
solve your customers’ technical rope problems, save their 
time and money, keepthem coming back to you withrepeat 
orders, And another sales plus is Roebling’s nation-wide 
network of well-stocked, strategically located warehouses 
++. assuring you of prompt deliveries, efficient service. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


Electrical Wire and Cable + Suspension Bridges and Cables 
Airtord, Aircord Terminals and Air Controls lawn Mowers 








A CENTURY OF CONFIDENCE 








Another reason for handling 





=} 


PROMPT DELIVERY FROM 
LOCAL STOCKS 7 
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ATTENTION 





\/ 
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products by caRBORUNDUM 


TRADE MARK 


Pa NINN 
SURO sara 


Through a strong continuing program, The tion expediting prompt delivery of wheels, 
Carborundum Company is promoting your coated abrasives, sticks, stones and grains by 
qualifications as the logical supply source for CARBORUNDUM is emphasized. Intelligent 
all standard abrasives. Large colorful advertis- handling of orders by an efficient modern dis- 
ing in leading industrial magazines punch over tribution unit gets plenty of attention. Your 
this point. Powerful direct mail pieces blanket tie-in with the leading name in abrasives adds 
your market. Personalized promotions aid in sales value to your services. 

getting the attention and interest of concerns 
in your territory. 

















With your cooperation, a profitable abrasive 
business is cultivated...new prospects are devel- 
Your training and experience with abrasive oped...volume is expanded. The Carborundum 
applications are pointed up. A convenient loca- Company, Niagara Falls, New York. 


Abrasives by 


CARBORUNDUM 


TRADE MARK 
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“WE'VE HANDLED GOULDS 
FOR YEARS, JIM...THEY'VE 
GOT A COMPLETE LINE 

AND A SOUND DiIs- 
TRIBUTION POLICY.” 










ne is complete 


re entrifugal, F you already handle Goulds Commercial Pump Line, there 


isn’t much we can add to Bill’s statement. But, if you’re 
looking for a time-tested, well-promoted line of small pumps, you 
better check with the nearest Goulds office or write direct to 
headquarters at Seneca Falls right now. Consider these facts. 
Then match them against any deal. You'll understand what Bill 
is talking about: 


mps 
— systems- 






1. Goulds channels all orders for its Commercial 
Pumps through its network of distributors, thus 
assuring them full profit on all business in their 
respective territories. Send for Goulds com- 

plete Commercial Line 

Catalog. 











{te. dependin 


te 


. Goulds Commercial Line comprises a large variety 
of pumps and sizes. You can meet more require- 
ments with standard equipment. This adds up to 
increased sales potentials. 

3. Goulds has specialized in pump design and man- 

ufacture for 100 years. The product is time-tested. 

Demand has increased throughout the years. This 






1%" to , x s 
Rotary Pumps Ms is product acceptance with a capital **A”’! 
14%”, 1 to ' “Gs Ibs. ; : 
aA ures up to 1. For more than a half-century, Goulds has adver- 
per sq- tised its products throughout industry. The name 


is known. That helps to keep your selling costs low. 


. When you handle Goulds Pumps, you simplify 
your stocking and selling problem. There is a 
pump for almost every requirement. You don’t 
have to be a pump expert to sell them. 


vu 


GOULDS PUMPS, INC. 
DEPT. MS-11, SENECA FALLS, N. Y. 


When you supply ! 7 
Goulds Pumps, you | 
give your customers | | 
the best... you as- | | 
sure yourself quick | | 
EO Baer ee mes ee ae: a 
| | 
| | 
| | 
| | 
| | 
| i 


Please send me the Goulds Commercial Pump 
Catalog. We cover the territory of 






40,000 s4- 
radiation. 


profit margin. and are interested in your proposition. 
NAME 
COMPANY 
ADDRESS _ 


CITY__ 
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You'll find the Kempsmith line of standard milling at- 
tachments, arbors and accessories profitable because 
it gives you such excellent REPEAT SALES possibilities. 
The items shown here can be utilized on ALL types and 
sizes of milling machines. They are easy to sell and 
invariably customers come back for more. That implies 
satisfactory performance ...adds dollars to your profits. 
Kempsmith accessories are in great demand because 
they perform the most delicate milling operations with 
speed and accuracy . . . are backed by Kempsmith’s 
57 years of specialized experience. 


SMALL TOOLS DISTRIBUTORS — Kempsmith has a new sales plan 
for you. . . a plan that will Up your sales . . . increase profits. 
Write for further details. 


THE KEMPSMITH MACHINE CoO. 
1833 S. 71ST STREET © MILWAUKEE 14, WISCONSIN, U.S. A. 


| Gee ef 
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The Ohio Injector Company 


Wadsworth, Ohio 



















PREFERENCE-BUILDING 
ADVERTISING 





You'll find OIC Valves meet with ready accepr- 
ance in your trade. Our 2-color ads continue to 
pound home to industry the advantages of OIC 
Valves, preparing the way for your salesmen’s 


calls, developing inquiries for our distributors. 
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0 
100% PRODUCTION INCREASE... 
aie eee with STANDARD 
py tin’ Me WALKER-TURNER 
DRILL HEADS 






Eight separate operations are consolidated into one by using four STAND- 
ARD Woalker-Turner 20’ Power Feed Drill Heads, mounted horizontally, 
to drill both ends of two double end tube closures simultaneously. 








“We have been amazed at the economies obtained by in- 
corporating standard Walker-Turner 20” Power Feed 
Drill Heads in a special set-up which we designed,” says 
Mr. A. G. Stahl of the Engineering Department of the 
Tube Manifold Corporation, Buffalo, N. Y. 

“In drilling double end tube closures, eight operations 
were consolidated into one. With a single operator, pro- 
duction has been increased 700%. 

“We prefer Walker-Turner Drill Presses because of the 
added advantages of the ten spline spindle with no play, 
the six inch spindle travel and wide speed ranges. The low 
initial cost of these machines and their adaptability for 
special set-ups have solved many of our production cost 
problems.” D1100X—20" Power Feed Drill Head Unit. 

Five standard spindle speeds, 400 to 2600 


r.p.m. with 1740 r.p.m. motor. 
Price, less motor... ......+- $216.00 





TWENTY-FIFTH YEAR Write for catalogue with 
192? 1947 complete specifications 








SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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’'m aDee Tillity, one of Federated’s 


friendly service men. Me and the other 
Federated service boys have worked with 
metals for quite a while now and... 

we know our stuff. What’s more, we're 
ready to prove it to you any time you run 
into a metal problem, big or little. 


Federated is a right large outfit— 

first in the whole non-ferrous field= 

and they’re anxious to have us service 
men roll up our sleeves and help you out 


whenever you ask. 


Remember, boys, for service ... for anything 
in the non-ferrous metals line, call Federated 


first. Our offices are all over the country. 


I'll be seeing you and talking to you again 


pretty soon. So long for now. 


Oe 7-Y 
: 


G 

AMERICAN SMELTIN | 
and REFINING COMPANY 2 
120 BROADWAY, NEW YORK 5, a bol ]. 


ee 










o 














Ve 
\ 
IMLco F-L} 
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How to cash in on the BIG, 


Sturtevant offers quality 
fan line, strong promotion 


] THE MARKET—The ventilating market is an expanding market. More and more 
plants and shops are installing fans for removal of smoke, fumes, steam, and odors. 
Similarly, stores, offices, and restaurants are buying fans for ventilation. It’s a year 


’round market—for both new and replacement sales. 


2 HOW TO GET YOUR SHARE— Cashing in on this is easy ... with the Sturtevant 
fan line. These fans are packaged items, simple to select, easy to stock, and require 
little engineering — ideal for distributor handling and selling. There’s a complete 


range of sizes. 


\ a ACCEPTANCE —The Sturtevant name in ventilation plus the Westing- 
house name in electrical equipment mean ready customer acceptance. Buyers have 


learned that these names mean dependability. 


tai PAVES THE WAY—Your customers — business owners, man- 
agers, contractors, engineers—will see more and more about Sturtevant fans in 


leading national magazines. 


5 PROMOTION HELPS, TOO — Catalogs, display material, direct mail, mats and 


cuts—everything you need in the way of promotional material to help you sell. 
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GROWING FAN MARKET 













Built for performance— built 
2 to sell. . . these Sturtevant 
propeller fans are available 
in sizes from 12" to 36", 
belt drive 36" to 48". With 
direct connected Westing- 
house motor—noted for re- 
liability and backed by a 
motor-service plan that as- 
sures uninterrupted per- 
formance. 





b HOW TO GET THE JUMP IN THIS MARKET— WRITE TODAY to 
Westinghouse Electric Corporation, Sturtevant Division, Hyde Park, Boston 
36, Mass., for complete information on how you can grow with this growing 


market. J-80018 








Westinghouse 
Sturtevan 


DIVISION 
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Steep Sutiery 


STANDARD LYON PRODUCTS CONTRACT PRODUCTION OF SHEET STEEL ITEMS 


(Gauges from 8 to 30) 


* 
the Product 
--and give you frompl delivery 
Here’s how you can help your customers speed up plant 


expansion, boost production, or turn surplus steel in- 
ventory into cash. 





(1) If you can supply us with 12 to 24 gauge sheet steel, 
we will supply you pound for pound with any selection 
of Lyon standard products now in production. 





(2) We will manufacture to your specifications, in Lyon 
Production run quantities, assemblies, sub-assemblies, or 
parts in gauges No. 8 and lighter up to No. 30. 





Write or phone your nearest Lyon district office. 


L Y 2 METAL PRODUCTS, INCORPORATED 
General Offices: 1053 Monroe Ave., Avrora, Illinois 
Mec Branches and Desters in All Principal Cities 





A PARTIAL LIST OF LYON PRODUCTS 


® Shelving Kitchen Cabinets Filing Cabinets Storage CabinetseConveyors Tool Stands «Flat Drawer Files 

© Lockers Display Equipment ¢Cobinet Benches ¢Bench Drawers eShop Boxes ¢Service Carts Tool Trays ¢ Tool Boxes 

© Wood Working Benches «Hanging Cabinets Folding Chairs © Work Benches Bor Racks «Hopper Bins Desks ® Sorting Files 

© Economy Locker Racks © Welding Benches ¢Drawing Tables ¢Drower Units Bin Units «Parts Cases © Stools elroning Tables 
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The 
WHITING 


lectric Hoist 


00 


F.O.8 
HARVEY, 
ILLINOIS 


PO . 
It’s false economy to have skilled workers leave their 


machines to struggle with heavy loads. The Whiting electric 
hoist will handle loads up to one-ton 13 times as fast as a 
hand hoist, releasing men and machines for productive work. ; 
Workers like them because they make it so easy to handle 
back-breaking loads. 

Whiting hoists are so light they can be installed by one 
man, yet so rugged they will stand up under heavy duty. The 
One-ton unit weighs only 94 pounds. It has steel from hook 
to hook, and precision ball bearings throughout. Its compact 
worm-gear drive provides smooth, silent power, and has 
fewer parts to wear and fewer parts to adjust. 

To install a Whiting hoist, simply hang it up, plug it into 
the nearest electrical outlet, and it’s ready to go. Investigate 
this new time and money-saving hoist. 





WHITING CORPORATION 


15652 Lathrop Avenue, Harvey, Illinois 


C Send me a copy of your Bulletin H-100A 
describing the new Whiting electric hoist. 


LJ We are interested in handling the Whiting electric hoist line. 
Send me full information. 


NAME 


ADDRESS__.__ 


city. 








MILL SUPPLIES ©’ NOVEMBER, 1947 

















For production or maintenance you can always depend on SIOUX 
because it has always had the reputation for building quality tools. 


Electric Drills—Bench Grinders Valve Face Grinding Machines, Wet Grinders 
Portable Electric Grinders (Aviation and Automotive) 
po re a Dual Action Valve Seat Grinder (Automotive) 
le Electric Polishers , _ . 
Phenol Abrasive Discs Dual Action Aviation Valve Seat Grinder (Dry) 


Grinding Wheels—Flexible Shafts Wet Valve Seat Grinding Machine for Aircraft 
Wire Wheel Brushes Radial and In-line Motors 


Sold only through authorized SIOUX distributors 


Visit our exhibit at A.S.I. Show Booth No’s D-54-56-58-60 


WORLD OVER 
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GIVES 10 ADVANTAGES TO THESE 
DISTRIBUTORS ACROSS THE NATION 





Look over the exclusive advantages we give to selected G & K Distributors in their protected areas. 
These merely re-state our conviction that you — the Mill Supply Distributor — are of vital 
importance in our economy. Our entire sales and promotion effort is aimed to help you build 
volume sales at assured profits. 


1. A complete line of Industrial Leather products 


2. Exclusive franchise in your territory 


3. Trade discounts and suggested margins on the basis that the Distributor must be fairly 
compensated 


> 


Suggested adequate stocks to service the area with profitable turnover 

5. G & K's factory-trained men to work with the Distributor's organization 

6. A Power Transmission Engineer available for technical help 

7. Advertising to your prospects built around the “Buy Through Your Distributor” theme 

8. Direct-mail pieces with Distributor’s name imprinted, mailed by G & K to Distributor’s list 
9. Helpful catalogs, product folders and mailing pieces with Distributor’s name imprinted 


10. All G & K Distributors are listed in The Purchasing Agent's bible, THOMAS’ REGISTER, and in 
The Yellow Section of the local telephone book 


If you can adequately represent the Graton & Knight Line, there may be a G & K Franchise 
available in your territory. It will pay you to inquire. 








GRATON & KNIGHT COMPANY 


355 FRANKLIN STREET, WORCESTER 4, MASSACHUSETTS 


TANNERS - LEATHER BELTING - INDUSTRIAL LEATHER PRODUCTS 
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SEAMLESS DESIGN 
ladish Seamless Reduc- 
ing Elbows are formed 
from highest quality 
seamless tubing at forg- 
gj temperatures by a 
Meess that scientifically 

es metal uni- 
fermly throughout the 
walls of the fitting for 
Maximum strength and 


UMI 


FLOW EFFICIENCY 


Uniform, gradual re- 
duction of diameter from 
face to face of the fitting 
...without abrupt change 
of diameter to impede 
flow...and full effective 
center line radius help 
meintain pressures and 
provide maximum flow 
efficiency. 


Ladish Reducing Elbows 
save time and simplify 
installation by eliminat- 
ing the extra weld 
necessary when sepo- 
rate elbow and reducer 
are used. The smooth, 
unbroken exterior also 
helps simplify application 
of insulation when re- 


\ at 


Now from Ladish metallurgical and engineering laboratories comes 
another significant advancement ... the first practical seamless 
reducing elbow to be forged in one piece. Featuring maximum 
physical properties and geometric accuracy, this new development 
provides improvement in the flow efficiency of piping systems 
and offers material savings in erection costs. 


Now a single Ladish Reducing Elbow replaces the 90° Elbow and 
Reducer formerly required to change the direction of flow and 
reduce the pipe size simultaneously... AND... it eliminates one 
weld and a reducing fitting. Since the reduction in diameter is 
gradual and uniform from face to face, piping systems installed 
with Ladish Reducing Elbows benefit from the smooth, uninter- 
rupted flow that helps maintain maximum pressure. 


In addition to the flow advantages of seamless design, Ladish 
Reducing Elbows provide a fine, compact metal structure of high 
dynamic strength and toughness. For full information regarding 
range of sizes, prices and delivery, contact your nearby Ladish 
Distributor, District Office or write direct. 


(ortwolled Yuallly 


FITTINGS 


: 2 
- |! & a 4 


LADISH CO. 


CUDAHY, WISCONSIN 


MILWAUKEE 


DISTRICT OFFICES: 
Cleveland o Chcage © 


SUBURB 


Rew Yoru © Bufide o Piltsburgh « 





St Lowt © Atlanta © Heuston @ Los Angeles 





MANY USES THROUGHOUT INDUSTRY FOR 
MILWAUKEE sTEEL WIRE SCRATCH BRUSHES 






@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 












@ Excellent painters’ tool for removing dirt, 
paint, and general cleaning preparatory 
to paintingflat surfaces. Also good tool 
for general industrial cleaning purposes, 








@ These ‘tools’ are today as always, of finest quality. They 
© Heavily filled unit for extratough clean. are manufactured and inspected to rigid standards insuring 

ing jobs on flat surfaces. long service to your customers. We are in position now to 
give you excellent service on this line. 

MILWAUKEE Steel Wire Scratch Brushes have brush backs 
of sound hardwood lumber free from defects—are made with 
the finest quality tempered steel wire—have individual holes 
generously filled with wire, insuring maximum service life. 


These “tools” are used for Brushing Metal Parts, Fittings, 





@ Rocker or curved back style used on flat Welded Parts, Pipe Threads, Tires, Tubes, Battery Terminals, 
surfaces -- easy grip —- minimum effort in etc.—for Cleaning Small Castings, Tanks, Drums, Machinery, 
aomeaang. Tools, Meat Blocks, Ironwork, Stone, Brick, etc., for Removing 


Rust, Scale, Weld Spotter, Ships, Borings, Paint, Varnish, Dirt, 
Grease, Floor Wax, etc. 


Write for Bulletin No. 40-11 














MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 




















THERE IS WIDE APPLICATION 
FOR MILWAUKEE POWER 
DRIVEN WIRE BRUSHES. 


These high quality “tools” are available in a variety 
1 Brushes 


shes _ of types and can be successfully applied to many 
Brus 


production jobs. Among the results users get are 
speeded up operation and increased product quality. 
The ability, dependability, and long life of these 
“tools” is being demonstrated in some of production's 
most severe operations. 


Write for Catalog 42-61. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 


























ALL-PURPOSE ELECTRIC 


e A i 
NO KICK-NO TWIST removes i 


EVEN ON THE ® Drills 


® Ream 
TOUGHEST JOB Rass, 
Drilling with a 1” wood ° Drives and re- 


auger. Notice large chips. mo 
Action photo taken at £32 © Driv Ves screws 
es and re- 


and 1/5000 sec. electro- 

flash. Moves Studs 
Extracts broken cap 

Screws and studs 


The sensational new Ingersoll-Rand Electric IMPACT e 
Runs wire brushes 


Tool amazes everyone with the easy way it handles 


tough jobs.* 
The patented “rotary impact” mechanism that gives 


this outstanding performance also assures trouble-free 
service by permitting the motor to run even if the spindle 


is completely stalled! 


AMAZING! It’s reversible . . . full power AMAZING! It saves up to 90% of the time 


in either direction ... runs on 110 V ac-dc. on nut-running operations alone. 


AMAZING! With standard attachments, you need only one 


Impact Tool to do all operations.* 
Call our nearest office for a demonstration of this easy to sell item... 
run it yourself... you'll be amazed! 


ean Ing ersoll-Rand =—=<_ 


11 BROADWAY, NEW YORK 4, N. Y. 108-18 
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MANY USES THROUGHOUT INDUSTRY FOR 
MILWAUKEE sTEEL WIRE SCRATCH BRUSHES 
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@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


@ Excellent painters’ tool for removing dirt, 
paint, and general cleaning preparatory 
to painting*flat surfaces. Also good tool 
for general industrial cleaning purposes, 








® These ‘tools’ are today as always, of finest quality. They 
© Heavily filled unit for extratough clean. are manufactured and inspected to rigid standards insuring 

ing jobs on flat surfaces. long service to your customers. We are in position now to 
give you excellent service on this line. 

MILWAUKEE Steel Wire Scratch Brushes have brush backs 
of sound hardwood lumber free from defects—are made with 
the finest quality tempered steel wire—have individual holes 
generously filled with wire, insuring maximum service life. 


These “tools” are used for Brushing Metal Parts, Fittings, 





@ Rocker or curved back style used on flat Welded Parts, Pipe Threads, Tires, Tubes, Battery Terminals, 
surfaces - easy grip —— minimum effort in etc.—for Cleaning Small Castings, Tanks, Drums, Machinery, 
weeniny. Tools, Meat Blocks, Ironwork, Stone, Brick, etc., for Removing 


Rust, Scale, Weld Spotter, Ships, Borings, Paint, Varnish, Dirt, 
Grease, Floor Wax, etc. 


Write for Bulletin No. 40-11 
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INDUSTRIAL BRUSHES 
for All Industrial Needs 




















THERE IS WIDE APPLICATION 


FOR MILWAUKEE POWER T 
DRIVEN WIRE BRUSHES. 7 
These high quality “tools” are available in a variety th 
of types and can be successfully applied to many se 


production jobs. Among the results users get are 
speeded up operation and increased product quality. 
The ability, dependability, and long life of these 
“tools” is being demonstrated in some of production's 
most severe operations. 


Write for Catalog 42-61. 







THE MILWAUKEE BRUSH MANUFACTURING CO. . 
MILWAUKEE 8, WISCONSIN Tages! 


KEF WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRA 





ete 


TCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 

















ALL-PURPOSE ELECTRIC 
TOOL 


* 
® Appi; 
NO KICK-NO TWIST ee 


® Drills 


EVEN ON THE oan 
TOUGHEST JOB sg 


Drilling with a 1” wood e Drives and re- 
auger. Notice large chips. Moves 
Action photo taken at £32 © Dri Screws 
and 1/5000 sec. electro- rives and re- 
flash. Moves Studs 
*® 
| Extracts broken cap 
The sensational new Ingersoll-Rand Electric IMPACT e ne and studs 
Tool amazes everyone with the easy way it handles e Pie Wire 
tough jobs.* 0es ho 
The patented “rotary impact” mechanism that gives 
this outstanding performance also assures trouble-free 
service by permitting the motor to run even if the spindle 


is completely stalled! 


AMAZING! It saves up to 90% of the time 


AMAZING! It’s reversible . . . full power 
in either direction . . . runs on 110 V ac-dc. on nut-running operations alone. 


AMAZING! With standard attachments, you need only one 
Impact Tool to do all operations.* 
Call our nearest office for a demonstration of this easy to sell item... 


run it yourself ... you'll be amazed! 


Ingersoll-Rand —— 


11 BROADWAY, NEW YORK 4, N. Y. 
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RUSSELL, 


The lower you can make your customer’s total 
cost of fastening, the larger share of his fastener 
business you should expect to get. 

Actually, the cost of using a fastener—includ- 
ing costs of specification, purchase, stocking, 
inspection and assembly time—amounts to much 
more than the initial price. 

So—sell him the brand of fastener that keeps 


the cost of using fasteners low ... and you can 


expect to get the fastener business and keep the 


ees ewe ee! 





Russell, Burdsall & Ward Bolt and Nut Company. Face 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill, Los Angeles, Calif. Additional sales offices in Phila- 
delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 





if the pie is SMALLER! 
if the pie is | 


business at’ price levels which are profitable. 

“T.F.E.” is a selling idea that helps you make 
more fastener profits by helping customers to 
lower fastening costs. The customer who agrees 
that a// the elements in True Fastener Economy 
are important is a fine prospect for the brand of 
fastener that can be counted on to give him all 
these elements. 

For details on “‘T.F.E.”, see the RB&W ad 
opposite. It runs in most of the publications 
your customers read. 


FASTENERS THAT LOOK LIKE THIS 
CAN BE COUNTED ON FOR t.fve. 


Clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties—those 
are the distinguishing characteristics of RB&W 
fasteners. And their quality is uniform, as these 
two bolts show—selected at random from dis- 
tributor stocks in two different cities, but iden: 


tical in appearance and properties, 


RBaWw 
The Complele Quality Line 


BURDSALL & WARD BOLT & NUT COMPANY 
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PER po.iAR OF 


It’s the cost of using a fastener that counts. Wherever maximum 
fastener strength is required . . . such as for engines and machine 
tools . . . it is True Fastener Economy to specify high-quality 
Cap Screws. 


R B & W Cap Screws for Utmost Security 


Raw material that is subjected to the most rigid mechanical and 
physical examination . . . cold-forming on the most modern ma- 
chinery . . . continuous inspection at every stage of manufacture 
... contribute to your assurance that RB & W Cap Screws will 
have uniformly high physical properties and a finish that enhances 
the appearance of the finished product. 

Such facilities as spheroidizing furnaces, close control heat 
treating, finest heading and threading equipment enable R B & Wto 
manufacture its products to meet the severe stress conditions and 
close tolerances required of highest quality Cap Screws. 


uM HOLDING POWg, 
L cost ee THAT's 


t.f.6= 







qrue 












You Get T. F. E. When You 


1. Reduce assembly time to a minimum by savings through 


use of accurate and uniform fasteners 


2. Make your men happier by giving them fasteners that make 


their work easier 


3. Reduce need for thorough plant inspection, due to confi- 


dence in supplier's quality control 


4. Reduce the number and size of fasteners by proper design 
5. Purchase maximum holding power per dollar of initial cost, 


by specifying correct type and size of fasteners 


6. Simplify inventories by standardizing on fewer types and 


sizes of fasteners 


7. Save purchasing time by buying larger quantities from one 


supplier's complete line 


8. Contribute to sales value of final product by using fasteners 


with a reputation for dependability and finish 








RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making strong the things 


that make America strong 


RB&W bolts, nuts, screws, rivets 
and allied fasten are 
manufactured in a range of 
styles, cee and Anishes. 


faste at: Port. Chester, N. 


Falls, Ill., Los 
bo alif. Additional sales 
cltices at: Chattanooga, yo etroit, 






























Appearing currently in Modern Industry, Factory, Mill & Facto 
Machine Design, Product Engineering, Iron Age, Steel others. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 


has developed the world’s finest belt hooks. oe eS Se. 


inches wide in one 


These are made of the highest quality belt oe el wg 

hook wire. Hooks hold with firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 


The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 


Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 
strain on every hook. A belt joint so made will outlast by two 


to three times one made with an old-style portable lacer. RIMINI «totais ee 
CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 


‘BELT LACING  “## | EQUIPMENT 


MILL SUPPLIES © NOVEMBER, 1947 









New! 


@ EXTERNAL @ INTERNAL 


nee gaging on a mass- 
production scale is now both 
practical and economical for any 
plant or laboratory! The new 
Brown & Sharpe Electronic Meas- 
uring Equipment applies elec- 
tronic super-sensitivity to meas- 
urement, and_ electronically 
amplifies the results for instant, 
accurate reading on a large cali- 
brated dial. It enables accurate 
gaging to .00001", as fast as 
test-pieces can be handled. 


An outstanding advantage of 
this new Electronic Measuring 
Equipment is the separate am- 
plifier unit, which isolates heat- 
producing elements and prevents 
temperature drift in gaging units. 
Another unique feature is the true 
linear response of the gaging 





BROWN & SHARPE 


units, which permits accurate set- 
ting for the entire scale with only 
one gage block or master. These 
are only two of many advantages. 


Get the full story of this ver- 
satile new Electronic Measuring 
Equipment. Write for details. 
Brown & Sharpe Mfg. Co., Prov- 
idence 1, R. I., U.S.A. 


We urge buying 


Production gaging with External 
Comparator No. 951 and Am- 
plifier No. 950. 


—— 





Speedy internal gaging with Internal 
Comparator Attachment No. 952, Am- 


plifier No. 950 and Signal Light At- 
tachment No. 958 (optional). 

4 Gage Head Cartridge No. 953 

is shown mounted in specral 


fixture for linear gaging, 


a \ 





, 


\ 





[BS 
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1. Finest Chinese bristles should be 
boiled, straightened and scientifi- 
cally mixed, as in the Rubberset 
process, to guarantee uniformity 
and perfect performance. 

















A. Slightly chiseled tip eliminates 
breaking-in— assures smooth, even 


film from the first dip. 





ef 


7. To test permanency of setting, 
hit bristles lightly against table edge. 


(Rubberset’s exclusive setting locks 


bristles everlastingly in place.) 













2. Nylon brushes give you maxi- 
mum paint pickup and delivery 
when 4ilaments are crimped with 
the Permanent Wave, exclusive 
Rubberset development. 





faa 


5. Minimum of short length bristles 
on outside of brush prevents splat- 
tering of paint. 














Ss 


&. Ferrule should be beaded for 
additional strength and rigidity, 
securely nailed to block. 


Ku BBERSET 


Made only by 


The Rubberset Company, 56 Ferry Street, Newark 5, New Jersey. 
Established 1873. Factories: Newark, N. J., Salisbury, Md., Graven- 
hurst, Ont., Canada— Branches: Los Angeles, Cal., St. Louis, Mo. 
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#472—Pure Bristle 


Made of finest imported hog bristles 
for smooth, fast performance. 












#1472—Permanent Wave Nyloa 
Long-lasting. Exclusive Rubberset 


1aXxi- 3. Full stock of carefully selected Permanent Wave development 
very lengths of bristle to assure speedy, gives greater coverage. 

with even flow of material over large 

surface areas. 








sive 




















tles 6. Bristles set at slight angle assures 
lat. perfect taper to chisel tip. Full weight 
of bristles should be at working end. 











OOEERCE RPE - 





9. Look for the name Rubberset— 
not just “Set in Rubber.” Only a 
genuine Rubberset brush carries the 
Rubberset guarantee. 


"| BRUSHES 


” the Rubberset Company 
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ATKINS 32 


with a “lift-and-curl”’ 


cutting action 


See what 


tooth hits 
tough metal 


Because its tooth-form is scientifically right, Atkins 
New Curled-Chip Circular Milling Saw is 
reducing the cost of removing metal in plants 
everywhere. That inward-curved cutting face of 
the tooth lifts the chip with a smooth continuous 
curling action — no power is wasted pushing the 
chip against a vertical face. And the curled-up 
chip, like a tightly-coiled clock spring suddenly 
released, literally explodes from the gullet. 
There's no excessive heat generated by friction 
to break down the cutting edge. This means 
greatly increased cutting life. Actual case studies 
in many leading plants offer positive proof that 
Atkins Curled-Chip Circular Milling Saws permit 
faster, heavier feeds .. . reduce downtime... 
save dollars. Write for details today. 


©1947, £.C. A. & Co. 


MAKE SALES FOR 
YOURSELF BY 
CUTTING COSTS 
FOR YOUR 
CUSTOMERS 


@ Arrangeademonstra- _ 
tion with prospects or 
customers, on work or 
materials they select — 
Atkins Engineers will 
gladly demonstrate the 
time-and-money-saving 
advantages of these 
saws. 


\ ATKIN S AN D COMPAN Y 


AIKINS Home Office and Fectory: 402 S.Allinois St., Indianapolis 9, Ind. 
3 BRANCH FACTORY: PORTLAND, OREGON 


Branch Offices: Atlanta * Chicago * Memphis * New Orleans * New York * San Francisco 
Makers of Better Saws for Every Cutting Job— Power and Hand Blades... Milling Saws... Segmental Cold Saws... Metal Cutting Bands 
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“CYCLONE 


Model M 
HEAVY DUTY HIGH SPEED HOIST 


Capacities from 4 ton up! 








“> 96% EFFICIENCY 


conserves worker energy 
and increases productivity 


> 42% FEWER PARTS 


simplifies maintenance 


| => 63% LESS WEIGHT 


yet definitely a heavy 
duty hoist 


=> Plus SEALED-IN LIFETIME 
LUBRICATION 


simplifies servicing... prolongs 
life... maintains efficiency 


=> Plus HERC-ALLOY CHAIN 


America’s First and Safest 
Steel Load Chain 


The Cyclone Model M Heavy Duty Hoist 
is entirely new, completely different. 
Size and weight have been greatly re- 
duced, and strength and durability 
greatly increased through the use of to- 
day’s stronger alloys of steel and Alcoa 
aluminum. Efficiency and ease of opera- 
tion have been increased to new high 
levels through the use of precision ball 
bearings at all rotating points. The 
many advantages of this unusual 
hoist are being demonstrated daily 
on-the-job by thousands of Cyclone 
Model M's already in service. Ask your 
distributor to show it to you. 


@ New type load brake gives 

smooth, positive control at all 

times...exceptionally valuable bes 

in spotting or assembly work. 


Famous CM “Herc-Alloy” double 
duty alloy steel load chain is HOIST. fore} dle) Peale). | 


standard equipment onall mod- (Affiliated with Columbus-McKinnon Chain Corporotion) 
els. The 1-ton model weighs 
only 35 pounds, has a mini- GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


mum headroom of only 13%”. SALES OFFICES: New York + Chicago * Cleveland + San Francisco + Los Angeles 








See us in Cleveland at Booth 526 . . . Materials Handling Exposition, January 12-16 
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in ROOFING ano SIDING 


STEEL_;., strength, 


durability 


BOND COAT_;.. 2 


permanent binder plus 
non-corrosive protec- 
tion 


PLASTICS COAT— 


for air-tight protection 
against weather and 
corrosion 


MICA FINISH 


Y MORE PROFITS FOR COAT—for extra pro- 
DISTRIBUTORS tection and attractive 


appearance 


Plasteel is more than a name. It’s more than a brand name. Plasteel is 
product identity—that important factor that influences sales and profits. 
That's why when we say—remember the name—we say it advisedly. Today 
with the trend more and more toward permanent building protection provided by Plasteel, there 
are more opportunities than ever for alert distributors to share. The Plasteel Line of Roofing 
and Siding is supported by every facility to make selling easier and more profitable for you: 
(I) uniform quality and consistent performance (2) a planned program of advertising and promo- 
tional aids (3) a skilled staff of engineers (4) experienced district representatives to serve you~ 


If we've missed serving you in the past, may we come in now 
and present the potential markets open to you with Plasteel. 


Write or Wire Today 


PLASTEEL PRODUCTS CO. 


WASHINGTON, PENNSYLVANIA 
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This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 





An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16” and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog-— giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO 7OOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2686 N. KILDARE AVE. CHICAGO 39, ILL. 
ALSO MAKERS OF DURO HAND TOOLS 


sacs iiaaeieatieeea inaaibdabiameaiualianes AREA 
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"AN ADEQUATE STOCK close at hand” 





L UNKENHEIMER adver- 


tising emphasizes the vital ser- 
vices performed by Distribu- 


tors in maintaining adequate 





stocks of valves that are re- 
quired to meet the particular 


needs of each territory. 


This consistent recognition of 
the part that Distributors play 
in delivering better valves 
throughout the nation has 
helped to make the name 
LUNKENHEIMER a symbol 


of valve quality and service. 















++ YOU'RE SURE OF HIGH QUALITY. 


LOW-COST VALVE SERVICE 


With ' ‘ 
i a Valves in the line . . . you get better valve servi 
te : id — s the considered opinion of engineers ond ahs 
oughout the nation. From long experience they i. 
i now 


that Lunkenheimer V i 
alves give extra i 
sow fou souede a ee — ee of better service, set 


Lunkenheimer leadership i i 
; P in engineering and desi 
xs ry ape has been established over mi ped ae 
tii ected by rigidly enforced standards of highest ple ite 


ies tr aves actically every industry. When buying 
complete satisfaction. 


An Adequate Stock LRde be 
CLOSE AT HAND... i a a 


A big stock is 


rot enough. Luntenheimer Distributor stocks fey 


are ceretuily geared to the % x "EZ 
particular - 
This “pienning ah articuiar needs of each territory. ~ N Ls 
9 ahead.” plus your Distrib m~ 4 ; 
y istributor's aid in solving \ tL * 
hs he 
x 


Operating and mainten 7 
- ence v2 i 4 
ons tha tan problems rapid deli 


Ww 


/ 





vary service : oy 
¥ 90 many plants rely o » wo J- fs 
¥ on their Luntenh:  * > 
emer | of 


ae 
or complete valve service , | 
4 A } 


f 5 


Distributors F 


ESTABLISHED 1862 


TH 
Fig. 2228 Sf LUNKENHEIMERC. 


200 'b. Bro. —="“QuauTy’ 
Union Bonnet Gate wc, CINCINNATI 14, O8N0.U.S. A. 
CHICAGO G @OKTON 1 0 pe 


Exeoery ons 518.922 ruDera ADELPH4I6 34 








NEW YOUR 13 % 





ESTABLISHED 1862 


THE LUNKENHEIMER & 


— QUALITY’ = 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13. CHICAGO 6 BOSTON 10 PHILADELPHIA 34 


EXPORT DEPT. 318-322 HUDSON ST.. NEW YORK 13.N. Y 


ABOVE IS ONE OF THE ADS APPEARING IN PUBLICATIONS WITH 












POWER 


INDUSTRY & POWER 
NATIONAL ENGINEER 
CHEMICAL ENGINEERING 


FOOD INDUSTRIES 


A COMBINED TOTAL CIRCULATION OF OVER 380,000 READERS. 


POWER PLANT ENGINEERING 
SOUTHERN POWER & INDUSTRY 
MECHANICAL ENGINEERING 


PAPER INDUSTRY & PAPER WORLD 


SUGAR 
HEATING, PIPING & AIR CONDITIONING 
OIL & GAS JOURNAL 

PETROLEUM ENGINEER 

TEXTILE INDUSTRIES 

TEXTILE WORLD 

MILL & FACTORY 

FACTORY MANAGEMENT & MAINTENANCE 
PURCHASING 
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LOGAN 7” SHAPER 








A WAME TO REMEMBER 


WHEN YOU THINK OF Detter LATHES AND SHAPERS 


NO ADVANCE 
IN PRICES 


During the war years, prices in 
general advanced more than 
40%. During the same period, 
Logan Lathe prices averaged 
approximately 15% increase, 
in spite of improvements in 
design and construction. Our 
enlarged plant, equipped with 
the most modern machinery 
makes for production savings 
which are passed on to the 
users of Logan Lathes. That is 
why even with recent material 


Quick Change G and labor cost increases, 
Cabinet Lathe Logan Lathe prices remain 


unchanged. 
Swing Over Bed, 1012”. 
Distance between Logan Lathe 


Centers, 24°, prices start at $159.50 


To help you sell Logan Lathes and 
Shapers, advertisements of Logan 


L '@) G A N 4a AT Hy t S Products appear in 41 leading Indus- 


trial publications and directories. 


SAVE MONEY 


Price naturally, has a bearing on the lathe you buy. Yet the low Logan price tag is 
only a one-shot saving. It is multiple, on-the-job savings, as well as price that makes 
Logan the lathe of true economy. 

Logan on-the-job economies result from the way the Logan Lathe is designed and built. 
For example, due to its ball bearing spindle mounting, the Logan Lathe is ready for 
any operating speed from 30 to 1450 rpm, with no bearing adjustment. V and flat 
bed ways are machined to within .0005” of parallelism. Headstock bearing faces are 
held to an accuracy of .0005”. Rugged, massive construction is combined with this 
accuracy, and vital wear points are protected by self lubricating bronze bearings. 
Consequently, even after years of constant use, a Logan Lathe retains power for heavy 
cuts, speed for low cost parts production, and accuracy for exacting tool room work, 
In many plants, batteries of Logan Lathes handle all medium and small work, saving in 
power costs, set-up time, and reduced rejects. In any shop, large or small, Logan sus- 
tained accuracy and versatility save time, materials, labor and money. See the com- 
plete line of Logan Lathes and Shapers at your near-by Logan dealer's, or write direct 
for catalog information. 


WOOLWORTH BLDG. 550 W. WASHINGTON BLVD. 1672 MISSION STREET 700 COMMERCE ST. 
OISTRICT OFFICES: NEW YORK 7, N. Y. CHICAGO 6, ILLINOIS SAN FRANCISCO, CALIF. DALLAS 2, TEXAS 
CORTLAND 7-8024 CENTRAL 1246 UNDERHILL 6682 CENTRAL 4075 
AA-} 
LOGAN ENGINEERING CO. CHICAGO 30, ILLINOIS 
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saad more than meets the eye in the 
“wavy tooth” construction of a Heller 
NUCUT File. You can see the differ- 
ence at first glance. What's more, you 
can tell the difference in use—from the 
very first stroke. 


A Heller NUCUT combines coarse and 
fine teeth...cuts deep and finishes 
smooth ... both in one and the same 
stroke. It clears itself quickly, removes 
more metal, lasts longer. 


Here is real cutting power—made for 
the toughest of filing jobs. For NUCUT 
shapes, cuts and sizes to fill your cus- 
tomers’ needs best, see us. 





HELLER BROTHERS 


COMPANY 
Newark, N.J....... Newcomerstown, Ohio 


Good Jools Since 1836 








COMPARE! Unretouched photos show (left) 
an ordinary file with old style teeth, and 
(right) a Heller NUCUT File with “Wavy Teeth.” 
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Bristol's socket screw and belt fastener 
Une is a direct connection to higher 
profits. ‘‘We believe that it is part 
of our responsibility to be con- 
stantly widening markets for our 
distributors and to be Luilding 
turnover into our products— 
through properly directed sales 
promotion.”’ The quotation is from 
Bristol’s written distributor 
policy . . . and it’s only one reason 
why Bristol Distributors get ex- 
ceptional value from a ‘‘B-Line”’ 
franchise. : 

Bristol’s Hex and Multiple- 


lhe line Rigs lene... 


Spline socket screws enable the 


_ distributor to offer the right 


socket screw for every application. 
The “‘Hex”’ is a top-quality screw 
for ordinary use. The Multiple- 
Spline socket is for very small sizes 
... frequent disassembly . . . severe 
vibration. And Bristol’s Conveyor 
Belt Lacing gives the distributor 
the further advantage of having 
the right belt fastener for fast 
“fon the job” joining and repair 
that brings customer satisfaction 
and repeat business. 

It will be well worth your while 


THE BRISTOL “B-LINE” 


The Bee-Line to More Sales and Profits 





to have our representative tell 


» you more about Bristol’s 100% 


distributor policy . . . attractive 
profit structure . . . promotion 
plans. He’ll prove that a Bristol 
franchise pays off in profits. It’s 
all in the presentation: ‘‘Bristol’s 
B-Line Plan For Distributors’’. 
Drop us a line . . . we'll be glad to 


show it to you. The Bristol Com- 
pany, Mill Supply Division, 126 
Bristol Road, Waterbury 91, Conn. 
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FASTEST OF ALL TU INSTAL 


The FAFNIR Wide Inner Ring 
Ball Bearing with the 
Self-Locking Collar 


The Fafnir Bearing Company, New Britain, Conn. 


. — Ba. 
a Be : 1 
<5 . Aspe . y 
es pis ei sues i 


| MOST COMPLETE LINE IN AMERICA 
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t built for industry 


An Exclusive Combination of Benefits 
are Now Created for Your Customers 
by These New Heavy-Duty Jacks! 


PATENTED DOUBLE PUMP—all in ONE 
unit! Speed pump provides fast load- 
contact—powerful load pump cuts in 
automatically! No shifting handle or 
double-yoking as with separate pumps, 


ALL-DIRECTIONAL OPERATION — Full 
power and travel at any angle, verti- 
cal to horizontal, Handle forms posi- 
tive side-rest for horizontal use. 


GAUGE EQUIPPED Base is tapped 
for hook-up of gauge to show amount 
of pressure exerted for measuring 
or testing applications. 


HECK these cost-saving features of the new 30-ton FB-11 and 50-ton PUMP BEAM PROTECTION is provided 
B-11 Th we st is ning » feate weak by handle and base. Pump is con- 
G ° ey bring your customers outstanc ing new jack perform- cealed. Beam is protectively enclosed 
ance never before known in industry. Demonstrate these advantages — at entry point to base. 
show your customers how Blackhawk Hydraulic Jacks can speed and im- 
prove their work — save them money. 
If you have the Blackhawk franchise, take advantage of this leadership 
and cash in on big extra profits. 


A Product C BLACKHAWK ee mentee “aes ‘aoa Pam iy 1, Wisconsin 


Tell Your C. 


single piece of non-porous steel. Re- 
lease valve is recessed to prevent ace 
H Yy © ge A i L 3 © J A C K S cidental lowering and breakage. 
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CHAMPION 
Contributions include: 


1. The finest lamps that forty-seven years 


of concentrated experience in quality’ 


lamp manufacture can produce, so that 
Planned Lighting using Champion Lamps 
will measure up to the user’s highest ex- 
pectations. 


2. Champion's national advertising fea- 
turing and endorsing Planned Lighting 
and urging lighting users to buy from their 
regular supply houses. 











3. Trained lighting experts in the field to 
furnish prompt, dependable cooperation 
on lamp and lighting problems. 


4, The New Champion Light Rule, a 
simplified lighting calculator that is a 
wonderful aid to Planned Lighting. Be sure 
you're equipped with this effective selling 
tool. 


If you have not as yet received your Champion Light Rule, one will be 
mailed to you with our compliments if you will address Department A, on 
your company letterhead. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


OIVISION OF CONSOLIDATEO 


ELECTRIC 


LAMP 
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YES- 


OF COURSE YOU 
CAN SELL Dinch 
SOUTH BEND LATHES 






AND WE CAN SHIP PROMPTLY 


. You will find South Bend 9” Lathes easier to sell. 
They are always in demand for all metal working 
industries, schools, private shops, garages, electri- 
cal service shops, and large and small shops of all 
kinds. This diversification assures profitable vol- 
ume in any territory. 

More South Bend Lathes are sold than any other 
make. This is because they offer greater dollar val- 
ue on any basis of comparison. It will pay you to 
get the facts about selling these lathes. Adequate 
representation on a selective distribution plan is 
sought in all territories. Write, wire or telephone 
for complete information. Immediate shipments can 
be made from factory stock at South Bend. 


SOUTH BEND LATHE WORKS 


Building Better Lathes Since 1906 
555 E. MADISON ST., SOUTH BEND 22, INDIANA 





9 «3° South Bend Model A Bench lathe 





OE Ie Fi, SF 7, 
Mees 40 ae 
by Oe eae a 1 
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HOW A MARKET SURVEY HELPED 
A DISTRIBUTOR TO PLAN HIS SELLING 


An SSF Distributor — whose bearing sales 
had averaged about $40,000 a year — recently 
made a careful survey of sales possibilities 
in his territory. 


The survey showed a large bearing replace- 
ment market, and a careful analysis re- 
vealed that his proper share of the business 
should be $171,500 per year. 


To secure this business, he set his 1947 sales 
goal at approximately $105,000—with the 
ultimate goal of $171,500 to be reached in 
1950. His budget, sales force, inventory and 
advertising have been planned to realize 
these known sales possibilities. 
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Efficient sales planning of this kind is pos- 
sible for any distributor who makes a sound 
market analysis. 


THE STORY OF MARKET ANALYSIS together with 
available data about specific markets and sugges- 
tions for procedures in making market surveys, is 
available for [SSF Distributors. You are invited to 
gain the benefit of work already done on distributor 
market surveys by writing for information. 6343 


SoS INDUSTRIES, INC., PHILA. 32, PA. 





BALL AND ROLLER BEARINGS 
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THE PHILIP CAREY MANUFACTURING CO., CINCINNATI 15, OHIO 


In Canada: The Philip Carey Co., Ltd. 
1557 MacKay Street, Montreal 1, P. Q. 
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© 
‘SY check your stock — 


BP then call 


ESE FP 


Corrugated Asbestos Roofing and Siding 
Asphalt Shingles & Roofings ° Built-up Roofing 
Careyduct * Asbestos Wallboard & Sheathing 
Roof Coatings & Cements * Pipeline Felt 
Asphalt Tile Flooring * Waterproofing Materials 
Expansion Joint + Asbestos Shingles & Siding 
Industrial Insulation + Rock Wool Insulation 
Miami-Carey Bathroom Cabinets & Accessories 
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Mrs. America 
has time to live 


No potentate’s wife—just an average Ameri- 
can homemaker—yet she’s free as the wind! 

The real emancipation of womankind be- 
gan when some distant ancestor first diverted 
a stream ot water to his cave through a 
hollow log. 

Now—pure water flows like magic at the 
touch of a tap, for drinking, bathing, launder- 
ing. Now—uniform heat carries to every 
corner of the home. Now—modern sanitation 
helps to keep the family in good health. In 
every phase of Mrs. America’s life, pipe has 
had a hand in reducing the drudgery of 
housework, in permitting more leisure hours, 


in assuring comfort and well-being. 


Steel pipe made it possible—just as it has 


made possible many other advances toward — 


a better life. 


The interesting story of “Pipe in American Life” will 
be sent upon request. 


COMMITTEE ON STEEL PIPE RESEARCH of American 
Iron and Steel Institute, 350 Fifth Avenue, New 
York 1, N.Y. 


AG (: ’ pst 
Ney 


1 eal LE ar 
eam la Tit 











STEEL PIPE MAKES IT POSSIBLE! 


. « better living through pipes of steel for plumbing and heating purposes. 
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me SIDES of « vee er 


are what GRIP the PULLEY 


-Naturally, it's the SIDES 
that GET the WEAR 





That's Why the Patented CONCAVE SIDE 
That REDUCES Wear on Sidewalls is So IMPORTANT 


Naturally, since the sidewall is the 
part that wears out first, anything that 
prolongs the life of the sidewall will 
lengthen the life of the belt. 

The simple diagrams on the right 
show exactly why the ordinary, straight- 
sided V-Belt gets excessive wear along 





the middle of the sides. They show also 
why the Patented Concave Side great- 
ly reduces sidewall wear in Gates Vulco 
Ropes. That is the simple reason why 
your Gates Vulco Ropes are giving you 
so much longer service than any 


straight-sided V-Belt can possibly give. 


The Concave Side is MORE Important NOW Than Ever Before ! 


Now that Gates SPECIALIZED 
Research has resulted in Super Vulco 
Ropes capable of carrying much heav- 
ier loads—up to 40% higher horse- 
power ratings in some cases—the side- 
wall of the belt is called upon to do 
even more work in transmitting these 
heavier loads to the pulley. Naturally, 


with heavier loading on the sidewall, 
the life-prolonging Concave Side is 
more important NOW than ever be- 
fore! 





mo - 


ous vat oF 
THE MARK OF SPECIALIZED RESEARCH 


THE GATES RUBBER COMPANY, DENVER, U. S. A. 


“World's Largest Maker of V-Belfs" 


GATES ’’:s: DRIVES 
ies ROPE We 


Engineering Offices 
and Jobber Stocks 


IN ALL INDUSTRIAL CENTERS 


of the U. S. and 
71 Foreign Countries 
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in Sheave- Groove 











How Straight Sided 
V-Belt Bulges 
When Bending 

Around Its Pulley 





You can actually feel the bulgin 
of a straight-sided V-Belt by hold- 
ing the sides between your finger 
and thumb and then bending the 
belt. Naturally, this bulging pro- 
duces excessive wear — the mid- 
dle of the sidewall as indicated by 
arrows. 


Gates V-Belt with 
Patented Concave 
Sidewall 
Showing How Con- ) 
cave Side of Gates V- 
Belt Straightens to 
Make Perfect Fit in 
Sheave Groove When — 


Belt Is Bending Over 
Pulley. 











No bulging against the sides of 
the sheave groove means that side- 
wall wear is evenly distributed over 
the full width of the sidewall—and 
that means much longer life for the 


belt 
471 








55 













IMPERIAL 


Heay Diy 
AIR NOZZLE 


with 4 Interchangeable Noses 





e Body Made of Heat Treated Air Nozzle with General Purpose Nose. Nozzle 


may be purchased with this nose only or with 


Duraluminum Forging whatever noses are desired. 


AIR NOZZLE WITH 4 INTERCHANGEABLE NOSES. 


® Unusually Strong and Durable 


GENERAL PURPOSE 
NOSE 


® Light—For Ease in Handling 
® Pistol Grip Fits the Hand an 


For hard use and long life in machine shops, steel mills, 
foundries, forging plants, factories in general, garages, 
repait shops and wherever a blast of air is needed at the 
touch of a button. Various noses for handling all types 
of jobs. Neoprene washer. Self-cleaning seat. For all air 


see 


lines. Has 44” female I.P.T. 





Ask for Catalog No. 350 General Purpose Nose for all ordinary 
applications. . 
Long Nose can be bent—for pockets, recesses, 
etc. : 
THE IMPERIAL BRASS MFG. CO. A Mose for high pressure sir lines oF 
511 South Racine Avenue, Chicago 7, Illinois where air blast must be controlled. 
Wide Flat Nose for broad surfaces. 


TION AND MAINTENANCE AIDS - WELDING EQUIPMENT 





TUBE FITTINGS » SHUT-OFF VALVES - FLEXIBLE HOSE AND 
ATTACHABLE FITTINGS - TUBE WORKING TOOLS « PRODUC. 
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LOWEST COST PER CUT 


of any blade ever made 


making Blu-Mols. There is a complete range 






Tests run on tungsten, chrome nickel and 


ordinary steels at high speeds prove Millers 
Falls Blu-Mol Molybdenum Hack Saw Blades 
cut faster, last longer. Actual performance 
records reveal that Blu-Mol blades reduce 
cutting costs as much as 25% to 50%, and 
will give your customers the lowest cost per cut 
of any blade ever produced. 

These facts will help you sell more profit- 





of Blu-Mol sizes and pitches for both hand 
and machine work. Double-Life Blu-Mol 
blades, for instance, with two cutting edges 
give double work value and at least 3314% 
more cuts per dollar. So help cut your cus- 
tomers’ hack sawing costs by selling Millers 
Falls Blu-Mol Blades . . . and assure yourself 
the goodwill that comes only from a satisfied 
customer, 
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HERE’S A MAXIMUM PERFORMANCE 
METAL- CUTTING BAND SAW ! 


Millers Falls Bands are made of tough, dur- 
able alloy steel with keen and scientifically 
shaped teeth. You can sell them with 
confidence. 


MILLERS FALLS 
MILLERS FALLS 


TOOLS 
COMPAN Y 


‘s GREENFIELD, MASSACHUSETTS 
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The uniform size and strength of Circle © 
Bolts accounts for the large number of customers 
who prefer these nationally-advertised 

products. You can maintain the goodwill 


of these customers by filling their orders 





with these reliable bolts and nuts. 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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Everybody 
LIKES 


TO 
MAKE 


More Moncey 


... and it’s easy when you sell Johnson Bearing Bronze. Here’s 
why—you sell a complete line . . . UNIVERSAL Bronze Bars, 
General Purpose Bearings, Electric Motor Bearings, Ledaloyl, 
Self-Lubricating Bearings and Babbitt. You give your customers 
everything they need . . . you make more profit per call. When 
you sell Johnson Bronze you find a quick acceptance among 
your trade. No other Bearing Bronze enjoys such wide and 
consistent advertising. Then too, you will enjoy the friendly 
co-operative treatment we give our distributors. Want more 
details? Then write today. 


JOHNSON BRONZE COMPANY 


§35 $. AILEL STREET ©@ © © NEW CASTLE, PA. 
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CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigan 
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... with Gondoz Whipcord Endless Belts 


On open drives where it’s possible to install end- 
less belts, Condor Whipcord Endless Belts are 
“unbeatable.” 


Endless-wound Whipcords embedded in slow-aging 
Flexlastics, keep these belts running true and cool 
at all speeds. They are prestretched during manu- 
facture so that practically no take-up is necessary 
in operation. 


The wear-resisting cover is spliced with Manhattan’s 
patented Extensible-Tip. No separation takes place. 
Atmospheric conditions cannot penetrate to cause 


* RAYBESTO 


MARI HAT) AR | $ 


PG 
cay ,. 


te 
Lt ed 


v rte ‘ 


strétch or shrinkage. These features are important 
where accuracy in speed and power are necessary 
to good machine performance. 

Condor Whipcord Endless Belts combine high 
tensile strength, optimum flexibility and accuracy 
of manufacture. You “Save on the Long Run” that 
these belts give you. Ask for Bulletin 6869-C. 


Manhattan’s complete line of rubber products for 
Industry is consistently dependable — outstanding 
in quality. Make MANHATTAN your choice. 


(“Flexlastics” is exclusive with Manhattan) 
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WE NEED THE EQUIPMENT— 
BUT WE CAN'T AFFORD TO TIE UP 


OUR WORKING CAPITAL. 


Here's Your Customer's TOTAL Cost 
Per $1,000 Financed 


12-Month Terms 
24-Month Terms 
36-Month Terms 


Write for Catalog Insert Sheets 


All you need to put COMMERCIAL 
CREDIT’S Machinery & Equipment 
Financing Plan to work for you is a 
supply of Catalog Insert Sheets. We 
will. be glad to furnish these. Naturally, 
there’s no obligation. Just write or 
phone the nearest office listed below. 


THAT'S. EASY—WE’LL ARRANGE 
FINANCING AT LOW RATES UNDER 


COMMERCIAL CREDIT’S PLAN. 





No Credit Risk—No Cost— 
No Contingent Liability! 


When buyers raise the question of 
financing, your salesmen have a 
powerful weapon ready—if they’re 
armed with COMMERCIAL CREDIT’S 
Machinery and Equipment Finan- 
cing Plan. This plan makes sales 
easier to close because it is known 
and accepted by buyers everywhere. 
Many of your own customers know 
the plan through use of it and from 
reading advertisements in business 
publications. : 

Under our plan, we finance the 
purchase of the machinery your 
customer needs . . . on liberal terms 





— 


| COMMERCIAL CREDIT 
COMPANY 


Capital and Surplus 
: ORE 2, MD- 


BALTIM 


$80,000 000 


and at low cost. You get your full 
selling price in cash. We purchase 
your customer’s paper from you 
without recourse, and you are in no 
way liable if your customer fails to 
complete his payments under the 
financing agreement. 

Your salesmen should know about 
our Machinery and Equipment 
Financing Plan... so they can use 
it effectively as a sales tool... and 
so they will have the facts when 
prospects ask about it. We’ll be glad 
to send catalog sheets that give the 
full story. Write today. 


COMMERCIAL FINANCING DIVISIONS: 


Baltimore 2, New York 17, Chicago 6, Los Angeles 14, 
San Francisco 6, Portland 5, Ore. 


OFFICES IN MORE THAN 300 CITIES OF THE UNITED STATES AND CANADA 
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Prefab Shelues for. 


STOREROOMS | 
& WAREHOUSES 
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HINES 


Engineered to carry almost any load which can 


be placed on the shelves. One basic unit—3 ft. 

wide, 34 in. high and 1114 in. deep—will 

carry over 600 Ibs. evenly distributed over the 
three shelves—9 sq. 
ft. of shelf areal Item 
comes knocked down 
and completely car- 
ton packed for easy 
handling. 


EDWARD HINES LUMBER CO. 

2431 So. Wolcott Ave., Chicago 8, Illinois 

Please send me complete information on Hines-Shelves for [_] warehouse, [_] stockroom, 
C) store, () displays. 


Executive lnquiving. .......ccccccccccscccccccccccccccccccccccceseecscecegose 


u 


| 
si | ee] Ts REE IR | 
— ize t 


BUILD UP OR SIDEWAYS! 





EDWARD HINES LUMBER CO. 


7 
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Pcidcabte belting — transmission, 
conveyor and V — Hy-Pressure 
Safety Welding Hose, corrosion- 
proof industrial rubber rolls — all 
these and many more were avail- 
able first to Goodyear distributors. 
Such leadership in new-product de- 
velopments is one of the reasons 
why top-flight supply houses 
number Goodyear among their first 
three money-makers, year after 
year. As you can see in the blue- 
print, there are seven other solid, 
sales-building advantages in a 
Goodyear franchise. If your present 
deal isn’t giving you all of them, 
why not see if there’s a Goodyear 
distributorship to be had in your 
territory? Write: Goodyear, Akron 
16, Ohio or Los Angeles 54, Calif. 


Goodyear 
as more 
coops 
than a 
Broadway 


columnist! 





8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


. Reputation of “the greatest name 5. Technical sales assistance of the 
in rubber” G.T.M.— Goodyear Technical 
Man 

. . Hard-hitting, business-getting 
repeat business direct mail campaign 

. Aggressive national advertising . Leadership in new-product devel- 


that boosts distributors, too opments pioneered by Goodyear 
Research Laboratory 


. Liberal franchise that creates 8. Substantial profit margin on 
profit opportunities each sale 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 


. Proved quality that brings 
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Out of R/M laboratories has come a series of plastic packings that 
have oroved particularly satisfactory in meeting special operating 


conditions. 


R/M Style 1840A, shown above, is typical of these packings and is 
recommended for rods, valve stems, centrifugal pump shafts, and 
similar applications where temperature does not exceed 600°F. 


Arelated type is R/M Style 1840B, which contains a non-frictional metal. 


Where packing is exposed to gasoline, fuel oil and other petroleum 


products, a third R/M Plastic Packing, Style 1840C, is widely used. 


These specialized plastic packings are typical of the R/M Packings 
available to all authorized R/M distributors. For special packing 
problems and for day-to-day packing needs, supply your customers 
with R/M. All R/M packings for maintenance and replacement are 


sold through authorized distributors only. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 





MANHEIM, PA. + BRIDGEPORT, CONN. - NORTH CHARLESTON, S.C. + PASSAIC, N. J. 


IT’S “PACKED WITH SATISFACTION’ WHEN You use R/M 
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PRODUCTION 


Med Wi Jabe 


WITH ARO TOOLS 


400 units— compared with 94—in the same period 
of time! That's the result when a nationally known 
manufacturer of home oil and gas furnaces 
equipped his assembly line with Aro Air Screw 
Drivers and Drills. 

Similarly, companies in many lines from 
coast to coast are getting results in increased pro- 
duction, less fatigue and lower costs! Possibly 
Aro Tools could do as much or more for you. 
A nearby Aro Field Engineer will gladly help 
you with problems in screw-driving, nut-setting, 
drilling, grinding, sanding, polishing and other, 
Operations. Just write or wire ... The Arop . 
Equipment Corporation, Bryan, Ohio. 


Actual photos of assembly line. 


ARQ: AIR TOOLS 


. Send for Catalog! 
THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Without obligation please send us your new fully illustrated Air Tool Catalog 
No. 46 which also gives complete specifications onall Aro tools and accessories. 


Name. 


Street 
















Investigate 





) pan 


Remington Rand Inc. 


Adding-B 


Yes! Vd like to know bow Remington Rand Book 
keeping Machines increase accounting efficiency 
Send me “Toast of the Business World 


NAME -_-_- 


ADDRESS 


ookkeeping-Calculating Machines Div, 
Dept MS, 315 Fourth Ave, New York 10, NY 


whatever your accounting requirements... 
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Remington Rand 
BOOKKEEPING MACHINES 


Management efficiency implies effective savings in your accounting 
department, too. Whether your bottleneck is accounts receivable, 
accounts payable, payrolls, or any other important administrative 
application, Remington Rand bookkeeping machines will simplify the 


operation and save you time and money. 


Here are a few reasons why. They're fast! Automatic balances, 
computed and printed, interchangeable registers, complete electrifica- 
tion and simplicity of operation mean quick results with lower admin- 
istrative costs. These bookkeeping machines prepare two, three or 
more related forms in one operation. For smaller companies, one 
machine can produce accounts receivable, and in a moment or two 


be changed to accounts payable, payrolls, or any other record. 


Ask your local Remington Rand representative to show you how 
these machines will materially increase your accounting efficiency. 


Or write for free booklet “Toast of the Business World’. 


Kemaglon Read 


| MACHINES FOR MANAGEMENT | FOR MANAGEMENT 
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Whether they use infrared ovens to... 
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process ceramics 




















or de-grease metals 


Sell ’em G-E Infrared Lamps! 


QUICK HEAT AT Low COST. That’s why infrared radiant 
ovens are being installed in more and more plants for 
a wide variety of uses. So there’s a growing market for 
General Electric industrial infrared lamps, both for 
original installations and replacements. 


Are you getting your share of this profitable lamp 
business? Whether your customers need infrared lamps 
for drying finishes, pre-heating metals, dehydrating 
raw materials—or what have you—there’s a G-E in- 


frared lamp for the job. The complete line includes 
both reflector and clear bulb types, 125 to 1000 watts. 
Call your nearby G-E Lamp office and stock up. Im- 
mediate delivery ! 


G-E infrared lamp advertising keeps pre-selling your 
customers month after month in nine widely read in- 
dustrial magazines. It makes this active market even 
more worthwhile for you. General Electric Company, 
Nela Park, Cleveland 12, Ohio. 


GENERAL @ ELECTRIC 
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EAOIER 1 SELL... 


because of their outstanding safety and convenience 


AIR HOSE COUPLINGS 


aki The extra safety of Thor Air Hose Couplings is quickly 
demonstrated to industrial buyers. (Wherever air is used, Thor Couplings are 
a natural repeat-volume, long-profit seller for distributors.) 

They are easy to sell because: 1. They're safer — their positively-locked con- 
nections cannot break, jar or whip apart. 2. They are truly universal to fit every 
job. All sizes up to }-inch are interchangeable. Write or ask your Thor 
representative for full information. 





INDEPENDENT PNEUMATIC TOOL COMPANY 


600 W. Jackson Boulevard, Chicago 6, Illinois 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston Los Angeles Milwaukee 
New York Philadelphia Pittsburgh St.Louis St.Paul Salt lake City San Francisco Toronto,Conada London. Enaland 















To connect, place ends together, push 


To disconnect, simply pull back sleeves 
and twist—they snap locked. 






+ + » Jaws open automatically. 





Look Ahead 


PORTABLE POWER 


LOLS — 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY NEED 


Get Ahead — 


Stay Ahead with 





70 MILL SUPPLIES © NOVEMBER, 1947 


| UMI | 








NEV 


ELM 





e 





UMI 








Fa St Service ,, CORNING MILL SUPPLY 


GLASSWARE THROUGH THESE STOCK CARRYING DISTRIBUTORS 














e Without carrying a large inventory yourself, you can give HOUSTON 


, . a ; AMERICAN PACKING & GASK 
your customers quick delivery on Corning’s complete line of 1906-12 “ir me os 
Mill Supply Glassware including: Pyrex and Corninc brand SAN FRANCISCO 
7 : FRANK GROVES COMPANY 
Tubular Gauge Glasses, Macsetu brand Flat Gauge Glasses, 444 Brannon Street . . if. 


Pyrex brand Sight Glasses, Lubricator and Oil Cup Glasses. age cco 
How?—By simply ordering from your nearest Corning Stoc 
Carrying Distributor! He stocks a fyll difie, including all sizes 
and lengths. He provides cutting serjice and prompt delivery. 


SUPPLY CO. 
iladelphia 6, 








This adds up to a quick turnover At _good profit margins. 
- 










629 Washington Blvd. 



































aw vom END tn SNA, ee BAILEY co. al 
H. J. MURRAY & CO. STRONG Bie S| & HAMMOND CO. 350 $. And St a a 
85 Warren Street ........ New York 7, N. Y. 1392 ‘ Ctevelgnd 13, Ohio eee ners Sree faa 
“Eta tt TORO 
ELMIRA ST. LOUIS enn “H SUPPLY, | : ~ RRISON (ARASS MFG. CO._LTp. 
SWIFT LUBRICATOR CO... . Elmira, New York 1500 South ee st = St ovis, ieee * 267-278 rH Stor est, am Ty Geb tgla 


So. 


SUPPLY CORNING PRODUCTS... 
GIVE YOUR CUSTOMERS THE BEST! 


Corning Mill Supply Glassware is the prod- 
uct of sustained research. Out of this has 
come Pyrex and Corniné brand glasses 
which remain crystal clear, resist pitting and 
provide maximum thermal resistance over 
prolonged periods. Thus, you give your cus- 
tomers products which assure dependable 


service at the lowest cost. 


CORNING BUILDS SALES FOR YOU 
Corning Glass Works advertises its Mill nacestmwe 
Supply Glassware continuously in leading f any type. They provide high there 


m vm lilo migelils *lelacds 
publications in suchimportant fields as power 


plant, marine, petroleum, plumbing and 
heating. These ads stress quality and source 
of supply... you! Ads in leading magazines, 
such as the Saturday Evening Post, empha- PYREX and CORNING brand o 
size Corning research in glass, help build i - up and lubricator gla 


hos : fi rately and provide exce 
national recognition for all Corning prod- long period 


ucts. This makes your job of selling easier. 


ee oe oe Oe oe ra wa nae eee eee Se eR ee ee 


CORNING GLASS WORKS - CORNING, NEW YORK 


SALES OFFICES: NEW YORK* CHICAGO + SAN FRANCISCO 


(CORNING 


a a 


... stocked by leading suppliers everywhere M i i L 5 U o ” LY G6 L A 4 5 WA a E 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE + LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 
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New booklet tells how you can save money on the job with 




































welPru a 


i 
+ painting w 
. op ton-bristled brush 


i $ 

using nylon-bristled ee d 

ai greatest economy: wns vo 
tains factual date on 


lasting nylon 
the care and formance of long-'0 


° 
about ; _ other types - °° 
Nyy @ “leaning of paint nee = pened professions! 
: " . 
brushes id pow who wants the oor 
@ about reclaiming © ae jobs at the lowest 


costs. 


IT’S FREE! SEND FOR IT NOW! 


HERE’S DU PONT’S new fact-packed, interesting, helpful 
booklet for professional painters! In straightforward 
words and pictures, it tells the story of working with 
and caring for a nylon-bristled paintbrush—and what 
it can mean to you in fine performance and substantial 
savings. Contains 14 pages of factual data and pictures. 


It’s handbook size—just right for pocketing as a handy 
reference guide. 











Clip the coupon and mail TODAY. We'll send your 
FREE copy of this informative little book without 
delay. E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Department, Room 3111, Arlington, N. J. 


CLIP THIS COUPON—MAIL TODAY! 


a 
ee 
Du Pont, Room 3111, Plastics Dept. 
ft Arlington, New Jersey 


Please send my FREE copy of your new booklet, ‘‘How You Can 
Save Money on the Job with Paintbrushes Bristled with Du Pont 








aN 
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NYLON.” 
Name 
ae $. Pat OFF 
Street & No 
BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY City Zone __State 
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Reversible 
Ratchets 


Detachable 
Sockets 
and Sets 





They Look Just The Same, BUT... 








The “Greenfield” Gage Will Outwear Gage “X” Many Times. 
And Here’s The Reason Why! 


Many points of surface 
contact insure long wear 


before losing accuracy 


Few points of surface 
aol iieka mri ele Me ilelamactelas 


early loss of accuracy 


























GROUND and LAPPED SURFACE GROUND ONLY SURFACE 












Both gages will pass all measurement requirements. 
But the “Greenfield” Gage, because of its finely lapped surface, 
will outwear the other many times. All “Greenfield” Gages are 
lapped to an extremely high degree of finish. This “inbuilt” 
extra wear which gives long and accurate service and better 
value to users, is one reason for “Greenfield’s” reputation in 
the gage field. For better gaging, recommend “Greenfield” 
Gages to your customers. 


GREEN E TAP and DIE CORPORATION - Greenfield + Massachusetts 
Fy L and its New Haven Division The GEOMETRIC TOOL COMPANY 
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Two rine Maal lilting Saw 


and General Utility 


for Production 










WELLS No. 8 
with wet cutting system 


Here’s a saw that will pay dividends on 
practically any cut-off job. It's 
fast, versatile and economical. 
The wet cutting system illustra- 
ted is a low cost extra that makes 
possible higher cutting speeds 
and longer blade life. 





WEIGHT . 


Specifications 
CAPACITY: 
Rectangular . 8” x 16” 
Special Guides 5” x 24” 
Rounds ss ona 
MOTOR . YHLP., AC., or D.C. 


SPEEDS . Selective; 60, 90, 130 ft. per min. 






Approximately 665 pounds 












WELLS No. 12 
with automatic cutting cycle 


The new Wells No. 12 is an elec- 
trically powered, hydraulically 
controlled saw. Just push a button 
and the head comes down and 
makes the cut at a controlled blade 
pressure. At the completion of the 
cut the head returns to a predeter- 
mined position and the motors 











shut off. 
Specifications 
CAPACITY: 
Rectangular . 12”x 16” 
“Rounds . . 1234” O.D. 
MOTORS . ¥%H.P. and 4 H.P. 


SPEEDS . Selective; 50, 90, 150 ft. per min. 
WEIGHT 


Approximately 1750 pounds 











Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET, THREE RIVERS, MICH. 








MILL SUPPLIES © NOVEMBER, 1947 75 





VALVES made of ALOYCO 2( 


excel in resistance to H,SO : 


OYCO 20 is a well-balanced, austenitic 

alloy, combining good physical proper- 
ties, ready machinability and a high degree 
of resistance to a wider range, of corrosive 
media than 18-8 and other less complex 
stainless steels. It is especially effective in 
either hot or cold sulfuric acid. 


ALOYCO 20 IN SULFURIC ACID 


RROSION RATES EST 8 





Valves made of Aloyco 20 have many useful 
applications in industry under severely cor- 
rosive conditions. They are giving excep- 
tional service to manufacturers of oil 
refinery products, fertilizers, plastics, rayon, 
soap, synthetic rubber, coal tar products, 
explosives and many others. Send us your 
specifications. 


> 


CORROSION RATE IN INCHES PER YEAR Ipy 








4 








CONCENTRATION OF SULFURIC ACID PERCENTAGE SY WEIGHT 


CORROSION IN CORROSION IN 80 C 
BOILING ACID 176 F) ACID 


Nest ef Aloyce 20 Valves used in recovery of 
alkylation spent acid. 


The above photo shows one of several 
groups of Aloyco 20 Valves in the plant of 
Consolidated Chemical Corporation, Hous- 


ton, Texas. It is part of an alkylation spent 

acid recovery installation made by the 

Chemical Construction Company. This STAINLESS STEEL 

system reclaims full strength H,SO, from 

85-90 percent spent acid, a waste product | ALVES AND FITTINGS 


of the alkylation process of producing high 
octane gasoline with sulfuric acid as the 


catalyst. 


ALLOY STEEL PRopucTS COMPANY. INC. 


Visit us of our Booth No. 669-670 of the Exposition 
of Chemical Industries, Grand Central Poloce, New 


’ 
Abe ro 
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Coolidge was sworn in by lamplight . . . the country was emerging from the depression 


following World War |. . . the Hunchback of Notre Dame and Scaramouche were movie hits 
. . « King Tutankhamen's tomb was opened . . . Clarence Darrow and William Jennings Bryan 
debated the theory of evolution . . . radio news broadcasting started, and headphone receiving 
sets were fashionable . . . Emile Coué treatments prescribed repeating, “Every day, in every 
way, | am getting better and better”. 

All of these events came close to the birth of BAY STATE, November |, 1922. 

Since these early '20 days, the research and engineering facilities of Bay State have 
introduced many improvements and refinements in grinding wheels, and we are rightfully proud 
of our contributions to American industry. 

From a small beginning, to our present world-wide distribution, comes convincing proof 
of the acceptance of Bay State's complete line of high quality abrasive products. 

With sincere thanks to our customers and friends who made this growth possible, we salute 
the past and eagerly look forward to the future. 

















BAY STATE ABRASIVE PRODUCTS CO. © WESTBORO, MASSACHUSETTS, U.S.A. 
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Talk of the Trade 


KNEE ACTION: It’s not expected to be too long now before Norm Good (Clip- 


per) is back in action again. 


. . . He was laid up virtually all sammer after 


sustaining a knee injury . . . Norm was working in Glasgo, Conn., when the 
accident happened . . . He was attempting to remove a lacing machine from 
the trunk of his car when it slipped out of his hand . . . He put his leg in the 


way and as he explained it “I had a knee cap in two pieces” 


. .. Here’s hoping 


it’s not too long before we see you around again, Norm. 








THE WINNER: Jim Sprague (L. L. Ens- 
worth, Hartford) made page one of the 


Hartford Times recently . . . Jim was 
the winner of a newspaper-sponsored 
snapshot contest . . . He took top hon- 


ors with a shot of two dogs, naming 


the picture; “Twins”. 








ATLANTIC CITY PREVIEW: Many of 
the men who will attend the Triple Mill 
Supply convention in Atlantic City next 
April were on hand last month when 
the Hardware Convention was held in 
the New Jersey playground . . . Henry 


J. Allison (Allison-Erwin Co., Char- 
lotte, N. C.) presided at the opening 
session and startled the delegates by 
blandly announcing “What I have to 
say now will be the most important 
thing you will hear at the convention” 
. . . He paused and then explained: 
“I’m the guinea pig; if you don’t hear 
what I’m saying, you won’t hear any- 
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thing else; if you do hear it, the public 
address engineers will know the volume 


is just right.” .. . It was a novel sub- 
stitute for “One, two, three, testing, 
testing”. . . . Everyone was in a good 


mood at the opening session—there was 
group singing to start the affair... . 
Manufacturers’ Representatives Bob 
Dunn and Tom Bryan were on hand 
and, as usual, were constantly referred 
to as Dunn & Bradstreet . . . We 
paced it off and found that the audi- 
torium where booths will be set up dur- 
ing the Triple Mill Supply meeting is 
just about a half a mile from the Cla- 
ridge, Traymore and Marlborough- 
Blenheim Hotels . . . Better wear the 
comfortable shoes. 


FOREIGN NEWS: Our “See-the-World” 
former editor, Walter Holmes, post 
cards from Buenos Aires that that is 
the “city of boulevards and sidewalk 


cafes—50 cent steak dinners, with more 


races and languages than the Inter- 
national Settlement” . 


. . Walter also 








reported that people in Buenos Aires 
“run faster to catch subways and trains 
than in New York” . . . That shatters 
our dream of some day spending lazy 
days in South America. 
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RACONTEURS: Bill Browne heard a 
stcry about 4 horse the other day and 
recounted it at a Power Transmission 
Council meeting . . . His audience 
tried hard but couldn’t get the point 
. . . Bill explained the matter by say- 
ing that he didn’t understand it either 
and was just trying to find out what 
the story was about . . . We do like 
the story, though, that Elmer Tanger- 
man, formerly technical editor for 
Mitt Suppties, tells in American Ma- 
chinist: It seems there was a group of 
tried every 
known device to make their shop suc- 
cessful; finally they gave up and sold 
out to a non-expert ... A year passed 


marketing experts who 











and the new owner had expanded the 
business; the experts were stumped... 
Finally they went to the non-expert and 
demanded to know how he, a person 
who couldn’t even understand charts, 
graphs, etc., was successful. 
“Well,” the non-expert said, “I attribute 
my success to just one thing: I always 
make sure I make 1 percent profit on 
everything. ...I buy a product for $1 
and sell it for $2”... . Yes sir, that 1 
percent is important. 


R. W. B. 
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© 1F ANY PART of the seating 
combination is to eventually need 
replacement, why not have it the 
most accessible part—the wedge 
rather than the seat? It’s easier, 
quicker, cheaper to slip on a new 
wedge, than to install a new body! 

That’s the principle on which 
Jenkins Engineers designed the new 
Fig. 270-U Bronze Gate Valve, with 
a high-quality bronze wedge seating 


LOOK FOR THIS Fount 
SINCE ll 1664 


ENKINS VALVES 


Types, Sizes, Pressures, Metals for Every Need 
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against MONEL seat rings expanded 
in the body. With this sensible de- 
sign, the wear affects only the most 
accessible part—the bronze wedge 
—which can be replaced by simply 
slipping it off the stem and slipping 
on a new one. Prolonged tests, in 
toughest service, prove it the best 
seating combination to beat wear, 
reduce care. 

This new, better Fig. 270-U will 


DIAMOND MARK 


WRITE FOR THIS FOLDER 
(Form No. 181-A). It describes 
the Fig. 270-U and many other 
popular Jenkins Bronze Gate 
Valves. Or, ask your Jenkins 


Distributor. 
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... Its FAK AHEAD — 
In DESIGN -\n OUKABILITY 


JENKINS FIG. 270-U BRONZE GATE VALVE 


1 “MONEL” SEAT RINGS EXPANDED IN 
*BODY The seat rings, expanded into 
place in the body, are equivalent to integral 
faces. The “MONEL”’ metal used is about 
24 times the hardness of valve body bronze 
— provides exceptional resistance to erosion 
and corrosion. 


2 LARGE SPINDLE THREADS LAST LONGER 
* The threads on the traveling spindle are 
exceptionally long and large in diameter, 
which reduces wear to a minimum and in- 
sures easy operation. Spindle metal is hard, 
tough manganese bronze. 


3 DEEP STUFFING BOX —MORE PACKING 
* Deeper than most 200 Ib. gate valves, it 
holds more packing. Keeps stuffing, box tight 
around spindle with less friction, and pack- 
ing nut can be turned with less effort. 


4 LIBERAL BODY DIMENSIONS ADD 
*STRENGTH Made of 35,000 Ib. tensile 
strength cast bronze — has full length of pipe 
threads and liberal clearance between thread- 
ed ends and diaphragm wall. Union assem- 
bly reinforces and strengthens body neck. 


5 EXCEPTIONALLY RUGGED BONNET 


* Projection on bottom assures snug fit into 


7 neck of body. Large diameter Acme threads, 


with long bearing, assure improved wear 
resistance. Machined bevel on underside 
matches beveled shoulder on spindle for 
back-seating under pressure and protecting 
spindle threads when valve is wide open. 


6 HEAVY BONNET RING Union Bonnet 
*joint withstands exceptionally high hy- 
draulic pressures. Liberal thread engage- 
ment assures assembly that can be made tight 
and kept tight after repeated disassembly. 


7 BODY AND BONNET RING LUGS Rugged 

* sturdy lugs of novel design on body ends 
and bonnet ring permit repeated application 
of conventional wrenches, 


BIG BUSINESS BUILDER 
FOR JENKINS DISTRIBUTORS 


give you unequalled economy in any 
service requiring a 200 lb. pressure 
Bronze Gate, and especially under 
severe conditions, such as in oil re- 
fineries, dye houses, chemical, food, 
and rubber plants. 

Jenkins Bros., 80 / 

White St., New York 
13; Bridgeport, Conn.; 
Atlanta; Boston; Phil- 
adelphia; Chicago: San 


Francisco. Jenkins 
Bros., Ltd., Montreal. 
















Mr. Distributor-here’s a Selling Idea 


You give purchasing agents MORE service, BUT WHEN DID 
YOU LAST MENTION THIS TO YOUR CUSTOMERS? Buyers 
quickly and easily forget your cost-saving, time-saving services 
when ‘“‘direct-to-you’’ suppliers paint lovely pictures for them. 
You'll find it pays well to tell buyers — and keep telling them 
how your inventory fits their needs, how one delivery from 
you brings MANY needed supplies, how one shipping bill and 
one invoice covers many items. Remember, you have more to 
sell than good ‘‘goods.”’ 
Republic Rubber protects your business with its 25-year-old, 
5-point plan. Republic Rubber not only believes in but depends 
on you. 


¥ Your Diilubidor hewes you Lea” 


This envelope-size folder tells why buyers should buy 1001 items from 
you. Enclose these with your invoices to tell YOUR story . . . the Re- 
public Rubber name is not mentioned. How many copies do you want? 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 


REPUBLIC RUBBER 


Oiviston 


LEE RUBBER & TIRE CORPORATION 


YOUNGSTOWN ! OHIO 


REPUBLIC INDUSTRIAL PRODUCTS - A €E DELUXE TIRES ANO TUBES 
YOUNGSTOWN O + ada Ake we mae © 


REPUBLIC’S 9-POINT POLICY 
Line 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


Malily 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 
expected. 


. Puce 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


S tccdoMe 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


GC Selling 
7, 
Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
ing and a knowledge of the product 
sold. 
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W. F. CROWDER, Editor 





ALKS with distributors in various parts of the country 
in recent weeks have revealed that price cutting is on 
While 


troublesome during the war period, it is again showing its 


the increase. this evil was not particularly 
face. 

It would appear that some distributors are congenital 
price cutters and some manufacturers abet them in this 
practice. Even during the war period, and immediately after 
when supplies didn’t begin to go around, some distributors 
persisted in selling the short stocks they had at cut prices. 
With these fellows it is almost impossible to figure out a 
way by which they can be shown the light. But for the 
great bulk of the industry, corrective steps can be taken. 
And now is certainly the time to start before the vicious 
spiral really gets underway. 

What can distributors, individually, do? 

Here is what one Eastern distributor recently wrote his 
sales staff: 

“Something new is now being added. 

**New’ 
has heen the exception, rather than the rule, for lo, these 
many years. 


in the sense that price cutting, up until now, 


“It looks like we are going to be faced with a period 
of intensely competitive conditions. 

“And under such conditions, price cutting is inevitable. 
There will be 
no price cutting on our part, unless it is with the manufac- 


“Our policy, however, remains the same. 


turer's knowledge and consent; which, of course, does not 
represent price cutting from the point of view of this firm. 

“There is a way to minimize this evil. 

“And that is to concentrate our sales efforts on those 
lines which we handle, which emphasize the principle of 
resale price maintenance, and which manufacturers will go 
to any length to see that their suggested resale price sched- 
ules are maintained. 

“We represent many such lines. 

“It looks like selective selling is going to be the order 
of the day, and it is suggested that we all take stock of our 
opportunities in this direction, and get on the band wagon. 

“Here is a partial list of those accounts on whose support 


we can depend:” 


NOVEMBER, 


The Old Problem Returns 
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BARNETT, Managing Editor 


1947 


R. W. 





And then he listed a number of his major suppliers whom 
he could count on to back up a resale price maintenance 
policy. This then appears to be one answer from the dis- 
tributor’s point of view. He can concentrate his sales and 
promotion efforts back of the lines where he gets a decent 
break. 

As the above letter indicates, success in any drive to 
curb price cutting depends on the wholehearted cooperation 
of manufacturers. What can manufacturers do? 
Here is what one manufacturer did. And again we quote 


from a letter; this time from a letter which a manufac- 


turer sent to his distributors. The policy statement is clear: 


“As you have been informed on several occasions, we 
have endeavored to prevent price cutting on our . For 


the most part responsible dealers have cooperated but occa- 
bids 


involved has run a little higher than the average order, 


sionally, especially on public where the quantity 
we have had difficulty with some dealers who have either 
intentionally or by error bid at less than list. 

“Accordingly, we want to make this additional appeal 
for your cooperation and we suggest that in the case of 
public bids on any quantity, especially if the bid involves 
any special features, that you check with us before bidding 
so that we may give you the exact price in order that all 
those who bid will be on the same footing. 

“It is never our desire to take an arbitrary position and 
so far as we are concerned in this matter we have nothing 
to gain except the respect of our dealers, but in order to 
weed out the irresponsible houses who do not cooperate, 
we will refuse to deliver if it is brought to our attention 
that prices have been cut.” 

This type of action obviously puts a burden on the shoul- 
ders of manufacturers. By refusing to ship or by pulling 
a franchise in cases where distributors cut prices, they 
take on a job of “policing” the final distribution of their 
products. But it will ultimately work out to their own ad- 
vantage and the advantage of the industry. 

Positive action similar to the above on the part of all 
distributors and all manufacturers would supply a quick 
answer to the price cutting problem before it could become 
a menace to the well-being of all concerned. 












AMERICAN ENGINEERING “know-how”, our tools and 
machines, each year build and equip huge industrial 
plants in the undeveloped areas of the world—such as 





this iron and steel plant in South Africa. Creating an- 
other competitor? Trade figures report we oversold South 
Africa two to one in 1941; it was still two to one in 1947. 


THE DISTRIBUTOR'S STAKE IN EXPORTS 





THE LARGEST ITEM of export from the 
United States in 1946 was machinery 
and tools—in the amount of almost 
a billion dollars. Before the end of 
1947, exports of tools alone will reach 
en annual rate of two billions, just 
about equal to the combined profits of 
all distributors last year. 

What has this meant for the dis- 
tributor? Has he profited from the 
unprecedented demand abroad for in- 
dustrial machinery and supplies? Prob- 
ably not, for less than two percent 
of this country's distributors export 
their supplies. 

Nevertheless, the distributor is in- 
volved in foreign trade. Many of his 
best customers send a substantial per- 
centage of their production out of the 
country. Many of the manufacturers 
who supply him also have set aside 
various percentages of their output for 
sale in foreign markets. It is the pur- 
pose of this article to point up for the 
distributor why these and other fac- 
tors combine to give him a sizeable 
stake in this country's heavy exports of 
industrial machinery and supplies. 





82 


By JOHN FARLEY 
Assistant Editor 
HE prosperity of the distributor of 
Te supplies frequently depends 
on the business economics of two 
sets of manufacturers: the firms that 
supply him with machines, tools and 
other industrial supplies, and the firms 
he supplies with these products. When 
they prosper, he prospers: when their 
sales decline, his sales soon turn down- 
ward. 

At this stage in current economic 
history the distributor’s suppliers, his 
customers, and he himself are caught 
up in an unprecedented “dollar pros- 
perity” shared by the nation. Account- 
able in part for this prosperity is 
domestic demand, but the second, and 
larger factor responsible is the volume 
of our exports. It is true that in terms 
of national wealth, exports account for 
only seven or eight percent of the total. 
But, in terms more direct, our foreign 


trade reaches down, in its influence, 


into every level of industrial activity. 
It accounts for the livelihood of one out 
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of every fourteen workers in this coun- 
try. It has been responsible, since last 
January, for 75 percent of the rise in 
the Federal Reserve “Index of Produc- 
tion.” Measured in dollars, our sales 
to foreign purchasers, thus far this year, 
are equal to the value of the products 
of the construction industry and all con- 
sumer industries combined. 

A listing of the industries with large 
export quotas would include most of 
the manufacturers who rely on the dis- 
tributor for a steady supply of machines 
and tools to meet contracts with foreign 
purchasers. To illustrate: Freight car 
builders in the United States currently 
allot 53 percent of their production to 
meet foreign obligations, most of them 
contracted for before the end of the 
war in Europe. A _ glance at the 
“Markets for Industrial Products” sec- 
tion in the September issue of MILL 
Suppuies will show that Railroad Car 
Building & Shops are a major market 
for 52 separate products stocked by the 
industrial distributor. These products 
include bearings, belting, chucks, hand 
tools, lathes. saw blades, carbide tools 
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LOCOMOTIVES AND TRUCKS, large consumers of dis- 
tributor-stocked machines and tools, were major exports 
in 1947, will again be high on the list in 1948—if Congress 


and bits and many other items, all with 
a high dollar value and a steady, sub- 
stantial rate of turnover. 

Other manufacturers with a high con- 
sumption of distributor-stocked prod- 
ucts include industrial equipment and 
machine makers (a market for 49 types 
of industrial supplies), 
(which take 35 
stocked products), machine shops (33 
(20), and 
first-line producers of 


automobiles 
major  distributor- 
products), iron and _ steel 
several other 
heavy goods, all exporters of 10 percent 
or more of their current production. 
To the right are listed 15 major in- 
dustrial exports in 1947, together with 
the quantity shipped, based on Depart- 
ment of Commerce figures for the first 
It will be seen that all are 
products which require many kinds of 
distributor-stocked mill and industrial 


quarter. 


supplies in their manufacture. 
Distributor-stocked supplies are in- 
volved, also, in the fabrication for ex- 
port of semi-finished manu- 
factures and in food- 
stuffs. Processors of foods, the chemical 
lumber 
all are 


industrial 


many 
manufactured 
and textile industries, the 
industry and its products 

users of mill and 

supplies. They depend upon the dis- 
tributor’s stocks to keep their machin- 


large 


ery and equipment running and in good 


repair. For only by continued high 





Product 1947 Exports 
Iron and steel products. . . .3,000,000 tons 
POWOP GROUND oc ckccecccsceee 1,864 
Concrete mixers .......ccccees 4,468 
ee CTT C ERT TCT 
MEE 6 Sanwwieriencnes<uaes 16,285 
Drilling machines............ 10,408 
Centrifugal pumps ...........52,244 
ME atest a csaevicennees 104,700 
Harvesting machines......... 110,776 
PED) cana bien ewe ee e-ieasiecs 442,772 
ee rr ree Vocsedgaae 
Freight cars... ......cccccees dd 000 
Railroad passenger cars......... 400 
ee 250.000 
re 





productivity can they hope to meet their 
heavy export commitments while trying 
to cope with the record domestic de- 
mand for their products. 

Measured in the volume of products 
his customers ship abroad, the distribu- 
tor does have a sizeable stake in this 
country’s foreign trade. It becomes in 
order, therefore, to examine whether 
this current high volume of exports 
can be maintained by manufacturers. 
If it can, then it naturally follows that 
the distributor may look forward to as- 
sured sales in profitable markets. If 
cannot be maintained, 


these exports 


however, then it would be to the interest 
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approves the loans requested under the Marshall Plan 
to rebuild and re-equip western Europe’s damaged areas, 
and bring them back to their full productive capacity. 


of the distributor to ascertain how much 
he would be affected by any consider- 
able drop in our foreign trade, and be- 
gin now to plan for that eventuality. 
Many qualified observers believe that 
our foreign trade has already begun the 
long-anticipated decline. The figures 
for June, they point out, disclose a 12 


percent drop in dollar volume. In July 


exports fell another 7 percent; in all a 


drop of 19 percent in a short two 


months. With the dollar reserves of 
foreign nations swiftly diminishing, 


these experts explain, we can expect 
further sharp declines, and at an accel- 
erating rate. And because the one 
long-range plan to meet the situation is 
still in the discussion stage, and no 
emergency stop-gap schemes are being 
put forward, the present likelihood is 
that these observers will be borne out in 
their grim judgments. 

Yet even though our foreign trade 
should fall by as much as these experts 
predict, the decline could have only a 
limited effect on the exporting manu- 
facturer and his distributor-suppliers. 
Examination of the Department of Com- 
merce figures on exports for June and 
July, the two months in question, dis- 
closes that the 19 percent fall was con- 
fined largely to materials and products 
in which neither the distributor nor his 


manufacturer-customers have any direct 
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The Distributor’s Stake in Exports (Continued) 





THE BEST-LAID PLANS cannot provide for freakish weather. 
1947, in Britain found that country severely short on coal, yet hundreds 
of coal cars stood idle in the yards at Toton, result of the heavy snowfall 
which tied up rail traffic through the country. Britain’s recovery time-tabie 
was set back four months; the American loan was spent faster than 
anticipated and food, coal and steel imports had to be increased. 


concern. Cotton and coal led the list of 
declines, followed by canned fruits, 
Jard, meat products, corn and fresh and 
dried vegetables. 

It is true that exports of materials and 
products in which the manufacturer and 
his distributor are directly interested 
did decline in June, some of them sub- 
stantially, but almost all turned upward 
again in July, or, at the minimum, they 
held their own. Valued in millions and 
tenths of millions of dollars, a selected 
list of industrial manufactures exported 
during June and July, of interest to the 
distributor, appears below. 

Attempts to explain away the dollar- 
value rises in shipments by these ex- 
porting manufacturers are of two kinds: 


Winter, 


One explanation points to the recent 
price increases in the United States in 
the heavy goods industries, which were 
passed on, also, to foreign customers. 
Another finds the answer in the cuts 
made by foreign nations in so-called 
“non-essential” imports in favor of ma- 
chinery and tool purchases from this 
country. There is some merit in each 
contention, of course, but both overlook 
the real significance in the situation, 
namely, that heavy goods exports should 
have declined in July. along with our 
exports of foods, cotton and coal. In- 
stead, they rose slightly. or held steady 
at the June level. 

Presently the of western 
Europe are able to achieve only 60 


nations 





Product 


Steel mill manufactures 
Iron & steel (adv. mfrs.) 
Electrical machinery 
Industrial machinery 
Const. & Conv. mach. 
Mining and pump. mach. 
Metal-working mach. 
Motor trucks & busses (number) 
Passenger cars (number) 
Agricultural machinery 


Value in Value in 
June July 
32.6 33.0 
23.8 23.4 
48.2 49.5 
109.5 116.0 
16.1 19.3 
15.8 16.7 
15.4 17.9 
21.163 16,119 
21,399 23.126 
27.6 26.2 
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percent of their normal 
The reconstruction 
ever, requires full productivity from all 
of the industrial plants on the continent. 
That full productivity cannot be realized 
with present obsolete, damaged and in- 
adequate equipment; it can be realized 


production, 
of Europe, how- 


only by huge imports of machinery and 
tools, most of which must be purchased 
in the Unijed States. Hence Europe’s 
present concentration on these import 
lines. Purchases of these same essen- 
tials by the Latin-American republics, 
Canada and other non-European coun- 
tries, bent on modernizing or expanding 
their present facilities, also can be ex- 
pected to continue at substantial levels 
despite dollar shortages, again at the ex- 
pense of food, cotton, coal and similar 
imports. 

Judged by world demand alone, then, 
the manufacturer of industrial ma- 
chinery and products, and the distribu- 
tor who supplies his machine and tool 
needs, can look forward to consistently 
large sales to foreign countries, no mat- 
ter how much our exports may contract 
in other lines or commodities. Implicit 
in the situation, however. is the ques- 
tion: How long will foreign pur- 
chasers be able to buy here at their 
The answer 
will raise the problem of what can be 


present rate of spending? 


done to increase the meager supply of 
dollar resources held by these nations, 
upon which so many of their purchases 
here depend. Just here is where the 


Marshall Plan enters the export picture. 


The Marshall Plan 
The proposals submitted by our 
Secretary of State assume that this 
country considers the relief and recon- 
struction of Europe’s war-ruined na- 
tions a moral and political “must” in 
our foreign policy. To achieve this 
objective it suggests that we extend to 
western Europe some billions of dollars 
each year in loans, both direct and in- 
direct. With the best of reasons, little 
emphasis is laid on the economic impli- 
cations for the U. S. in this vast foreign- 
aid program. Nevertheless, such im- 
plications do exist, and, for the indus- 
trial manufacturer and his distributor- 
suppliers in particular, they are of first 
importance. For the Marshall Plan will 
involve many of them very directly, as 
they are involved directly now in cur- 
rent types of exports. 
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Most concerned in the plan will be 
those companies which manufacture 
steam locomotives, steel rails, sheets and 
tubes, coal cutters, machine tools and 
conveyor belting—all relatively easy to 
fabricate and supply. Manufacturers 
of freight cars, motor tractors, textile 
machinery, mining locomotives and elec- 
tric motors, will be equally important 
to the success of the plan, though their 
products will not be as easy to supply, 
due to priority domestic backlogs. 

The volume of these exports, under 
the plan, may be somewhat below their 
record rates for 1947, but they will be 
substantial, nevertheless. The machine 
tool industry. for example. anticipates 
no large cut in its current exports of 
20 percent of production and expects to 
earn upward of $60,000,000, during the 
next 12 months, from its trade with 
foreign countries. The production facil- 
ities necessary to meet such large con- 
tracts inevitably will increase the manu- 
facturer’s demands on_ distributors’ 
stocks, which in turn will send the dis- 
tributor to his manufacturing suppliers 
to replenish them. This “favorable bal- 
ance of trade” among the exporting 
manufacturer, the distributor and the 
latter's own supplier, will almost cer- 
tainly guarantee their present mutual 
prosperity, at least during the life of the 
plan, estimated presently to run for a 
minimum of four years. By that time 
the European nations are expected to 
have become sufficiently solvent in their 
industrial production to make their way 
without further large-scale aid. 


The Alternative 


The alternative to the Marshall Plan 
—or some similar system for getting 
Western Europe on its productive feet 
again—would present this country with 
so many grim consequences it would 
seem self-evident that the plan must be 
adopted. 
still remains that our Congress may be 
disinclined to make the huge annual 
outlays set down as western Europe’s 
“working minimum,” hence the alter- 
native merits our attention as indicative 
of what may eventually confront this 
nation. 

The obvious consequence, of course, 
is that western Europe, set adrift and 
on its own, would backslide into prov- 
erty and chaos. That would mean the 
loss of substantial markets for the ex- 
porting manufacturer and his distribu- 
(It would mean a great 


Nevertheless, some possibility 


tor-suppliers. 


MACHINE AND TOOL PURCHASES UNDER THE MARSHALL PLAN 


Timber 
equipment 


$ 32,000,000 


Mining 
machinery 


Steel-mokin 

equipment 9 |$ 400,000,000 
Transport 
equipment $ 500,000,000 
Electrical 

equipment 


Oil 
machinery. 


Coal 


Agricultural ' 
machinery $i, 


Iron and 
steel 


Oil 


products $ 2,200,000000 





THE FIRST PHASE of the Marshall Plan lists as essential requirements 
almost five billions of dollars in machinery and tools. Here are some of 
the products Europe believes it must have during the next four years, 
and the amounts it intends to spend, based on prices obtaining on July 1, 
1947, All items are major markets for mill and industrial supplies. 


deal more, both economically and _polli- 
cally, but we are concerned here with 
minimum effects). The effect of that 
loss would be felt in our domestic 
markets by the immediate expansion of 
goods and supplies on hand as the 
manufacturer dumped his surpluses into 
domestic channels. In some lines, un- 
doubtedly, such increases of supply 
would have their effect on prices, revis- 
ing them downward, however slightly. 
Some of these manufacturers would be 
compelled also to consider cutting their 
current output; some even might be 
forced to lay off numbers of their work- 
ers. For most lines, however,—and 
this applies particularly to industrial 
manufacturers—domestic demand could 
absorb many times their present volume 
of exports, for a period of some years. 
The initial reaction, then, would be 
limited and comparatively mild. 

The loss of any market, however, 
eventually must curtail the manufac- 
turer’s operations. One day he will find 
that he has satisfied the demands of 
most of his domestic customers. Pro- 
ducing, then, more than he can sell, he 
will be compelled to look abroad again 
for the markets that will maintain his 
plants at full capacity. When that time 
comes he may have to look hard to find 
them, if, meanwhile, they have not al- 
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ready become his “cheaper cost” com- 
petition for the markets that may re- 
main. 

So far as the exporting industrial 
manufacturer and his distributor-sup- 
pliers are concerned, then, adoption of 
the Marshall Plan by our government 
will solve some of their most disturbing 
problems—for a time, at least. For the 
industrial manufacturer it will insure 
a continuing market abroad for his pro- 
ducts and maintain him at full produc- 
tion. Indirectly, it will act to stabilize 
his domestic markets, holding demand 
uniformly high and protecting him 
against substantial dollar losses on ex- 
panded inventories. These heavy sales 
abroad, virtually guaranteed, will in- 
crease working capital and permit the 
manufacturer to “break ground” on 
planned expansion programs. 

The benefits that accrue to the manu- 
facturer under the plan will fall to the 
distributor as well. He will experience 
new firmness in his normal markets, a 
consistently high volume of sales to ex- 
porting manufacturers, and a satisfying 
stability in his inventory situation. And 
his credit and capital situation will no 
longer cause him concern for, with de- 
mand assured, prices will firm at a high 
level, sustained by the strength of gen- 
eral business activity. 
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Complete results of a mailing are recorded on a single form (left). The form at 
right is sent with bulletins, thereby effecting a tie-in for Tull salesmen. 











It Takes System to Mail 


Tull Metal & Supply works out records to insure continuity of program, make 


NITIAL cost in establishing a direct 
| esi promotional advertising depart- 

ment may seem relatively high, but 
the long-time returns pay off profitably. 
That’s how J. A. Naylor, vice-president 
of J. M. Tull Metal & Supply Co., Inc., 
Atlanta, characterized the new activity 
of his company which is organized to 
mail about 250,000 individual promo- 
tional sales pieces a year. 

Before the new department was set up 
Mr. Naylor said, the company mailed 
any sales literature received from the 
manufacturers. It was 
proposition. 


a_hit-or-miss 
There was no planned 
program to insure a specific sales ap- 
proach. 

Now the company has a formulated 
program, sufficiently flexible to meet 
changing conditions, with customers in 
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Advertising Manager M. H. Godbey. 
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each industry receiving timely sales 
promotional material to assist them in 
more efficient operations. 

Since J. M. Tull has built its busi- 
ness on exclusive lines, it is felt that 
only advertising of merit should be 
sent to its customers. The company 
selects and mails to customers only 
those pieces of manufacturers’ promo- 
tional advertising material which will 
promote specific items or lines. These 
are supplemented by the company’s own 
promotion which is designed to build 
good will and to inform its customers of 
new and improved products. 

The advertising possibilities of a dis- 
tributor of industrial supplies is limited 
to a great extent to the industries 
served, in the opinion of M. H. God- 


bey, advertising manager. Also the 
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Salesmen fill out a card (left) for each customer, showing the types of products 


he’s interested in. 


A record of each department's mailings is kept (right). 


250,000 Promotion Pieces 


certain each industry is covered, keep track of costs and determine results 


buying influence to be reached is spe- 
cific in nature, Mr. Godbey added. 

Because of these factors, Mr. Godbey 
believes that to cover this trade ade- 
quately, advertising should be done only 
in papers with selected readership. He 
says that manufacturers’ sales promo- 
tional material, booklets and reprints, 
supplemented by from 
salesmen, will give a customer the com- 
plete story and advice on a given prod- 
uct. 

In the mailing of promotion material 
that offers additional information or a 
catalogue, be sure to enclose a self- 
addressed return postal card, Mr. God- 
bey says. “The customer will appreciate 
the card if it is designed to enable him 
to check the item desired, sign the card 
and mail it. This eliminates the need for 


information 


a prospect to write a letter and returned 
postal cards are a check on the pulling 
power of the promotional material.” 

In the distribution of catalogues, 
the promotional sales letter or litera- 
ture, the enclosed business reply card 
is highly important since considerable 


savings can be effected in handling and , 


postage, Mr. Godbey said. 

Customers appreciate prompt receipt 
of catalogues, so Tull makes it a point 
to send them at “special handling” 
postal rates. Many times it is cheaper 
to send 3rd class with “special han- 
dling” than first class mail, and it is 
just as fast, according to Mr. Godbey’s 
experience. 

In organizing the advertising depart- 
ment, Mr. Godbey designed a number 
of office records to insure continuity of 
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the year’s program and to insure that 
each industry was covered at specific 
intervals. An accurate record is main- 
tained as to costs and the type of pro- 
motional material used. Records are 
maintained on returns received, each 
recorded from orders received or from 
requests for additional information on 
the item. 

Key to the mailing list is the classifi- 
cation or classifications into which each 
customer is coded. Items are also clas- 
sified as to their use in the different 
industries. Thus an item which would 
be of interest to the chemical industry 
might well be of interest also to a 
textile mill which operates its own dye 
or bleaching plant. A general rule is 
to list the prospects into the manner 

(Continued on page 136) 


87 








Visit the stockroom frequently; George Feather- Know where to get answers; W. A. Lee, J. T. Dale 
stone does at Battey Machinery Co., Rome, Ga. and E. D. Johnson do at Briggs-Weaver, Dallas. 


Nalesmen On The Jobh—INSIDE 


The inside salesman's job is an exacting one and here are eight points on which 
he can check himself; following through on them will increase efficiency 





Speak up and explain things clearly; Bill Les- Keep note paper handy to the phone; Rex 
ter does at Chapin-Owen Co., Rochester, N. Y. Westerling does at Hartfield-Healy Co., Buffalo. 
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Put your notes on paper immediately; Herb 
Breitnauer does at Weed & Co., Buffalo. 


N common with most positions in industrial supply com- 
panies, the inside salesman’s post carries with it respon- 
sibilities and duties designed to meet the particular 

needs of the individual firm. In one company, an inside 
salesman may have other duties completely foreign to inside 
selling; in another, he may be training for an outside selling 
job; in still another, he may be working at his chosen life- 
time job. In all cases, however, the inside salesman is an 
important cog in the distributor’s operations. 

Such a salesman is a fountain of information for all 

who come in contact with his company. The very name of 


Talk over problems with others; P. J. Dean, W. P. 
Odom and G. I. Dozier do at Farmer Co., Macon, Ga. 


Check technical data; Carl Timmreck and M. T. 
Robillard do at C. S. Mersick Co., New Haven. 


the instrument over which most of the salesman’s contacts 
are made, the telephone, implies urgency. The user of a 
telephone invariably wants immediate information or ac- 
tion; it is the inside salesman’s job to satisfy the caller’s 
demands, exacting as they may be. 

Knowledge of products and their applications, plus 
familiarity with the individual company’s policies and 
practices are key requisites for the successful inside sales- 
man. However, there are numerous other points on which 
success depends; eight such points are given in the accom- 


panying photographs of typical inside salesmen. 


Keep up-to-date by reading MILL SUPPLIES, Byron 
B. Cushman does at R. C. Neal Co., Rochester. 
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FILE FACTS FOR SALESMEN 


Sales personnel advised not to overlook universally used tools by tak- 


ing sales for granted; ten points to pass on to customers are cited 


NDUSTRIAL supply salesmen are 
| just like other people: When an 

object, even a proven sales item, be- 
comes commonplace, they begin to over- 
look it, to take its sales for granted. 
You can’t do this or. rather, you 
shouldn’t do this. However, this is done 
frequently when it comes to such uni- 
versally used tool as files. Sales, al- 
ways remember, rarely are automatic; 
even when they are automatic, they do 
not remain so for very long. 

The file is one of the most generally 
used tools in both wood and metal- 
working shops and plants. It also is a 
much mis-used and abused tool. Now 
is a good time for every supply sales- 
man to check over his list of items and 
take particular note of his sales volume 
on items so commonplace they often 
are overlooked. 

The story of the file goes a long way 
back in history. Research expeditions 
have excavated, in widely separated 
parts of the world, proof that the file 
was a commonly used tool long before 
the Christian Era. Of the tools used in 
ancient times, however, the file was one 
of the last to be made by machinery. 
And most hand and machine-made files 


By A. W. BLAIR 
Hagerty Bros. Co., Peoria, Ill. 


were imported from Europe up until 
nearly 1850. 

The process of making files today is 
essentially the same as it was two 
thousand years ago, except for the fact 
that now it is done more quickly, ac- 
curately and efficiently by machinery. 
Files are made from high carbon con- 
tent steel, especially heat treated to 
produce the maximum of hardness and 
toughness in the finished product. The 
steel is cut to size and shape, annealed, 
and then gouged out in gang lots by 
modern, file making machinery. No 
material is removed from the blanks in 
the gouging process. 

The improvement in the steel used 
in files and the variety in the kinds. 
shapes and sizes of files has kept step 
with industry until today there are, 
literally, hundreds of different files on 
the market; they range from the tiny 
jewelers’ files to those used in heavy 
manufacturing and industry. 

As with other items in his line, it is 
of paramount importance that the sup- 





Here are commonly used terms: 


shaped files. 


prevent weakness of the teeth. 


Double-cut 


Smooth—files making the finest cuts. 


Up-cut 





FILE TERMINOLOGY 


The terminology employed in describing files is valuable to a salesman. 


Heel—the end of the file next to the handle. 

Point—the end of the file opposite the tang. 

Tang—The pointed part of the file which is inserted into the handle. 
Length—the distance between the point and the heel. 

Back—the rounded side of the half-round, cabinet, pit-saw and similar 


Safe—that back, side or edge of a file which has no teeth. 
Set—blunting the sharp edges of files blanks before and after the overcut to 


Single-cut—files having one set of parallel rows of cuts. 
files having two crossing parallel rows of cuts. 
Bastard—files making the coarsest cuts. 

Second-cut—files making the next finer cuts. 


Overcut—the first cut, or rows of teeth on a double-cut file. 
the lighter, top cut or rows of parallel teeth on a double cut file. 
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ply salesman knows at least the most 
generally ustd classifications and their 
applications in industry. 

Industrial files may be divided into 
two divisions: Single-Cut and Double- 
Cut. Single-cut files have parallel rows 
of teeth cut, or gouged, lengthwise of 
the file, at an angle, across the surface. 
Double-cut files have two parallel rows 
of teeth gouged lengthwise of the file, 
at an angle, crossing each other; the 
first rows of teeth generally are gouged 
deeper and farther apart than the up- 
per or crossing rows. The first rows 
are called the “over-cut” and the second 
rows the “up-cut”. 

Both single and double-cut files in 
general use are sub-divided and classi- 
fied into three divisions according to 
the distance between the rows of teeth, 
which determines the coarsenses or 
fineness of the file. 

The coarsest, those having the great- 
est distance between the rows of teeth, 
are called “bastard”; the next finer 
“second-cut” and the finest, “smooth”. 

Standard or regular files also are 
classed as either “saw-files” or “ma- 
chinists’ files”. Machinists’ files usu- 
ally are double-cut; saw-sharpening 
files are single-cut. A double-cut file 
has sharp teeth and therefore cuts 
more rapidly but not as smoothly as a 
single-cut. 

The shapes and sizes vary even more 
widely than the cuts made on them. 
Among the most generally used shapes 
are: flat, square, round, half-round, 
cant, three-square, mill, warding, and 
knife. These shapes refer to the cross- 
section shape of the file, while the 
terms “blunt” and “taper” refer to the 
thickness and shape of the file from 
heel to point. A “blunt” file is the 
same width and thickness throughout 
the length of the file; the “taper” file 
tapers in width and thickness from 
heel to point. 

Files are hand tools, essentially, and 
are used to hand-finish rough work 
done by other tools and machinery. As 
hand tools they merit care in selection 

(Continued on page 158) 
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Information included on packing slips and orders is 
duplicated on the typical “Incoming Stock Report.” 


UTTING operating costs is receiv- 
attention from 

industrial distributors. One of the 
areas in which there appears room for 
study and improvement is in checking 
incoming shipments of stock. As to 
the necessity of this checking, there is 


ing considerable 


no disagreement; as to the means of 
doing it, there is a wide variety of 
and The trend, 
however, appears to be toward elimi- 


opinions practices. 
nating as much paperwork as _ possible 
to facilitate storing stock, to expedite 
posting in inventory records and to 
permit the checker to attend to other 
duties. 

Streamlining this operation seems to 
be dooming the traditional incoming 
stock report as a relic of days when 
business wasn’t subject to such pressing 
demands for efficiency. The case of the 
W. M. Pattison Supply Co., Cleveland. 
may be termed typical. The Pattison 
Supply Co.’s system of checking incom- 
ing goods was streamlined by taking 
advantage of most manufacturers’ policy 
of attaching packing slips to containers 
in which the goods are shipped to the 
distributor. These packing slips are 
used to identify the merchandise and 
check quantities. They are then signed 
by the receiving clerk and forwarded 
to the stock record clerk for posting 
into the stock control record. Upon 


arrival of invoices, they are compared 
to the packing slip by the stock record 
clerk for proper merchandise identifica- 
tion and quantities. 

In the event that no packing slip 
accompanies a shipment, the receiving 
clerk must use the traditional “Incom- 
ing Stock Report” blank which is illus- 
trated above. He enters the name of the 
manufacturer from whom the goods 
were received; the date; order number; 





Use of packing slips instead of “Incom- 
ing Stock Reports” has saved time and 
trouble for Pattison Supply, according 
to T. Gordon Vaughan, sales manager. 
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time by 


INCOMING 
Stock Report: 


73 7t Necessary? 


Many distributors find that it 
can be eliminated; they save 


using packing slips 


quantities of each item and descrip- 
tior. 

T. Gordon Vaughan, sales manager, 
has no illusions as to the inadequacies 
and undesirability of the “Incoming 
Stock Reports” 
advantages than the loss of time in- 


there are more dis- 
volved in writing out the form. In 
many cases the receiving clerk must 
rely upon his own judgment in writing 
descriptions and, unless they are uni- 
form, there is a further loss of time in 
posting. Uniformity is assured by the 
use of the packing slips as manufac- 
turers’ designations are considered re- 
liable designations for products. 

Mr. Vaughan is at present studying 
the possibilities of using a carbon copy 
of each stock crder placed by Pattison 
On 


carbon copies, the space for indicating 


Supply with its suppliers. these 
quantities of each item would be left 
blank. These carbon copies would then 
be given to the stock receiving clerk for 
When 
a shipment is received, the clerk would 
take the copy of the order from his 
file, check the quantities and jot them 


use as incoming stock reports. 


down on the carbon copy, sign the copy 
and forward it to the stock record de- 
partment. This would insure a count 
of the items received and uniform de- 
scriptions for accuracy in posting in 
the inventory record. 

In the event that only part of the 
items on the order were received in a 
shipment, the clerk would make an- 
other copy of the order including only 
those items not yet received and would 


keep it in his own file. 
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Customers’ cars and trucks can be loaded without blocking ‘the enclosed circular drive. 
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Fone 37-1623 





Drive-in-and-out Warehouse Service 


Harris Iron & Supply, owned and operated by a woman, features modern mer- 
chandising methods and the rendering of convenient service for customers 
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Mrs. Harris Ballenger 


LTHOUGH it has the distinction of 
Aovin one of the few industrial sup- 

ply firms in the country that is 
owned and operated by a woman, -sHar- 
ris Iron & Supply Co.. Memphis, has ‘a 
great deal in common with other pro- 
gressive distributing houses: The of- 
ficers, all women, are on the alert con- 
stantly for improved methods of han- 
dling their business. 

These Harris officers have kept step 
with today’s demands for modern mer- 
chandising methods and for rendering 
fast, convenient’ service. They can 
point to: 

1. A drive-in-and-out warehouse serv- 
ice that is reported to be unique in the 
south. 

2. A new modern building front. 
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3. A new 20-35-ft. sales room which 
will be opened next month as part of 
a celebration marking the company’s 
45th anniversary. 

4. An advertising department that is 
continually planning and_ launching 
campaigns. 

5. A large display room that is kept 
neat and orderly, 

All of the features of the company’s 
operations, except the advertising de- 
partment, are part of a long range 
building program. The owner and presi- 
dent, Mrs. Harris Ballenger, believes all 
distributors should have a progressive 
plan in effect continuously. Her 
thoughts on this subject are shared by 
the other officers: Mrs. M. B. Harris, 
vice-president; Mrs. M. C. Adams, sec- 
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retary and assistant purchasing agent 
(Mrs. Ballenger serves as purchasing 
agent); Miss P. Harris Gowans. adver- 
tising manager, and Mrs. M. Morgan 
Goad, cashier. 

The drive-in-and-out warehouse serv- 
ice has won the wholehearted approval 
of Harris customers. Circling through 
the closed-in warehouse is a drive wide 
enough to accommodate trucks for load- 
ing and unloading at the same time. 
There is no parking problem for cus- 
tomers: they can drive in. have orders 
filled and leave with a minimum of 
effort. 

The drive-in section has three lanes, 
one for customer and employee parking. 


The space between the drive-in and’ 


drive-out section is used for storing sur- 
plus stocks of bolts, pipe and other 
heavy items such as steel and iron. On 
the street front. the space is utilized 
for display windows. As a customer’s 
car or truck drives out. he passes the 
shipping department where materials 
can be checked out without the driver 
even getting out of the car. 

Harris Supply also does a large over- 
the-counter business. When a customer 
enters the building he finds himself in 
the large display room. The merchan- 
dise is arranged to encourage custom- 
ers to walk around and inspect it. Also, 
if a customer cares to linger for a while, 
there are comfortable chairs spotted 
among the displays. 

Making it easy for customers to see 
merchandise on display. however, is 
only half the battle. according to Mrs. 
Ballenger. She also believes in keeping 
customers informed on new products as 
well as the regular items carried in 
stock. Never let the customer assume 
from the firm name that you have the 
supplies he needs. Mrs. Ballenger said. 
Nor. she added, should you take it for 
granted that just being in business 
should warrant a customer's patronage. 

To follow this advice. Mrs. Ballenger 
has an advertising department under the 
direction of Miss Gowans. There is a 
continuous campaign underway to meet 
two objectives: 1. Keep customers alive 
to Harris Supply and what it has to 
offer in materials and 2. Back the sales- 
men and help them do a better job of 
selling. It is here, too, that Mrs. Bal- 
lenger has found suppliers willing to co- 
operate. furnishing literature, sales aids, 
mats and cuts. “The support we can get 
from our factories seems to be unlim- 
ited.” she said. “They will do every- 
thing possible to tie in with any pro- 
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Between the warehouse’s “in” and “out” drives are display windows. 








Orderly arrangement of stock and displays is emphasized in the “over-the- 
counter” department. 


gram we have, and assist us to tie-in 
with theirs.” 

Mrs. Ballenger feels that any woman 
can he a success in the supply business. 
She adds en “if” though and that is if 
the woman will act like a woman and 
not try to act like a man. She must con- 
duct her business on a sound business 
basis, Mrs. Ballenger said; she must be 
sincere. know her products and forget 
herself in serving customers. “Remem- 
ber without vour customers, you have no 
business; don’t worry about competi- 
tion; if you know your business and are 
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constantly in the process of finding 
more and better means to serve your cus- 
tomers, you won’t have to bother about 
competition, Anyway, competition has 
to earn a living, too, and there is plenty 
for everybody who is willing to work 
fairly for it. As a matter of fact, aren’t 
these things the way a man would feel 
about his business to make it a suc- 
cess?” 

It is reasoning such as this that has 
helped customers accept Mrs. Ballenger 
as a woman of keen insight; a woman 

(Continued on page 142) 
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Norman Olson, president, (right) and brother Martin, 
secretary, found Mill Supplies “Layout and Display” 
helpful in planning their new building. 


Herbert Kummer, general manager, seated at his desk 
goes over the weekly sales program with Fred. O. White, 


sales manager. 


Building SALES Through SERVICE 


“Business is good when things are dull" is the slogan of Knives and 


Saws Inc., Chicago distributor, whose business has been built by service 


O get inside a customer’s plant and make the right 
contact is a constant problem to the industrial supply 
salesman. 

This is no problem to the salesmen at Knives and Saws 
Leads for industrial supply sales are 
furnished to them through a service which the customer 
is glad to get,... 


Inc.. Chicago. 


a service that goes hand in hand with 
selling jndustrial supplies. 

Back in 1929 when Knives and Saws Inc., was founded, 
sharpening service and part replacement of knives and 
saws to Chicago’s manufacturing plants was sole stock 
and trade at this firm. Hence the name “Knives and Saws 
Inc.” 

Today, with this service as an entree to these plants 
and bent on giving their customers more and better service, 
a full line of industrial supplies is stocked and sold. 

A new customer calling on Knives and Saws for tool 
sharpening service today, will find one of this distributor's 
seven outside salesmen at his purchasing agents door the 
next morning. Immediate follow-up is important to Fred 
O. White, sales manager for Knives and Saws Inc. Every 
ticket for sharpening service is 
Fred White, checked by him as to whether the account is 


sales turned over to 
new and what sales possibilities for industrial supplies the 
account might have. If the account has sales possibilities, 
the ticket is then turned over to the salesman in whose ter- 
ritory the account is located for immediate follow-up. 
When calling on new accounts. Fred White has laid 


down this set of “musts” for his salesmen: 


1 Salesmen must contact the purchasing agent in the 
* plant, even though the original order might stem from 
the shop foreman. 
Renewing contacts in the customer’s plant is sometimes 
difficult, should the shop foreman the salesman has been 
dealing with leave the customer’s employ. If contact with 
the shop foreman is necessary it should be made through 
the purchasing agent. All four telephone salesmen at 
Knives and Saws have instructions to get the name of the 
purchasing agent when taking orders from any new ac- 
count. This action has proved to be a definite aid to the 
salesman in making the correct contact in the plant. 


Take stock of your customer, make notes on the product 
*he manufactures, what types of machine tools and other 
industrial equipment he uses, how many? How many em- 
ployees does he have? 
This information is carefully noted by the salesman on his 
first call on a new customer. The salesman’s report on the 
customer is turned over to the sales manager who keeps lists 
showing the sales potential for all customers. The sales 
potential is estimated by the information contained in sales- 
man’s report on his customer. The sales manager directs 
his salesmen from these lists, . . . guiding them in their 
selling, seeing that they spend their time calling on ac- 
counts with good sales possibilities. Accounts with smaller 
sales potentials are solicited by mail or phone thus saving 
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the salesman’s time for the larger sales producing accounts. 
Close watch is kept on the small order customer in the event 
that the account is a “sleeper” and might have a greater 
sales potential at some later date. This is true of accounts 
where the product manufactured is of a seasonal nature. 


Salesmen must know the products they sell. 
. 


Product knowledge is responsible for sales of many indus- 
trial supplies at Knives and Saws. Here, salesmen are ex- 
pected to know, not only what the tools they are selling are 
capable of doing, . . . but what makes the tool do its job. 
Attending manufacturer schools and diligent study of 
breakdown diagrams of the tools they sell is compulsory. 
It is important that the salesman know the construction of 
the tool so he can advise his customer intelligently when 
trouble shooting or recommending types of replacement 
parts the customer should carry in stock in the event of a 
breakdown. “Customers feel secure in calling on salesmen 
from Knives and Saws for advice on any problem they 
might have dealing with the tools they use”, says Fred 
White, “Our salesmen don’t guess, . . . they know”. As in 
the case of George Wilkinson, salesman in charge of city 
sales, a customer approached him one day carrying a 
piece of wood and a circular saw in his hand. The com- 
plaint was that the gullets of the saw would clog when cut- 
ting this wood and prevented the sgw from cutting prop- 
erly. George Wilkinson, because he had been trained to 
know the product he sells, was able to recognize the trou- 
ble immediately. The correct saw was recommended and 
demonstrated to the customer on the display power saw, 
using the customer’s sample piece of wood. Result, . . . 
the sales of six circular saws to a satisfied customer im- 
pressed with the salesman’s knowledge and sold on the 
idea that here is a distributor that gives him the kind of 
service he wants. 


4 Customers must get good service. 
a 


Realizing that service is the most distinctive commodity 
the distributor has to sell, and that Knives and Saws has 
built their business on good service to customers, Fred 
White considers this point most important. Seven ma- 
chinists are employed in the machine shop at Knives and 
Saws, set up to give the customer twenty-four hour serv- 
ice, if necessary, on servicing any type of cutting tool. 
Many times a salesman will call on a new account who has 
band saws or dies to be sharpened. He contacts the pur- 
chasing agent and the shop foreman, explains that Knives 
and Saws can give them full service on any mill supply 
item as well as twenty-four hour service on tool sharpen- 
ing. He leaves his card with them calling attention to the 
list of industrial supplies printed on the back of the card 
which are carried by Knives and Saws, ... picks up the 
tools to be sharpened, and returns to Knives and Saws. The 
tools are given special service while the salesman waits so 
that he may deliver them to the customer as soon as they 
are ready. “This is one of the best ways I know of,” says 
Fred White, “to prove to your customer that you want to be 
of service to him, and that you have an organization back 
of you that wants to do a good job for its customer”. 


Contractors use Knives and Saws service too. Business 





STEP ONE— in servicing band saws is butt welding 


the break,—Eddy Szewczk makes the weld. 





STEP TWO—is setting the teeth of the saw, this job is 
handled by machinist Joe Panek. 





; : STEP THREE—is filing the teeth on one of the ten 
hours and store location are responsible for a steady sale of automatic machines, by Eddie Wachowski. Foreman 
(Continued on page 146) Stanley Panek stands by. 
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“it never fails to give you a thrill to watch one of your drives,” 
Salesman Smith tells Maintenance Engineer A. J. Miller of the 
Stuart Oxygen Co., Los Angeles 





Salesman Smith’s feelings toward V-belts as 
business producers are shared by Garrett offi- 


cers who display the V-belt stock right up front. 


“V-Belts Are Business Producers” 


Salesman cites reasons fer discussing belts on every call, says average tech- 
nical-minded salesman can make correct recommendations after a little study 


V-belt and sheave combination has 

become one of the most important 
items on the shelves of the industrial 
supply house in recent years. Since the 
industrial distributor is the link be- 
tween the manufacturer and the ulti- 
mate consumer, it is essential that he 
know the advantages of V-belts and the 
places where they should be used. 

The V-belt moved along very slowly 
in the early stages of its development. 
However, it has now become first 
thought in many a plant foreman’s mind 
when he asks himself: “What shall I 
use in transmitting power from the 
driving force to the driven machine or 
piece of equipment?” As a consequence, 
it is very important that industrial sup- 
eply salesmen should be schooled on the 
proper application of V-belts in in- 
dustry. 

When the V-belt was originally be- 
ing introduced, the manufacturers 
made great “to do” about their scores 
of engineers in the field who should be 
called in to design drives properly. The 
cases in which a company engineer is 
needed at the present time are very 


| the field of power transmission, the 
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By CHESTER H. SMITH 


Sales Engineer 
Gorrett Supply Co., Los Angeles 


few. It is well for the industrial supply 
house to know and take pride in the 
fact that 95 percent of the time its own 
salesmen are fully qualified to take 
care of any situation that arises where 
V-belts are concerned. The larger manu- 
facturers of V-belts, including our own 
supplier. The Gates Rubber Co., have 
made such extensive studies of their 
products that it is now possible to fol- 
low their simplified drive design books 
step by step and reach a satisfactory 
conclusion in almost all cases. 

For the first few times that the sales- 
man uses one of the manufacturer’s 
guides, his work should be checked by 
someone experienced in using it. But it 
will not be long before the man has 
confidence in himself and knows that 
his recommendations will be correct. 

A problem of the industrial distribu- 
tor’s salesman in doing this sort of work 
—that is, looking up in the books in or- 
der to lay out the proper drive for a 


customer—is that it takes quite a little 
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time. Some may be inclined to side- 
step it on that account. This is perhaps 
natural, because the salesman usually 
has a large sales catalog, and. if his 
house is a large one, several hundred 
lines and thousand 
items may be stocked; it is impossible 
to take up each one with every account 
called upon. However, V-belts are now 
in a class by themselves, in my opin- 
ion, and there are several reasons why 
they should be mentioned on each and 
every call. 

We will be conservative and say that 
85 percent of the belts sold at the pres- 
ent time are replacement belts, and 
usually the customer knows the length 
and cross-section of the belt desired. 
Therefore, in by far the greater num- 
ber of cases, your work is merely to re- 
mind the customer and then take the 
order. Therefore, replacement is the 
main problem. In making such re- 
placements. it is well for the salesman 
to know how belts are numbered and 
how to measure the drive and furnish 
belts required, just in case the cus- 


perhaps several 


tomer does not have this information 
at hand. This is a problem of simple 
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arithmetic and simple formulas are 
available. 

V-belts can be used as a means of se- 
curing an order for other material sold 
by your house. It has been noted many 
times in the past that a salesman will 
ask for V-belt and sheave business and 
will be answered something like this: 
“Yes, there is a new machine in the 
plant requiring a drive. If you can fur- 
nish such a machine we will be glad to 
have you figure on it.” 

“In previous contacts, the salesman 
probably has made the acquaintance of 
the chief engineer, the superintendent 
or the man in charge of the tool crib; 
this new machine on which he has been 
invited to bid offers him another chance 
to get back in the plant to discuss it, 
with the approval of the purchasing 
agent, providing him with an opportun- 
ity to look around and see if any new 
processes have been added, and _ per- 
haps another market for his products. 
Many times, also, the new machine will 
use grinding wheels, drills, taps, sand- 
ing cloth or other items carried by his 
house. 

It will be seen, therefore, that V-belt 
business should be followed, under- 
stood and asked for on every possible 
occasion not only to get orders for belts 
and sheaves but as an entree to the 
plant, with possible sales of other items. 
Just as power is necessary in that plant 
to run all the machines that turn out its 
product, so is the equipment that trans- 
mits that power tied in directly or in- 
directly with every process in the plant. 
Therefore, if you, as a salesman, are 
looking for a “common denominator”, 
an “open Sesame” that you can talk 
about and that will put you in touch 
with about every operation going on 
there, keep trotting out your V-belts. 

A point to be remembered by the 
industrial distributor’s salesman is: to 
sell V-belts and sheaves, it is not neces- 
sary to be an “engineer” in the tech- 
nical sense of the word. Almost every 
industrial supply salesman is, however, 
“technical minded”, which is sufficient. 
He knows considerable about mechan- 
ics and how machinery operates. This 
knowledge, coupled with good common 
sense will enable him to sell the prod- 
uct intelligently. By knowing the ap- 
plications he can also determine the 
limitations of V-belts as well as their 
advantages, and so be able to determine 
when some other type of drive should 
be recommended. 

Hanging on the hooks of a supply 





. Chester H. Smith 


house are hundreds of V-belts, and on 
the shelves are hundreds of cast iron, 
die cast, pressed steel or bar stock 
pulleys. To the casual observer, they 
are uninteresting indeed. Actually, the 
V-belts and sheaves constitute one of 
the most interesting lines a salesman 
can offer his customers. The writer has 
had much to do with them for years, 
yet every day brings up a new problem 
or an opportunity to see a new machine 
operate or a new process evolve. From 
the smallest pulley on a washing ma- 
chine to the huge drives operating rock 
crushers, turning rubber digesters or 
grinding grain, each has contributed 
something to make the day’s work more 
interesting and enjoyable. And along 
that psychology line, in every plant that 
you enter, where you see one of your 
drives operating, it never fails to give 
you a thrill as you stand and watch it. 

To get back to facts and cases, the 
average salesman to sell V-belts has 
usually merely to ask for the business 
and be able to find the belt and prices 
in his That 
thrown in as a teaser. Actually, there 
is a little more to it than that for the 
salesman who desires to give real serv- 
ice to the customer and to the company 
that he represents. He should get a 
good catalog, and if the drive has to 
be designed he should follow the steps 
one at a time; invariably he will wind 
up with the proper answer. I repeat, 
however, that it will be well for him to 
ask to be checked for the first few 
times, to gain confidence. 

The most important things to re- 
member about V-belts are that heavy- 
duty belts, which are lettered A, B, C, 
D and E, with a number after them; 
are usually run in multiple and be- 
cause of their construction are made 
to bend over larger diameter sheaves 
than the light duty or fractional horse- 
power belts, which are of such construc- 


catalog. “merely” is 
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tion that they will bend over smaller 
diameter pulleys, and are usually run 
in single-groove sheaves. 

Sometimes it is impossible, or the 
cost is prohibitive, to put an endless 
V-belt on a drive and it is well to re- 
member that several manufacturers 
make V-belts of special construction, 
which can be spliced to any length de- 
sired. 

As a “rule of thumb”, it is well to 
remember that when speed ratios of 
three to one or more between driver 
and the driven pulley exists that V- 
belts may be run from a grooved sheave 
to a flat pulley without danger of slip- 
ping on the flat pulley. The spliced 
type of belting, however, cannot be 
run in this manner because the fasten- 
ers will strike the flat pulley and cause 
the belt to be thrown off. 

Belts should not be forced over the 
grooves when installing them because 
of the danger of breaking cords in the 
belts; they should be run for approxi- 
mately 40 hours after the initial tight- 
ening and then tightened again, From 
this time on. only an occasional check is 
required, After a period of two or three 
years, the sheave should be checked by 
running the finger up and down inside 
of the groove and if a shoulder is be- 
ginning to form, of notable proportions, 
so that the bottom edges of the belts are 
worn, the sheave should be replaced. 

No belt dressing should be used on 
V-belts, and care should be taken to 
see that all oil and grease is kept 
away from the belts. If this condition 
is unavoidable, special synthetic rub- 
ber belts should be purchased. 

There has been so much improve- 
ment in V-belt construction that today 
belts can be furnished to meet almost 
any existing condition. Belts can be 
furnished to resist heat, or tempera- 
tures as low as 50 degrees below zero. 
We also have static proof belts and of 
course the latest introductions to the 
field are synthetic yarn belts which can 
transmit 40% more horsepower than 
the standard V-belt. There is also the 
wire cord belt, which is especially adap- 
table where space limitations shock 
load and high horsepower requirements 
are the problem. 

The more the industrial supply sales- 
man becomes interested in power trans- 
mission and the more he reads on 
V-belts and drive design, the greater 
will be his value to his company and 
the greater his influence on the sales 
of all lines. 
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“You can have the good old days”, Mr. Channon told 
MILL SUPPLIES when he posed for this picture, taken 
on his 50th anniversary in the supply business. 






Great Lakes’ employees held their president in high 


esteem. They surprised him last year by presenting him 
with an oil portrait, painted from a photograph. 


One of the last pictures taken of Mr. Channon was this 
one where he posed with Mary C. O’Brien, marking her 
completion of 22 years service with Great Lakes. 








Carl A. 5 


Sixty-seven year old leader in industry 
dies in his Chicago home; served in the 
supply field 51 years; rising from $3-a- 
week clerk to president of company 


the industrial distributing industry lost one of its most 

highly respected leaders. He was a leader who was 
blunt-spoken and ready and willing to work or fight for the 
improvement of the industry. He was a leader who will be 
sorely missed. 

The end came for Mr. Channon in his home in Chicago, 
where he had been confiined for several weeks. Mr. Chan- 
non’s health had been failing for more than two years. He 
had been under doctors’ orders for many months. They 
had advised him to “take things easy”. Although he 
tried to follow this advice, “taking things easy” was a most 
difficult assignment for the 67-year-old president of the 
Great Lakes Supply Corp. 

Mr. Channon was never one to sit on the sidelines while 
others did the work. He was active in association work, 
having served as president of both the National Supply & 
Machinery Distributors’ Association and the Central States 
Association. And, as a matter of fact, he was one of the 
principal speakers at the 1946 Central States meeting, being 
one of three speakers who discussed “Evaluation of Lines”. 
His talk was delivered in typical Channon fashion; sin- 
cerely, honestly and with the hope that it would be help- 
ful to the industry. Some of Mr. Channon’s closest friends 
pointed out to him before he made his speech that he was 
revealing actual figures from the books of Great Lakes 
Supply; they urged that he convert the figures to percen- 
tages. But Mr. Channon would have none of that. 

“We have nothing to hide,” he said, “and when you use 
actual dollars and cents figures, it is easier for everyone to 
understand them.” 

The same talk also revealed Mr. Channon’s penchant for 
facing issues squarely. He told the manufacturers in the 
audience that “the old bromide of taking the bitter with the 
sweet has to go out the window if we distributors are to 
exist. 

“Unless you manufacturers want to see your present dis- 
tributors’ system die of slow starvation, you had better 
give serious though to the revision of your spread to your 
distributors.” 

Mr. Channon had a way of bluntly stating his position 
and, at the same time, keeping his listeners in good humor. 
For example, after demanding larger margins, Mr. Chan- 
non concluded his talk with the statement: 

“T sincerely hope that my views may cause some of my 
manufacturer friends a large measure of unhappiness and 
bring forth any questions that they fee] might cause me 
confusion and embarrassment. I will love it.” 


(" A. CHANNON is dead. And with his death on Oct. 9, 


(Continued on page 222) 
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LES TIPS from SALESMEN 





H. A. Wilson 


Little Favors 
Breed Big Orders 


THERE IS NO USE in salesmen kidding 
themselves into the belief that they will 
be able to knock customers over with 
the order-building gadgets they devel- 
oped during the war, says H. A. Wilson, 
sales engineer of the Los Angeles Rub- 
ber & Asbestos Works, Los Angeles, 
Calif. Mr. Wilson thinks that in com- 
ing into a buyer’s market, an era of 
selling as contrasted with war-time 
order-taking, salesmen will have to un- 
learn a lot of their new sales techniques, 
and remember the old standbys. 

“I, for one, believe in the old-fash- 
ioned, conservative methods in selling 
and like to talk about them when I get 
an opportunity”, says Mr. Wilson. “Lots 
of fellows just breaking into selling 
have not heard about all of them, so 
let’s sound off. 

“My pet idea is that little favors 
breed big orders. Call it the rabbit 
theory. There is nothing new about it. 
However, by consistently following it 
day in and day out, often at consider- 
able personal inconvenience, I have 
secured a great deal of business that I 
would not have had, otherwise.” 

Mr. Wilson cites an example to prove 
his point. One day a party called up 
with whom Los Angeles Rubber had 


never done business before. Mr. Wil- 
son took the call. The man wanted to 
know how soon the distributor could 
fabricate two small pieces of flexible 
metal hose and hurry it out to him. Mr. 
Wilson replied that the hose could be 
made up at once and added that he, per- 
sonally, would deliver them on his way 
home. And he did. 

“The next day,” says Mr. Wilson, 
“the gentleman was on the phone again. 
He wanted two more pieces of metal 
hose made up and delivered, identical to 
those he had received the day before. 
Again his order was filled, and again | 
delivered the pieces personally. I didn’t 
kid him about it, or ask him why he 
hadn’t thought ahead and ordered all 
four at once. I just filled the order as 
a matter of course. The personal service 
was thrown in. Each order amounted 
to only about $6. But,” adds Mr. Wil- 
son, “on the last trip over I gave him a 
list of items that we could supply along 
lines that I thought would be of interest 
to him. 

“In two weeks he called up and said 
that he had looked over the list and 
saw that we handled slab rubber. He 
then ordered about $150 worth of vari- 
ous size strips in various thicknesses. 
A week later he called again and or- 
dered similar rubber material running 
to $3,000. Ten days later in came an- 
other order totalling 51% tons and 
amounting to about $6,000.” 

“If every salesman will get back on 
the beam and stay there with respect to 
personal service rendered to his custom- 
ers at every possible opportunity,” Mr. 
Wilson concludes, “the salesman need 
have no fear that his sales efforts and 
methods are out-of-date.” 





Customer Confidence 
Encouraged By Service 


ONE OF THE most difficult problems of 
the new salesman is gaining the confi- 
dence of customers who are committed 
by loyalty to obtaining their supplies 
from regular sources. According to 
Reed Holt, who has been selling indus- 
trial supplies for Anchor Sanitary Co., 
Pittsburgh, Pa., for more than a year. 
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Reed Holt 


this attitude on the part of customers is 
understandable and commendable. 
However, the hurdle need not be re- 
garded as insurmountable either. The 
salesman cannot afford to accept the 
attitude passively. He must act con- 
structively to make these purchasers his 
customers or else seek other fields. 

Mr. Holt figured that 
preferences for certain sources of sup- 
ply were developed as a result of good 
service on the part of the sellers. To 
nullify the buying prejudice, the sales- 
man need only to match or improve on 


customers’ 


the service the customer is already get- 
ting. Shortages indicate one method by 
which the new salesman can demon- 
strate his capacities for service. He 
cannot afford to be indifferent to re- 
quests for hard-to-get products but must 
try and obtain them. He can see to it 
that each order he gets from such 
customers is filled promptly and _ ac- 
curately, no matter how small an order 
it is. Study of customers’ operations 
and possible requirements broadens the 
salesman’s capacity for rendering more 
service. In the aggregate, such efforts 
do pay off with future business. 

Mr. Holt entered the industrial sup- 
ply field after serving as a packaging 
engincer with the War Department dur- 
ing the war. He was graduated from 
Lehigh University, where he majored in 
business administration. 

Mr. Holt is quick to admit that his 
experience gained during wartime in 
meeting problems under pressure has 
stood him in good stead in selling sup- 
plies. 











NEW PRODUCTS 


With sales possibilities 








Cover And T-Head Bolt 


A NEW DESIGN OF COVER and T-head 
bolt for spiral conveyors permits the 
use of fewer bolts than heretofore. The 
cover is flanged, providing a smooth 
rounded edge and adding stiffness. 
Slotted holes in the cover permit it to 
pass over the T-head bolts withoiit re- 
moving them. By simply giving a 
quarter turn to these spring-mounted 
T-head bolts the cover is locked se- 
curely. It may be removed, as easily, 
by reversing the procedure.—Jeffrey 
Mfg. Co., Columbus 16, Ohio.—MILu 
Suppiirs, November 1947. 


> 
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Air Nozzle 


DESIGNED FOR HARD USE and long life 
in machine shops, steel mills, foundries, 
forging plants, factories in general, etc., 
a new heavy-duty air nozzle features in- 


100 


terchangeable noses and a piston grip 
that easily fits the hand. Made of heat- 
treated duraluminum forging, it is 
strong, durable and light in weight. 
The streamlined operating button is in- 
stantly accessible. The four quickly in- 
terchangeable noses include: general 
purpose; adjustable nose where blast 
must be controlled; wide. flat nose; and 
long nose. The Neoprene washer with- 
stands oils and acids in air.—Imperial 
Brass Mfg. Co., Chicago 7, Ill._—Mttu 
Suppiies, November 1947. 
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Bottle Oiler 


ESPECIALLY DESIGNED for tight quarters 
is the manufacturer's new flat side, shal- 
low body bottle oiler which can be in- 
stalled in about half the space usually 
required for a bottle oiler. Measuring 
3%-in. in overall length. the oiler is 
34-in. from center line to flat side. It 
has all the features of other of the com- 
pany’s bottle oilers, including auto- 
matic operation; feeding only when the 
shaft is in motion; visible oil supply; 
no oil wastage and ease of re-filling 
and application—Lunkenheimer Co., 
Cincinnati 14, Ohio—Mict Supp tes, 
November 1947. 
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Compact Lathe 


THE SAME BASIC advanced design fea- 
tures that characterize larger lathes of 
the manufacturer’s line have been in- 
troduced into his new 9-in. lathe, built 
for accuracy in precision manufacturing 
operations, general machine shop and 
tool room work, and auto and appliance 
repair. With a 9-in. swing and 18-in. 
between centers. the lathe’s compact 
size is especially suitable for home work 
shops. The ball-bearing spindle mount- 
ing is inherently well-adapted to high- 
speed operation. The two V-ways and 
two fly ways of the bed are precision 
ground to within .0005-in. of paral- 
lelism. Self-lubricating bronze bearings 
protect vital wear points.—Logan Eng. 
Co., Chicago 30, Ill—Mttt Supp ies, 
November 1947. 








Wheeled Truck 


\ NEW STANDARDIZED wheeled truck to 
be added to the manufacturer’s line of 
load-carriers has a rated capacity of 
2500-lb. The height above the floor is 
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Cover and T-Head Bolt 100] Needs fewer bolts Jeffrey Mfg. Co. 
Air Nozzle 100] Interchangeable noses Imperial Brass Mfg. Co. 
Bottle Oiler 100] Flat side, shallow body Lunkenheimer Co. 
Compact Lathe 100] Universal use Logan Eng. Co. 
Wheeled Truck 100} 2,500 Ib. capacity Market Forge Co. 
Wood-Turning Chisels 101] Drop-forged Foster Mfg. Co. 
Aluminum Body Chuck 101] Strong as steel Whiton Machine Co. 
Level-Lift 101] Equalizing unit lock S. G. Taylor Chain Co. 
Hook-End Fitting 269] Secure connector Electroline Co. 
Waterproofing Paint 269] Permanent seal Arid-Crete Corp. 
Industrial Wheels 271] Corrosive resistant Aerol Co. 
Load-Veyor 271] All aluminum m Market Forge Co. 
Hydraulic Grinder 273] Easy operating Charles H. Besly & Co. 
Threading Machines 275} Completely portable Vermette Machine Co. 
Sander Kit 275| All purpose case Sterling Tool Products Co. 
Heavy Duty Scale 277 | Weight-magnifier Detecto Scales Inc. 
Portable Pipe Threader 277| Lower maintenance costs Amer. Die & Tool Co. 
Earth Drill 279) Fully portable Buda Co. 
Bench Backstand 279| Converts grinders Hammond Mach. Builders 
Foot Pump 281] Small and compact Lyon-Raymond Corp. 
Nut Setter 281| Air power, heavy duty Aro Equip. Corp. 
Protector Sleeves 283| Easy on and off B. F. Goodrich Co. 
Centrifugal Pumps 283] Single unit Goulds Pumps, Inc. 
Radial Sow 285 Portable, flexible Flex-Arm Mfg. Corp. 
22-in. Thirty inches wide and 60-in. in. parting tool, skew chisels in 4% and models are made for direct mounting on 


long in loading space, the truck, is fur- 
nished with four 16-in. dia, pneumatic 
wheels with tubes. The wheels are 
mounted on roller bearings and the 
front axle is self-adjusting to include 
qualities of the floors. The deck is 
made of one piece with the side mem- 
bers integral. The truck can be 
equipped with any number of the man- 
ufacturer’s standardized load-carrying 
units which are already in production. 
including push handles, re- 
versible shelves, box units, cradle units, 
guard rail units, ete—Market Forge 
Co., Everett. Mass—Miut Supp ies, 
November 1947. 


stakes, 


Wood-Turning Chisels 


A NEW SET OF EIGHT wood-turning 
chisels features drop-forged blades fab- 
ricated from the best high carbon chisel 
steel obtainable. heat-treated, ground 
and honed te a keen edge. Long, heavy 
tangs are securely seated in the extra- 
long hard wood handles, the latter de- 
signed for maximum comfort. allowing 


two-hand control. Types include a 1¢- 


l-in. sizes, a ¥%-in. spear point, 14-in. 
round nose chisel and three sizes of 
gouges, 3g, 4 and l-in.—Foster Mfg. 
SupPties, 


Co.. Buffalo, N.. ¥Y—Mir 


November 1947. 





Aluminum Body Chuck 


A SPECIAL ANALYSIS ALUMINUM, known 
as “Whit-Aloy”, has been incorporated 
into a new aluminum body chuck that 
is claimed to have the strength of 
steel and the wearing qualities of cast 
iron but without the heaviness of either 
metal. This lack of excessive weight 
in the new chuck starts and stops it 
quickly and eliminates drag. Present 
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American standard spindle nose type 
D-1; additional chucks to be made for 
all mountings as the demand arises. 
The jaws, scroll and pinions of the 
new hand-operated tool are made of 
scientifically heat-treated alloy steels. 
Each chuck is supplied with a suit- 
able heat-treated alloy steel wrench 
and the necessary number of cam lock 
studs.—Whiton Machine Co., New Lon- 
don, Conn.—Mi Supp.ies, November 
1947. 


Level-Lift 


A COMPLETE LIFTING ASSEMBLY made up 
of an equalizing unit and one continu- 
ous alloy steel sling chain with an 
alloy steel hook on either end is the 
“TM Level-Lift”. The sling forms two 
legs of chain which can be adjusted 
in length according to the shape of 
the lift or the distribution of the weight 
of the lift. When the load is raised, 
the equalizing unit frictionally locks 
the chain into position to prevent shift- 
(Continued on page 269) 
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Distributors prove space no limitation in effective layout, storage 
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and display; one even builds home-made extinguisher recharger. 





A twist of the wrist sends a recharge into two of the four cylinders in the 
stand and plant devised by Charles Corbin to refill fire extinguishers. 


Home-Made Plant Recharges Extinguishers 


It Lookep for a time as though the 
shortage of materials and uncertainty 
as to delivery date on regular equip- 
ment might block the plans of Charles 
C. Corbin, general manager of Corbin 
Supply Co., Macon, Ga. to establish a 
plant that would recharge carbon 
dioxide fire extinguishers. But Mr. 
Corbin, a corner-cutter from way back, 
had some ideas of his own. 

First off, he designed and built a 
four-cylinder stand, using angle iron 
as a base. Then he secured a dis- 
carded grease drum to serve as a brine 
tank. The next problem was to make 
the necessary connections and gauges 
to run from the commercial gas cylin- 
ders to the fire extinguishers, get a 
small gas radiant heater and scales, 
and begin operations. 

Here briefly, is how his “home-made” 
plant works: Four commercial cylin- 
ders are clamped in the stand, the 
radiant heater is placed behind two 
cylinders to increase the gas pressure 
to 1,200-Ibs. The valves on the small 
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which have been 
placed in the brine tank, are opened, 
the temperature is lowered to about 32 
deg. F. in the cylinders, and the re- 
charge begins in the fire extinguishers. 

The brine tank is sufficiently large 
to hold four of the 15-lb. extinguishers 
at one time, fewer of the larger size 
and more of the smaller sizes. For 
instance, ten of the 2-lb. extinguishers 
can be recharged at one time, four of 
the 15-lb., or one 75- to 100-Ib. extin- 
guisher. 

With justifiable gratification Mr. 
Corbin acknowledges that the installa- 
tion has in a_ substantial 
Total cost was about $50, as 
against about $300 for the compressor 
system. Moreover, the former technique 
of filling the extinguishers by the cylin- 
der by-pass method used one commer- 
cial cylinder connected 


fire extinguishers, 


resulted 


saving. 


to one fire 
The method 
was extremely wasteful and expensive. 
Mr. Corbin states. The new method is 
much more efficient. 


extinguisher at a time. 


MILL SUPPLIES © NOVEMBER, 1947 


Easy Aécess 
Stock Arrangement 


ProvipeD you have the space, this 
layout (below) of the Bearings Supply 
Co. of Fresno, Calif., could prove use- 
ful in several ways. The rear of the 
firm’s sizable building is taken up 
largely by a drive-in parking space 
which they utilize, for the present, to 
display their specialty line of bearings. 
power transmission equipment and 
other associated products—tools and 
machines that do not require a vast 
amount of warehouse space. 

As a result, along one whole side of 
their building, for about 100 ft., they 
are able to arrange their bins and 
shelvings, leaving a passageway wide 
enough for incoming stock to be re- 
ceived and deliveries routed out by 
driving the company’s trucks directly 
up beside the stock bins, (as shown). 

The warehouse stock, moreover, is 
treated as display, and by an effective 
arrangement of its stocks the company’s 
customers are encouraged to move back 


into the “insides” of the warehouse. 





Drive-in facilities are available in 
‘the combined warehouse and dis- 
play stock of Bearings Supply Co. 
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Stock Bins Protrude Under Mezzanine 


For MANY years the Marshall-Newell 
Supply Co., San Francisco, has occu- 
pied a building owned by the Southern 
Pacific. It’s a massive place, a con- 
crete structure built on the order of 
the Rock of Ages with heavy pillars a 
prominent feature in the interior. The 
front room on the ground floor has an 
18-ft. ceiling; the back upper portion 
of the building is a mezzanine upon 
which some of the firm’s offices are 
located. The question in the mind of 
Messrs. Marshall and Newell was how 








The originally designed cable cutter being operated by 
Edw. Follin (above) of W. T. Weaver & Sons, Wash., 
D. C., is simplicity itself. 


Rollers count the footage, 


the machine blade severs to the proper length. The 
piece for the customer’s order is wound on a reel 


to utilize this back space for counter 
and display purposes. 

They came up with a solution that 
seems sound and, probably, is widely 
applicable to other distributors with a 
similar type of building construction. 
To begin with, instead of stopping the 
stock bins on a line with the outer 
edge of the mezzanine and covering 
the ends with display panels, as_ is 
usual in such cases, the bins were 
brought out beyond the mezzanine and 


into the room for about five feet. Then 


Z. T. Davisson, manager of the city sales department, Central Hardware Co., 
Stands alongside the glass counters and wall displays that have elicited 
much favorable comment from his customers. 
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made of crossed pipe and metal spool. 


the display panels were hung on the 
ends of the bins. 
bins were utilized; they form an inter- 


Even the tops of the 


esting set-back series of platforms for 
further display of various specialties. 
And finally, to top off the whole 
scheme, the front of the mezzanine was 
brought into the display picture by 
using it for a series of display panels, 
in a sort of mural decoration. As can 
be seen from the accompanying photo- 
graph, the overall effect makes for an 
interesting, unified layout. 


Wall Displays 
Stimulate Sales 


EveRY AVAILABLE inch of display space 
is utilized by Central Hardware Co., 
St. Louis, to “expose” customers to 
merchandise in its new spic and span 
city sales room. In addition to floor 
displays, all counters are either en- 
tirely view or are glass- 
enclosed and on top of the glass coun- 


distributed an 


open to 
ters is attractively 
orderly array of merchandise. 

Along the walls, further evidence of 
ingenuity in merchandise display is 
seen in the large panels on which 
machines tools and allied products are 
fastened in symmetrical designs, at a 
good height for easy vision from almost 
any point in the sales room. 
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Fo Sct Coated frbrariveso— 


YOU NEED THE ANSWERS 


Flint - hearted customers 
can make selling coated 
abrasives rough going for 
salesmen who lack "finish", 
so whet your wits on these 
25 questions then turn to 
Page 144 for the answers. 


QUESTIONS: 


1. Name the three “natural” abrasives 
most frequently employed in the manu- 
facture of coated abrasives? 

2. “Man-made ruby” is the term used 
to describe what abrasive? 


3. What abrasive has been called “the 
next hardest thing to diamond?” 


4. Aluminum oxide is as hard as sili- 
con carbide and as sharp. How do 
they differ? 


5. The principal use for garnet is in 
the wood-working industries. True or 
false, and give the reason for your 
answer. 


6. Joe Dope threw away half-a-dozen 
pieces of “worn out” aluminum oxide 
cloth just as an abrasives salesman 
walked by. The salesman fished them 
out of the bin and told Joe they could 
be used to save money for the com- 
pany. How? 


7. To cut a hard metal—steel, for 
instance—the abrasive to recommend is 
(a) garnet (b) crocus (c) flint (d) 
aluminum oxide (e) silicon carbide. 

8. The main abrasive tool in leather 


working industries is silicon carbide. 
True or false, and why? 


9. “Backings” are of various kinds and 
weights of paper. Can you describe 
three? 


10. What are the four kinds of cotton 
cloth backings in use? 


11. Unscramble and match the abrasive 
with its proper color of backing: 
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Blue Flint 
Green Aluminum oxide 
Yellow Silicon carbide 
Red Garnet 
Orange Emery 


12. What is the backing most often 
used in making abrasive belts, rolls 
and disks? 

13. Which is the strongest cloth used 
for backings? 


14. What do the terms (a) “closed 
coat” and (b) “open coat” signify in 
abrasives? 

15. The closed coat will do more work 


than the open coat. 
and why? 


True or false, 


16. Joe Dope has the money-and-time- 
wasting habit of ordering his coated 
abrasives in “broken-unit” lots. What 
are three good reasons you’d give him 
against the practice? 


17. The faster you run a_ coated 
abrasive belt or disk, generally speak- 
ing, the better will be its performance. 
True or false?—and give three reasons 
to support your answer. 
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18. What happens if coated abrasives 
are allowed to dry out too much? 


19. Coated abrasives. will give maxi- 
mum work value when they work in 
an atmosphere having a relative humid- 
ity of (a) 25 (b) 35 (c) 50 (d) 65 
per cent relative humidity. 

20. What is meant by the term “capil- 
larity” in abrasive language? 

21. For working metal with coated 
abrasives a good speed to suggest is 
(a) 1500, (b) 2000, (c) 2500, linear 
feet per minute. 


22. Emery is chiefly employed for 
polishing metals. What is its main 
disadvantage? 


23. What is the likeliest explanation 
of a customer’s complaint that the 
abrasive belts you sold him are burn- 
ing the work? 


24. Joe Dope stores his company’s 
coated abrasive rollf on end to con- 
serve space. Why is at a’ bad habit? 
25. What seven “essentials” must you 
know to fill your customer’s coated ab- 
rasiyes orders promptly? 
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UNIQUE APPLICATION OF POWER BRUSHING 
CUTS CLUTCH CLEANING COST 50% 


ERE at Monmouth Products Company, Cleveland, 

Ohio, automotive parts manufacturer, you see an 
example of how brushes and a little brain work can 
produce handsome dollar savings daily. The job of 
cleaning dirt and excess oil and grease from clutch 
plates had previously been done manually. It took four 
girls and mountainous quantities of rags to process 
about 3000 plates a day. 

Then Osborn and Monmouth engineers joined 
forces to develop this automatic brushing machine. It 
consists of a synchronized turntable, geared to keep 
pace with the punch press output. On the turntable are 
six loading stations in the form of spindles. As the 
turntable revolves, each clutch plate passes between 
two sets of Osborn Monarch tampico brushes. The 
result is a perfect cleaning job with just enough grease 
remaining to serve as a protective coating. Only two 
girls are required to remove and inspect the plates and 
production has been increased to 3100 daily. 














Costs halved and production increased! Would you 
like to share in such savings? An Osborn sales engi- 
neer will be glad to check your operations for possible 
profitable applications of power brushes. The next 


move is yours—just write... 


Twé OseorRN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 

















WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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THE SALES 


M J 


INDICATOR 


Supply Sales Trends 


The Sales Indicator—Supply sales in September rose to 370 
on the index, a 20-point gain over the August figure but 
below the year's high. September had 25 working days, one 
less than August. Size of the average order rose from the 
August figure to $41.50. Orders per working day dropped 
to 110 from 116. Average sales per salesman rose, how: 
ever, up $3,000 to $16,450, and orders per salesman per 


day were 16. The North Central group continues in decline 
for the fourth successive month. The North Atlantic group- 
ing, on the other hand, has recovered its recent losses, 
though still behind in relation to the 428 peak of last April. 
The South and the Pacific Coast also shown gains, and on 
every count. 


SALES AREA STATES 
Orderper Volume Sizeof Orderper 
Sales Salesman per verage Working 
Area Indicator perDay Salesman rder ay 
North Atlantic Aug. 367 11 $14,300 $44.75 96 
Sept. 405 13 14,600 44.00 94 
Southern Aus. 360 16 $18,600 $40.35 136 
Sept. 386 18 18,800 43.50 147 
North Central Aus. 274 15 $13,600 $35.90 109 
ept. 271 — 15,500 29.30 97.5 
Western Aug. 383 _- $12,800 — — 
Sept. _ —_ —_ _ — 
Pacific Aug. 440 14 $11,100 $29.60 
Sept. 480 14 16,300 35.40 
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ORDERS PER WORKING DAY 
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Oster “Rapiduction” floor-type, 
high speed, high production thread- 
Ing machines. Made in three sizes. 






Oster “Wilco” power threading 
machines designed for maintenance 
and production threading. Two sizes. 


Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise, 
Three sizes. 


No. 542 "Rapiduction Junior” with 
revolving die-head and open type 
vise. Handles wide variety of 
threading work. 




















The Oster No. 8 "RAPIDUCTION" illustrated is a high 





speed, high production pipe threading machine covering 
the range from 2!/," to 8" inclusive. For extreme accu- 
racy on continuous high speed production pipe threading, 


the Oster "RAPIDUCTION" is the machine for the work. 


Among the many important features of Oster "RAPIDUCTION" 
machines is the single, easily adjustable die-head which, with 


one set of holders, covers the entire range of each machine. 


A single set of high speed steel dies 
threads all sizes of American and A. P. |. 
Standards, where the pitch and taper 
are the same. 


From the big "RAPIDUCTIONS" to the 
No. 422 "Power Vise Stand" (illustrated 
at right) the Oster line of power thread- 
ing machines and related equipment 
offers an exceptional range of selec- 
tivity to meet practically every pipe 
threading requirement. 





No, 572 "Rapiduction Junior” . No. 53! "Jom Thumb," rotary die- 
floer type power pipe machine for head type designed for threading 
production threading of smallersizes. bolts, rods, studs, pipe, nipples, etc. 


No. 422 "Power Vise Stand” con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe, 





No. 502 "Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 





No, 562 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 


machines make jobs 





J) THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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ORDERS PER SALESMAN PER DAY 





Output, Not Controls 
Britain's Need 


The real solution to Britain’s “dollar- 
shortage crisis”, according to the Fed- 
eral Reserve Bulletin. official publica- 
tion of the Federal Reserve Board, is 
greater British production, not restric- 
tions on trade and currency exchange. 
The Board holds that such restrictions 
donot appear to offer great promise 
that Britain will solve her main diffi- 
culty—her inability to produce enough 
for export to pay for her imports. 

“Because of the extent to which the 
British economy is dependent upon im- 
ports for basic foodstuffs and raw mate- 
rial”. the bulletin says. “only a limited 
reduction in the trade deficit can be at- 
tained by curtailing purchases abroad.” 
It concedes. however, that these trade 
and exchange restrictions may provide 
Britain with possibly indispensable tem- 
porary relief in her “present straitened 
circumstances.” 


Prices, Home Building 
Hit New 1947 Peaks 


The Bureau of Labor Statistics re- 
ports that wholesale prices during the 
week ended Sept. 20 climbed to a new 
postwar peak with the index standing 
at the weeks end at 158.1 percent of 
the 1926 average. up 0.4 percent from 
the previous week. Foods and farm 
prices soared to all-time highs. 

A new high level for 1947 home- 
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building was reached in August, accord- 
ing to the Bureau, with 524,100 homes 
put under construction during the first 
eight months of the year. That would 
be 56.000 more than during the same 
period for 1946. Increases were regis- 
tered in nearly all parts of the country, 
only the east north central and moun- 
tain regions showing slight declines. 


Manufacturing Failures 
Decline From Prewar Rate 


The rate of failure in manufacturing. 
1946 vs. 1940, has decreased substan- 
tially, according to a survey prepared 
by the Marketing & Research Division 
of Dun & Bradstreet, Inc. Failures in 
manufacturing have exceeded those in 
distribution in both number and liabili- 
ties, reflecting some of the reconversion 
problems of industry. 

The average liability per failure in 
1946, however, was considerably higher 
than in 1940. In some cases, in fact, the 
rise was spectacular, losses in 1946 
running four to ten times as high as in 
1940. The sharpest upswings occurred 
in the rubber industry, where the aver- 
age liability per failure jumped from 
only $20.727 to $410,000 and in the 
transportation equipment line, where 
losses averaged $46,154 per failure in 
40 but increased to $356,483 in °46. 

The rate of failure among manufac- 
turers in 1940 was eleven in every 
thousand; in 1946 it was not quite two 


MILL SUPPLIES © NOVEMBER, 1947 


VOLUME PER SALESMAN 


Keeping Up with Business 


in every thousand. The average liability 
among manufacturers was $24,244 in 
1940; in 1946 it was $82.821. 


1947 Fire Losses Reach 
Half-a-Billion Dollars 


U. S. Fire losses in 1947, according 
to estimates of the National Board of 
Fire Underwriters: 


% Increase 


Over Year Ago 
January ..... $57,180,000 14.8 
February . 64,247,000 24.1 
March ....... 72,435,000 36.0 
ee 68,029,000 30.4 
eee 56,545,000 22.6 
BR” Suita’ 50,840,000 14.9 
Me souvech 49,357,000 20.4 


Total for the twelve months ending in 
July was $641,816,000, the highest rate 
of burning in U. S. history 

-National Board of Fire Underwriters 


New Production Records 
For Automobiles, Coal 


Chalk up two more postwar indus- 
trial production records for the United 
States. Automobile production, during 
the week ended Sept. 30, reached a new 
high at 110,088 and the output of bitu- 
minous coal, at 12.600,000 tons, was the 
top weekly tonnage recorded since the 
miners began working under their new 
contracts. 

















LUBRIPLATE JUDGE A PRODUCT 


———S— BY ANNUAL VOLUME 
—_ sil In the bookful of items the industrial supply 
a salesman has to sell, some of them are high 
priced, others are low. There are numbers that 
sell once and the salesman is through fora long 
time. Others can be sold to the same customers 
on every call. All these factors must be con- 


' sidered when evaluating a product to determine 


its potential annual volume. 





These originally identical shackle pins High annual volume is the reason why salesmen 
from a ten ton truck were used in a com- from coast to coast are pushing LUBRIPLATE 
porative lubrication test for a period of F , 
ee anak Cah fees eeneeiiont Lubricants. Everyone needs lubricants so 
lubricont was used on the upper pin. there is a wide market for them. LUBRIPLATE 
Note the pitting from corrosion, also the ‘ 
sceaaiiiia eae, UnANint aaanuintae gives the user better and more economical lu- 
the lower pin. Its surface remained bright brication. He therefore is glad to satisfy all 
ee ee See ee ee his lubrication needs with it. The LUBRIPLATE 
that LUBRIPLATE is different . . . better. 

line is such that he cando so. The unit of sale 


of LUBRIPLATE is substantial and this, coupled 


LUBRIPLATE z ; 
reduce fric- with continuous repeat orders, means large 
a minimum. 


tion ond weet plore and pro- annual volume, 


Lubricants definitely 


hey lower power &© 
jane the life of equipment ——. 
infinitely greater degree. — 
PLATE arrests progressive ° 





Besides offering the salesman a superior line 
LUBRIPLATE . of lubricants, the makers of LUBRIPLATE help 
Lbriconts Peterucive ection of him sell it and protect his interests. Terri- 
rut an oS RIPLATE far out in tories or trades are exclusive. Experienced 
front of conventional Ubrcen't field men are at the salesman's service. Pub- 
LUBRIPLATE - lications covering every trade carry LUBRI- 
Weal for reoson that IY PLATE advertising. Literature and displays 
ror gpm A ile LURE are furnished in abundance. Manual and charts 
— — ~ make selection of LUBRIPLATE easy and simple 
to sell. Exhibits at trade shows, expositions 
and conventions create hot inquiries which are 
answered through the Industrial Supply Sales- 


man. 





When you judge your lines by annual volume po- 

tential you will immediately note that LUBRI- 

a PeALERS prom coast 10 COm™ oS PLATE is a leader, well worth your time and 
7 Your ciassinien TeLerMOm attention. , 


( Advertisement) 
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Durable 
mfgrs.~ 








‘Wan-duroble 


Industrial P 


Activity of general business continues 
at a high level, despite lags in some 
lines of trade and manufacture. The 
slight downward trend that has pre- 
vailed since March in factory produc- 
tion was reversed last month, bringing 
the current level about 25 percent below 
the wartime peak, but closer to the 
peacetime record. It’s quite possible 
that record may be surpassed before 
the year’s end. 

Manufacturers who rely on distribu- 
tors for industrial supplies are in a 
particularly favorable situation in the 
production picture. Steel has been run- 
ning above 90 percent of its production 
_ capacity for the longest period in its 
history. Automobile production, during 
the last few weeks, has gone above 
100,000 units, which is just about its 
best pre-war rate. Residential con- 
struction, despite higher costs of mate- 
rials and higher prices, is at its highest 
rate in 20 years and close to the 1925 
peak. And business volume across the 
country is up by 2 percent over a year 
ago. 

Manufacturers’ sales increased by 
$300,000,000 during August; the book 
value of their inventories rose $200,- 
000,000. More than two-thirds of the 
increase in sales was in the durable 
goods group, with total sales climbing 
to $5,900,000,000. Sales by the non- 
durable goods industries increased 
$100,000,000 in August to regain the 


mfgrs. 
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Aug.* July Aug. 

1947 1947 1946 

Total Production .......... 182 177 178 
Total Manufactures ...... 188 184 184 
EE cntwnccstesaan> 211 208 208 
Non-durable .......... 169 164 164 
ere 150 141 14 





*These figures are preliminary and subject to 
minor revision on the basis of additional data. 





7,500,000,000 level registered in April. 

The prospects ahead still worry more 
than a few businessmen, however. A 
survey made recently by the New York 
Credit Men’s Association, with 500 of 
its 3,500 membership replying, reveals 
that 80 percent of them anticipate a 
recession to start in the second quarter 
of 1948. Representatives of the twenty 
industries who responded to the ques- 
tionnaire gave as reasons for their dim 
view the excessive inventories currently 
held by industries, high prices, increas- 
ing purchaser resistance, lack of capital 
and labor unrest. The only exceptions, 
they thought, were to be found in the 
steel and construction industries, which 
can look forward to a boom in the midst 
of slump conditions. 

On the other hand, many industrial 
leaders can’t go along with the credit 
men in their dire predictions. Alfred P. 
Sloan Jr, chairman of the board at Gen- 
eral Motors, sees no prospect of a 
major recession while the capital goods 
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roduction 


industries are busy. Adjustments in 
prices and production, perhaps, but not 
an industrial depression, says Mr. 
Sloan, who maintains we need not 
worry about anything but a minor 
recession. 

Factors inherent in the current busi- 
ness situation tend to support Mr. Sloan 
in his assertions. The high level of 
activity in the durable goods industries 
reflects more than their own prosperity. 
The construction industry, for example, 
divides most of its non-residential build- 
ing contract awards almost equally be- 
tween business and manufacturing 
firms. More trucks go to non-durable 
than to durable goods industries in any 
year. More steel goes to light goods 
industries than to capital goods fabri- 
cators like the heavy machinery auto 
and freight-car building companies. 
And more and more money goes to 
durable goods workers in wages and 
salaries. swelling the nation’s buying 
power, increasing sales despite high 
prices, lifting current payments to all 
individuals to an annual rate of more 
than $190,000,000,000. 

Of interest, too, is the fact that capi- 
tal goods industries which had with- 
drawn earlier from the “new building” 
market because of high prices and ma- 
terials scarcities have begun to buy 
ready-built facilities and are moving in 
new equipment—apparently with no 
fear of over-expansion. 




















economical 
PROTECTION against 
sudden pressure increases 


. . . for pump lines, drums, heat ex- 
changers and unfired pressure vessels 
generally . . . for the power, chemical 
process, petroleum, and marine and 
general industrial fields . . . for water, 

steam, oil or vapor services. — 
Forged carbon steel body, stainless 
steel seat and ball, carbon or stainless 
steel spring. All valves factory set for 

the required relieving pressure. 
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BUILT DROP TIGHT 
EDWARD 


GATE VALVES 


Ww method of welded-in wedge- 
guides reduce wear to a minimum 
. valve stays tight. 


Welded-in hard surfaced 
seat rings and hard-surfaced 
wedges are standard .. . 
longer valve life. 


New testing methods insure 
both faces of wedge tight 
simultaneously. 


Built in sizes 2!4 in. to 12 in. for 


< 


service from 150 to 3600 lb sp. 


d fitalog 12-E j 
details, ine? full dime 


Nnsion 
d UStration, s, 
esign information 5 and new 


SUBSIDIARY OF ROCKWELL MANUFACTURING COMPANY 


EAST CHICAGO INDIANA 
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PROTECT 
uth 


EDWARD 


STRAINERS 


Scale and dirt removed before dam- 
aging intricate working parts of traps, 
pumps, meters, pressure regulators, 
valves and similar equipment .. . for 
steam, oil or vapor service up to 
600 lb sp at 850 F or hydraulic 
service up to 1440 lb at 100 F 


Forged carbon steel body 
Monel metal perforated screen 






Only six functional parts 
simple to install. .. easy to clean 
built in sizes ', in. to 2 in 
with either screwed or socket 
welding ends. 
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Center to i; | | 

Bottom |3 14/3 14/4346 [7s 9%) 10'4)1214 
Weight— | | 

Ib. 134)134 234/419/7 54 13 34/22 34/40 


Full details in Edward Catalog No. 103 
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WITH THIS NEW EDWARD 


STEEL STOP VALVE! 


For the majority of services where forged steel stop valves 
are required you can standardize on these Edward designs. 
Lower pressure loss, oversize handwheels for easy oper- 
ation, borized seats and disks in mated pairs for drop tight 
closure, and EValized bonnets 

are but a few of the features 
of these valves. . 














A WIDE SELECTION 


... Types 

O.S. & Y. or Inside Screw 
Globe or Angle 

..» Seats and Disks 
EValloy Stainless steel or 
Stellite hard foced 

... Ease of Installation 
Screwed or Socket Weld- 
ing Ends 


..» Low Pressure Loss 






Edward streamlined flow Full details 
... Full Range of Sizes in Edward 
Y% in. to 2 in. both Globe Cotalog 103 


and Angle 

.. ASA Working Pres- 
sure Ratings 

600 Ib sp at 850 F Series 
1500 ibsp at 850F Series 
Hydraulic Service up to 
3600 Ib at 100 F 





Te | 
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Mill Supplies 
Goes Academic 


Boston, Massachusetts 
DURING THE LAST YEAR the School has 
been using, in connection with its class- 
room work, a mimeographed collection 
of excerpts from published articles and 
statistics entitled, Marketing Reading 
Materials. 

We are now preparing a revision of 
this volume to be published early in 
1948 by the McGraw-Hill Book Com- 
pany. We would greatly appreciate 
your permission to include in the 
printed edition the following excerpts 
from Industrial Distribution and Mar- 
keting, 1945: 

1. Breakdown of Basic 

Groups, pp. 6 and 7. 

2. Producers Sell through Distribu- 


Industry 


tors because It’s Good Business, 
pp. 12 and 13. 

3. Local Plants Buy from Distribu- 
tors, pp. 14 and 15. 

1. A Word about Costs, p. 24. 

5. Sales and Operating Statistics. p. 
28. 

6. Ten-Year Trend of Supply Sales, 

p. 29. 

7. The Entire Section, East North 

Central District, pp. 51-59. 

We should also like to reproduce the 
enclosure, Industrial Distribution and 
Marketing—Sales Planning Based on 
Statistics for the Year 1939, which ac- 
companied this publication. 

The customary acknowledgments as 
to authorship will, of course, be made. 


Malcolm P. McNair 
Harvard University 


Special Sections 
Prove Helpful 


Cudahy, Wisconsin 

A copy of “Markets for Industrial 

Products” appearing in the September 

issue has been received. This job obvi- 

ously represents a great deal of work 
and will be most helpful. 

I would appreciate a copy of “Accent 


112 


on Selling” which appeared in the May, 
1946 issue. 


H. F. Banzhaf 
Ladish Company 


Schenectady, N. Y. 
IN your SepreMBER issue of MILL 
SUPPLIES, we note the listing of mark- 
ets for industrial products, starting on 
Page 8]. 

We are wondering if it is possible to 
obtain approximately six to eight copies 
of these listings, either in the complete 
magazine itself. if necessary. or merely 
the reprints of these listings. In the 
event that you can forward either of the 
above to us, we would appreciate receiv- 
ing a supply. 

Will you kindly mail these to the at- 
tention of the writer? 


D. M. Williams 
LeValley, McLeod, Kinkaid Co., Ine. 


Philadelphia, Pa. 
I HAVE READ with a great deal of inter- 
est your article “Markets for Industrial 
Products” which appeared in the Sep- 
tember issue of your magazine. Would 





ters to the Editors 


The readers have their say on this page— 


your ideas on distribution are solicited 


it be possible for us to secure 70 re- 
prints as we would like to distribute 
these among Our salesmen. 

Thanking you in advance, I am 


E. W. Breese 
Hajoca Corporation 


New York, N. Y. 
CONGRATULATIONS on your study, “Mar- 
kets for Industrial Products”. This will 
prove to be very helpful to us. We ap- 
preciate this valuable service rendered 
by MILL SUPPLIES. 


H. L. Fisher 
Rickard and Company 


"To Sell..." Booklets 
Still in Demand 


St. Louis, Mo. 
WE wou Lp like to have at least another 
50 copies of your Question and Answer 
reprints, if they are available. 
Will you please send them to us, let- 
ting us know your charge, and we will 
remit accordingly. 


A. A. Hillner 
Sligo Iron Store Company 
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“What do you want me to do with all of these bills—throw them in the 


wastebasket like | did last month?” 
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AD WE LL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U.S. Al 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE, LOS ANGELES 21 


THRE 
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Raymond G. Bruton 


Bruton Takes Post 
At Boyd Supply Co. 


Raymond G. Bruton, who left the 
British Admiralty Air Arm with the 
rank of commander after going through 
World War II, was named office man- 
ager for the Boyd Supply Co., Phila- 
delphia. Mr. Bruton has married an 
American girl and has taken out his 
first citizenship papers. 

Mr. Bruton was educated in county 
schools in London, Eng., concentrating 
on mechanics of maintenance, repair 
and overhauling. 


National Association 
Adopts Amendment 


Harry Rinehart, secretary-treasurer 
of the National Supply & Machinery 
Distributors’ Association announces 
that the proposed amendment to the 
Association constitution and by-laws, 
as submitted to the membership on 
May 28th last, has been made official 
by an overwhelming majority of votes 
approving the measure. 

The amendment provided that the 
three immediate past presidents of the 
Association “shall be members of the 
executive committee and shall have 
equal voice and vote with elected mem- 
bers of the committee.” Hence the 
three past presidents, Charles E. Al- 
linger, Eugene F. McCarthy and Wil- 
liam M. Patterson, are now serving as 
members of the executive committee. 
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Program of Central States Meeting‘in Chicago 


The fifteenth annual meeting of the 
Central State Mill Supply Association 
will be held in the Palmer House, Chi- 
cago. on Monday, Nov. 17. 

Headquarters will be established in 
Palmer House on Sunday, Nov. 16, at 
which time members and guests are 
asked to The registration 
desk will be open from 4:30 pm to 7:30 
pm. A hospitality room will be avail- 
able at this time giving members and 
guests an opportunity to arrange indi- 
vidual conferences and contact those 
they might want to see. No entertain- 
ment is planned at this time. 

A members’ session is scheduled for 
9:30 am, Monday, Nov. 17, when mem- 
bers will hear reports from committees, 
followed by a review and discussion of 
“The Evaluation Of Lines”, the subject 
of the joint meeting last year. 


register. 
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Sufficient time has been allotted the 
2:00 pm Distributor-Manufacturer joint 
meeting this year to allow full-scale 
discussion on the subject of the meet- 
ing, not yet announced. 

A reception will be held at 4.30 pm in 
the Club Room of the Palmer House, 
followed by a banquet in the Grand 
Ballroom at 7:30 pm. Speaker at the 
banquet will be Gene Flack, president 
of the National Federation of Sales 
Executives, an organization numbering 
ten thousand sales executives represent- 
ing over two million salesmen. Mr. 
Flack has 34 years experience studying, 
practicing and preaching salesmanship. 
He is a member of the National Dis- 
tribution Council of the Department of 
Commerce, the Board of Junior 
Achievement and the National Urban 
League. 


Ot 


2 


y 


& 
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A board of directors meeting, at which plans were formulated for the Cen- 
tral States Mill Supply Assn., included (first row left to right) S. H. Clark, 


Samuel Harris & Co.; Anne Green, exec. sect’y. C.S.M.A.; 


J. J. Badalli, 


Standard Equipment & Supply Co.; J. R. Pauly, Triplex Supply Co.; J. H. 


Ruddell, Central States Rubber & Supply Co.; 
Frank Cruger, Indiana Manufacturers Supply Co.; 
(Second row left to right) A. A. Beaufils, H. Channon Co.; 


Supply Co. 


Oscar Iber, O. Iber Co.; 
J. Scofield, Industrial 


Harry Pulver, Pulver Machinists Supply Co.; Howard Learn, C. H. Besly 
& Co.; F. H. Swanson Jr., Globe Machinery & Supply Co.; A. M. Steed, 
Barrett Hardware Co.; W. C. Teare, Sterling Products Co.; William Pederson, 
Pederson Bros. Tool & Supply Co. 
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CKER 


99°" 


$58.00 


BLACK & DE 


 WEAVY -DUTY 
BENCH GRINDER 
Bench Grinder 


h Grinder $138.00 


a 


6" Heavy-Duty 
10” Benc 


in Tool Sharpening, 
Grinding, Wire Brushing 


Now, Black & Decker gives you everything you need to land more bench 
grinder business . . . a// in one complete line! You can sell three popular size 
Bench Grinders for faster tool sharpening, heavy-duty grinding, wire brushing, 
buffing, etc. . . . plus new accessories that will make a big hit with prospects! 


Job-proven features like: 1. Modern, streamlined design improves working 
clearances, reduces weight. 2. Dependable B&D-built “constant speed’’motors 
maintain correct operating speed. 3. U-shaped tool rests improve tool sharp- 
ening support; adjustable on strong steel wheel guards. 4. Perforated tool rests 
and exhaust outlets, connectible to dust collector, keep working area free of 
abrasive dust... on 8” and 10” Grinders only. 


We're advertising these new Black & Decker Bench Grinders and accessories 
in the November 22 issue of The Saturday Evening Post... plus this month’s 
leading trade papers... to help your selling job. The Black & Decker Mfg. Co., 
617 Pennsylvania Ave., Towson 4, Maryland. 






LEADING DISTRIBUTORS 


és 


p= EVERYWHERE SELL 


PORTABLE ELECTRIC TOOLS 
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Sell \LUMINATED EYE SHIELDS 
combining ‘‘flood-light” on 
work and complete eye pro*4 
tection. Glass is shatterproof: 
and work is completely illumi+¥ 
nated from both sides. ¥ 





Sell “WHIRLWIND” WIRE WHEEL) 
BRUSHES, designed and built # 
in our plant, to give longer # 
life, better brushing surface, 








Sell STREAMLINED PEDESTALS: 
to permit spotting these 
Grinders anywhere in the shop 
at convenient working height, 











Sell BACK-STAND IDLERS which 
use abrasive belt grinding for 
more abrasive surface, top 
grinding speed at all times,.j 
faster work at lower cost. 
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A. First step is the drilling of two small 
holes through entire length of blank. 

B. Next a reverse spiral is scribed on 
blank with same helix angle as that which 
will be embodied in the finished drill. 


Cc. Here is shown the blank after it has 
been tanged, brought to a red heat and put 
through a twisting operation to straighten 





How to Drill a Helical Hole 
...and How Morse Oil Hole Drills "Get that Way’’ 
Below is illustrated the method used in manu- 
facturing the Morse Oil Hole Drill — showing 
how the helical holes are developed. 


Fa - 








7 bi 








the helix line. Due to this twisting, 
the two holes now have the same helix 
angle as originally scribed on the 
blank but in the reverse direction. 


D. Next a shank is welded onto the 
blank and a large hole is drilled 
through the shank to meet the two 
small holes in the body. 





’ 
Here’s the 
Finished Drill 

made from the drilled 
blank. To compensate for 
the oil holes, this tool is 
made with a heavy web. 
Thus is developed the 
rugged Morse drill which 
is widely used in deep hole 
drilling. 
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This Made-for-its-Job Tool Delivers 

Coolant and Lubricant Under High 

Pressure Direct to Cutting Edges — 
Helps Clear Chips 








|: aan beep 


low York Store; 130 Lafayette St. © Detroit Store: 2952 East Grand 


Here’s the tool specifically designed for 
deep hole drilling — overcomes the difficulty 
of drilling ’em deep. Pressure of 150-200 
Ibs. forces the lubricant and coolant deep 
down to the business end of the tool, where 
the cutting edges are at work. When drilling 


cast iron, air is used for blowing out the chips 
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§ the MORSE Oil Hole Drill 
our Deep Hole Drilling Problems 


and keeping the drill cool. Result: drill- 
ing time is shortened, cutting edges have 
longer life. 
This tool is available in stock in diam- 
eters from 3¢"’ to 2'’—in “specials” it has 
been made up to four feet long and for drilling 
holes three feet in depth. No. 1479 Oil Hole 
Drill with Straight Shank is illustrated. Your 
Industrial Supply Distributor will be glad to 
help you obtain a special Morse recommenda- 


tion, for the efficient use of oil hole drills in 


? y 
Sigratiaasts 5 ti. At 
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} The Original Manufacturer of Twist Drills 
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© Chicago Store: 570 West Randolph St. + San Francisce Store: 1180 Folsom $t. 
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B. H. Johns Made 
Sales Manager 


B. H. Johns, for the past seven years 
manager of the St. Louis branch of In- 
dependent Pneumatic Tool Co., manu- 
facturers of Thor portable power tools, 
has been appointed manager of the com- 
pany’s mining and contractors tool sales 
division. Mr. Johns headquarters are 
at Chicago. He has been a member of 
the Thor sales organization for 21 
years and served previously as manager 
of the Philadelphia branch. 

W. B. Smith, former manager of the 
Houston branch, will succeed Mr. Johns 
as manager of the St. Louis branch, and 
R. F. Caslin, former Thor-electric tool 
service engineer in the Houston terri- 
tory, has been appointed to succeed Mr. 
Smith as Houston manager. 


David E. Gow Named 
Packing Sales Manager 


David E. Gow has been appointed 
to the position of packing sales manager 
in the Asbestos Products division, Ray- 
bestos-Manhattan, Inc.. Manheim, Pa., 
succeeding Jack E. Cole. who has been 
transferred to Chicago to take up the 
duties of Chicago branch manager of 
the Equipment Sales division. 

Mr. Gow. who has been with Ray- 
ibestos-Manhattan for a number of years, 
‘was formerly branch manager of the 
Cleveland office of Asbestos Textile & 
Packing division of the corporation. 


Chicago Metal Hose Buys 
Ft. Dearborn Mfg. Co. 


Chicago Metal Hose Corp. of May- 
wood and Elgin, Ill. recently purchased, 
for cash, all the capital stock of Fort 
Dearborn Mfg. Co., Sterling, Til. 

The new acquisition will be operated 
as a wholly-owned subsidiary of the 
Chicago Corp. and will continue its 
services in the field of production ma- 
chining and as engineers and builders 
of special machinery, tools, dies and 
fixtures. 


D. E. Shaw Joins 
Carolina Supply Co. 


The addition of D. E. Shaw as out- 
side salesman covering the state of 
Georgia for Carolina Supply Co., Green- 
ville, S.C. has increased the company’s 
sales force to six outside and five in- 
side salesmen. Formerly, Mr. Shaw was 
with C. M. Guest & Sons Co. 











Dean E. Hayden 


Marshall-Wells Co. 
Expands Sales Force 


Dean E. Hayden has been appointed 
sales manager of industrial supplies for 
the Marshall-Wells Co., Portland, Ore., 
in a program of expansion within the 
company’s sales force that has brought 
that department up to 12 outside in- 
dustrial salesmen, five inside industrial 
salesmen and four others in the call or- 
der department. Three of these men are 
recent acquisitions: Glenn Dickinson, 
an inside salesman for a number of 
years, is now on outside territory; 
Clyde Knight, a new resident salesman 
for southern Oregon, is stationed at 
Roseburg; and Myron Bartness, now 
outside salesman in city of Portland 
territory, who has served Marshall- 
Wells in various capacities for six years. 

















Mr. Hayden, who succeeds L. R, 
Ruch, retired, was formerly outside in. 
dustrial salesman and later Mr. Ruch’s 
assistant. He joined Marshall-Wells 
in 1937. Prior to that he had been ip 
the retail hardware business. 

Of interest are the methods the com. 
pany uses in the training of its sales. 
men, who must follow a definite routing 
within the organization. First they 
work orders in the warehouse; then 
work in the call order dpartment or go 
direct to inside sales; thence to the 
inside sales desk, with stenographer 
and phone. Their fourth move takes 
them to outside salesman or to assistant 
buyer, or from assistant buyer to out- 
side salesman. Some assistant buyers 
may continue in the buying department 
and work finally, to be head department 
buyer. 


M. M. & M. Conducts 
Distributor Sales Course 


A program of factory sales training 
for executives and salesmen of its na- 
tion-wide chain of authorized distrib- 
utors has been inaugurated by Man. 
ning, Maxwell & Moore, Inc. under the 
direction of E. M. Dunlap of the com- 
pany’s Bridgeport, Conn. plant. The 
course is conducted at the Bridgeport 
and Watertown, Mass. plants by Man- 
ning, Maxwell & Moore engineers and 
sales experts and includes actual fac- 


tory experience and lectures. 


Participants in the present course include: Samuel Ward, Sr. and Samuel 
Ward, Jr. of the Ward Bros. Mill Supply Co., Inc; Lockport, N. Y.; H. B. 
Bryan and James Adams, American Radiator & Standard Sanitary Corp., 
Toledo, Ohio; J. H. Seay, Moore-Handley Hardware Co., Birmingham, Ala; 
J. J. Downey, Seeley & Jones, Inc., Bridgeport, Conn; W. G. Simpson, The 
J. M. Tull Metal & Supply Co., Atlanta, Georgia; E. M. Dunlap (Director) and 


C. M. Colt, Manning, Maxwell & Moore, Inc; 


H. A. Schaechter, Murdock 


Mfg. & Supply Co., Cincinnati, Ohio, and S. L. Bernardo, Textile Mill Supply 


Co., Charlotte, North Carolina. 
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Can I fill my Hose Requirements 
with pre-war quality goods ? 


y, 






K 


A postcard or a letter to 
the home office will bring his 
name and address to you. 












Manufacturers of new 
equipment are invited to 
correspond direct with the 
home office. 






DISTRIBUTORS 


Ads like this one published 
regularly in the leading 
business and industrial 
papers keep you in the 
spotlight as an outlet for 
Thermoid Products. 










y. This new quality is in production ... it is no longer 
necessary to take whatever you can get. 

He can also tell you— 
That Thermoid hose is made in a wide range of types and sizes. 
And, every type measures up to the service conditions for which 


it is sold. 


He knows something about Thermoid too— 


Thermoid concentrates its manufacturing for industry on the 
well integrated line shown below. The Company itself, is large 
enough for precise, low cost, high quality production, but small 
enough to be quickly responsive to customers’ specific problems. 


That’s one of the reasons why— 


it’s Good Business To Do Business With Thermoid! 


thermol 


The Thermoid Line Includes: 
Brake 
Friction Products ¢ Transmission 
Belting ¢ F.H.P. and Multiple 
V-Belts « 
Elevator Belting « Wrapped and 
Molded Hose e¢ Custom Molded 


Parts. 


Industrial Linings and 


Conveyor Belting « 


| Pereke le len a _ 


Automotive « industrial 
Oil Field « Textile 


Thermoid Company, Trenton, N. J., U.S. A. 
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Sightless Bob McKnight, employed 


in. a Memphis industrial plant, 
demonstrates how well a blind man 
can operate a power sharpener of 
lawn mowers at an “Employ the 
Blind in Plants” exhibit. The mill- 


ing machine and lathe was the con- 
tribution of the Hays Supply Co. 
of Memphis, Tenn. 





Diamond-studded emblems are awarded to workers with the longest service 
at the National Supply Co’s Etna, Pa. plant, Spang-Chalfant Division. 





From 


left: John Hemmerlin (with 50 yrs.), Frank J. Donaghue, industrial relations 
director, presents the emblem to Harry C. Moeller (57), as Charles Lenhart 
(57), Max Mursch, P. J. Malley, Harry McKee, 50-year veterans, look on. 





the Multi-V-Drive sales 


N. R. Crom (left), Western Indus- 
trial Supply Co., Sacramento, Calif., 
on visit to Worthington 
Works, studies operations as his 
host, D. E. Tessendorf, manager of 





Doug Cochrane, with Waterston’s 
in Detroit for 23 years, calls one of 
his 165 pattern shop customers for 
further details on an order. Mr. 
Cochrane has seen many changes 
during his long tenure, including 


Buffalo 


division, 


Worthington Pump & Machinery new ideas for faster handling of 


Corp., describes their purpose. 


District managers of Walker-Turner Co. attending the firm’s 
25th Anniversary celebration included R. D. Ejinsel, district 
mgr., middie west; H. J. Fink, district mgr., N. Y. State and 
Conn.; Miss Eleanor R. Smith; Mrs. S. L. N. Lawrence; E. B. 
Grubb, district mgr. New Jersey and S. L. N. Lawrence, dis- 


trict mgr. of New England. 
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orders and improved packaging. 

















Industry men “taught the teachers” at the work- 
shop conference recently staged in the Peoria, 
Illinois Vocational School. Here Robert G 
Brierly demonstrates carbide cutting tools. Com- 
panies participating included Carboloy, the Bar- 
dons & Oliver Turret Lathe Co., Caterpillar Trac- 
tor, Carborundum and the Do-all Co. 
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TAFT-HARTLEY ACT 


Frees “Slave” Labor 


old. Its full meaning is yet to be deter- 
mined by decisions of the National Labor 
Relations Board and the courts. However, on 
its face, the Act refutes the attacks made upon 
it by union leaders as hysterical and fanciful. 


To TAFT-HARTLEY ACT is two months 


Management has had every provocation to reply 
to these attacks in kind. To the credit of the em- 
ployers of this country, they have not succumbed to 
that temptation. They have maintained a temperate 
attitude toward the new law and the problems it is 
designed to correct. This approach is right. But it is 
only an approach. 

Union leaders will want to settle for nothing short 
of repeal. Their attack on the Act has made some 
headway. It may be more effective as time goes on. 
Certainly the Taft-Hartley law will be repealed if 
management just sits tight and lets union leaders 
continue to confuse their followers. 

Management, therefore, must implement its pres- 
ent temperate attitude with a program of positive 
action. The Taft-Hartley Act must be made to work 
not because management wants it, but because it is 
fair to labor — and management can do things right 
now to see that the Act works. Management can: 


I. Utilize every means at its disposal to ac- 
quaint the rank and file of union workers 
with the truth about the Taft-Hartley Act. 


II. Suggest amendments to the Act if expe- 
rience indicates that amendments are neces- 
sary. 

III. Use the law as little as possible in settling 
labor disputes. 


IV. Stand firm in its refusal to bargain away 
the rights accorded by the Act to workers, 
management, and the public. 


An examination of those four must’s will show 
why they provide management with its best program 
of action. 


L 


Union members do not know what the Taft- 
Hartley Act provides. 


There is abundant proof of that statement. 
While Congress was still trying to write a law that 
the President would not veto, FACTORY magazine 


asked workers how they felt about major proposals 
in the pending House and Senate bills. Overwhelm- 
ingly they felt good. They were in favor of almost 
every individual provision that was finally incor- 
porated into the bill and passed over the President’s 
veto. 

The same story emerged from the national opinion 
poll made by the Opinion Research Corporation of 
Princeton, N. J. and published by Look magazine 
after the law was enacted. It showed that union 
members uniformly favored major provisions of the 
Act, but were strongly opposed to the Act itself. 

This inconsistency is easily explained. Instead of 
telling their members what the Act does for them, 
most union leaders have been condemning it as “a 
slave labor law” because it curtails the leaders’ power 
and recognizes the rights of the union member and 
the public. 

It is not a slave labor law. All of the basic rights 
accorded to labor by the Wagner Act of 1935 are 
preserved by the Taft-Hartley law. All of the unfair 
labor practices that were forbidden by the Wagner 
Act are still forbidden by the Taft-Hartley Act. 

Nothing in the law impairs labor’s right to bargain 
through representatives of its own choosing. 

The Wagner Act condemned as an unfair labor 
practice any effort by employers to coerce employees 
in the selection of their bargaining representatives. 
So does the new law. 

The Taft-Hartley Act merely recognizes rights of 
individual employees, of management, and of the 
public that were ignored by the Wagner Act. 

For example, while the Taft-Hartley Act continues 
the workers’ protection from coercion by employers, 
it also gives them new protection against coercion by 
unions. The individual worker is freed from the 
necessity of joining a union to get a job. He may 
still be required to join a union to keep his job, but 
not unless a majority of the workers vote for such a 
requirement in a government-supervised election. 

Some people think the Taft-Hartley Act is weak in 
protecting the rights of the individual worker. They 
think that membership in a union should never be 
made a condition for holding a job. This is true. 
However, the Act does restore to the individual 
worker some rights which were blotted out under 
the Wagner Act, just as it does to management and 
the public. 

A fair examination of the new law’s provisions 
will show that they spring from one dominating pur- 
pose: i.e., to re-establish equality before the law. 





For example, under the Wagner Act union leaders 


were free to say whatever they pleased about the 


employer to his employees. The employer, on the 
other hand, was denied freedom of speech in talking 
to his own employees. Now freedom of speech is 
largely restored. 

Under the Wagner Act the employer was com- 
pelled to bargain with a certified union. Now the 
union must bargain, too. 

Under the Wagner Act, unions alone had the right 
to petition for an election to determine whether the 
petitioning union represented a majority of the 
workers. Now the employer also has the right to 
secure an election. 

These are features of the new Labor law that 
management must help workers understand. They 
must understand why the Act is not the “diabolical 
monstrosity” Philip Murray tells them it is. 

Some companies have already started to explain 
these things to their workers. Techniques are well 
established, and they are techniques that any com- 
pany can use. They include labor law digests in 
language workers can understand, supervisory con- 
ferences to cover points in the Act that affects the 
supervisor’s handling of his job, distribution of re- 
printed articles that point out how employees benefit 
from the new law, editorials in plant newspapers 
and magazines, and advertisements in local news- 
papers. 

II. 


Management should take the lead whenever 
amendments to the Taft-Hartley law become 
necessary. 


For twelve years labor leaders wilfully opposed 
every attempt to correct obvious abuses in the Wag- 
ner Act. We have now proved that a labor law can 
be amended. Let us be sure that management does 
not resort to the same obstructionist tactics labor 
has always used. 

In carrying out its basic purpose to re-establish 
equality before the law, the Taft-Hartley Act makes 
it “unlawful...for any corporation whatever or any 
labor organization to make a contribution or expen- 
diture in connection with” national elections. Cor- 
porations have long been so restrained. The novelty 
is the balancing restraint upon unions, which now 
have huge financial resources amounting to very 
many millions of dollars. However, the language of 
the Act may restrain the labor press from saying 
what it thinks about candidates, thus impinging upon 
the freedom of the press. Senator Taft has recog- 
nized this possibility. 

If it should develop that the Act inadvertently 
throttles freedom of the press—or misfires otherwise 
—management should take the lead in securing suit- 
able amendments to the Act. By assuming a com- 
pletely stiff-necked attitude toward any and all 


changes in the Wagner Act, no matter how badly 
needed, the dominant labor leaders and their political 
outriders finally brought on the sweeping revisions 
provided by the Taft-Hartley Act. Management must 
not follow that example of stupid leadership. 


Ill. 


Management will be wise if it uses the new law 
gently in settling labor disputes. 


So far employers show,no disposition to use the 
law excessively. That is good. An analysis of the 
NLRB’s docket from August 22 to September 30 


shows that approximately 90 percent of the cases 


now before the Board were filed by unions and em- 
ployees — not by employers. 

We have been surveying employers, asking if they 
will have occasion to use their right to sue their 
unions. The answer so far is consistently, “no.” That 
answer frequently is accompanied by this remark, 
“We certainly hope not. We have no desire to con- 
duct our labor relations in the courthouse.” 


The desired result should be for the Act to produce 
only those law suits that are matters of vital prin- 
ciple. As many employers have remarked, the court- 
house remains the worst possible place to conduct 
labor relations. The best place is in the plant—by 
free collective bargaining between parties enjoying 
an equality before the law. The Taft-Hartley law 
will serve its most constructive role if it encourages 
this kind of collective bargaining. 


IV. 


Employers should not bargain away legal rights 
accorded to them by the Taft-Hartley Act. 


By bargaining away rights given them in that Act, 
employers serve only to upset a carefully created 
balance of equality before the law which is an essen- 
tial element of fair collective bargaining. 

Also, by bargaining away rights properly accorded 
to them, they let down those members of Congress 
who, in voting for the Act, braved continuous threats 
of political assassination by powerful union leaders. 
For their statesmanship in the complicated field 
covered by the Taft-Hartley Act these Congressmen 
deserve the support and gratitude of the whole na- 
tion—of management, of labor, and of the public alike. 

Fairly handled on all sides, the corrective force 
of the Act can be made a major bulwark of indus- 
trial freedom. 





President, McGraw-Hill Publishing Company, Inc. 
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MATERIAL HANDL 


BECAUSE YOUR CUSTOMERS GET— 


A hoist that’s number one in its class. One 
that’s famed throughout the world for its 
sound engineering, speed and safety of per- 
formance . . . its long, dependable life, and 
unfailing ability to lower production costs 
by making child’s play of the heaviest lifting 
jobs. Holds loads in suspension by an auto- 
matic brake. 


BECAUSE YOU GET— 


Greater sales and income possibilities from 
a hoist that’s easy to sell because it is in 
demand. Capacities from !4 to 40 tons. Hook 
and trolley types with modifications that 


take care of every hand hoist application. 


And to boost your profits higher, sell the 
Yale Cable King and Midget King Electric 
Hoists and the portable Pul-Lift, “indispens- 
able tool of industry.” The Yale & Towne 
Manufacturing Co., 4530 Tacony St., Phil- 
adelphia 24, Pa. 


ING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT... PROMOTES SAFETY 


HOISTS— HAND AND ELECTRIC 
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TRUCKS—HAND LIFT AND ELECTRIC 
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Sales Manager Bosted checks 
the mailing list. Timing maiil- 
is he said, is vitally important 
and ties in with sales meetings. 


““}7 ov get out of an activity only as 
y much as you put into it.” It’s a 
trite statement but one that scores 
solidly when applied to distributor’s 
sales meetings. according to N. J. 
Bosted, sales manager of H. W. Mills 
& Co., Passaic, N. J. (with branches in 
Paterson and Newark). His experience 
bears out the fact that to make sales 
meetings pay off, a distributor should: 
Hold sales meetings on products 
that have a good potential in the area. 
2. Arrange to have a manufacturer’s 
representative speak at the sales meet- 
ing. 
3. Keep salesmen informed on sales 
plans. 

Time the mailing of promotional 
literature so that the interest of custom- 
ers and salesmen is aroused at the same 
time. 

5. Build displays that feature the 
products discussed at the sales meeting. 

6. Follow-up on sales meetings by 
having salesmen call on interested cus- 
tomers by themselves and with the man- 
ufacturer’s man. 

7. Check sales to uncover new cus- 
tomers and leads. 

To follow through on all seven of 
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Before the sales meeting, Claude 
? Lamb, Dayton district mana- 
ger, and H F. Mills, general man- 
ager, discuss points to emphasize. 


cs 


Mills officials believe films are 
3 effective sales meeting aids. 
The Mills-Dayton meeting opened 
with the showing of two of them. 


Results Assured 


By planning ahead and integrating a variety of activities, New Jersey distribu- 


these points requires time, planning. 
work and some expense and, Mr. Bosted 
said, it is only when all of the activities 
are integrated and coordinated that the 
desired results are obtained. 

A recent sales meeting held in con- 
junction with the Dayton Rubber Mfg. 
Co., reveals the Mills’ system at work. 
The system, of course. is a continuous 
one; other leading lines are covered by 
similar sales meetings during other 
weeks in the year. 


Program in Action 


To determine that New Jersey was a 
potentially good sales area for V-belts 
required little research on Mr. Bosted’s 
part. He studied sales and sales analy- 
sis records and immediately confirmed 
his belief that virtually every plant in 
the area ,was a user of V-belts and, 
therefore, a prospect. 

With No. 1 step taken, Mr. Bosted 
moved on to No. 2—making arrange- 
ments with a manufacturer. Mr. Bosted 
communicated with Claude Lamb, a 
Dayton district manager. and learned 
that the manufacturer had prepared 
new 90-minute sales training program 
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designed for jobber salesmen. A date 
for the meeting was agreed upon, and at 
the same time, Mr. Lamb promised to 
have Val C. Bernhardt, a Dayton repre- 
sentative, spend a week with Mills sales- 
men. 

Informing the salesmen of the plans 
was a simple step: Mr. Bosted an- 
nounced it at a sales meeting. He then, 
however, followed up the announcement 
with memos assigning each man a defi- 
nite time when he could make calls with 
Mr.: Bernhardt. This, of course, was 
done far enough ahead of the sched- 
uled meeting time so that the salesmen 
could arrange their work. select custom- 
ers who would benefit from a consulta- 
tion with the sales engineer and set 
definite dates with prospects. 

Timing the mailing of promotional 
literature, Mr. Bosted said. is an impor- 
tant adjunct to a sales meeting. Good 
literature, directed to the proper sources. 
can create interest in a product, And 
this helps the salesman when he calls 
to relay the product and application in- 
formation he acquired at the sales meet- 
ing. Mr. Bosted mailed the Dayton 
V-belt literature on the Friday preced- 
ing the Monday meeting date. 
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hardt, Dayton 
struction. 


Bernard Hogan, Vincent Cubby, Matthew Piche, 
salesmen, and Mr. Bosted listen to V. C. Bern- 
representative, explain V-belt con- 








cluding Charles S. Conover, 
mention V-belts and are prepared to answer ques- 





After the sales meeting, all sales personnel, in- 


telephone man, 


tions with authority. 


From Sales Meetings 


tor is certain sales will increase and salesmen will know more about products. 


Setting up of displays on the products 
to be covered in a sales meeting accom- 
plishes two purposes: (1) Salesmen are 
constantly reminded of the products, 
(2) The interest of customers is created. 
V-belt displays were set up in all three 
Mills stores. 

That 
steps. The meeting was held on a Mon- 


completed the preparatory 
day evening, about an hour and a half 
after closing time so men from Newark 
and Paterson had time to get to the 
Passaic store. Just before meeting time. 
the Dayton men set up and tested two 
projectors, one for sound film and the 
second for slides. 

The program opened with a color film 
entitled Unlimited”. Bill 
Stern, as narrator, told of the back- 


“Rubber 


ground, history and recent accomplish- 
ments of Dayton Rubber. A second film, 
“Specialized for V-Belts”, 
day in the life of a distributor salesman, 


depicted a 


showed how Dayton belts are made and 
gave selling pointers. 

The slides were next on the program. 
They showed typical and unusual V-belt 
installations in industries commonly 
found in the area. The types of machines 


on which V-belt applications can be 


made also were listed on the slides. Mr. 
Bernhardt commented on the applica- 
tions shown, pointing out factors af- 
fecting the selection of belts. Mr. Lamb 
then gave a chart talk on “How to 
Select V-Belts Easily and Correctly”. 
As a result of the meeting, the sales- 
men called on customers, prepared to 
discuss all phases of V-belt usage and 
to spot overlooked possibilities. The 
slides on applications tended to make 
the salesmen more observant and better 
able to gauge accurately their custom- 


ers’ potential purchases. 


Results Carefully Studied 


The results of the one-week drive 
were studied carefully by Mr. Bosted 
and compared with previous sales. New 
belt customers were thoroughly dis- 
cussed with the salesmen and_ plans 
drafted to retain the customers with 
service or more frequent calls. The re- 
sults also were compared with customer 
analyses to determine areas of increased 
business. 

In addition to stimulating sales, the 
sales meeting on V-belts, like other sales 
meetings, equipped the salesmen with 
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product information that will be useful 
to them even after the sales drive. This 
was pointed out by Herbert Mills, vice- 
president. who said that there was an 
inevitable rise and recession in the sales 
of any product during and after a sales 
drive, But, he said, even so there is no 
question about the long-range value of 
well-organized sales meetings and sales 
drives. 

While Mill officials try to have manu- 
facturers’ men present for all sales 
meetings, sometimes it is not possible. 
Therefore, the company has some meet- 
ings at which salesmen who have at- 
tended manufacturers’ schools are the 
principal speakers. Films, too, are used 
at these meetings and, in such cases, 
the graduates of manufacturers’ schools 
supply the commentary and answer 
questions. The system, Mr. Bosted said, 
has worked out very well. 

Under the Mills company’s system of 
scheduling sales drives, there are at 
times as many as three a month. Mr. 
Mills is convinced that continued sales 
meetings and campaigns increase the 
sales staff's ability to sell the varied 
products sold by an industrial supply 
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SUCCESSFUL 





POST WAR 


SELLING 





NDUSTRIAL supply salesmen are 
confronted with a host of problems 
today. But of all of them, one stands 

out as the greatest: “How to operate in 
a highly competitive market, a buyers’ 
market.” It is to help salesmen meet this 
all-important problem that manufactur- 
ers are conducting refresher courses, 
that sales managers are resuming regu- 
lar sales meetings, and that many other 
activities are being undertaken. 

That we were bound to have a buyers’ 
market was recognized by most distribu- 
iors even before the war ended. MILL 
Supp.ies’ editors knew it was coming 
and, consequently, sought to put in the 
hands of salesmen facts and figures that 
would make the transition easier. That 
was in the spring of 1945, and in May 
of that year your magazine published a 
52-page section: 

“The Buyer Points The Way to Suc- 
cessful Post War Selling.” 

The presentation was well received. 
Many sales managers urged their sales- 
men to study it carefully. Then, how- 
ever, the buyers’ market did not appear 
immediately after the war’s end in Au- 
gust. And many of the facts uncovered 
in interviews with purchasing agents. 
corporate officers and production execu- 
tives were not put to work. The picture 
has changed now. Every fact on selling 
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“BY Popular Demand” 


Mill Supplies to re-publish results of sur- 
vey in which buyers point the way to suc- 
cessful selling by distributors’ salesmen; 
reprints to be made available 





that a salesman can acquire is needed. 

Numerous readers have pointed this 
out to your editors. The requests for re- 
prints of the May, 1945 section have 
become more and more numerous in re- 
cent months. In fact, Mitt Suppiies 
has received so many requests that the 
stock of reprints is gone. When distribu- 
tors and their salesmen were informed 
of this, they immediately suggested that 
more reprints be made. Here is what one 
distributor, H. H. Kuhn, The Hardware 
& Supply Co., Akron, had to say on the 
subject: 

“Will you please advise me if your 
supply of reprints of “The Buyer Points 
the Way to Successful Postwar Selling” 
from your May, 1945 issue is exhausted? 
If not, we should like to purchase 50 
copies. 

“Probably none of the industrial sup- 
ply distributors gave the attention to this 
article which it deserved. We were enjoy- 
ing excellent business then and have up 
until about 60 days ago. 

“In my opinion, it is quite timely and 
if no reprints are available, might it not 
be wise to send a letter to your subscrib- 
ers, calling their attention to this survey 
and inquire if they would be interested 
in purchasing certain quantities, then if 
sufficient orders are received you might 
prepare additional reprints. 
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“From all appearances the seller's 
honeymoon is over, and we are about to 
face the real facts of life. It may be 
rather tough sledding for some of the 
old houses, and it certainly will be for 
the new companies who started business 
during the past four or five years. Dur- 
ing their entire existence the buyers have 
been beating a path to their doors. 

“A day or two ago I again examined 
the report and would like very much to 
place a copy in the hands of each of our 
salesmen together with some comments 
which we consider preparing.” 

Your editors, after discussing the mat- 
ter with several distributors and their 
salesmen, have agreed to republish the 
section. It will appear in the December 
issue. 

Originally, the section filled 32 pages: 
in its revised form it will take only 16 
pages. Only the material that was par- 
ticularly applicable to the 1945 picture 
will be omitted; every other pertinent 
fact will be presented. The section will 
be condensed, and, therefore, should 
make for easier reading. 

Reprints will be made available, too. 
But, to make sure that you receive the 
reprints that you will want, now is the 
time to order them. To eliminate the 
“small order problem” for us, may we 
suggest that on all orders for less than 
ten copies, you enclose a check or money 
order. The reprints will be sold at cost: 
20 cents per copy in lots of 24 or less: 
15 cents per copy in lots of 25 or more. 
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Distabutors 
of Uharneder 


The building of the present Bunting Distributor 
organization has not been a matter of weeks 
or months; it has taken years. 
Beginning before the war and finishing in these first 
post-war years we, at Bunting, know we have the 
finest Distributor organization in our history. 
These Distributors have, instantly available for you, 
Bunting Standard Stock Bearings and Bunting 
Bars of Cast Bearing Bronze. The leading Distributor in 
your community is, almost certainly, the Bunting 
Distributor. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 





BRONZE BEARINGS 
PRECISION BRONZE BARS 


75 
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Industie=——~ 


IF youare an established Industrial Distributor with finances 
for stocking and selling a recognized line of electrical tools and 


equipment... 


IF’ you have an adequate and aggressive sales force covering 
all the principal accounts in your territory and maintaining close 
personal contact with buyers of industrial electrical equipment 


and tools... 


IF’ you have the organization to capitalize on national busi- 
ness paper advertising, imprinted direct mailings, point-of-pur- 
chase displays, give-away samples, hand-out literature, catalog ser- 
vice, factory-conducted sales meetings, and personalized sales 


help... 


IF you are such a concern and can take on a line of well- 
known packaged products made by a reputable manufacturer, then 
you will be interested in Ideal’s policy of Selective Wholesale Dis- 


tribution in Principal Markets. 


Ideal Industries maintain divisional offices in five strategic 
market centers with sales offices in all principal cities. This organ- 
ization forms the nucleus for the new system of Selective Whole- 
sale Distribution of Ideal Tools and Equipment. 


Ideal Products have ready acceptance among the trade, hav- 
ing been the choice of leading buyers and users for more than 30 
years. The line provides a stable, substantial flow of business with 
quick turn-over and steady repeats at a good profit. 





IDEAL 








IDEAL PRODUCTS “DISTRIBUTED THROUGH AMERICA’S LEADING WHOLESALERS” 


Hand Type Blowers 
Industrial Vacuum Cleaners 
Suction Cleaning and Spraying Attachments 


Universal Etchers 
Machine Shop Etchers 
Portable Demagnetizers 








we . ae, 


Dust Collectors 
Live Centers 
Balancing Ways 


Hand Type Tachometers 
Electric Markers 
Thermo-Grip Soldering Tools 
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You are invited to participate in the benefits of backed by full factory cooperation. Ideal field repre- 
Ideal’s policy of Selective Wholesale Distribution. sentatives from nearby sales offices will work with 
It provides the advantages of a business connection your men—holding meetings, making demonstra- 
under a protective sales agreement that will insure tions, and calling on the trade. 
new business and added income for you and your If this appeals to you and you are qualified to go 
salesmen. ahead, then we urge you to investigate the oppor- 
To make this plan work, Ideal offers a well-organ- tunities of our Selective Wholesale Distribution ar- 
ized program of advertising and sales promotion, rangement. For convenience, use the coupon below. 


- SS SE GT GT GREET GENET GENE GEEEEEF) Gen GSEGEEY GGHEEEEE Gee intone — a os — = women ~~ 


| IDEAL INDUSTRIES, Inc. 

(Successors to Ideal Commutator Dresser Co.} 
| 1000 Park Avenue, Sycamore, Illinois i 
| We are interested in your Selective Distributor Plan. Please have your representative call and 
| explain it to us in full detail. 
| 
| 
| 
| 
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the answer... 


Whenever you find a plant owner 


or his foreman stumped by a tough 
lifting job, you have the answer in 
a ‘Load Lifter’ Electric Hoist. 


Tell him about the ‘Load Lifter’—how 
its rugged strength, sturdy construc- 
tion, mechanical superiorities make it 
possible for the ‘Load Lifter’ to lift 
capacity loads twenty-four hours a 
day, day after day, with the minimum 


amount of attention. 


When he asks about the ‘Load Lifter’s’ 
mechanical superiorities, tell him 
about one-point lubrication which in- 
sures thorough lubrication of bearings 
and gears every time this hoist is 
operated. How maintenance time is 
reduced since he needs to pour oil 
into the gearing house—at one point 
only — every six months. Take an- 
other mechanical superiority — fool- 
proof upper stops. Explain how they 
prevent tie-ups and damage to the 
hoist by preventing over-travel of 
the hook. 


Tell him about other special features 
of ‘Load Lifter’ Hoists — two-gear re- 
duction drive, inter-changeable sus- 
pension, enclosed construction, safety 
lower blocks — and explain what 
they mean to him in increased pro- 
duction and low-cost operation. 


If your supply of Catalog No. 215 
is running low, write us for more. 


They help you sell ‘Load Lifters.’ 


Hoists 


ie TRAOt me } 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ anc 
‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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W. Gibson Carey, Jr., 
to the presidency of Yale & Towne 
Mfg., Co., in 1932 and guided the firm 
through the depression and war years. 
died suddenly Oct. 4. Mr. Carey had 
attended the semi-annual meeting of the 


who was elected 


American Society of Sales Executives 
at Ponte Vedra Beach, Fla.. and was 
swimming with his wife when a strong 
undertow dragged him down. 

Mr. Carey was well known in the in- 
dustrial supply field. He made it a 
point to visit personally with industrial 
distributors; many times he purposely 
would not identify himself completely 
but would merely drop in on a distribu- 
tor, saying “I’m from Yale & Towne”. 
He frequently told his associates that 
through this device he was able to keep 
in closer touch with distributors; they 
never hesitated to express themselves 
and they might have if they had known 
he was the president of Yale & Towne. 
However. it was not always possible for 
Mr. Carey to go unrecognized; he spoke 
frequently at meetings and was a prin- 
cipal speaker at the 1946 Triple Mill 
Supply Convention in Atlantic City. 

Mr. Carey. having once been a sales- 
man himself, understood selling prob- 
lems; he would listen to suggestions for 
improving selling and distributing 
methods but strongly opposed the peri- 
odic movements to “eliminate the mid- 
dleman”. Mr. Carey was invited to 
speak at a meeting in New York a few 
years ago. The previous speakers on 
the program had attacked the high costs 
of distribution and selling but when it 
came Mr. Carey’s turn to speak he flatly 
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denied that distribution and selling 
costs were exhorbitant. 

Mr. Carey was born in Schenectady, 
N. Y. on July 3, 1896. He attended 
Nott Terrace High School and_ then 
studied in the Liberal Arts course at 
Union College. During World War TJ, 
he enlisted in the Army and served in 
France with the 307th Field Artillery, 
advanced to the rank of captain. 

In 1919 he 


pulp business in New York as a sales. 


entered the paper and 


At the same time he took night 
{ 


man. 


courses in * accounting and_ business 
management at Columbia University. 
From 1923 to 1926. he was secretary 
and treasurer of the Philadelphia Paper 
Mfg. Co. In 1926, he became general 
manager of the Philadelphia Division 
of the Container Corporation of Amer- 
ica. 

In 1929. he was elected to the Yale 
& Towne Board of Directors and later 
that vear joined the company as assist- 
ant to the president. He advanced to 
vice-president and treasurer, and, in 
1932. he was elected president. succeed- 
ing Walter C. Allen when the latter 
became board chairman. 


Workers Pay Tribute 


Funeral services were held in St. 
Mark’s Parish. Mount Kisco, N. Y.. 
Oct. 7. When the services began at 
| p.m., the 10.000 employees of Yale & 
Towne in its 12 operating units in the 
United States, Canada and England 
simultaneously stopped their work and 
paid silent tribute to Mr. Carey. 

In Stamford, Conn.. where the com- 
pany was founded, Mayor Charles E. 
Moore ordered the flags on all munici- 
pal buildings flown at half mast. 

Mr. Carey’s activities extended be- 
yond the industrial field. He served 
during World War II as a colonel in 
the Army Specialist Corp. He was a 
member of the U. S. 


Advisory Council 


Department of 
Commerce Business 
and immediately after Germany’s de- 
feat, he was sent with a committee of 
business leaders by Secretary of War 
Patterson to determine what could ad- 
vantageously be transferred for use 
against Japan. Last spring, he returned 
to Europe for the War Department with 
another committee of industrialists who 
studied the program of rehabilitation 
in Germany and Austria. 

Mr. Carey’s business interests ranged 
over a wide scope. He served as a di- 
rector of many companies and in 139-40 
he was president of the U. S. Chamber 
of Commerce. 
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SIMOMETER 


LOWER HACKSAW COSTS 


SIMON 


DS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for industry 


Los Angeles 14, Calif.; 228 


st St., $an Francisco 5, 


BRANCH OFFICES: 1350 Colum ia Roed, Boston 27, 
a 127 S. Green St., Chica a , HL; 416 W. Eighth 


Calif ares S. W. First a Wah 
rent Ave. pokane 8 » Wa 
Remi St., Moomesl’ 36 





lortland 4, Ore.; 31 W. 
ian Factory: 595 St. 


with SIMONDS 
“Red End” BLADES 


SECRET of straighter, smoother cuts and longer blade-life is 
ACCURATELY TESTED TENSION. 


NEW SIMONDS SIMOMETER enables you to tension any size blade 
correctly in a matter of seconds ... and so get top cutting per- 
formance out of the top brand of blades — SIMONDS “Réd End”, 


SEE HOW SIMOMETER SAVES SAW-DOLLARS! A Simonds Saw 
Specialist will demonstrate — on your own hacksaw machines — 
this easy-to-read tension tester. NO OTHER METHOD LIKE IT. 
Just call your distributor or the nearest Simonds office. 
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Dealers! Allis-Chalmers Announces a 


Pre-Engineered 


COMPLETE 
AUTHORITATIVE 


— ONLY ALLIS-CHALMERS OFFERS 
YOU THIS ADVANCED ENGINEERING 
THIS IS the most complete V-belt drive reference book ever published. 
It contains: 
PRE-ENGINEERED DRIVE TABLES—1 to 150 hp, thumb-indexed for quick ref- 
erence, Just turn to the page you want — read off the complete drive data, 
ENGINEERING TABLES — sheave dimensions — drive selections — general in- 
formation. Everything carefully arranged and indexed for easy figuring of 
special drives, 
Book contains 144 pages, size 8/2 by 11 inches, 
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New Selling Aid... 


Texrope D 





,.and aNEW Texrope Manual 
that Makes Selection Easy 


TOP SALES BUILDER in the V-belt: drive busi- 


ness! New Texrope Manual eliminates guesswork 


— assures complete accuracy in figuring the best 


drive. Your customers know they're getting the 


most efficient, economical V-belt drive. 


| Tamale tens 


faster, better service and the kind’ of castomer 


satisfaction that pays off. 


SOLVES 90% OF ALL V-BELT 
DRIVE SELECTION PROBLEMS 


Texrope Pre-Engineered stock drives ta- 
bles have been worked out in a complete 
range of speeds, for horsepowers from 1 
to 150. These tables show, in one place, 
the correct drive for any requirement. 
Each is the one best drive for the job, as 
pre-engineered by the finest V-belt engi- 
neering staff in the world. 


MOST ECONOMICAL, IN BOTH 
FIRST COST, MAINTENANCE 


Every Pre-Engineered drive selection is 
made up of regular Texrope stock items. 
No special-order equipment is required. 
You can't make the mistake of buying a 
larger, more expensive drive than you 
really need, or of installing an under- 





wered drive that will be costly in -~ 

ormance and maintenance. Texrope Pre- 
Engineered drive selections are the best 
engineered drives — in low first cost — in 
performance—in reduced maintenance, 


THE RESULT OF 22 YEARS OF 
V-BELT EXPERIENCE 


Only Allis-Chalmers has developed a com- 
plete Pre-Engineered drive manual, It is 
more than the work of slide-rules or the 
rearrangement of old tables. It includes 
the industry's greatest V-belt drive experi- 
ence—the knowledge and judgment gained 
through 22 years of building and studying 
V-belt drives for everyindustrial application, 
This new manual is being mailed to pres- 
ent Texrope dealers now. If you fail to 
receive yours, or would like a copy, write 
for Texbook No. 20P40. ALLIS-CHALMERS, 
MILWAUKEE 1, WIS, A 2341 


Texrope, Super-7, Texsteel, Texdrive, Magic-Grip and Vari-Pitch are Allis-Chalmers Trademarks 





] ALLIS: CHALMERS 


Dealer Sales Organization—General Machinery Division 
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TEXROPE . . Greatest 
Name in V-Belt Drives 


“Super 7” V-BELTS 


curs Five Types — Sizes 
to suit every power 


transmission job, 


Texsteel, Texdrive, 
“Magic-Grip” 
— sheaves in a full 
range of sizes, 

grooves, 





“Vari-Pitch” 
SHEAVES 
Exact variations in 
speed, stationary of 

motion control. 





SPEED 
CHANGERS 
GS Speed variations up 
g° to 375% at the turn 
of a crank, 





ENGINEERING 
Finest V-Belt engi- 
neering talent in the 
world—at your call, 





TEXROPE “Super 
7” V-Belts result 
from the cooperative 
research of two great 
companies — Allis- 
Chalmers and B. F. 
Goodrich. They are 
sold only by A-C, 


















X €); { 7 


v 

A CENTURY ¥ 

OF SERVICE § 

to Industry 
THAT MADE 


America Great 












THE H&A LINE 


ma 


ag 


a 


H & A Swing Cut-Off Sow 
makes faster, more accurate 
cross-cuts in dimension 
stock with 1/3 the power 
required by radial arm 
sews. Safe and easy to 
operate, the biade pulls 
through the wood and au- 

ly returns to rest- 
Available in 
3x 12;4x 


ing position. 
three capacities: 
14; 5x 16. 





H & A 6" 
to operate. 
struction prevents vi 
sures true accuracy. 
ing, relieving and rabbeting. 
main level for life. 


Jointer (above) is 
available—sturdy, occurate—and easy 
its rugged cast iron con- 

and as- 
Its adjustable 
fence allows straight or angular edg- 
ing and surfacing operations, chamf: 
Large 42 
or 60 inch table is guaranteed to re- 


finest 





4 . yrsy 
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WOODWORKING TOOLS | 


Over 200,000 sales messages a month in leading 
Industrial, Woodworking and Building Trade Papers. 
plus a steady stream of direct mail from the factory, 
keeps inquiries and orders flowing to our distributors. 


See our dominant advertising featuring the complete 
H & A line in August issues of American Builder, 
Building Supply News, Canadian Industrial Equip- 
ment News, Industrial Equipment News, Foundry, 
American Lumberman, Timberman, Wood, and 
Woodworking Digest. 


Tie up with this barrage of factory sales promotion 
NOW and get your share of the extra profits it will 
create. Write for literature, prices and strict dis- 
tributor policy. 


H & A Woodmaster (below) is practicall 
a complete woodworking shop in itself. 
Makes all kinds of simple, compound, 
— and miter cross-cutting, ripping, da- 
doing, rabbeting, grooving and tenoning. 
Adjustments for these various operations 
can be made in seconds from the exterior 
of the frame. Has large 39 by 51'/2 inch 
table. Capacities: 8'' blade— 134"'; 10" 
12°" blade—3%'"'. 


blade—2%4"'; 


‘er- 


HESTON & ANDERSON 





Established 1921 


636 W. Kirkwood St. Fairfield, lowa 


DIVISION OF ST. PAUL FOUNDRY & MFG. CO. 
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OBITUARIES 








Price M. Davis 


Price M. Davis 
Shadbolt & Boyd Co. 


Price M. Davis, Sr., 77, president and 
general manager of the Shadbolt & 
Boyd Co., Milwaukee, and of Northern 
Hardware & Supply Co., Menominee, 
Mich., died suddenly at his home in 
Wauwatosa, Wis., Sept. 28. 

Mr. Davis would have celebrated the 
fiftieth anniversary of his association 
with the Shadbolt & Boyd Co., on Oct. 
13. Under his guidance the company 
was one of the first in Milwaukee to 
establish an employees’ profit-sharing 
plan. 

Mr. Davis leaves a widow, three sons 
and a daughter. 


Henry A. Maddock, 4 
Philadelphia Distributor 


Henry A. Maddock, senior partner 
of Maddock & Co., Philadelphia dis- 
tributors of wholesale industrial sup- 
plies, tools and equipment. died on 
October 3 of a heart attack 
of 60. 

After graduating from Central Man- 
ual Training High School in 1903. Mr. 
Maddock started with his father’s com- 
which had been established in 


at the age 


pany, 
1278 under the name of Powell and 
Maddock. Mr. Maddock. Sr. bought 
out Mr. Powell’s interest in 1904. 

Mr. Maddock was admitted as a 
partner in the business, along with his 
brother Percy G. Maddock. in 1923, 
and became senior partner of the firm 
upon the retirement of his father in 
1930. 


Charles T. Roberts, 
Marshali-Wells Manager 


Charles T. Roberts, 59, formerly sales 
manager of the Marshall-Wells Co. and 
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This “Tag line” 


® starts a sto ey {| 


\\ 


\ 





“4 
4th Gane 
a 2 


In most cases, the “tag line" ends the story . . . but here's a well-known phrase that's only 
the beginning: "This certifies that you have purchased a genuine WITT Can, which is guaran- 
teed against defects in material and workmanship and to 
outlast from 3 to 5 ordinary Cans.” 

The guarantee tag which is attached to every WITT Can lists 
the reasons for the time-defeating superiority of these truly 
better products. Special materials, superior design and first- 
class workmanship are proved by amazing service stories told 
by WITT Can owners. 

And because they are increasingly quality-conscious, customers 
find real value in WITT Cans . . . return again and again for 
WITT Cans and other profit-making merchandise. 










pe lap Ee DP AABN GNF ae 1% 
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THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“ORIGINATORS OF THE CORRUGATED CAN” 
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also of the Washington Stove Works at 
Seattle. was killed on August 10 when 
struck by an automobile. 

Born in Portland, Ore., he had lived 
in Seattle for more than 50 years. He 
had been a manufacturers’ representa- 
tive since the war, during which he 
served as director of stove and fuel oil 
rationing for the OPA in Seattle. 


flashing new addition to a famous line 

CHICAGO WHEEL & MFG. CO. 
Headquorters for 

4d SMALL GRINDING WHEELS 


George K. Conant 


| George K. Conant, 
Sligo Iron Store Co. 


George Kimball Conant, president of 
the Sligo Iron Store Co., distributors of 
St. Louis, Mo., died suddenly at the 
wheel of his car on September 4, at the 
age of 65 years. Mr. Conant’s death 
was attributed to a heart attack. 

Born and reared in St. Louis, Mr. 
Conant attended Yale University. He 
succeeded his father, Theodore P. Con- 
ant, as president of the Sligo company 
after the latter’s death in 1938. 

Surviving are his brother, his wife, 
a son and three daughters. 


A. G. Bussmann, 
Wickwire Spencer Sales 


A. G. Bussmann of the Wickwire 
Spencer Steel Division of the Colorado 
Fuel and Iron Corp. died on October 7 
at the age of 61. 

Mr. Bussmann was long associated 
with the steel industry. He started his 
career, in 1908, with Carnegie Steel in 
Homestead, Pa. Before his connection 
with Wickwire Spencer Steel he was 
chief chemist of the Donora Steel Works 
of the American Steel & Wire Co., and 
president of the Standard Steel & Wire 
Co. of Greensburg, Pa. , 

He was associated with the Wickwire 


Write for literature and attractive 
franchise open on all the nationally 
advertised Chicago Wheel products. 


Spencer Steel Co since 1931 and was 
successively manager of the Wire & 
Spring Dept., sales manager of the 
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SELF-LOCKING 





Slamming vibration works endlessly to 
loosen the positioned and prestressed fas- 
teners on the spring compression and 
fastening rods. 

Fastener failure means changed me- 
chanical settings that mark the cloth; 
misalignment of parts that upset the 
split-second, synchronized loom timing; 
and unnecessary wear and breakage to 
loosened parts. The result? To textile 
mills: Increased down time; reduced 
pickage; higher percentages of ‘seconds.’ 

Loom fixers are urged to make their 
own test of the successful application of 


ELASTIC STOP NUTS 
AM ANCHOR WING g SPLINE Y CLINCH r A & CAP 


PRODUCTS OF: ELASTIC STOP NUT CORPORATION OF AMERICA 


INTERNAL 
WRENCHING 





The Red Elastic Collar protects positioned 
settings against IMPACT! VIBRATION! 


ESNA Elastic Stop Nuts illustrated 
above. All ESNA orders can be filled im- 
mediately from stock. 


Re-usable Elastic Stop Nuts—with the 
self-locking, self-sealing Red Elastic Col- 
lar that does not deform the bolt, damage 
the threads or gall the finish—provide 
dependable protection against Vibration, 
Thread Corrosion, Thread Failure, and 
Liquid Seepage. ESNA engineers are 
now ready to study your fastener prob- 
lems. Address: Elastic Stop Nut Corpo- 
ration of America, Union, N. J. 
Sales Engineers and Distributors 
are located in many principal cities. 
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ON THE 
CRANK CONNECTOR ASSEMBLY 








LOOK FOR THE RED COLLAR 
THE SYMBOL OF SECURITY 


It is threadless and dependably 
elastic. Every bolt—regordless of 
commercial tolerances — impresses 
(does not cut) its full thread con- 
tact in the Red Elastic Collar to 
fully grip the bolt threads. In ad- 
dition, this threading action prop- 
erly seats the metal threads — and 
eliminates all axial play between 
the bolt and nut. 

All ESNA Elastic Stop Nuts—re- 
gordless of size or type—lock in 
position anywhere on a bolt or 
stud. Vibration, impact or stress re- 
versal cannot disturb prestressed 
or positioned settings. 
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let these sales-makers 
make sales for you! 












1. THE NEW wT 
VICTOR WALL CHART tal 


a Yes 
73 


You've got a powerful sales mag- 4 


ae 
ae 


y:t 


net when you hang the new [sie 
Victor wall chart behind your 38 j 
counter, or distribute it to indus- Sue 
trial plants in your area. It shows pet 
your customers in a second just tami, 
which hand, band, or power et r 


blade to use with any type of 
material. It gives them helpful! 
hints on the correct use and 
care of blades. Attractively 
printed in two colors, this 
highly useful chart measures 

17 by 22 inches. It is absolutely 
free, imprinted with your, ’ 

company name and address 
in quantities of 50 or more. 
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2. THE COMPLETE 
VICTOR LINE 


x 
BS ah 


oh 
= 


~ 


— ON i  6Llté“‘“é‘“—é=RS PG ee fee 

brie ty A blade for every job a (ey 

‘ae §=—Ss hack saw or band saw can met 
bus: do means a sale to every ats 

F ts ~ blade prospect—and that’s bet 
fas }«=©what you get when you oat 
a 8 stock the complete Victor By! 
weme 8=©— line. They are long-last- it : 

Mee ing, fast-cutting blades, 5 ad 
he too, that will bring you a 

a tops in customer satisfac- ae 

bids . tion, tops in repeat sales. cS 

fa 

; et BAND SAWS 


ax} 





4 i s 
CMa ST 


PUT THEM BOTH TO WORK FOR YOU 


Such a proved promotion piece backed by such a proved line will be 
a@ powerful stimulant to your blade sales. Act now to put both of 
them to work for you. Write today for your free supply of charts, 
specify imprint desired. @® 3377 


SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 


R 
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| Buffalo District, assistant to the presi- 

| dent and general sales manager. At the 

| time of his death he was in charge of 
sales of the Wickwire Division. 

| He is survived by a widow, a daugh- 

| ter, and a son. 


| T. P. West, 
Carolina Supply Co. 


T. P. (“Jack”) West. manager of 
the Carolina Supply Co.. of Greenville, 
S. C. died sfddenly on July 28 from a 
heart attack. He was 57 years old and 
had been with the company for 35 
years. Formerly an outside salesman, 
he was well known throughout the Caro- 
linas. 





System to Mail 
Promotion Pieces 


(Continued from page 87) 





in which the item is of use. such as: 

(a) Group which has an application 
for the product. 

(b) Group which uses the item in 
fabricating another product. 

In some cases there may be some 
doubt as to customer needs. A check 
of past invoices or information from 
salesmen will generally provide the 
answer. Prospect lists are maintained 
up-to-date from invoices and salesmen. 

A survey of customers revealed that 
the prospect list can be classified into 
about 60 major groups, depending upon 
the type of industries served in the 
area. From these listings and classifi- 
cations, Addressograph plates are cut 
and filed in cabinets, alphabetically by 
city and state, with “A” in the back of 
the first tray and “Z” in the front of 
the last tray for the particular state. 
This assures that when an industry or 
group of industries in a single state are 
addressed, the letters are alphabetically 
by city and state. Mr. Godbey points 
out that this is advantageous when you 
use 3rd class under Section 562 
P.L.&R. which requires the sender to 
do some work ordinarily done by the 
post office. 

To keep an accurate record of each 
promotional item, forms have been de- 
signed to facilitate the effectiveness of 
the company’s program and to provide a 
case history of each mailing. The rec- 
ord shows the costs of printing, cost of 
postage, distribution by industry, cov- 





erage by geographical limits, returns, 
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The attractive, colorful boxes in which the most popular 
sizes of Dayton V-Belts are packaged make possible neat 
looking, easy-to-handle V-Belt stocks. Each box is plainly 
labeled with its V-Belt number. The result is time and 
money saved in filling orders. And time saved means 
Dayton V-Belt Distributors can give faster service to their 
industrial buyers. 

Intelligent packaging is only one of many advantages that 
Dayton V- Belt Distributors enjoy. Seven others are listed 
in the panel at the right. And behind every one of them is 
Dayton’s great reputation as The World’s Largest Manu- 
facturer of V-Belts! .. . a reputation that has been growing 
ever since Dayton Rubber perfected the first V-Type Belt 
in 1921. It is a reputation that, coupled with the faster 
service that intelligent packaging makes possible, means 
greater sales and greater profits for Dayton V-Belt Distrib- 
utors. Learn the full story. Write today. 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 


Packaged 


FOR LOW COST HANDLING! 





ONLY Dayton V-Belt 
Distributors enjoy these 
8 BIG ADVANTAGES 





ig Unsurpassed V-Belt Quality! 


2) ’ackaged for Low-cost Hand- 
‘ ling and Faster Service! 


© Most Complete Catalog in 
the Industria! V-Belt Field! 


) Factory Man in the Distrib- 


utor’s Territory! 


5) Complete Training Program 
for Distributor’s Sales Force! 


6) Sales Helps and Advertising 
to Fit Distributor’s Needs! 


7) A Complete V-Belt Line to 
Fit Every Power Drive Need! 


“™ Warehouse Stocks to Back 
Up Distributor’s Stocks! 


aytom wiper 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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UMPROVED DELIVERY 
..- Ol BOSSICK 
Mediutn Duty 
rack Casters 


SERIES “77 °° (SWIVEL) - SERIES “’78” (RIGID 








Fairly prompt shipment can now be made 
on most sizes of Series ‘‘77"’ and ““78”’ casters 
... in contrast with the still delayed delivery 
situation in most wrought steel casters. 


Series “77” and “78” have been leaders 
in their class for many years because of their 
outstanding service record under rough, 
tough operating conditions. Behind this 
record stand two important features: 


* Bassick’s patented ball bearing swivel construction . . . famous 2-level ball race 


that gives easy-swivel, full-floating action. 


* Bassick’s BHT-80M material ...a tough, high tensile alloy that can take the 
shocks without breakage. 


Sizes from 3’ to 8’’ are available with all popular types of wheels. ..check your 
customers’ needs today. THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. Canadian Division: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, Ontario. 


e kinds 


4. tener: 
. making. caster® 
} do more 
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description of the material and the de- 


| partment to which cost is chargeable. 











These forms are numbered consecu- 
tively for each month and filed in a loose 
leaf binder for ready reference. 

Another form used is the department 
record which shows the advertising 
budget, the number of promotional 
items scheduled each quarter, the num- 
ber of items mailed, the returns, cost 
of postage and printing. This record 
is studied and analyzed for effectiveness 
in the advertising to increase sales. 

A third rechrd is maintained by Mr. 
Godbey to show the distribution by 
geographical limits and by industries. 
This record insures that each industry 
is adequately covered and to reduce 
over solicitation. 

All direct mail promotion is coordi- 
nated throughout the company. No 
item or line is promoted unless: there 
is adequate inventory for immediate 
delivery. Salesmen are sent an ad- 
vance copy of the advertising promo- 


| tion and notified as to the industry 


to be covered. This allows for extra 
sales effort in the field. The salesmen 
like it for it stimulates interest and 
provides added direct sales effort. 

Only material of general interest is 
sent with invoices. These are handled 
as routine, much in the same manner 
as bulletins sent with shipments. 


Value Shown 


The value of promotional direct mail 
advertising was recently shown when 
the Tull company found that one de- 
partment had an overstock of a par- 
ticular item. Promotional material was 
sent to a selected list of prospective 
customers. Within the month the entire 
stock had been sold and a re-order was 
necessary to maintain an _ inventory 
level. 

Recently the company mailed an at- 
tractive folder on Oxyarc process to a 
list of 1,153 customers at a total cost 
of $71.56. First returns showed or- 
ders for 18 and 30 requests for addi- 
tional information, many of which re- 
sulted in orders. 

Results so far show that on general 
mailing a one per cent return is good, 
while on selected mailing a 4 per cent 
return is considered average. This in- 
cludes only replies to a specific mailing 
and does not include all orders received, 
many of which were stimulated by the 
direct mail promotion. 

The Tull company is very critical of 
its institutional advertising. The ex- 
ecutives hold fast to the belief that 
“gadgets” for desks sometime become 















WRIGHT 


SPEEDWAY | 
ELECTRIC HOIST | 





e Here’s the first heavy-duty elec- 
tric hoist in the light-duty field. 
Rugged. Powerful. Fast. Safe. 
Efficient. A streamlined package 
of power in capacities of 250 lbs. 
to 2000 lbs.—redesigned through- 
out to take over material handling 
problems where minutes mean 
money. Write us at York for descrip- 
tive folder. Just ask for DH-1250. 





: ¢o York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


wey, 
eS 
— 3 In Business for Your Safety 
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THOUGHTS FOR MERCHANDISERS 

































Industry buys air and it’s a mighty impor- 
tant purchase...so much depends upon it. 
From chemicals aeration to sand blasting 
BRUNNER Air Compressors have long 
been recognized for their dependabili 
_and long service life. When you tal 
“BRUNNER” you’re among friends... 
sales resistance goes out the window. A 
BRUNNER factory representative can 
show you why BRUNNER Air Compres- 
sors can lift your air sales. 


BRUNNER MANUFACTURING CO. 
Utica 1, New York, U.S. A. 


SINGLE 
AND TWO STAGE 
MODELS 
Yq HP. TO 10 HP. 


BRUNNER 


‘SINCE 1906 










BRUNKER 
AIR 


helps you serve better 












<=> - + 


(aq 


i 


/ \ a. 
Sk B gto 


mor\ <! 


MILL SUPPLIES © NOVEMBER, 1947 






















It believes that any gift 
should be useful and be of value. In 
the past, company gifts have included 
stainless steel rulers, brass bed lamps. 
case knives and aluminum gridles. Tull 
does not put its name on these gifts, 
which generally have a retail value from 
$4.50 to $7, for such gifts are used in 
the home and a company name would 
stamp it as an advertisement of “send 
so many wrappers’. 


a nuisance. 


Such gifts are sent by mail, where 
personal presentdtion cannot be made 
by field salesmen. 

One institutional item which has been 
of use to customers is the memorandum 
pad. Many customers have re-ordered 
these pads, as they would any other 
item in stock, but the Tull company fills 
the orders without cost and is pleased 
with the customer interest. 

Mr. Naylor believes that manufactur- 
ers should plan their own advertising 
program well in advance so that the dis- 
tributors could fit such a program into 
their own promotion on a coordinated 
basis. He says that while some tie-ins 
are possible, yet there is plenty of room 
for improvement. 

In every contact with customers. Mr. 
Naylor cautions, it is highly important 
that names of individuals and com- 
panies be spelled correctly, and that all 
customer personnel changes be re- 
corded on mailing lists. 

The J. M. Tull company believes when 
business is good don’t neglect your ad- 
vertising budget to promote service to 
customers and to keep them informed | 
on items of interest. Help your cus- 
tomers in their operations and always 
be of service, he says. When business is 
slow, Mr. Naylor says, that is the time 
when you should give especial attention 
to promotional advertising. 








Cuec ky? 











“Now I'll go through your literature 
alone, if you don't mind.” 

















Carbide Tipped “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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yw HIG SHOULD A FASTENING BE ? 


ole Naturally, in the interest of econ- 

omy, fastenings should be as small 

and as light as possible while satis- 
factorily doing their job. 

Chicago “Safety Plus’ Socket Head 
Cap Screws are a high tensile, high 
IZOD fastening, smaller and lighter 
than ordinary hexagon head cap 
screws of equal holding power. To 
your customers this means reduction in 
product weight as well as a neater, 
sturdier construction. 

Selected heats of alloy steel, pre- 
cision workmanship and rigid inspec- 
tion assure customer satisfaction when 
you stock and sell Chicago ‘Safety 
Plus” Socket Screw Products. 


Thete Gine Products are sold only 
thre Authorized Distributors 


lly 


1872 1947 


THE CHICAGO 


ESTABLISHED 1872 . 
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1026 So. HOMAN AVENUE 


SCREW 








CHICAGO “Safety Pivs” line 
includes : 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 

ows 

Socket Pipe Plugs 

Keys for “Safety Plus” 
Products 


. 
Complete line includes: 


Hexagon Head Cap Screws 
Square Head Cup Point Set 
Screws 


Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 


Semi-Finished Hexagon 
Castellated Nuts 








CHICAGO 24, ILL. 
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Drive-in-and-Out 
Warehouse Service 
(Continued from page 93) 





who knows her business and is fair in 
her dealings with both customers and 
employees. Mrs. Ballenger has found 
that few men are squeamish about 
women executives these days. She 
chuckles when ‘customers or factory 
men cail on her for the first time; after 
the first “gulp of surprise”, they are put 
at ease and become loyal supporters. 

Mrs. Ballenger appreciates her con- 
tacts with manufacturers; she said she 
has been greatly inspired by their rep- 
resentatives. “They are really extra 
salesmen,” she said, “and have helped 
us more than they realize. It’s just like 
having every factory man a part of our 
personnel.” 

The Harris firm was founded in 1902 
by Mrs. Ballenger’s father, Fletcher 
Reid Harris, and his brother, Earl A. 
Harris. Mrs. Ballenger became active 
in the business when her father died in 
1938. Previously she had served on the 
board of directors for ten years. 


Long Service Records 


How Mrs. Ballenger and the other 
women officers have succeeded in the 
supply business is evidenced by the fact 
that the sales manager, Herbert L. 
Wells. has been with the company for 
27 years. There are six outside sales- 
men with long service records and about 
20 other employees, both men and 
women. 

“We are a closely knit organization, 
where no one person is ‘boss’,” Mrs. 
Ballenger said, “We have learned that 
it takes all of us to make the business 
a success, and when important issues 
are to be decided, we all take part. In 
this way, each one feels a personal re- 
sponsibility in the operation of the busi- 
ness.” 

From an active out-door life of golf, 
tennis and horseback riding, at which 
she was considered an expert, a house- 
wife and rearing children to president 
of the company, was not done in 10 easy 
lessons. Mrs. Ballenger tackled the job 
of selling iron and steel supplies with 
the same energy and thoroughness that 
she excelled in her other activities, and 
has happily and successfully combined 
a home and career. She has two chil- 
dren, a 16-year old son, at Lawrenceville 
School, Lawrenceville, N. J., preparing 

















For Catalog Sheets and Price Lists write to 
NICHOLSON FILE COMPANY 
91 ACORN ST., PROVIDENCE 1, R, I, 


(In Canada, Port Hope, Ont.) 
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“TAILOR MADE” 
for. 
INDUSTRIAL USE 


GLOBE WOVEN BELTS 


are made for a particular use. 
The ‘“‘measure” and “fit” are based on long 
years of experience in practical usage and con- 
stant research in belt engineering. Globe Woven 
Belts, like a fine suit, are long in wear and per- 
fect in service. It will pay you to look at samples 
and inspect the record. 
For instance, check the advantages of these 
favorites in the Globe line of quality. 


* KANRY-TEX . The superior belting for 


food processors. 


* SOLID-WOVEN WHITE COTTON: 


“Tops” for light conveyor purposes. 


* ENDLESS WOVEN: No slippage: no 


vibration ... for high-speed use. 


* CELLULOSE COATED: For bakery and 


candy manufacturers, 


Many other GLOBE beltings 
are available to meet the needs. 
of your customers. It will pay 
you to handle the Globe line 
of Woven Belting. Write today 
for full particulars. 
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for Princeton and a 15-year old daugh- 
ter at Warrenton Country School in Vir. 
ginia. 

“The same fundamental principles 
apply to any kind of business, whether 
it is a Ladies-Ready-to-Wear or any of 
the other thought of women enterprises 
to heavy hardware.” Mrs. Ballenger 
said “Merchandising or buying and sell. 
ing of products, and customer relations 
are the main ingredients for the success 
of any business, whether operated by 
man or womay.” 





Know the 
Answers 


to quiz on page 104 








ANSWERS: 

1. Flint. emery and garnet. 
2. Alumin oxide. 

3. Silicon carbide. 


4. Aluminum oxide is tough, silicon 
carbide is brittle; aluminum oxide is 
non-magnetic, silicon carbide is not. 


5. True, because it gives an excellent 
finish to the work. 


6. “Dulled” aluminum oxide cloth, dip- 
ped in oil, can be used for polishing 
metal to a high lustre. 


7. (d) aluminum oxide. 


8. True, because its cutting is always 
clean; the work is never torn. 


9. (a) specially woven kinds of cotton 
cloth (b) a combination, glueing a thin 
cotton fabric to paper and (c) fibre 
sheets, used in making disks. 


10. (a) “Drills” (“X” backings) (b) 
“Jeans” (“J” backings) (c) “combina- 
tion” (light cotton glued to strong “E” 
weight paper) and (d) “Emery Jeans”, 
(special, light-weight cotton Jeans). 


11. 

Yellow Aluminum oxide 
Red Emery 

Orange Garnet 

Blue Silicon carbide 
Green Flint 


12. “X” backings. 


13. “Drills”, which are woven to give 
greater strength in their length than in 
their width, minimizing stretch in the 


length. 


14. (a) that the surface of paper or 
cloth has been coated as densely as 








UMI 










s “Vulcan” Hoist Hooks and Eye Bolts 
drop-forged from gelected steel and specially heat-treated to 
provide maximum strength and toughness, but every “Vulcan” 
is individually pfoof-tested to 50° beyond its rated “safe work- 
ing load.” B&ch item so tested is stamped with a certifying 
mark. All guesswork is eliminated when you specify Williams 
“Vulcan’/Hoist Hooks or Eye Bolts. 

identify “Vulcan” Hooks by their orange tip. Sold 
by leading Industrial 
Distributors everywhere. 
J. H. Williams & Co., 
Buffalo 7, N.Y. 


Not only are Willi 
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PUTNAM End Mills 








One inch Putnam End Mill 
roughing out a slot about 
one-half inch deep in high 
chrome steel part. 








...NOTED FOR \ 
MAXIMUM 





NO matter how tough the material, 
how deep the cut—Putnam End Mills not only cut faster, 
but have exceptionally free cutting action. This is due 
to proper designing and careful manufacturing in a 
modern plant which for a number of years has specialized 


in producing quality tools for milling operations. 


Other features that make Putnam End Mills popular in 
the metal working industry are faster cutting, longer life 
and completeness of line. Putnam is the fast-selling, 
customer-accepted end mill line that produces high sales 


volume and consistent profits for aggressive distributors. 


Write us for information and copy of new catalog 
illustrating and describing over 800 standard 


sizes and types of Putnam End Mills. 
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possible with grain; (b) that the grain 
coat has been opened up, a lesser 
amount of grain in the sheet. 


15. True, provided the material worked 
is hard. Soft materials (lead, soft 
woods, soft brass, etc.) tend to “fill up” 
closed coated abrasives, though the 
abrasive itself will show little wear. 


16. (a) breaking a unit causes delay, 
(b) creates added expense and (c) 
sometimes results in damaged goods in 
shipment. ’ 


17. True. Low speeds use more pres- 
sure, get less work done, and do not 
give as good a finish as high speeds. 


18. The glue becomes dehydrated, 
hardens, loses its strength; the coat 
peels off; the abrasives never will re- 
absorb moisture. The goods, in short, 
are ruined. 


19. (c) 50 percent. 


20. The ability of the grains readily 
to absorb water. 


21. (c) 2500 linear ft. per min. 


22. It has magnetic properties which 
cause it to adhere to ferrous metals. 


23. Usually it is due to insufficient belt 
speed, too much pressure on the work, 
or both. Step up the belt speed, or 
try an open coated, rather than a closed 
coated, material. 


24. It prevents even circulation of air 
all around them. Lay them on their 
sides for best work value results. 

25. (a) Kind of goods, (b) type of 
abrasive, (c) backing, (d) coating, 
(e) size, (f) character of work to be 
done and (g) the flexibility desired. 





Building Sales 
Through Service 


(Continued from page 95) 





industrial supplies to contractors. Con- 
tractors find it convenient to drop off 
tools needing sharpening at Knives 
and Saws on their way home from work 
and pick them up in the morning any 
time after seven-thirty, sharpened and 
ready for use. 

Prompt delivery is also strived for. 
Pickups for servicing the customer’s 
tools can be made more or less on sched- 
ule, with very few urgent calls for spe- 
cial delivery. Industrial supply cus- 
tomers, however, sometimes do require 
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DISSTONEER helped speed up 
production and cut costs 10% 


Hartwell Brothers of Memphis, Tennessee, had been 
using 14-inch, 6-gauge circular saws on their 13 copy- 
ing machines used for turning out hickory axe handles. 
Saws required sharpening twice daily... with down 
time of 30 minutes per machine, per day... and had 
tobe replaced every two weeks. 


A Disstoneer* recommended the use of a special 
Disston Philbrick Cutter Head, with these results: 
sharpening was reduced to once a week, and knives 
were replaced only once a month; a smoother finish 
was obtained, eliminating one sanding operation; 


anne ene 


TO HELP 


Disston advertising is designed to help build up business 
for Industrial Distributors of Disston Products. 


This advertisement, with adaptations, will be read by 


nana eeeeedieeeiaeeeneennnae 


e 


Special Disston Philbrickf Cutter 
Head, 14-inch cutting diameter, 18 
knives, made of Disston High 
Speed Steel. 

tReg. U. S. Pat. Off. 


uniformity in size and shape of handle was easier to 
maintain; production was greatly increased and, as the 
manager said, ‘‘costs were reduced 10%."’ This is typical 
of many instances where a Disstoneer has helped manu- 
facturers solve their cost problems. He may be able 
to do as much for you. 


*DISSTONEER—a man who combines the experience of Disston 
leadership and sound engineering knowledge, to find 
the right tool for you—to cut wood, to cut metal 
and other materials—and TO CUT YOUR COST 
OF PRODUCTION—not only on special work but 
on ordinary jobs as well. 


YOU SELL 


your customers in one or more of these influential busi- 
ness publications... the leaders in their fields: November 
15th issue of MODERN INDUSTRY, and the Novem- 
ber issues of MILL & FACTORY and PURCHASING. 


The DISSTON Name signifies GOOD PRODUCTS 
and a GOOD SALES POLICY 
HENRY DISSTON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa., U.S.A. 


BRANCHES: BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, B.C. 


CANADIAN FACTORY: TORONTO, AUSTRALIAN FACTORY: SYDNEY, N. S. W. 
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aemerenen es 


this service, in cases of emergency 
when production has stopped due to 
machine failure. Extra delivery trucks 
were added to answer this demand but 
this service is kept at a minimum by 
the efforts of the salesman in selling 
his customer on stocking repair parts 
for machine tools and other mill supply 
items having a high replacement rate, 
Salesmen emphasize the economy in 
the stocking of these items by the cus. 
tomer. 

Expansipn plans for Knives and Saws 
Inc., include the erection of a new 
building on their present site, which js 
corner property in the heart of Chi- 
cago’s west side industrial area. A two 
story building is planned with large 
display space which will feature rows 
of machine tools under power to be 
used for demonstration purposes, actual 
sample work on small cutting jobs 
brought in by prospective — buyers. 
Demonstrations of this type have proven 
| to be good sales builders in the past 
| and is an idea which Herbert Kummer, 
general manager, wants to carry out on 
a larger scale in the new building. 


BOLTED ASSEMBLIES STAY 
All forty-two ernployees of Knives 


' and Saws Inc., are concious of the fact 
p erm anentl y | that in the days ahead this firm will be 


called on to render more and better 
















uae" s : 
BEALL helical SPRING WASHERS have “‘live action” peepee: 
| Olson, president, feels his time is 


geared to handle jany demands for serv- 
range. They compensate for ALL causes of looseness | ice that might be made of it. 


and constantly exert tightening pressure over a long 








— including vibration, bolt stretch, rust, wear and | 


breakdown of finish. 
IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 





NATIONALLY ADVERTISED TO INDUSTRY | Thermoid Commences 
Testing Runs De 
BEALL TOOL DIVISION (Hubbard & Co.) Thermoid Western Co. announces yes 
130 Shamrock St., EAST ALTON, ILL. that testing runs will get under way Tr 
this month at its $2,250,000 rubber ily 
products plant constructed at Nephi, sr 
Utah. os 

No date has been set for full produc- 

tion of the entire plant, but various Cl 
manufacturing units will begin to op- ca 
erate as fast as they are completed, lo 
starting with the trial production run m 
in the flat belt department. Ca 


Hansen & Yorke 
Appoints A. M. Redlich 


Albert M. Redlich has been named as- 
sistant sales manager of Hansen & 
Yorke Co., Inc. distributors in New 
York City. Mr. Redlich has been with 
the firm for the past 26 years. 
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JUST KEEPS ROLLIN’ ALONG 


another top performance by a BW HH product 


Day in, day out, for over fifteen 
years, this tough BWH Bull Do 
Transmission Belt has been stead- 
ily at work in one of America’s 
great industrial plants. That’s a 
record to talk about, but it isn’t 
unusual for BWH Belts. 

Made by the famous ROTO- 
CURE process of continuous vul- 
canization, these famous belts have 
long life and trouble-free perfor- 
mance built into every inch. Be- 
cause potential trouble spots 


caused by press overlaps are en- 
tirely eliminated and the belt is 
uniformly stretched throughout its 
entire length, extra service is as- 
sured. 

Under high stress, difficult oper- 
ating conditions and on peak load 
starting, this rugged BWH Belt 
proved it could stand the gaff. 

The success stories of Bull Dog 
Transmission Belts are matters of 
record ifi ore-crushing, refinery, 
paper, lumber and textile indus- 


Another Quality Product of 


tries...to mention only a few. © 
Whatever your needs for indus- 
trial rubber goods, look to BWH 
for dependable ruggedness... 
and to BWH distributors for de- 
pendable service! 
e 

HAVE YOU A JOB WHERE STAMINA COUNTS? 
Bring us your toughest problems 

. we're specialists in solving 
them. Consult your nearest BWH 
distributor, or write us direct. 


Boston Woven Host & RUBBER COMPANY 


Distributors in all principal cities 


PLANT: CAMBRIDGE, MASS., U.S.A. © 


MILL SUPPLIES © NOVEMBER, 1947 


P.O. BOX 1071, 


BOSTON 3, MASS. 








branch pipe 


WeldOlet Fitting 
(butt-welding outlet) 


run pipe 


BIG PROFITS FOR YOU 


from a big field of applications 











branch pipe 


WeldOlet Fitting 
(threaded outlet) 


run pipe 


WELDOLET FITTINGS 


for any type of branch type connection 











branch pipe 


WeldOlet Fitting 
(socket-welding outlet) 


run pipe 








Bonney WeldOlet Fittings make more sales and greater profits for you 
because they make the job easier for your customer. 


There’s no trouble when Bonney WeldOlet Fittings are used for any 
type of branch pipe connections. After easy installation there’s full pipe 
strength at every joint and flow efficiency is improved due to the funnel 
shaped inlet of the fittings. 


You can meet customer demands for butt-welded, socket-welded or 
threaded branch pipe connections with Bonney WeldOlet Fittings. Each 
type is designed to provide a safe, strong, easy-to-use method of making 
branch pipe outlets. 


Write today for the new Bonney WeldOlet Fittings catalog. 


Forged Fittings Division 


BONNEY FORGE & TOOL WORKS « 645 N. Meadow St., Allentown, Pa. 


WELDOLETS 


TLET-THREADED OUTLET-SOCKET OUTLET - 


. 
Yar1 tk 





elded Branch / Nine Outledi 
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Jim Lewis, assistant director of 
new engineering department at J, 
A. Webb Belting Co., Buffalo. 


Rowland Williams, draftsman; H. 
P. Webb, president; and Charles 
Rose, draftsman, pictured in the 
hew department. 





Jack Wright looks over Camilla 
McConnell’s shoulders as the latter 
types some engineering data. 


Buffalo Distributor 
Forms Technical Unit 


An engineering unit, composed of 
two engineers, three draftsmen and a 
secretary, has been organized by the 
J. A. Webb Belting Co., Inc., Buffalo, 
N. Y., industrial supply firm. The new 
department, under the direction of Her- 
bert Strickler, formerly with Bethlehem 





Steel, was organized to service cus- 
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tomers’ power transmission problems. 
Jim Lewis, graduate engineer, is Mr. 
Strickler’s assistant. The rest of the 
department includes Rowland Williams, 
Charles Rose and Jack Wright, drafts- 
men, and Camilla McConnell, secretary. 
H. P. Webb, president of J. A. Webb 
Belting, also announced that Al Bal- 
lard, who recently attended factory 
sessions at Goodyear’s in Akron, Ohio, 
and Worthington Pump’s at Buffalo, 
has been added to the sales staff along 
with Howard Webb, Jr., Mr. Webb’s 
son; and Bob Strickler. Young Webb 
was with the Army in the Italian cam- 
paigns. Harold Sherwood, who sold for 
Webb before the war, has been released 
from the Seabees and is back on the aa 
sales staff. F vil Kouney. 


Standard Tool Co. IT’S THE BEST! 
Appoints Sales Manager 


W. S. O’Connor has been named sales 
manager for The Standard Tool Co. 
of Cleveland, Ohio, leading manufac- 
turer of metal cutting tools. 

Mr. O'Connor has behind him a 
wealth of experience gained from 16 
years in engineering and sales man- 
agement. His first position following 
graduation was with Gould & Eber- 
hardt, as engineer in the planning de- | rypnttd ! | 
partment. During the ensuing 14 years pall - 
he worked as sales engineer, first with 
the N. J. Bell Telephone Co., and then 
with C-O Two Fire Equipment Co., fol- | 50 PIECE BON 
lowed by service as sales supervisor | Every tool in this Bonney St i pistribuibe to show you -this # 
with Shaw-Box Crane and Hoist divi- : ee aa ie he has them in stock a diga 
sion of Manning, Maxwell & Moore, | 4 sec souse and almost impossible: glad aaa pie % 

Inc.; and as sales manager of Sterling : to wear c break, even with 
Aircraft Products, Inc. Prior to join- : ee 


ing Standard Tool, he was general sales hayes pen-end aig phe BONNEY 


a 'y 


iit ; ¥ . 


NEY TOOL SET . . . No. AV - $56.00 


Tool Jobber 


\ r local Bonney 


FORGE AND TOOL WORK 


manager of U.S. Gauge division of 
American Machine & Metals, Inc. 


sy VAN 
ALLENTOWN + PENNSYE 


yi B ‘ 


Bonney’s national advertising is 
aimed at building sales and profits 
for jobbers and distributors of Bon- 
ney Tools. 


Cash in on this recognition by showing and talking 
Bonney Tools. 


BONNEY 


Waldo Congion stands before the FORGE AND TOOL WORKS 
racks he devised to carry Tool Sales ALLENTOWN + PENNSYLVANIA 
Co., of Detroit’s large stock of band 

saws. 
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CORBIN-PHILLIPS 


CENTERED J} 
PRODUCTION! 


SPEEDS 





It’s true! CENTERE 
solves a lot of pr 


Wedged down deep into the CORBIN- 
PHILLIPS recess, the driver cannot 
slide out — the screw cannot wobble. 
Driver and screw act asone. The screw 
goes down fast — turns up tight without 
damage to head. Operators, freed from 
“‘Wobble Worries,”’ turn out better work 
and more of it. And usually, you can 
use fewer and smaller screws and save 
on pilot holes. 

Specify CORBIN-PHILLIPS Screws 

. . they’re famous for their uniformity. 


CORBIN SCREW DIVISION 


The American Hardware Corporation 


NEW BRITAIN « “aa - ppt WORRIES! 
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D DRIVING 
pblems! 


MILL SUPPLIES 
TRADE NOTE 


This advertisement, ap- 
pearing in leading busi- 
ness papers, will be seen 
by your industrial cus- 
tomers—those continuous 
buyers to whom you can 
sell clean quality COR- 
BIN Screws in quick- 
sight labeled packages. 
It’s good repeat business, 
easy to handle. 


SPT-73 


PHALLIPS: PS 
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Phillip Hartranft (left) and Wil- 
liam D. Emery of Lowry Electric 
Co. compare notes on the Paasche 
Airconditioning Unit. 


Distributor Salesmen 
Train at Paasche Co. 


Salesmen from the Lowry Electric 
Co., of Williamsport. Pa. and from 
L. A. Benson Supply Co., Baltimore, 
Md., were invited to participate re- 
cently in a full week’s training course 
instituted by the Paasche Airbrush Co. 
of Chicago, Ill. to familiarize distribu- 
tor salesmen with the company’s prod- 
ucts. 

The salesmen received practical 
working instruction in the manufac- 
ture and assembly of the Paasch prod- 
uct lines, including the company’s Air- 
conditioning Unit and its Portable 
Trailer Airpainting machine. 


Frank Zellers of .. A. Benson Sup- 
ply Co., Baltimore, Md., receives 
instruction on the parts and prop- 
erties of the new Paasche Portable 
Trailer Airpainting unit from S&S. 
Woxwold, a design engineer of the 
Paasche Company. 





SKF installs Machinery 
In New Hornell Plant 


SKF Industries, Inc., expects to 
achieve an 80 percent increase in pro- 
duction of pillow blocks at peak opera- 
tion in its new plant facilities at Hor- 
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WIRE ROPE? 


A field reports and authentic user surveys indicate that on 
many installations Preformed wire rope has a longer service 
life than non-preformed or standard type. 

But longer life is but one of the advantages of Preformed. A Preformed 
wire rope is also easier and safer to handle. And here’s why: 

In Preforming, the wires and strands are scientifically pre-shaped to the 
exact helical positions they will assume in the finished rope . . . thus assuring 
freedom from internal stress. 

This freedom from liveliness or twistiness makes your more flexible Pre- 
formed rope less likely to kink . . . enabling you to rig it more speedily . . . 
with less time out for repairs and replacements. Furthermore, when your 
Preformed rope becomes worn, broken wires lie flat and in place. They do not 
unravel, porcupine or protrude jaggedly to damage adjacent lines or injure 


your workmen. 


FOR PREFORMED CONSTRUCTION PLUS UNVARYING QUALITY STANDARDS 


eS AMERICAN Zor Bond 


As the world’s largest supplier of wire rope, we can furnish either Tiger 
Brand Excellay Preformed or Non-preformed Rope. There are many 
applications where our Excellay Preformed can improve service . . . 
where the increased service of Excellay more than pays for the in- 
creased cost of Preformed rope. If there is any question, our engineers 
are at your service. Our aim is to supply the most desirable rope for 
any service you have. We welcome your inquiries. 


IMMEDIATE DELIVERY — All types and sizes 












AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 


San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 
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SHORT STORY 
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*Shait Hangers 
*Bicycle Type Sheaves 
*V-Belt Drives 

*Cast Iron Pulleys 

* Stee] Rim Pulleys 

* Ring Oiling Bearings 
* Wick Oiling Bearings 
* Belt Tighteners 


at 
nll 


WITH THE ANSWER TO YOUR 
POWER TRANSMISSION 
PROBLEMS ... 


Unbiased recommendations be- 
cause Medart Engineers can 
choose from the entire field of 
transmission equipment... for the 
right drive to fit your needs. 
Medart has for more than 60 
years installed power transmis- 
sion equipment in leading indus- 
tries throughout the world. 


», 


eeeeeeeee ee eeeeeeeeeeee 8 
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"Patents make Yobs” 
* Chain Drives 
* Set Collars 
* Hercules Pulleys 
® Wood Pulleys 
° Shatting 
® Friction Clutches 
* Sprockets 
* Pattern Work 


e Rigid Shaft Couplings 

e Flexible Shaft Couplings 
e Universal Shaft Couplings 
¢ Medart-Timken-Bearings 
¢ Iron & Semi-Stee!l Castings 
e Wire Rope Sheaves 

e Cut Tooth Gearing 

* Molded Tooth Gearing 


Mason: 
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nell, N. Y. The new plant, whose pro- 
duction will include two new types of 
ball bearing unit pillow blocks, wil] 
house the company’s cast iron depart. 
ment. The bearing retainer department 
will go to Shippensburgh, Pa. 

The installation is part of a two-year, 
$4,000,000 expansion and moderniza. 
tion program. 

Meanwhile, the company has devel. 
oped an industrial marketing program 
which is designed to aid its 600 distribu. 
tors throughout the United States to 
determine, more accurately, the vol- 
ume of future sales they can expect for 
anti-friction bearings. The program, a 
new venture in industrial marketing, 
will serve distributors as a “road map” 
in estimating how much business is 
available in their territories and what 
part of it they can expect to obtain, 

Under the plan, SKF will conduct 
surveys for distributors in major in- 
dustrial markets, using facilities of the 
company’s market research department 
and information supplied by the dis- 
tributors themselves. 


Tube Turns, Inc. Names 
Lewis M. Bound, Jr. 


Lewis M. (“Lou”) Bound, Jr., has 
been appointed west coast manager of 
the welding fittings division of. Tube 
Turns, Inc., Louisville, Ky. 

A native of Independence, Kansas, 
Mr. Bound attended high school in 
Braintree, Mass., Thayer Academy and 
Purdue University. He joined Tube 


Turns’ New York office sales staff in 
July, 1941. During his three years in 
the Army, he served in the field artillery 
in the European Theater. 





Lewis M. Bound, Jr. 














Want Peak Production From Your Machinery, 
Increased Safety - Lower Unit Cost? 


READ HOW COMPRESSED AIR POWER CAN HELP YOU 


Your machines and power presses can be given a new lease 
on life with Compressed Air Power. Now you can, with the 
help of Schrader Air Cylinders, Valves, and Controls, step 
up production, eliminate operator fatigue and cut down on 
industrial accidents. Schrader Products can be used in com- 
bination to control almost every type of machine or power 
press. Schrader Air Control Products are used by leading 
industrial plants everywhere. Get more information about 
these time, money and production saving devices now. 
Write to Dept. 16. 


Shearing machine controlled by a combination of 
Schrader Air Cylinders and Valves 


Quick-acting Air Couplers that 
plug in for air supply 


~ 4 


100 INDUSTRIAL PRODUCTS 
FOR EFFICIENT AIR CONTROL 
—— 


ee aa 4 


re ‘ye : oat, 
Please send me your FREE BULLETIN and more informa- 
tion about the products | have checked in circles below. 
Made —E 


£06.05. Pav.ors. COMPANY 
PRODUCTS cael STATE 
CONTROL THE AIR °5 oo — C - etyy ol 
( a Press Controls CY Hose Reels 
™) Air Ejection Sets “\ Hydraulic Gauges 


a. 


( ) Blow Guns (~) Alt Pressure Regulators 
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HAVE YOU A CORROSION PROBLEM? 


New Harper Computer Will Show Proper Alloy Bolt to Use 












FREE 


ON REQUEST 
TO EXECUTIVES, 
ENGINEERS AND 

OTHERS 
INTERESTED 

In 
FASTENINGS 


ann Evol RESIST CORROSION 


Harper manufactures and stocks 
a vast variety of bolts, nuts, and 
other fastenings in all of the com- 
mercial rust and corrosion resist- 


ing alloys brass, 
bronze, naval bronze, Monel 
metal, and Stainless steels. Here, 
you are almost sure to find ex- 
actly the fastening you need. 


silicon. 


If you have a difficult corrosion 
problem—one not fully answered 
by the Harper Computer—submit 
it to the Harper engineers. These 
men are specialists in the manu- 
facture and use of rust and cor- 
rosion resisting fastenings. They'll 
be glad to study your problem and 
suggest a solution. No obligation. 


The amazing new Harper Con. 
puter provides a rapid means of 
selecting the best non-ferrous or 
stainless steel alloy fastening to 
resist any one of numerous condi- 
tions causing corrosion. It operates 
on the slide rule principle and 
qualifies as Excellent, Good, Fair, 
or No Good, 13 rust and corrosion 
resisting metals or alloys in ap- 
proximately 142 corrosive en- 
vironments. To operate it, simply, 
select the name of the corrosive 
condition which most nearly 
matches your own. Slide _ this 
name until it is directly opposite 
the arrow. Look into the adjoining 
column for a set of symbols which 
indicate the non-ferrous or stain- 
less steel alloy best suited to resist 
the corrosive condition in ques- 
tion. For example, silicon bronze 
may be indicated for condition A, 
Monel metal for condition B, etc. 


The Harper Computer is an indis- 
pensable working tool for anyone 
concerned with selecting alloy 
fastenings to meet various corto- 
sive conditions. Write for one, now. 








The H. M. HARPER COMPANY 
2622 FLETCHER STREET 
CHICAGO 18, ILLINOIS 


Branch Offices—New York City, Philadelphio, St. Louis, 
los Angeles, Milwoukee, Cincinnati, Dollas, Cleveland 


HARPER 


Chicago 


Representatives in principal U. S. cities 





HARPER SPECIALIZES IN EVERLASTING FASTENINGS 
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The MILWAUKE 


Means MORE Satisfied Customers for 


The COMPLETE LINE with prospects everywhere . . . 


You'll quickly find that every electric or pneumatic tool in the MILWAUKEE 
Line is a real money-maker for you. In shops, big and little — in fact, in 
every department — MILWAUKEE Tools improve grinding, polishing, sand- 
ing, and drilling operations, They make more money for your customers, 
as well as win friends for you. 

Repeat sales are assured by our line of “tested-quality” accessories used 
regularly with every MILWAUKEE Tool. You'll want all the profit obtain- 
able — get the facts now about the MILWAUKEE Line. Our new catalog 
and price list is sent promptly upon request. 


ORILLS * SANDERS * GRINDERS * POLISHERS * HAMMERS ° DRILL STANDS * SCREWDRIVERS 
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BELMONT 





FLAX PACKINGS 


Outstanding in Quality and Uniformity 


AREFUL selection of 

raw flax and the con- 
trol of various processes of 
hackling, spreading and 
drawing to provide suitable 
rovings for braiding and 
finishing . . . are responsible 
for the consistent high qual- 
ity of Belmont Flax Packings. 


BELMONT 401X (Coil or 
Reel) — Best quality Line 
Flax Fibre of selected length 
and strength. 


BELMONT 404 (Coil)— 
Pure flax fibre of next fibre 
length to Line Flax. 


BELMONT 303 (Coil) —Line 
Flax of selected quality, with 
coarse and short fibres ex- 
tracted. Treated with water- 
proof lubricant, and surface 
graphited. 


Just as Belmont Packings are 
uniform in quality, so are 
they, wherever practicable, 
uniformly packed in attrac- 
tive and secure boxes bear- 
ing our orange colored 
trade-mark on a blue back- 
ground. 





Belmont Advertising appears in 
Power, Power Plant Engineering, 
Industry & Power, Mill and Factory, 
National Engineer, Southern Power 
& Industry. Also in Thomas’ Regis- 
ter and Refinery Catalog. 


s A BELMONT 


THE 
BUTLER 


PACK 


BELMONT PACKING & RUBBER 
AND SEPVIVA STREETS « PHILADELPHIA PA 





ING FOR EVERY SERVICE 


COMPANY 
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File Facts 
for Salesmen 


(Continued from page 90) 








and handling. The salesman can render 
a valuable service both to owner and 
the operator by knowing and suggest. 
ing the right file for the job at hand, 
For example: 

The flat file (double-cut) is one of 
the most generally used, all-purpose 
files. 

The round file is used on curved 
surfaces and for enlarging round holes, 
It sometimes is called a “rat-tail” file, 

The half-round in “bastard”, “sec- 
ond-cut”, and “smooth” is used on con- 
cave metal surfaces. 

The cabinet file, although the same 
general shape is wide and thinner than 
the regular half-round file, and the 
teeth are wider spaced and larger be- 
cause it is used on wood. 


Advice on Care 


the salesman can 
render is in advising users on how to 
obtain longer and more satisfactory 
service from files by giving them the 
proper care and attention. The follow- 
ing facts sometimes are overlooked: 

1. Keep files clean and they will cut 
faster and last longer. A file card or 
stiff fibre brush will keep files clean 
and efficient. 

2. Keep files in racks—don’t throw 
them down carelessly on the _ bench. 
Files are quickly dulled by improper 
contact with other metal. 

3. Keep files dry and free from rust. 


Another service 


4. Kerosene or gasoline will remove 
oil from file teeth. 

5. Chalk rubbed into file teeth helps 
in making fine, smooth cuts. 

6. Hard spots and corners on iron 
castings dull file teeth quickly. On 
such material go over it a few times 
with an old file; this is good file econ- 
omy. 

7. Always use just enough pressure 
to keep the file cutting; if not enough 
pressure is used it will glaze the work 
and dull the file teeth. 

8. Don’t put pressure on the back 
stroke when filing. 

9, Don’t hold a_ file 
lathe work, the wear should be equally 
distributed over the length of the file. 

10. Use care and judgment in select- 
ing the correct file for any given job. 


stationary on 
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ROUT TOOL COSTS cuces 
case's 3-PLY THREAT 





Their known ability to meet the occasional 
‘crisis jobs”’ is the best possible proof that they 
will whip tool costs on day-by-day routine ma- 
chining—Celfor Tools. 

Here is triple threat with a vengeance: a 
complete line of three great tools—Celfor Twist 
Drills; Celfor Reamers and Celfor Carbide 
Cutting Tools; each possessing those three in- 
gredients vital to victory— 


e Clark’s priceless 44-year experience 


e Clark’s engineering tradition of leadership 
in developing better tools 


e Clark's enviable reputation for painstak- 
ing workmanship 


Send for the Celfor Catalog with its great Engineering 
Data Section—28 pages of concentrated usefulness. 


CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTHER PLANTS — BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK ¢ TRANSMISSIONS © ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED ORILLS AND REAMERS 
METAL SPOKE WHEELS » GEARS AND FORGINGS RAILWAY TRUCKS 





Pri-es on CLARK products will not be advanced in excess of increased costs. 
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Mark Harris 


Mark Harris 
Promoted by Disston 


Mark Harris, who has been con- 
nected with Henry Disston & Sons, Inc. 
Philadelphia, for 23 years, was re- 
cently promoted to general sales man- 
ager. 

Mr. Harris joined Disston in 1924 
as a clerk in the export department. 
In 1933 he was made export manager, 
and last spring was appointed assistant 
general sales manager. His new posi- 
tion will include direction of sales for 
the hardware, industrial, chain saw, 
export and steel sales divisions of the 
Disston company. 


Westinghouse Names 
Sales Executive 


John E. Payne, formerly manager of 
industrial sales, has been appointed 
manager of all industry sales depart- 
ments for the Westinghouse Electric 
Corp. with general over-all responsi- 
bility for sales of equipment to all in- 
dustries. R. S. Kersh, who has been 
manager of the company’s Houston, 
Texas office since 1942, was named 
manager of industrial sales to succeed 
Mr. Payne. Both men will be located 
at the Westinghouse East Pittsburgh, 
Pa., Plant. 

Mr. Payne joined the company in 
1925 and after a year on its Student 
Training course, he went into the gen- 
eral engineering department. He was 
an industrial salesman in the Pitts- 
burgh office for six years; was ap 
pointed manager of the machinery 
resale section in 1933 and_ became 
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Distributors’ Salesmen 
get first-hand 
factory knowledge... 





Product knowledge powers sales for distributors —knowl- 
edge of Simonds Abrasive grinding wheels, gained first 
hand in the factory, equips Simonds Abrasive Company 
distributors for top sales in the field. This is a regular galctiititde 
service to our distributors—service based on our belief 

that our distributors’ salesmen are our salesmen also. . . 

If you'd like to see something unique in manufacturer- 

distributor relationship, we'll gladly send you samples pace 
of powerful selling aids regularly supplied to Simonds 


Abrasive distributors. oR 


SIMONDS ABRASIVE COMPANY 





SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STS., PHILADELPHIA 37, PA. 
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KLEINS || 


a name good workmen | 
recognize... 





ee 





Klein users fall into three groups — 
* linemen whose very safety depends upon the qual- 
ity of tools they use 
* electricians who know that Klein Pliers play on 
importont part in the quality of work they do—the 
speed with which they do it. 
* good workmen in every field who know and 
appreciate fine tools. 
Every hardware store counts these men 
among its most valued customers. To 
serve them you will want a stock of 
Klein side cutters, Klein oblique cutters 
and Klein long nose pliers on your 
shelves. 

Under today’s unusual conditions, 
production cannot keep pace with de- 
mand. But Kleins are now in produc- 
tion and your order will be filled as 


liz qu soon as possible. 


—_ 


The Klein Pocket Tool Guide showing the 
\ Klein line and containing useful tables and 


information will be sent without charge. 









Since 1857 
& Sons 


om KK LEINssm 
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manager in July, 1934 of industria] 
sales for the Central District. He re 
mained in that position until February, 
1947 when he was named _ industrial 
sales manager of the company. He js 
a member of the Engineers’ Society of 
Western Pennsylvania. 

Mr. Kersh has spent his entire busi- 
ness career with Westinghouse. In 
February 1931, after completing the 
Graduate Student course, he was as- 


os 


signed to the Atlantic, Ga. office and in 
November of the same year he was 
transferred to the Birmingham, Ala, 
office where he remained until 1938, 
when he returned to East Pittsburgh in 
the resale machinery section. He was 
named manager of the Houston office in 
1942. Mr. Kersh is a member of the 
American Institute of Electrical Engi- 
neers and the National Society of Pro- 
fessional Engineers. 


Yecies & Sons 
Advance Personnel 


Stanley Renz has been appointed 
stroe manager and price clerk at Louis 
D. Yecies & Sons, distributor of indus- 
trial supplies located in Newark, N. J. 
Other new appointments made in re- 
cent weeks include William Sweeney, 
assistant floor manager, Fred Wally, 
named manager of the receiving de- 
partment and Philip Amico, who now 
heads the shipping department. 

Sidney Yecies remains as general 
manager of the firm with Arthur Yecies 
in charge of the credit and sales de- 
partments. The changes are in line 
with the new sales program inaugu- 
rated by the company to familiarize its 
customers with the machinery and serv- 
ices available to them in the mill sup- 


ply house. 





Stanley Renz (left) and Dan An- 
gert, display manager at Yecies & 
Sons, the men responsible for the 
store’s well-placed layout of tools 
and machines. 
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BACK AGAIN! 


Extra-strong, extra-tough Maltese Cross Water Hose! 


Yes, Maltese Cross Water Hose is once again 
available to those who want the best. 


This means a real saving in time and money for you 
because this famous hose gives remarkably steady 
performance ... cuts down costly delays. You can 
rely on it for year-in, year-out service. Maltese Cross 
is built to withstand severe punishment. 


You see, its highly elastic seamless tube is made of 
top-quality, long-aging rubber compound. Its 
rugged carcass is reinforced with tightly braided 
cord ... embedded in a special rubber com- 
pound of high bonding qualities. And its 
smooth, tough rubber cover is specially 
compounded to resist cracking and abrasion. 


HEWITT RUBBER 


DIVISION 
HEWITT-ROBINS INCORPORATED 
INDUSTRIAL HOSE + BELTING * PACKING 









Plan now to use economical, long-lasting Maltese 
Cross Water Hose in your plant. 
appreciate the way you can depend on it for general 


You will 


maintenance at all times. 


For complete details, phone the Hewitt distributor 
listed in the yellow pages of your phone book. Or 
write to Hewitt Rubber Division, 240 Kensington 
Ave., Buffalo 5, New York. 


You can depend on your 
industrial supply specialist 


He’s always ready to serve you. And he knows 


your job... your operations . . . your problems. 
Call on him at any time for advice. He’ll recom- 
mend the exact Hewitt product especially designed 
to help improve the efficiency of your operations. 


Maltese Cross Water Hose 
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Schieren Duxbak belting 
gives your maintenance-con- 
scious Customer maximum 
production with minimum 
interruptions for mainten- 
ance. Here’s why: 


LESS STRETCH_ Freedom from 
uncombined tanning mate- 
rials lets internal fibers draw 
down nearer parallel during 
the currying operation... 
reducing stretch. 


GREATER LOAD CAPACITY AT 
LOWER TENSION— The clean, 
full grain surface of Schieren 
belt assures better pulley 
grip, enabling the belt to do 
more work with less strain. 
Result—longer belt life and 
less wear on bearings. 


Leather V-Belting 


100 ft. rolls. A, B, 
C, and D sections. 


leather Packings 
For Hydraulic, 
Pneumatic, High 
Pressure, LowPres- : 


sureand HighTem- 
perature service. 


Leather Specialties 


All types, straps, 
pickers, aprons, 
discs, clutches, etc. 


CHAS. A. SCHIEREN COMPANY 











A group of boys from the Springfield, Vermont Cooperative trade school 





2s, 


learn “what goes” in an industrial supply house as guests of J. Russell & 


Co., Holyoke, Mass. 


J. Russell Entertains Trade School Boys 


J. Russell & Co., Inc., distributors of 
industrial supplies located in Holyoke, 
Mass., had the unique pleasure, re- 
cently, of entertaining a group of boys 
from the Springfield, Vermont Coopera- 
tive Trade School. The Russell com- 
pany had the boys come down with their 
two instructors, Joe Poore and “Doc” 
Lindsay. Russell executives took time 
out to show them around their plant. 
ran off an educational motion picture. 
then took the boys to lunch and de- 
livered them at Westover Field, where 


arrangements had been made to ex- 
tend the courtesies of the airfield. 

The boys will go to the school for 
two years, on a schedule that involves 
two months work in trade subjects, then 
For the 


two years following their courses they 


two months in high school. 


will go to work in shops in the Spring- 
field, Vermont area, some to the Bryant 
Chucking Grinder Co., the Fellows Gear 
Shaper Co. and Jones and Lamson Ma- 
chine Co., where they will earn while 
learning. 











O. F. Nixon, Jr., president of Industrial Suppliers, Inc., of LaGrange, Ga., 
seems to have cornered the market on pretty southern girls. Left to right, 
bottom row, they are: Maureen Lester, Linda Lewis, Ellen Lanier, Eugenia 
Mate, Helen Lanier, Eva Joe Lynch, Virginia Schlicker, Marie Adams, 
Martha Smith and Ruth Golden. Second row: O. F. Nixon, Jr., president, 
James Lewis, Mary Reeder, P. S. Jones, sales representative, Elizabeth 
Vining, J. A. Dixon, sales representative, Katherine May, J. E. Morgan, 
Eugene F. Floyd, secretary, J. F. Pool, sales representative. Third row: 
J. W. Still, sales representative, J. W. Heacock, sales representative, O. T. 
Kersey, vice-president, Patricia Sheffield, Thomas Bennett, Johnny Dunn, 
Paul Peacock, Harry W. Hennessy. Top row: Joseph Tucker and Henry 
Gates. 
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There’s a broad market for speedy 
Van Dorn 1%" Standard Portable 
Electric Drills—on jobs like building 
new tool cribs, cutting holes for pip- 
ing and wiring, repairing heavy ma- 
chines. This Drill is specifically de- 
signed to sell for just such intermit- 
tent service. And your customers 
don’t have to use a lot of extra capacity 
and weight that’s necessary in a pro- 
duction tool but wasted in this kind 
of drilling. 

Your big sales feature is the heart of 
this 14" Standard Drill, a husky Uni- 


FOR POWER SPECIFY 
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VAN DORN 
1 fy" STANDARD $ 5 3:00 


DRILL 























for More Maintenance, Repair 
and Construction Drilling Sales! 


versal (AC-DC) motor, designed and 
built in the Van Dorn plant for this 
specific tool. It means a reliable 
source of power that’s “tailor-made” 
to provide the right power, the cor- 
rect torque at the proper speed for 
driving twist drills, wood augers and 
Hole Saws. We're pushing this Drill 
in our October trade paper advertis- 
ing. So tell your customers about it, 
and the many other drills from 14" to 
114” in the Van Dorn line. The Van 
Dorn Electric Tool Co., 717 Joppa 
Road, Towson 4, Maryland. 





(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 
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DARNELL CORP. LTD. 


60 WALKER ST. NEW YORK 13 NY 
LONG BEACH 4 CALIFORNIA 36 N. CLINTON CHICAGO 6 i 
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Carborundum Co. 
Aids Employees 


The Carborundum Co. of Niagara 
Falls, N. Y. has introduced an Educa- 
tional Reimbursement Program for its 
employees in a movement designed to 
promote their efforts at self-improve- 
ment through courses of studies after 
working hours. Objectives of the pro- 
gram, which is already in force, is to 
give financial aid and encouragement 
to those of its employees who are in. 
terested in obtaining added knowledge 
and training by taking approved courses 
in educational institutions of recog- 
nized standing such as schools, colleges, 
universities and correspondence schools, 

The study courses covered by the 
program may be in any subject which 
will provide instruction relating to the 
individual’s work and which will serve 
to enhance his knowledge and increase 
his capacity to better meet his present 
responsibilities, or to fit him for future 
assignments. The administration of the 


program is under the direction of 


J. E. D. Hastie, manager of training. 
and all regular employees of The Cor- 
borundum Co. with at least six months 
continuous service are eligible. 


LEGAL NOTICE 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24, 

1912, AND MARCH 3, 1933 
Of Mill Supplies, published monthly (semi-monthly in 
December) at Albany N. Y., for October 1, 1947. 

State of New York? 
County of New York{ *° 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared J. A. Gerardi, who 
having been duly sworn according to law, deposes and 
says that he is the Secretary of the McGraw-Hill Pub- 
lishing Company, Inc., publishers of MILL SUP 
PLIES, and that the following is, to the best of his 
knowledge and belief, a true statement of the ownership, 
management, etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, as amended by the Act of March 3, 
1933, embodied in section 537, Postal Laws and Regula- 
tions, to wit: 

1. That the name and address of the publisher, editor, 
and business manager is: McGraw-Hill Publishing Com 
pany, Inc.; Editor, W. F. Crowder; Managing Editor 
R. W. Barnett; Business Manager, W. A. West, all of 
330 West 42nd Street, New York 18, N. Y. 

2. That the owner is: McGraw-Hill Publishing Com- 
pany, Inc., 330 West 42nd Street, New York City. 
Stockholders holding 1% or more of stock: James H 
McGraw; James H. McGraw, Jr.; James H. McGraw, 
Jr., Curtis W. McGraw and Willard T. Chevalier, 
Trustees for: Harold W. McGraw, James H. McGraw, 
Jr., Donald C. McGraw and Curtis W. McGraw, all of 
330 West 42nd Street, New York City; Edwin 8. Wil- 
sey and Curtis W. McGraw, Trustees for James H 
McGraw, 3rd, Madison, New Jersey; Curtis W. McGraw, 
Donald C, McGraw, both of 330 West 42nd Street. 
New York City; Mildred W. McGraw, Madison, New 
Jersey; Grace W. Mehren, 536 Arenas St., La Jolla, 
Calif. 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages, or other securities 
are: None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee lj 
acting, is given; also that the said two paragraphs con- 
tain statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this affiant has no reason to 
believe that any other person, association, or corpora- 
tion has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by 
him 

J. A. GERARDI, Secretary. 
McGRAW-HILIL PUBLISHING COMPANY, IN‘ 

Sworn to and subscribed before me this 26th day ‘ 
September, 1947, a 
[SEAL] ELVA G. MASLIN 

(My commission expires March 30, 1948.) 


¢ 








Mee Harden 


. + cutting off test specimens in the Metallurgical Labora- 
tory of this giant steel plant. There is no time for pamper- 
ing here. Each saw must handle anything that comes, as it 


comes—the hardest steels and toughest alloys, in all de- 
grees of hardness—in any size, any form or condition— 
because each heat, each drawing. and each forming run 
has to be tested. 


The steel mill where these pictures were taken reports 
that these saws have been operating 24 hours, 7 days a 
week for the last five years. Maintenance cost has been 
practically non-existent. Furthermore, the efficiency of these 


a 


No. 1,No.2Series No. 4B Series No. 6 Series 
Capacity: 4°x4" Capacity: 6"x6" Copacity: 6x6" 
Capacity: 6x6" 


No. 9A Series 
Capacity: 10"x10" 


saws has made possible the elimination of an equal num- 
ber of other sawing machines in the department. 


The answer to your cut-off problem, whether large or small, 
will be found in our new C48 catalog. The services of our 
ffeld engineers are also available in every locality. Send 
for either or both now. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People" 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 


No. 24 Series 
Copacity: 24x24" 


No. 18 Series 
Capacity: 18°x18" 


No. 8 Series 
Capacity: 18°x18" 
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New, Improved 
ACCO Hooks 


Designed from Years of Experience 


These Acco Sling Hooks and Sling Grab Hooks are 
made of fine grain steel—drop forged—normalized 
—heat treated—tempered. Material around the eye 
is heavier, so as to give extra strength where it is 
needed. 

Acco Sling Hooks are made for chain sizes from 
34” to 144”—Sling Grab Hooks from 3%" to 1”. 

All AMERICAN CHAIN products are sold through 
distributors. Sell American—the complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pitisburgh, Portiand, San Francisco, Bridgeport, Conn. 


DIVISION 
AMERICAN CHAIN & CABLE 


mor yy) In Business for Your Safety 
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Robert E. Trautman 


Cleveland Firm 
Names New Buyer 


Robert E. Trautman was named 
buyer for the Universal Valve & Fit- 
tings Co., Cleveland, O., industrial 
supply firm on July 16. 

Mr. Trautman has had considerable 
experience in purchasing departments 
having been employed in that capacity 
with New York Central, W. M. Pattison 
Supply Co., and with the Cleveland 
Pneumatic Tool Co. 


Atkins Names 
A. L. Martinson 


A. L. Martinson has been appointed 
manager of sales and merchandising 
for the hardware division of E. C. At- 
kins & Co., Indianapolis, Ind. saw manu- 
facturers. 

Mr. Martinson’s past experience in- 
cludes coverage of all the departments 
in the company pertaining to buying 
and selling hardware merchandise, For 
the past ten years he has supervised 
the selling of hardware on the west 
coast for the 
headquarters at their Portland branch. 

Formerly he was in the hardware field 
with Marshall-Wells, of Duluth, Minn, 
and for a short time was with the Kelly- 
How-Thomson Co., in Duluth. 


company, making his 





A. L. Martinson 








OlL CUP AND 
LUBRICATOR GLASSES 


SIGHT GLASSES 


Distributors! 
This NEW SALES PLAN 


affects you... get details! 


With the appointment of Strong, Carlisle & Ham- 
mond as one of twelve stock-carrying distributors in 
the United States and Canada, you can now get 
better service on CORNING industrial glass products. 


Here’s why... 

1. MORE COMPLETE STOCKS... .S:°C & H carries 
in stock the complete line of Corning gauge glasses, 
sight glasses, lubricating glasses and oil cup glasses 
for every industrial use; 

PYREX FASTER DELIVERY . . . Your order for Corning 
RED LINE products will be filled and shipped more quickly. 
Our more convenient location enables us to give you 

faster service on all your industrial glass needs; 
- PRODUCT KNOW-HOW...S°C & II maintains a 
CORNING specially -trained staff to handle all orders and to 
STANDARD assist you in the proper selection of the exact indus- 

trial glass product to serve you best. 

PYREX Take advantage of this new team, CORNING and 
PYREX HEAVY WALL S:C & H, next time you need industrial glass prod- 
HIGH PRESSURE ucts. Check up on your supply now...S5°C & H 


stands ready to serve you. . . better! 


Write $°C & H today for complete details! 
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these Allen-head screws are genuine Allen-made 


Because —they’re tied in with the ALLEN HEAD trade-mark which 
identifies only the product of The Allen Manufacturing Company. 


Through 37 years of specialization the Allen name has become synony- 
mous with hex-socket screws, so that many buyers accept Allen-type 


screws that are not Allen-made. Even buyers who for three decades 


have purchased “Allens” by name, have also purchased other makes | 


in the name of “Allens”. 


We urge our Distributors in self-protection, to 
see that customers are not disappointed by so- 
called Allen screws that are “Allens” in type only. 
Look for the ALLEN HEAD trade-mark on 
packages and promotional matter, and help 


educate users to do the same. 





THE ALLEN MANUFACTURING COMPANY 


HARTFORD 2, ALLEN te CONNECTICUT, U.S.A. 
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Slow deliveries on pipe do not mean 
slack times for George A. Williams, 
vice-president at Universal Valve & 
Fittings Co., Cleveland, O. 





Lumber Industry 
Strong For Distributors 


So large is the lumber industry in 
the Pacific Northwest that one phase 
of it, logging, is able to support a line 
of specialized industrial distributors 
catering only to independent loggers or 
the logging departments of some of the 
better-known lumber mills. 

Naturally, this business calls for a 
large variety of heavy equipment and 
supplies for operations everywhere in 
the northwest’s great forests of fir. pine, 
spruce, cedar and hemlock. Wire rope 
and heavy tackle are always in large 
demand. together with welding equip- 
ment (it’s rough on tools, logging }, ™a- 
chine shop supplies for repair work, 
falling saws (both hand and _ power) 
hand tools of all kinds, and similar 
items. 

Hence tools and equipment are al- 
ways well and prominently displayed in 
these logger supply stores. The men 
from the woods, when they do get into 
town, are keen to get around and ex- 
amine stocks for new or better equip- 
ment that may have come on the mar- 
ket since their last trip. 








Jack Darden, Taylor-Parker Co., 
Norfolk, Va., is a veteran of indus- 
trial, mill and contractor supply 
selling. 
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Fig. 150—150-pound Bronze 
Globe Valve with screwed 
ends, union bonnet and re- 
newable composition disc. 





Fig. 1793—Large 125-pound Iron 
Body Bronze Mounted Gate Valve. 
Made in sizes 2” to 30” incl. Has 
outside screw rising stem, bolted 
flanged yoke and taper wedge 
solid disc. Also available in All 
tron for process lines, 





Fig. 1708—200-pound Bronze Globe 
Valve with screwed ends, union bon- 
net, renewable, specially heat treated 
stainless steel seat and regrindable, 
renewable, wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


Fig. 375—200-pound Bronze 
Gate Valve. Screwed ends, 
inside screw rising stem, 
union bonnet and renew- 
able, wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 
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Fig. 1503—Class 150-pound 
Cast Stee! Gate Valve. Has 
flanged ends, outside screw 
rising stem, bolted flanged 
yoke and taper wedge solid 
disc. 










It’s a long step from the Old Mill wheel to the 
modérn power plant. Much of the difference 
lies in the degree of efficiency in flow control. 


More than a century ago, when Powell started 
to make valves, industrial flow control re- 
quirements were simple. Since then the im- 
mense growth and diversification of American 
Industry has multiplied the demands for di- 
versification of flow control equipment a 
thousandfold. 


Through these many years Powell has been 
meeting each and every demand as it has 
arisen. That’s why today the Powell Line is 
unique in that it includes valves of the right 
type, size, design and material to satisfy 
every known requirement of modern industry. 


The Wm. Powell Company 
Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 


Fig. 256—Large 250-pound Iron Body Bronze Mounted 
Globe Valve. Made in sizes 2” to 12”, incl. Has out. 
side screw rising stem, bolted flanged yoke and re- 
grindable, renewable bronze seat and disc. 


POWELL VALVES 
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Every Year There Is An Increasing Demand 
for Weinberg & McKee Compiled Catalogs 





SAMUEL HARRIS CO. 
Chicago, Illinois 

R. C. DUNCAN CO. 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 


STANDARD EQUIPMENT & SUPPLY CO. 


Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 

INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE CO. 
Joliet, Illinois 

CENTRAL RUBBER SUPPLY CO. 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

BALDWIN SUPPLY CO. 
Charleston, West Virginia 

KASPER & KOETZLE, INC. 
Brooklyn, New York 

HARRIS PUMP & SUPPLY CO. 
Pittsburgh, Pennsylvania 

GALIGHER Co. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Tennessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticut 

HARPER FOUNDRY & MACHINE CO. 
Jackson, Mississippi 

LEWIS SUPPLY CO. 
Memphis, Tennessee 

PERTH AMBOY HARDWARE CO. 
Perth Amboy, New Jersey 

R. C. NEAL CO., INC. 
Buffalo, New York 

MACHINISTS TOOL & SUPPLY CO. 
Los Angeles, California 

McCONKEY-DOCKER & CO. 
Phoenix. Arizona 

HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 

PRODUCTION TOOL & SUPPLY CO. 
St. Louis, Missouri 

JONES & AUERBACHER, INC. 
Newark, New Jersey 

WALTER A. CARR CO. 
San Francisco, California 

FUCHS MACHINERY & SUPPLY CO. 
Omaha, Nebraska 

GLOBE MAHINERY & SUPPLY CO. 
Des Moines, lowa 

BARRETT-CHRISTIE CO. 
Chicago, Illinois 

COGGINS & OWENS CO. 
Baltimore, Maryland 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

MACHINERY SALES & SUPPLY CO. 
Dallas, Texas 

A. V. WIGGINS CO. 
Syracuse, New York 

THE BALBACH CO. 
Omaha, Nebraska 

MECHANICAL SUPPLIES CO. 
Cincinnati, Ohio 

WM. H. TAYLOR CO. 
Allentown, Pennsylvania 


RAILEY MILAM, INC, 
Miami, Florida 
STACY SUPPLY CO. 
Springfield, Massachusetts 
CRAMER HARDWARE CoO. 
North Tonawanda, New York 
TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
M. D. LARKIN CO. 
Dayton, Ohio 
HARTFIELD-HEALY CO. 
Buffalo, New York 
CROSBIE CO. 
Washington, D. C. 
MIZE SUPPLY CO. 
Waynesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 
CLARK HARDWARE CO. 
Jamestown, New York 
PEDERSEN BROS, CO. 
Chicago, Illinois 
PATRON TRANSMISSION CO. 
New York City, New York 
McCRACKEN, R. 8. & SONS 
Philadelphia, Pennsylvania 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL SHOP HARDWARE CO. 
Detroit, Michigan 
MORRIS ABRAMS, INC. 
New York City, New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J. T. WING & CO. 
Detroit. Michigan 
YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washington 
AIRCRAFT STEEL SUPPLY CO. 
Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Lilinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
J. M. WARREN & COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City. Missouri 
ALLEN SUPPLY CO. 
Cedar Rapids, lowa 
TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 
ELLFELDT MACHINERY & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
RICKERT INDUSTRIAL SUPPLY CO. 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO. 
Baltimore, Maryland 
MARSHALL-NEWELL SUPPLY CO. 
San Francisco, California 
STANDARD MACHINISTS SUPPLY CO. 
Pittsburgh, Pennsylvania 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MOREE, Ive. 





610 W. VAN BUREN ST. 


~ 


CHICAGO 7, ILL. 
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O. C. Wittich, vice-president and 
secretary of Cleveland Tool & Sup- 
ply Co. also heads the grinding 
wheel department. 





Auto Accident 
Kills Nat T. Ashkins 


Nat. T. Ashkins, executive represent- 
ative for the Keystone Lubricating Co. 
in territory west of the Mississippi, was 
killed in an automobile accident last 
August 26, near Fort Collins, Colorado. 
In the same accident Vincent A. Tick- 
ner, a field representative for the com- 
pany, was injured but is now on the 
way to recovery. 

Mr. Ashkins and Mr. Tickner were en 
route from Denver to Salt Lake when 
they crashed head on with a truck. 

Mr. Ashkins has made his home in 
Pacific Palisades, California. He had 
been onnected with the Keystone Lubri- 
cating Co. for 18 years and was well 
known among distributors. 


Baker-Raulang Co. 
Increases Capacity 


The Baker-Raulang Co., manufac- 
turer of power industrial trucks, trac- 
tors and cranes, is increasing its pro- 
ductive capacity by 50 percent to meet 
the growing demand for its products. 
Already under construction is an addi- 
tion to the company’s No. 2 factory at 
8200 Baker Ave., Cleveland, Ohio. 


Robert W. Brandt 
Advanced By Corbin 
Robert W. Brandt has succeeded 


George A. Sloan as sales representative 
for Corbin Screw division, the Ameri- 
can Hardware Corp., New Britain, 
Conn. Mr. Brandt will cover the ter- 
ritory of Virginia, N. Carolina, S. 
Carolina, Georgia, Florida, Alabama, 
Mississippi and Tennessee. 
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Pick it up! Grip it! Heft it! There’s something really 
different about this new RATCHET! Lightweight, bulk- 
free, super-strong—it’s another member of this famous Line, 
completely redesigned to give you—Mechanics’ Hand Tools 
that Make Money. 


} Note that slim OVAL handle and reduced head size . . . 
t every bit as compact as it looks. But, don’t let that graceful 
slimness fool you . . . this Tool is stronger than ever! LESS 
material, scientifically reshaped, gives MORE strength. And, 
it will go places no other ratchet ever fit before. The new 
oval grip, too, fits the hand aturally—more securely, less 
tiring. 

) Strengthened, lightened, streamlined for action—the entire 
: New Britain Line has been re-engineered for unrivalled 
utility!’ Where the going is tough in the tightest spots, your 
mill and factory customers can count on this Greater Strength 
—Better Fit. Ask to see the redesigned New Britain Line 
that will make money for you. The New Britain Machine 
Co., New Britain, Conn. 





Excess material, top and bottom in old 
round shape, did little or no work. Remov- 
ing this surplus greatly reduces weight and 
bulk. Very slight reinforcement added to 
each side of new oval shape — in direction 
of push and pull —develops amazing new 
strength at less weight. 


MILL SUPPLIES © NOVEMBER, 1947 








Treatment maintains accuracy « 
minimizes loading « increases 


wear resistance. 


On nearby shelves of industrial 
supply distributors. 
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A Special Bay State Surface 


BAY STATE TAP & DIE CO. 
MANSFIELD, MASS. 
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PROTECT YOUR HOME FROM 
ERCULOSIS 


te 


Buy 


; Chrismas Sials 


Christmas Seal Sale 
Now Underway 


The 41st Annual Christmas Seal 
Campaign, sponsored by the National 
Tuberculosis Association is underway 
for the current year. 

The new drive emphasizes the num- 
ber of fatalities that result through lack 
of early interception and treatment of 
the disease, and traces the progress 
made since the Association was founded 
in 1904, cutting the death rate since 
that time by 80 percent. The organiza- 
tion reports that Christmas Seal Sale 
money has helped to provide X-ray 
units, mass examinations, laboratory re- 
search, patient rehabilitation and public 
education. 

Remember to use Christmas Seals on 
all your letters, cards and packages, 
and send in your contribution today to 
your local Tuberculosis Association. 


Misener Marks 
30th Anniversary 


The Misener Mfg. Co.. Inc. of Syra- 
cuse, N. Y., currently is celebrating 
its 30th year of founding with special 
contest events for its sales representa- 
tives and social events for office and 
plant employees. Officers of the com- 
pany include: M. L. Misener, Presi- 
dent; J. A. Misener, secretary; I. M. 
Ballard, treasurer and George B. Arma- 
tage, sales manager. 

The Misener company began, back 
in 1917, when John I, Misener con- 
ceived the idea of rolling a saw blade 
of special metal into a perfect circle 
and fitting it into an ingeniously de- 
signed tool head. That was also the 
beginning, by the way, of the rotary 
hole saw industry, and the first Misener 
hole saws were turned out in a one 
room shed. Today the company owns 
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WAR 


(TO VIOLATORS) 


Unscrupulous lubricant manufacturers have been making unlawful use 
of the Keystone Lubricating Company's trade mark. Take Warning ! 


For over 60 years the word Keystone and the symbol thereof have 
been used continuously by the Keystone Lubricating Company as the 
trade mark for its oils and greases. Over 60 years of conscientious 
endeavor has gone to make the Keystone the respected symbol of 
quality in the lubrication field. The use of either the word ‘Keystone” 
or the Keystone symbol, or any combination thereof constitutes 
infringement on our trade mark rights and an attempt to defraud 
the public. SUCH INFRINGERS WILL BE PROSECUTED VIGOROUSLY 
TO THE FULL EXTENT OF THE LAW! 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 


KEYSTONE LUBRICATING CO., 21st, Clearfield and Lippincott Sts., Phila. 32, Pa. 
300 Keystone Distributors located throughout U.S. and Canada 


ESTABLISHED 1884 
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WORK GLOVES 
ror PLUS protection 


PROTECTION— HOOD Work Gloves protect 
vital hands against salt-water, slime, abrasion, 
acids, alkalies, chemicals, corrosives, solvents, 
stains and other irritants. 


DEXTERITY — Because of special curvature to fit 
natural hand-contours, dexterity is assured. 


LONG LIFE— Superior vulcanization makes them still-usable when others are worn out. 
Gauntlet Model is reinforced at thumb-crotch for extra wear. 


COMFORT— All HOOD Work Gloves are lined with fleecy cotton flannel for added 
comfort. Keep hands safe, clean and dry. 


TWO TYPES—HOOD WORK GLOVES are available in two types: “Gauntlet” and 
“Knitwrist”. Specify “ Knitwrist” for hand-protection, “Gauntlet” for hand and lower 
arm protection. Order HOOD WORK GLOVES now. Since 1934, America’s SAFETY- 
PLUS Glove. 


HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 








VIKING ROTARY PUMPS 


The pump that does the job well, day in and day out, 
is the one that’s a worker. The Viking. with its “Gear 
Within a Gear—2 moving parts” principle, gives this 
type of service. Its rugged construction, without small 
intricate parts, springs, gadgets, etc., gives it the long. 
dependable life expected of a good pump. 











Viking rotary pumps are engineered for the job—to do 
the work assigned them. Ask for free folder 47SMM 
today. R dati gladly given without obligation. 


aViki Pump Company 
. i Tite '@-Ye (ol am we] | Pam lode) 
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and occupies a modern five-story plant 
that has become a Syracuse landmark. 
In the subsequent 30 years, the Mi. 
sener line of rotary hole saws and re. 
placement blades has expanded to over 
a hundred sizes, able to cut clean, 
finished round holes from *¢-in to 15-in 
in diameter in sheet metals. castings, 
wood, plastics, tile, slate and other ma. 
terials. The company also distributes 
electric drills and stands, and patented 
safety conduit seals for the protection 
of exposed conduits while buildings are 
under construction. The company dis. 
tributes through leading mill suppliers 
throughout the United States and Can. 
ada, plus a large export business. 


Metal & Thermit Corp. 
Appoints Howland 
O. L. (“Duke”) Howland has been 


named sales manager of the welding 
division of the Metal & Thermit Corp, 
of New York. Mr. Howland will make 
his headquarters at 7300 So. Chicago 
Ave., Ill. As aide to him. William C. 
Cuntz has been made assistant sales 
manager of the corporation’s welding 
division, with headquarters at 1514 
West North Ave., Pittsburgh, Pa. 

Mr. Howland has been associated 
with the company since 1943, when he 
was named district manager of its Chi- 
cago branch. He has been associated, 
during his long experience, with the 
Phelps-Dodge Corp. in Mexico; the 
Central Steel & Wire Co. of Chicago, as 
welding specialist; with Lincoln Elec- 
tric Co. as district manager in Indianap- 
olis; as general manager of Koro Corp. 
a welding supply organization and in 
1932 he joined the Hollup Corp. as 
eastern manager. During World War 
II he headed the WPB’s welding divi- 
sion in Washington. 





O. L. ("Duke”) Howland 
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1. Your customers want more than good 
quality taps—they want fast, low cost tapping. That's 
why Besly Service Engineers, applying their thorough 
knowledge of machines, methods and materials, work 
with you to find the right tap for the individual job. 


2. The wide variety of customers in your territory 
may call for the widest variety of taps: 
Hand and machine screw, straight and bent- 
shank tapper and pipe taps are regularly carried 
in stock in carbon and high speed steels, cut 
thread, commercial and precision ground; even 
some sizes of left-hand threads. 


Sold only through leading distributors . . 


BESLY TAPS’ e 


With Besly standard taps, this auto- 
matic machine threads 24 stud fit, 
bottoming holes in two engine crank 
cases at one operation—at a rate of 
sixty crankcases per hour for the Wis- 
consin Motor Corporation in their 
Milwaukee, Wisconsin plant. 


3. When your customers’ requirements call for 
“Specials” or any kind of Acmes ... you can rely on 
nation-wide Besly experience to give them what they 
want, when they want it. 


4. Customer-minded cooperation makes Besly Dis- 
tributors’ tap service headquarters in any territory. 
Selective distribution, national advertising, distributor 
sales helps, and fair treatment on stocking require- 
ments makes Besly the ‘blue ribbon” line for profit- 
able turnover. 

If you're interested in providing a well-rounded 
tapping service in the knowledge that profits and 
volume are bound to follow, investigate Besly. 


. Company warehouse stocks in Detroit and Chicago 


BESLY TITAN ABRASIVE WHEELS 


BESLY GRINDERS AND ACCESSORIES 


CHARLES H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, Illinois 


Factory: Beloit, Wisconsin 
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MODEL 221-D— 
3” head dia. 


In temperature measurement, too, WES- 
TON leads the way! The sturdy, all-metal 
construction of these WESTON ther- 
mometers, plus their simplicity of design, 
materially reduces thermometer breakage 
and maintenalice, and safeguards their 
high initial accuracy over long periods of 
time. Available in sizes, types and stem 
lengths for most applications. For infor- 
mation on the complete line see your 
jobber, or local WESTON representative. 
Weston Electrical Instrument Corporation, 
617 Frelinghuysen Ave., Newark 5, N. J. 


MAX-MIN MODEL— 
Shows high or low tem- 
peratures reached 
since last setting 


IN TEMPERATURE 
MEASUREMENT, TOO! 





ALBANY - ATLANTA - BOSTON - BUFFALO - CHARLOTTE - CHICAGO - CINCINNATI - CLEVELAND - DALLAS - DENVER - DETROIT - JACKSONVILLE - KNOXVILLE 


LITTLE ROCK - LOS ANGELES - MERIDEN - MINNEAPOLIS - NEWARK - NEW ORLEANS - NEW YORK - 
ROCHESTER - SAN FRANCISCO - 
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SEATTLE - ST. LOWIS - SYRACUSE - 


PHILADELPHIA - PHOENIX - PITTSBURGH 


IN CANADA, NORTHERN ELECTRIC CO., LTD., POWERLITE DEVICES, LTD. 


MILL SUPPLIES © NOVEMBER, 1947 





Counter salesmen at Poe Hardware 
& Supply Co., Greenville, S. C., in- 
clude W. A. Simpson and M. B. 
Clarke. 


Poe Hardware & Supply 
In New Quarters 


Poe Hardware & Supply Co., Green- 
ville, S. C., has moved to its new build- 
ing at the corner of Perry Avenue and 
Distles Street. The one-story modern 
brick structure has 6,000 sq. ft. of office 
space. The new warehouse, also one 
story, contains 32,000 sq. ft. The com- 
pany has an open pipe shed, 132 by 100 
ft., with facilities for unloading pipe 
from railroad cars and for loading into 
delivery trucks. Three cars can be un- 
loaded at one time. 

The company has closed its retail 


| store and is handling counter sales in 


| its new warehouse. 


Four new salesmen have been added 
to the staff including J. F. Massey. L. 
P. Hollis, Jr., and H. L. Lesley to the 
city sales force and W. R. Watson. who 
will cover the territory north of Green- 
ville. J. K. Campbell is covering the 
territory south of Greenville. W. R. 
Moore has joined the company as a 
counter salesman working with M. B. 
Clarke. 

William T. St. Clair, assistant to the 
president, has instituted a system 
whereby daily calls of salesmen are 
posted for followup and to serve as a 
mailing list for promotional sales. An 
effort is made each day to send each 
customer something of interest. Sales- 
men receive a copy of each promotional 
mailing. Moreover, all customers have 
been classified into nine groups so that 
each group will receive promotional 
mailings of interest to that particular 
group. 

Poe Hardware and Supply Co. and 
Poe Piping and Heating Co. continue 
to maintain separate identities but are 
under the same management and ofh- 
Nelson C. 


founder, is president and treasurer; W. 


cers. Poe, Jr.. son of the 


W. Poe. his brother. is secretary. 
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RETURNS FROM 
HIGHLY 
DEVELOPED 
MARKETS 


GORHAM STANDARD 


ra for the Commercial Field 












-GORHAM M-40-B 


/ for heavy cuts in 
hard material 


GORHAM 
“ GORMET 


for more 
abrasive 
materials 


oeeen, 
~ 


- 
My 


‘ 
‘ 
7 
‘ 
‘ 
‘ 

1 
4 


iN 





Were ready to get you started on selling specialized work but on a continually growing 
GORHAM High Speed Steel Tool Bits. Many variety of different applications. In fact there is 


markets are highly developed—others offer an no limit to the scope of applications for 
even greater potential. GORHAM Tool Bits GORHAM products. Get all facts on this widely- 
continue to contribute superior quality and per- used—rapidly growing line. 


formance to help industry—not only on highly 


GORHAM TOOL COMPANY, 14400 WOODROW WILSON, DETROIT 5, MICHIGAN 
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Here's how to 
write a BANK NOTE 








KESTER Cored SOLDERS 


A reminder to a customer is all the push it takes to sell Kester Cored Solders— 
a top quality product with a name that packs its own selling punch. Backing 
its forty-eight year old reputation for economy, convenience and superior 
quality, powerful national advertising consistently keeps the name Kester before 
every market where solder is sold. 


The complete Kester line blankets the requirements of every soldering opera- 
tion. This wide range of strand and core sizes, flux and alloy combinations, 
assures big volume profits and consistent, repeating sales. 


Extensive laboratory research and vast practical experience have provided 
Kester with the scientific knowledge necessary for the manufacture the solder 
that always suits the job. That's why Kester Cored Solders are known as 
Standard For Industry. 


For electrical connections, recommend Kester Rosin-Core Solder; for general 
work, Kester Acid-Core Solder. Both Kester Cored Solders are sure-fire sales- 
builders. Order both and begin building new and better solder business now. 


KESTER SOLDER COMPANY 
4214 WRIGHTWOOD AVE. CHICAGO 39, ILLINOIS 
Eastern Plant: Newark, N. J.—Canadian Plant: Brantford, Ontario 


KESTER 
Caredk Solller— 


STANDARD FOR. INDUSTRY 





180 MILL SUPPLIES © NOVEMBER, 1947 












7m 





A? \ i 


H. S. Christie 


Roebling's Names 
H. S. Christie 


H. S. Christie has been appointed 
manager of the Atlanta, Ga. branch 
office of John A. Roebling’s Sons Co., 
Trenton, N. J., manufacturers of wire 
rope and wire products. Mr. Christie 
replaces C. G. Mullings, who retired 
recently after 45 years of service in the 
Atlanta territory. 


Mr. Christie has had 22 years of ex- 
perience in the round wire field and 
has been associated with the Roebling 
company since 1945 as assistant man- 
ager of sales in the Wire and Cold 


Rolled Products division. 


Keystoners Install 
Their New Officers 


First meeting of the new term was 
held by The Keystoners recently at 
which new officers of the organization 
were installed. They include: Presi- 
dent, Benn Butterfield of Greenfield 
Tap & Die Co.; vice-president, Bob 
Trimble, Simonds Abrasive Co.; secre- 
tary, Bob Casey, Lamson & Sessions 
Co.; and treasurer, George Moran of 
Abrasive Products Co. 

In appreciation for his fine work 
during his term in office, retiring presi- 
dent Floyd Anderson of Precision 
Grinding Wheel Co. was presented with 
a handsome Hamilton pocket watch. 

During the afternoon the members 
played for two golf cups. Competition 
for the Presidents’ cup ended in a dead 
heat, with Jimmy Jones of Carborun- 
dum Co. and Roy Behr, Norton Co. 
coming in with the same score. Both 
names will go on the cup, each to keep 
it for six months. The Dieterle Cup 
was won by Howard Easton of the 
National Twist Drill & Tool Co. Mr. 
Easton, by the way, is The Keystoners 
new entertainment chairman for this 
year. 
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5000 floles per day 


with CLE*FORG 


— 


TRADE MARK REG. U.S. PAT. OFF. 


Three multiple spindle set-ups, 
one of which is illustrated at the 
right, are employed to drill the 
20 holes in this cast steel truck 
wheel. An average of 250 wheels 
are drilled each day—a total of 
5,000 holes. CLE-FORGE High 
Speed Drills are given much of 
the credit for maintaining this 
production rate. 


This job is typical of many where CLE-FORGE High Speed Drills have 
demonstrated their superior performance. Because these drills produce more 
holes per grind, they are an important factor in reducing “down time” and 
increasing output. If you have not already used CLE-FORGE High Speed 
Drills and experienced their many advantages, we urge you to... 


/ 2 Gameceem 


it A 
“CLEVELAND U7 
\ DISTRIBUTORS EVERYWHERE ~ 
\\ ARE READY TO SERVE YOU 


ieee = 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 


MILL SUPPLIES © NOVEMBER, 1947 181 





___...zmakes better valves!__ 











Confidence in K & M steam plant equipment is 
founded partly on K & M experience that dates 
back 68 years. And partly on the many K & M 
firsts'’ of yesterday. But the chief reason for the 
acceptance of K & M products today is the K & M 
approach—the policy of continued pioneering 
that has kept K & M ‘‘first for dependability” for 


so many years. 


@ PRESSURE REDUCING VALVES 
@ BACK PRESSURE VALVES 

@ STRAINERS 

@ ATMOSPHERIC RELIEF VALVES 
@ STOP AND CHECK VALVES 

@ STEAM SEPARATORS 

@ GREASE EXTRACTORS 


Write for latest catalog. 


Dealers coast-to-coast. 


14 ONTROL 





NORTH BERGEN, N. 4 


feces UADEDNOOA NS PARCEL RLS SAISSOELTION 


EIT REIDY ANON 8 I AR EO 
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Stepping Stones 


to Successful Selling 





Reflections of a veteran sales-man- 
ager, culled from bulletins to his 


| salesmen. 


Talking to Myself 


To BE A successful salesman I must 


_ | be agreeable and it’s pretty hard to be 


agreeable if I don’t feel so. 

No matter how the man I am inter- 
viewing feels or acts. I must keep my 
feet on the tight rope and not allow 
anything to throw me off balance. I’m 
working toward a definite point and if 
I slip off the rope I’m gone. The other 
fellow doesn’t lose. I do. So I’ve got to 
keep myself under control. When I 
lose control and give the other fellow 
what I think he deserves. I may come 


| out of the fray all in one piece. and 


with the feeling that I’ve done a pretty 
good job when, as a matter of fact. I've 
defeated myself. 

Now. how can I keep my balance? 
Certainly I’ve got to be in good physical 
condition to hold a good mental atti- 
tude. No man can handle any situation 
efficiently if he is under par physically. 
Neither am I prepared to meet the un- 
expected problems that confront me if 
I feel that my employer isn’t treating 
me fairly. If I have any such feeling, 
the quicker I get it out of my system 
the better. 

If I disagree with the policy of my 
company in any particular should I 
offer my suggestions for consideration? 
If I do I’ve got to remember that the 
company must take a broad view of any 
situation, not only the effect its policy 
may have upon me personally. And if. 
after considering my views, they de- 
cide on a policy contrary to what I 
think should be done—I guess the wise 
thing would be to fall in line with their 


decision. 
Do I like my job? Do I? If I don’t 
I'll never succeed at it and the quicker 


I find another one the better for me and 


| for my employer. 


I must analyze myself. I'll wager if I 


| thought over the days on which I felt 
| capable of meeting any difficult situa- 


| 


tion that might come up I'd discover 
that those were the days on which I 
felt mentally and physically fit: no 
petty dislikes and feelings in the back- 
ground, no hindrances, no failures. no 
mistakes. 
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A—Variable Speed 
Hand Wheel 


B—Table Support 
C—Table Protractor 
(Not Shown) 
D—Cross Rail Lock 
E—Table 
F—Vise 
G—Tool Holder 
H—Clapper Box 
I—Clapper Box Lock 
J—Tool Slide Handle 
K—Tool Slide Lock 


L—Tool Slide Swivel 
Lock 


M—Ram Positioner 
N—Ram Clamp 
O—Stroke Indicator 
P—Ram 

Q—Clutch 

R—Feed Adjustment 


S—Shaft for Adjusting 
Length of Stroke 


T—Back Gear Lever 
U—Cross Feed Screw 


V—Feed Direction 
Control 


W—Elevating Shaft 
X—Motor Switch 





SHEQON 


Engineered to meet today’s demand for close tolerance work at a 
wide range of speeds . . . for a compact, easy to operate shaper that 
is sturdy enough for production use, still accurate enough for the too! 
room .. . for a capable full sized (1800 Ib.) shaper at a low price. 
Here is a modern quality shaper that industrial distributors can sel! 
in profitable numbers. 

Write for Bulletin 547B 


Manufacturers of Sheldon Precision Lathes © Milling Machines * Shapers 
4232 N. KNOX AVENUE + CHICAGO 41, ILLINOIS, U.S. A. 


NO. 8000 12” SHAPER 
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ALOURA sets the 
=) paint standards, 


Consistency of performance is the 
keynote of every Valdura paint 
product—pointing to the progres- 
sive methods and top quality in- 
gredients developed and used by 
Valdura chemists. Through their 
ceaseless research, Valdura’s tech- 
nical specialists continue to lead 
the way to new and greater 
developments in the paint manu- 
facturing field. Throughout indus- 
try, where production require- 
ments call for a variety of special- 
ized finishes, the Valdura label 
assures the ultimate in paint COMPANY 


protection and customer satisfac- 43 EAST OHIO ST. 
tion. CHICAGO 11, ILL. 





AMERICAN - MARIETTA 


A GREAT NAME IN PAINT MAKING 
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Color Identifies 
Fire Extinguishers 


Color is being used to save precious 
seconds when a fire starts, in a scheme 
to distinguish different types of extin- 
guishers adopted by the Pyrene Mfg. 
Co., Newark, New Jersey. The colors 
have been selected to provide strong 
contrast for instant, positive identifica- 
tion, and include: Bright blue, for 
soda-acid and cartridge-operated water- 
type, used on Class A fires in loca- 
tions not subject to freezing; bright 
red, for all types of foam extinguishers 
used on Class A and Class B (gasoline 
oils, lacquers and other flammable 
liquids) fires; dark green, on pump 
tanks and cartridge-operated anti-freeze 
extinguishers and used in locations sub- 
ject to freezing; and reddish brown, 
vaporizing liquid, for use on electrical 
equipment and wiring, calling for a non- 
conducting extinguishing agent. 

All nameplates, ringcaps, and _ han- 
dles are painted with identifying col- 
ors, and shipping cartons and recharge 
packages in new checkerboard con- 
tainers also incorporate color identity. 
The new method of identification is ex- 
pected to minimize chances of error 
and follows the example, 
and more by industry, of using color to 
convey quick messages to workers. 


used more 


Osborn Changes 
Brush Sales Personnel 


The Osborn Manufacturing Company, 
of Cleveland, world’s largest manufac- 
turer of brushes for industry, announces 
the following changes in its Brushing 
Division sales organization: 

G. E. Mehleck, sales representative 
and field engineer in its Southeastern 
territory, embracing Maryland, Vir- 


G. E. Mehleck 
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SPANG ADS 
ARE WORKING FOR THE YEARS AHEAD 


Even though Spang distributors have a tremendous Spang CW Pipe and urges buyers to keep in 
back-log of orders for CW Pipe, Spang advertis- contact with their distributor. 


ing continues to make contacts to assure future {n the meantime, Spang is making every effort to 
sales. Every month Spang ads appear in leading increase production of Spang CW Pipe to help 


trade journals. It tells the advantages of using Spang Distributors meet the unprecedented demand. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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CREATED BY 


Utica - 


FOR MORE TOOL MILEAGE 








Ralph H. Martin 






| ginia, North Carolina and South Carol- 
ina, has been transferred to the com- 






| pany’s Chicago District office. 
Ralph H. Martin has been assigned 
to Mr. Mehleck’s former territory. 
Mr. Mehleck, a graduate of Western 
Reserve University, has been associated 








with Osborn for six years and has 






assisted in the development of new 






uses for brushes and brushing methods 






in the southern and southeastern areas. 






Mr. Martin, a graduate of Carnegie 
Institute of Technology with a Bachelor 
of Science in Chemical Engineering de- 






gree, recently served in the U. S. Navy 
as liaison officer on special development 


. yrojects for the Bureau of Aeronautics. 
Pliers for ey ; , 

Prior to that he was associated with the 

Every Need Westinghouse Electric Company in 


Pittsburgh. 


Thermoid Company 
Names Bell And Berry 

M. R. Bell of Cleveland has been 
appointed assistant rubber production 
manager for Thermoid Co. of Trenton. 
N. J., and L. I. Berry has been named 
production engineer for the Molded 


Precision and performance .... you'll find them 
UTICA Tools! Look for the name UTICA 
réand Adjustable Wrenches ... for longer 






Hose division. 

Mr. Bell becomes assistant to Lester 
F. Cox. vice-president for production 
for the Trenton company. He has been 
associated, in various capacities, with 
the National Carbon Company, Vinylite 
division; the B. F. Goodrich Co.; and 
the Aeronautical division of Pharis Tire 
& Rubber Co. in West Virginia. 

Formerly, Mr. Berry served as super- 
DR 0) L + 6) R . £ & T 6) @) L intendent of construction and installa- 
tion of new equipment for the Hewitt 


CORP ORA TIO N Rubber Co. He devoted many years 
also to molded hose development and 
UTICA 4, NEW YORK J. S. Rubber Co. 


production with the U. 


and its subsidiary, the Mechanical Rub- 
— | ber Co. of Cleveland. 
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SIX BITUMASTICS ... FOR STUBBORN DEFENSE 
AGAINST CORROSION AND RUST 
a "at 3 (WNT \ 







“armosewee MOM BITUMASTIC* BLACK SOLUTION 
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BITUMASTIC TANK SOLUTION 


BITUMASTIC HI-HEAT GRAY 


i? —sBITUMASTIC “50” 





BITUPLASTIC* 


¥ 


THIS NATIONALLY KNOWN PRODUCER OF COAL TAR PRODUCTS 
OFFERS TO DISTRIBUTORS A LINE OF PROTECTIVE COATINGS 
FOR USE BY ALL INDUSTRY 





THEY ARE TOUGH — DISTRIBUTORS— 


Bitumastic protective coatings are tough! Their Bituplastic sells on its thickness and toughness 
base of carefully refined coal tar pitch is a natural 
seal against corrosion. Each of the six products 
listed above has its specific application in the 
continuing battle against rust and corrosion. Packed in standard containers 


Every plant has a corrosion problem 


This is a good repeat line 


For distributor sales information address— 


AND THICK! 

The coatings are thick. Bitumastic #50 for ex- 

ample covers with a thickness of Ya" to the coat 

—about 5 times the thickness of paint. Successive K 0 Pp P E R S C 0 M P A N Y, I N C * 
applications can provide a seamless, non-porous 

sheath up to Ye" in thickness. Coatings are WAILES DOVE-HERMISTON DEPARTMENT 


applied cold with either a brush or spray gun. WESTFIELD, NEW JERSEY 


*Reg. U.S, Pat. Off. 





KOPPERS PROTECTIVE COATINGS 


2 
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PERFECT BALANCE OF 
RAM ASSURES STABILITY 
UNDER ALL LOADS 


JACKS 


SPECIALLY HEAT 


TREAT R 
EATED RAM HEAVY DUTY LEVER SOCKET 


MALLEABLE IRON CASTING 


FORGED ALLOY STEEL 
LEVER SOCKET LINK 


IMPROVED BASE 
OF FORGED 


ALLOY STEEL PACKAGE TYPE PUMP 


UNIT EASILY REMOVED 
FOR SERVICE OR 
REPLACEMENT 


CONTROL VALVE 
CONVENIENTLY LOCATED 


THREE BALL CHECKS ¥ 
HIGH PRESSURE, INTAKE AND RELEASE VALVE BALLS) 
POSITIVELY REGULATE FLOW IN BOTH RAISING AND LOWERING 


THE construction features illustrated above are typical of 

all BUDA Hydraulic Jack models, and are representative 
of the advanced engineering and construction that is respon- 
sible for long, trouble-free life. These are reasons why an 
ever-increasing number of users are switching to BUDA 
Jacks... Contractors—Riggers—Machinery Movers—Factories 
—Transportation Companies—Shipyards—and wherever 
dependable lifting is needed, up to 100 tons. 


There is a complete line of BUDA Hydraulic and Mechan- 
ical Jacks for buyers to choose from—another selling factor 
in your favor. Get complete details and literature now. 





15413 Commercial Avenue 
HARVEY (Chicago Suburb) ILLINOIS 
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Scott Aviation Corp. 
Acquires Facilities 


The Scott Aviation Corp. has ac- 
quired the manufacturing and sales 
rights of the “Easy-tote” Products Co.. 
formerly of Arcade, New York. Scott 
is now manufacturing the “Easy-tote” 
departmental truck and a new model 
departmental package truck. 

Known as the Model F-811, the new 
departmental truck has a platform 16 
by 22-in. and is 2-in. from the floor for 
easy loading and unloading. It is 
equipped with 3-in. needle bearing 
wheels, the front wheel being of the 
caster type. which permits turning in 
its own length. The truck will trans- 
port 400 Ibs. with a generous overload 
factor, and is available for immediate 
delivery. 


Carboloy Co. 
Fetes Employees 


The Carboloy Co., Inc.. recently in- 
vited all its employees, their wives and 
children to an “open house” party at 
the company’s plant which included 
entertainment, refreshments, and dem- 
onstrations of Carboloy products. Also 
invited were members of the press, city 
officials, and representative personali- 
ties in the surrounding suburban com- 
munities. 

Invitations were mailed to all em- 
ployees and special guests over the 
signature of W. G. Robbins, company 
president, and to facilitate their getting 
acquainted the guests wore lapel cards 
carrying their names and affiliations. 
Everyone was permitted the run of the 
plant. 

An interesting feature of the session 
which was intended simply to create 
good will for the company, was an out- 
door demonstration of the new rock 
drill developed jointly by Carboloy and 
Ingersoll-Rand. 
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TO HELP YOU SELL MORE 
SPRING LOCK WASHERS 









Op Reliance's national advertising 
in leading national trade maga- 

tines has been increased and 

strengthened, This is just one 
example. Write for Price List 
Number 501, 
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@ Just dial your Reliance There's dependability in 
Distributor's number when Reliance Spring Lock Wash- 
you need spring lock washers ers. They're made from 
in a hurry. special-analysis steel, cold 
1 H — oe drawn in Reliance's mill to Make a note of your Reliance 
, a ee P ie Distributor's telephone number 
provide non-fatiguing reac- 


for emergencies in spring lock 


of Reliance Spring Lock 


— — 


Washers in American Stand- 
ard sizes. He knows the im- 
portance of service—can 


usually have the type and 


tive pressure to keep bolted 
assemblies tighter longer. 
There's a guarantee certifi- 


cate in every plainly-marked, 


washers. If you don't know if, 
we'll be glad to furnish it. 


size you require in your plant quality-protecting "Red 





in a matter of hours. Seal" package. 


OFFICES AND PLANT MASSILLON, OHIO 


Sales Offices: New York « Cleveland * Detroit + Chicago St. Louis » San Francisco » Montreal 


— — we 











EATON 


EATON MANUFACTURING COMPANY 
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Proved Roper Features 


that (unsure 
DEPENDABILITY 





/ Hydraulic self-lubricating principle prolongs 
pump life with less service attention. There is positive 
continuous bearing lubrication. Liquid pumped 


enters grooved bearings from pressure side, is drawn 
, to suction side through grooves in opposite bearings. 
ies Oe iis sisi ek: iliesih saaieen; auth 


| ~-~- ~~ ~~beariage with gears supported at both ends, packed 
box or mechanical seal units to suit individual job 
j : requirements, efficient operation in either direction, 
easy accessibility to working parts cuts down “out- 
“i of-service” time. 


"4 Four-port design offering eight optional piping 
connections cuts installation time and cost. Four 

piping arranyements are possible with pump oper- 

ating clockwise . . . 4 other arrangements with 

pump operating counter-clockwise. 


WIDE RANGE OF SIZES 


Capacities 3% to 300: g.p.m.— pressures up to 
1000 p.s.i.— speeds up 1800 r.p.m. 


‘Send for Bulletin of Facts Today 





GEO. D. ROPER CORP., 341 Blackhawk Park Ave., Rockford, Ill. 
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Inside salesmen of the Utilities 
Supply Co., Los Angeles pose in the 
noonday sun. Left: Charles Haynes, 
warehouse; Leland Earl, office man- 
ager; C. O. Pollard, owner; H. M. 
Dudley, manager; Elmer Marks, 
sales promotion manager and Jack 
Wright, credit manager. 





Fire Underwriters 
Publish Pamphlet 


The National Board of Fire Under. 
writers has just published a 16-page 
booklet, “Stop Fire—Save Jobs’. to 
assist business and industry in reducing 
the increasing number of fires that last 
year destroyed more than $250.000.000 
worth of factories, plants and _ stores, 
killing hundreds of workers. 

Designed to help management and 
labor cooperate in a sound program of 
fire prevention, the booklet points out 
that industrial fires also cause losses, 
resulting in unemployment, lost pro- 
duction and_ business failures. _ It 
informs employees about the basic 
elements of fire protection and_ the 
operation and importance of sprinkler 
systems. fire extinguishers, automatic 
alarms, fire doors, exit drills and other 
safeguards. 

Copies of the booklet may be ob- 
tained free from the National Board 
of Fire Underwriters, 85 John St., New 
York 7. N. Y. 








Double-checking an outgoing “rush” 
order at Beck & Gregg Hardware 
Co., Atlanta Ga., are G. P. Hopkins, 
Jack Landers, W. A. Jones and 
R. L. Shirley. 
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These ‘Drill Masters’ Develop Precision in Wickwire Rope 





The workability and durability of wire rope is largely dependent 
upon accurate coordination of each wire in the rope. Because off-size 
wire can cause excessive friction and internal rope wear and early 
failure in service, every wire must be perfect in shape to fit into the 
exact geometric construction pattern of the rope. 

Knowing this requirement—and knowing how to meet it—rests 
to a large extent with the men in the Die Department at Wickwire. 
These skilled craftsmen are perfectionists gifted with a passion for 
accuracy. Using special precision machines (some designed by men 
in the department), these patient, keen-eyed ‘drill masters’ create 
wire drawing dies drilled and ground to an accuracy within .0003 
of an inch. 

Such scientific precision characterizes every step in Wickwire 
Rope production. Small wonder then, that it is the choice of those 
who demand the utmost in performance, safety and long life. You 
can depend upon Wickwire Distributors and Rope Engineers for 
practical help in solving your wire rope problems. See your local 
Wickwire Distributor for Wickwire Rope in all sizes and construc- 


tions, both regular lay and WISSCOLAY Preformed. 


WICKWIRE 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. 































THIS 82-PAGE BOOK ON 
WIRE ROPE IS FREE. WRITE 
FOR YOUR COPY TODAY! 


Thousands of wire rope users 
have found that the informa- 
tion packed in the pages of 
“Know Your Ropes” has made 
their work easier. It’s full of 
suggestions on proper selection, 
application and usage of wire 
rope. It’s easy-to-read and pro- 
fusely illustra- 













ted. For your 
free copy, write 
Wire Rope 
Sales Office, 
Wickwire 
Spencer 
Steel, Pal- 


mer, Mass. 





A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 
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E SUBSIDIARIES 











SALES OFFICES—Abilene (Tex.) + Boston + Buffalo » Chattanooga + Chicago « Denver « Detroit « Emlenton (Pa.)* Fort Worth » Houston + New York «Philadelphia + Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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USERS’ REPORTS... 


Wallace Mattison, salesman at H. P. 
Weller Supply Co., Erie, Pa., fills a 
grinding wheel order “right off the 
shelf.” 


Cogsdill Co. ; 
Advances Satterthwaite 

Philip C. Satterthwaite has been ap- 
pointed to the office of vice-president in 
charge of manufacturing at the Cogs- 
dill Twist Drill Co., Detroit, Mich. 
her file" Mr. Satterthwaite received his de- 
gree in mechanical engineering from 
Purdue University in 1928 and became 
associated with the Cogsdill company 
in 1932 as an engineer, designing spe- 
cial machinery for the manufacture of 
cutting tools. He later became chief 
engineer and director of purchases. In 
1938, he was appointed factory super- 
intendent, which position he held until 
called into the armed services in 
October, 1940. 

While in the service Mr. Satterth- 
waite was awarded the following serv- 





“can always de 








" 
remarkable how they Stand up" 





"outwear any ot 





" ; 
save us time and money" 


ice ribbons: American Defense, Ameri- 


When you make your rounds for selling 
Swiss-Pattern Files, stop off at “American- 
Swiss” file users. Ask their opinion of 
these fast-cutting, long-wearing precision 
tools. You’ll hear plenty of comments like 
those quoted above, which were sent us by 
enthusiastic tool and die makers and other 
craftsmen. 

The reports you hear will make you, 
too, enthusiastic about these superior 
Swiss-Pattern Files . . . will help you sell 
them wherever accurate, intricate, or fin- 
ishing filing work is to be done. 

Write for the “American Swiss” catalog, 
price list and full information. AS-151 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St., Elizabeth 1, N. J. 


Cimeriean 
SWISS PATTERN FILES 
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can Theater, European Theater with 
one bronze arrowhead and three battle 
stars, and the Army Commendation, 
Bronze Star and Legion of Merit 
medals. 

Mr. Satterthwaite returned to the 
Cogsdill company on February 1, 1947, 
directing his efforts in experimental de- 
velopment work until his appointment 


as vice-president. 





Lin Cowperthwait, American Pulley 
Co. representative, has a good one 
for Russell P. Dotterer and E. C. 
Reckerds of Equipment & Supplies, 
Inc., Baltimore, Md. 








SHIELD BRAND 


The “BUY” word for Production 


@ The quality, accuracy and uniformity of Shield Brand Tools is confirmed by the fact 
that for 66 years they have been used continuously in America’s leading mass pro- 
duction industries. Today they are specified and used wherever tough jobs demand top 
performance to secure low-cost production. Thus, Shield Brand is the Buy word most 
often used for drills, reamers, taps, dies, milling cutters and special tools. Leading 


Mill Supply Distributors from coast to coast will gladly supply your requirements. 


THE STANDARD JOOL (0. 


CLEVELAND, OHIO 


Warehouses: New York + Detroit + Chicago 


em 








Simplify requisitions, records 


stock keeping and inventory problem: 


TANDARDIZE on Shield Brand Drills, number. Stock keeping will require less time 
Reamers, Taps, Dies, Milling Cutters and and space—often inventories of cutting tools can 
Special Tools. be reduced. 
Shop requisitions will be simplified by the Shield Brand Tools are supplied coast to coas 
elimination of multiple names, and possibilities | by leading Mill Supply Distributors. 
of annoying, time-taking errors reduced. Pur- In efficient, uniform low-cost performance thes 
chasing procedure will be streamlined and tools are admitted tops. We welcome your in 
purchase records simplified and reduced in quiries about cutting tool problems. 





co. 


THE NTANDARD TOOL (10 


CLEVELAND 


Warehouses: New York + Detroit + Chicago 





ELECTRIC 
LUBRIGUN 
High-Pressure 
Grease Gun. 
Universal Motor 
MY HP. 110 115 
volt A. C. or D.C., 
30-lb. capacity. 


a> 
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Model 987 
POWERLUBER 
Air-motor operat- 
ed, High-Pressure 
Grease Gun. 60- 
Ib. capacity. 
Truck available 
for easy port- 
ability. 


Model 1273D 

PORTO-PAK 
High-Pressure Grease Gun. Hos 
automatic Pressure Release. 30- 
lb. capatity. 


@eeeeeeeeeoeeoeeeseeseeeeeeeeeeeeeeeeseeeeeeeeseeeeeeeeeeseeeeeee 


TRANSFER PUMP 
Mode! 1316 


The finest lubricants available will not protect 
bearings against failure unless they are properly 
applied. Good lubricants applied to bearing sur- 
faces with Lincoln High-Pressure Lubricating 
Equipment will assure longer bearing life, reduce down-time and increase production. 


No matter what the lubricating equipment problem may be, wher you handle Lincoln you 
can furnish the Right equipment. If you are not a Lincoln Wholesaler, investigate and capi- 
talize on all of these advantages — A Complete Line... Nationally Advertised ... Manu- 
facturer of Lubricating Equi, ment Exclusively ... Coast to Coast Engineering Service... 
Dependable Sales and Service Policy. 

POOHCHHHHSHSHSHSSSHSHSHSHSHSHSHHHHHHSHHSHHHSHHHHSHHSOHOHHHHHHEHHHOSHHOHHHOHHHSHHHHEHHEEEOOD 





rds Heavy-Duty Pump — Handles 


heavy and viscous lubricants. 





om HEAVY DUTY 4” SERIES { CENTRO-MATIC 
* » 
Medel 1101A Airline* Drum Pumps Single Line WBRICATING SYSTEMS 
: PUSH-TYPE GREASE GUN 

5 time ‘ 

One-hand operation. All 
Is can steel. Capacity 9 ozs. Also WRITE 

available with 15 oz. FOR YOUR 


COPY OF 
BULLETIN 
801 


capacity. 
. COAST 


these Model 1035 


ur in: 

Heavy Duty LEVER GUN 
Develops 10,000 Ibs. pressure. 19 
ounce capacity. 
For a single machine or o battery of machines. 
Mass Lubrication in seconds. Complete line of 
Pumps and Injectors. 


GREASE FITTINGS 


Complete range of types 
ond sizes. 


LINCOLN ENGINEERING COMPANY + 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 





Trade Mork UNCOLN and Trade Nomes Lt “oo Powerlvber, 
Porto-Pok ond Centro- Matic registered U.S. Pat. Office. 


AYevayN 
647.25 


Models available with various 

pressure ratios to fit 400 |b. 

and 100 Ib. size drums of 

either bung-opening or full- 

open type. Two wheel truck 
1793 for 100 Ib. Models. 


Proncer Cuclders of Exngenccread Lubuccating Eyuipiment 
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TWO SALES LEADERS 
IN THE Quality FIELD 


The Style W-16 coupling is more 
widely used than any other washer 
type female hose coupling. The 
“Boss” Male Coupling is accepted 
everywhere as the most practical 
and economical of its kind. There 
must be a reason—DIXON quality, in 
design, workmanship and finish. 


"BOSS" 


WASHER TYPE FEMALE HOSE 
COUPLING, STYLE W-16 


For high or low pressure steam, air, 
water, oil, as, hydraulic, etc. 
Strong, durable, efficient. “Boss” 
Offset and Interlocking Clamp exerts 
powerful, full-circumference grip on 
the hose—no possibility of straight 
line leaks or blowofis. Swivel-and- 
spud feature facilitates coupling and 
uncoupling. All parts cadmium 
plated—rustproof. Sizes 14" to 6°’. 


xk 
For Ground Joint Couplings of ad 


wise identical design, specify J 
Boss” Female Coupling, Style X-34. 


“BOSS" MALE COUPLING 
STYLE MX-16 
Companion to the Style W-16 Washer 

escribed 


Type Coupling d ve, and 
the “Boss” Ground Joint Coupling 
Style X-34. Strongest and safest of 
its kind for all applications, includ- 
ing oil, butane, ammonia, etc. Only 
two — corrugated stem with 
large hex for wrench and _ to 


Offset and “Interlocking "Gene. Each 
size—%" to 6” — fits same size 
straight end hose. Cadmium plated 
—rustproof. 





Sold in Accordance With Our 
Established Distributor Policy. 


De® Ge, 


VALVE & COUPLING CO 


MANUFACTURERS OF He a ttiadadeg 1 sone 
DIXON KIN AIR KING Di LOCK 
>LINGS. NIPPLES MENDERS aa 
PHILADELPHIA 22, PA 
~OMAM ANGELES 


HOUSTON 





The inside sales and warehouse force of the J. W. Minder Chain @ Gear 





Co., of Portland, Ore. come outdoors for a breath of air—and a picture. 


Front and left, Dick Vinson, Frank Pummell, 


Del Martin and Harold Par- 


sons. Second row: Bud Bassett; Helen Topping; Louise Porcelli, Barbara 
Hayes, Maxine Sapp, Betty Vagenos, Eileen Ulrich and Wilbur Coulson. 


Third row: Roy Sorenson; Howard Schaefer and Ira Buhler. 
Wagner, office manager, is not shown. 


Only Stanley 








The Stanley Works new, modern six-story building In New Britain, Conn. 


New Stanley 
Building 
Electric Tools, division of 
The Stanley Works, recently moved into 
its new, modern six-story building at 
480 Myrtle St., New Britain, Conn. 
The new building provides additional 
space for manufacturing and assembling 
the portable electric tools in the Stanley 
Electric Tool and Stanley-Carter lines. 
General offices of the company are lo- 
cated on the street floor of the new 
building. 


Stanley 


James D. Waser 
Joins Hewitt-Robins 


James D. Waser has been appointed 


manager of Molded Goods sales, 
Hewitt Rubber Division of Hewitt- 
Robins Inc., Buffalo, N. Y. Mr. Waser, 


a graduate of Franklin and Marshall 
College, is well known in the industrial 
rubber products field. 
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Sullivan Hardware Co. 
Adds to Sales Force 


Sullivan Hardware Co., Anderson, 
S. C.. now has four outside mill supply 
salesmen and expects to add two more 
to its staff to cover Georgia and South 
Textile mills in 
according to recent re- 


Carolina cotton mills. 
the Carolinas, 
port, have staged a strong comeback 
since the slump late last spring and 
many are now running three shifts. 
With increased activity, mill supply pur- 
chases have been on the increase, hence 
the Sullivan Hardware company’s ex- 
panded sales program to meet the grow- 
ing market. 

S. B. Sullivan, secretary and manager 
of the mill supply department, reports 
that the company has increased inven- 
tory substantially, both in higher prices 
and in the number of additional items 
in stock, caused by expanded business. 
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more and more 
in wrenches 
the name is 


BILLINGS 





2 © 


THE BILLINGS & 


SPENCER CO, HARTFORD 1, CONNECTICUT, U.S. A. 
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ANOTHER NEW BUSINESS BUILDER 
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... for SKIL Tool Distributors 
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ASK FOR LATEST INFORMATION ON 


HEIN-WERNE 
HYDRAULIC 










[fool gree 


here is the line that-- 





LOOKS GREAT FOR ‘48! 


Briefly stated—here are a few facts about Hein-Werner 
Hydraulic Jacks that we know will interest YOU: 


® HEIN-WERNER—for 17 years—leaders in the development and 
manufacture of hydraulic jacks—again and again have increased 
production facilities to meet the ever-increasing demand. Look to 
H-W for quick deliveries, second to none. 


@ ALL models in this old, well established line are BUILT RIGHT 
—and PRICED RIGHT. . . . Policy and program helps industrial 
distributor enjoy increased sales and greater profits. 


@ COMPLETE LINE of precision-built, high quality jacks include 
models of 11/4, 3, 5, 8, 12, 20, 30, 50 and 100 tons capacity. 


Don’t delay...Request details today! 


HEIN-WERNER CORP. » Waukesha, Wis. 
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SALES HELPS 





VISES—Catalog pages give full descrip. 
tions of alloy steel speed vises with 
patented “Quikcet” feature said to save 


90 percent of operating time. Light, 
medium, and heavy duty types are illus- 
trated with prices, proof tests, etc— 
Grand Specialties Co., Chicago, 22, Ill. 


INDUSTRIAL FIRE HOSE—A new cata- 
log section on its industrial fire hose 
describes construction of the present 
product made by the company and 
gives data on its single- and double- 
jacket and rubber-covered hose, as well 
as couplings.—The B. F. Goodrich Co., 
Akron, Ohio. 


PILLOW BLOCKS, CARTRIDGES—In- 
formation about light series pillow 
blocks, flange cartridges and cylindri- 
cal cartridges equipped with sealed 
wide inner-ring ball bearings is con- 
tained in a new 8-page folder. Photo- 
graphs sectional drawings, specifica- 
tions and Joad ratings are included.— 
The Fafnir Bearing Co., New Britain, 
Conn. 


ELEVATING TABLES — A new 8-page 
bulletin No. 231 describes the com- 
pany’s portable hydraulic elevating 
tables. Full descriptions of the various 
models in the line are given, with 
photographs showing the table in use. 
—LYON-Raymond Corp., Greene, N. Y. 


THREAD GRINDING—A 36-page hand- 
book on thread grinding, for operations 
on these machines, includes photo- 
graphs, specifications and tables on 
thread forms, machine speeds, etc.— 
Norton Co., Worcester 6, Mass. 


CERAMIC MATERIALS — A 32-page 
booklet describes some special ceramic 
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KNOBBED MALLEABLE 
IRON HANDWHEEL 
Gives a fitm, non-slip grip. 
Sturdily built for long use. 


REMOVABLE YOKE NUT 
For quick and easy servicing withe 
out dismantling the bonnet. 


\ 
150 AND 300 POUND 


INTEGRAL FLANGED 


Vo Gt ROUND BOLTED BONNET 


and BODY FLANGES 


Minimizes distortion under pres- 


B) | a @) Pp | fon @ g e re | sure. Eliminates special gaskets. 
Steel 


GATE VALVES 


ARE 


r a 
P R E F E R R E D STAINLESS STEEL LININGS 


Recommended for severe erosion- 
corrosion conditions. Furnished 
on special order. 


DROP FORGED STEEL 

= BODY and BONNET 

ROLLED-IN SEAT RINGS Drop Forging refines the grain 

No threads to corrode or leak. Bia structure and imparts extra 
No lugs to impede the flow. ‘ toughness and endurance. 


V0 Ot cai Vaives ie 


HENRY VOGT MACHINE cO., Inc., Branch Offices: New York e 


1000 WEST ORMSBY STREET LOUISVILLE 10, KENTUCKY Chicago e Cleveland ¢ Philadelphia e Dallas 
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NOW-— 
Blue Devil Socket Set Screws 
with GROUND THREAD 







{ 
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Faster, easier starting in assembly is now possible with the new 
“Blue Devil” ground thread socket set screws. In addition, their 
ground finish is given a rust-resistant treatment that keeps them 
rust-free for long periods of time. 


These “Blue Devil” socket set screws are available from stock 
in a wide selection of sizes and lengths in cup point, oval point, 
flat point, cone point and half dog point. Full dog point is 
available but is not carried in stock. 


RIGHT — Grinding Threads on 
hardened “Blue Devil” socket set 
screw blanks at the Safety Socket 
Screw Company plant. This new 
centerless thread grinding process 
produces even finer “Blue Devil” 
socket set screws. 





SOCKET SET SCREWS °* SOCKET PIPE PLUGS 











200 MILL SUPPLIES © NOVEMBER, 1947 





materials used for engineering pur- 
poses, including dielectric ceramic ma- 
terials, improved stoneware and chemi- 
cal porcelain for industrial purposes. 
—General Ceramics & Steatite Corp., 
Keasbey, N. J. 


EXPANDED WRENCH LINE—A 36-page 
book pictures 16 new assortments of 
the manufacturer’s wrench line and 
contains 134 more wrenches than have 
been listed since 1943. (No. 247).— 
Blackhawk Mfg. Co., Milwaukee 1, 
Wis. 


CLAMPS AND VISES—A new folder de- 
scribes a comprehensive line of vises 
and clamps, with or without trigger 
action——Grand Specialties Co., Chi- 
cago 22. Ill. 


LIGHT DUTY V-BELTS—A new catalog 
leaflet describes construction of the 
manufacturer’s light duty V-belts, lists 
publications which assist in selection of 
the right belts and carries a page of 
tables giving all pertinent data on 
standard stock sizes——The B. F. Good- 
rick Co., Akron, O. 


POWER SLUSH PUMP—Type C-350, is 
described in a new 16-page bulletin, 
No. 320. Product details on the pump, 
cutaway and “explosion” illustrations, 
performance chart, complete specifica- 
tions and descriptions of the pump’s 
general and special features are in- 
cluded The National Supply Co., 
Toledo 1. Ohio. 


ANTI-FRICTION BEARINGS — A new 
comprehensive 60-page catalog of ma- 
chine tool bearings and spindle de- 
signs explains how anti-friction bear- 
ings increase the rigidity and accuracy 
of such tools—SKF Industries, Inc., 
Philadelphia, Pa. 


GEAR REDUCERS— Many new sizes and 
types of enclosed herring-bone gear 
units for speed reducing and speed in- 
creasing service, are detailed and de- 
scribed in a new book, No. 1819, of 68 
pages.—Link-Belt Co, Philadelphia, 0. 
Pa. 


VARIABLE SPEED DRIVE—A new 4-page 
bulletin describes an alternating cur- 
rent motor having infinitely adjustable 
speed and providing a variable speed 
output with a constant torque charac- 
teristic through an entirely new eddy 
current principle without the usual 
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IN BRIGHT CAP SCREWS 


THAT NEVER VARIES... 


It’s the same Top Quality which— during 93 consecutive years—has es- 
tablished Republic UPSON as a leading producer of headed and thread- 
ed products. It’s your assurance of unfailing accuracy and uniformity 


throughout a complete size range of bright hex head cap screws. 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION + CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REACHING YOUR PROSPECTS... . « Gyo 
with the UPSON Top Quality story before your . 


salesmen call, is the purpose of this and similar 

advertisements which are appearing regularly in ; 
Hardware Age, Iron Age, Steel, Railway Purchases Wes ¢ 
and Stores, and Southern Hardware. q WM 


Other Republic Preducts include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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Solve ‘em by Air Express ! 


Don’t let low stocks or distant supply points scare you! With 
Air Express cutting delivery time down to a matter of hours, you 
can get what’s needed from anywhere in a rush. Just remember 
to specify Air Express. Your shipment flies to you at speeds up 
to 5 miles a minute. Air Express goes on all flights of all Sched- 
uled Airlines — that means the fastest possible service. 

Use Air Express regularly. You'll find there’s real profit for 
you in such speedy service. And rates are low. Frequent flights 
to and from points overseas can simplify your foreign shipping 
problems, too. Investigate. 


Specity Air Express-its Good Business 


© Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 
eAir-rail between 22,000 off-airline offices. 


e Direct air service to and from scores of foreign countries. 


Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action .. . Write today for Schedule of Domestic and 
ltienetiogal Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 
Division, Railway Express Agency, representing the Scheduled Aithines 


of the United States. 


Me 
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supply problems ? 


GETS THERE FIRST 


Fastest delivery — at low rates 


Machine parts (75 lbs.) in Chicago were 
needed by a bottling works in Dallas fast. 
Picked up 10 AMthe 6th, delivered same day 
at 5:05 PM. 795 miles, Air Express charge 
only $18.42. Other weights, any distance, 
similarly inexpensive and fast. 
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motor generator set or exciter.—The 


Louis Allis Co., Milwaukee 7, Wis. 


CHIP-BREAKER CHART—A new chip- 
breaker chart contains detailed draw. 
ings and information on the preparation 
of four types of chip-breakers. Included 
on the chart are tables showing recom. 
mended width of chip-breakers and a 
grinding summary.—V endt-Sonis Co., 


Hannibal, Mo. 


WAREHOUSE STOCKS—Q<A new 62-page 
catalog contains imdices of all high 
speed and tool steels marketed by the 
company through its warehouse system, 
in graph form, with the company’s 18 
warehouses represented vertically and 
sizes listed horizontally. — Allegheny 
Ludlum Steel Corp., Pittsburgh 22, Pa. 


TRAPS, SEPARATORS—A new 4-page 
bulletin on steam traps, steam sepa- 
rators and other steam specialties in- 
cluded in the manufacturer’s extensive 
line carries a convenient flap listing all 
products and related literature. — 
Wright-Austin Co., Detroit 26, Mich. 


SHEET PACKING—A new catalog sec- 
tion describes and gives data on various 
types of the manufacturer’s super-heat 
compressed asbestos sheet packing, 
rubber sheet packing, cloth inserted 
packings and Koroseal sheet packing. 
—The B. F. Goodrich Co., Akron, Ohio. 


WROUGHT IRON—What it is, why it 
lasts, how it is fabricated and where to 
use it, is contained in a 10-page book- 
let, “The ABC’s of Wrought Iron”.— 
A, M. Byers Co., Pittsburgh, Pa. 


GRAVITY CONVEYOR—Information on 
the newly announced light-weight alu- 
minum rapid-wheel gravity conveyor is 
contained in a single page, three-color 
bulletin showing prices and _ specifica- 
tions. Photographs illustrate the con- 
veyor’s unusual portability.—Rapids- 
Standard Co, Inc., Grand Rapids, Mich. 


SLING CHAINS — Their advantages, 
limitations, description and_ specifica- 
tions of steel, iron and alloy, set down 
in simple, everyday language. All at- 
tachments and their possible uses are 
charted for easy reference.—American 
Chain Division, American Chain & 
Cable Co., Inc. York, Pa. 


CONVEYOR TABLE— A 4-page bulletin 
shows in charts, diagrams. sectional 
views and photographs some of the 
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FOR POWER TRANSMISSION 











From Primary line 
to 
welding apparatus 








From welding apparatus 
to operator at the arc 















ine 


4 ADMIRAL ” WELDING CABLE 


two-three and four-conductor 





















4 MAJOR “ 


single conductor 














“ADMIRAL’ “MAJOR” 
+18 to +6 SIZES +6 to +4/0 SIZES 
RUBBER COVERED, FLEXIBLE RUBBER COVERED SUPER-FLEXIBLE 
PRIMARY POWER CABLE WELDING CABLE, IDEAL FOR 
USED WITH AC. OR DC. TYPE TRANSMISSION OF CURRENT 
ELECTRIC ARC WELDERS, TOOLS FROM WELDING APPARATUS TO 
MOTORS, EXTENSIONS, ETC. POINT WHERE WELDING IS DONE 


MILLIONS OF FEET HAVE BEEN SOLD 





e PROMPT SHIPMENTS — USUALLY FROM STOCK 





WELDING ENGINEERING COMPANY 
MILWAUKEE, WISCONSIN . 


MANUFACTURERS — DISTRIBUTORS 
OFFICES AND AGENTS ALL OVER THE URRpee 27s 
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HAND BLADES 


money-making line 


POWER BLADES 





Hanp.ine 2 complete line of blades such as the STAR 
line means more cash for you. For profits are bound to 
follow when you can say, “I sell the STAR line and 
can offer you the right blade for every job a hack saw 
or a band saw can do.” After the customer has tried out 
his STAR blade, he'll thank you, too. For, whether he’s 
cutting metal or non-metallics, he'll see the difference 
in STAR’s smooth, clean, speedy action ...in STAR 
blades’ longer cutting life. You’ve won a life-long friend 
for STAR blades...a customer whose blade money 
will come to you over and over again. Yes, sir, it’s easier 
to compete when your line’s complete— when you 
sell a complete line of cash-producing STAR blades. 
Sold only through recognized distributors 









BAND SAWS 
(Metal Cutting, 
including Skip-tooth) 






CLEMSON | 


CLEMSON BROS., Inc., Middletown, WN. Y. 


Moakhers of hand « Y powe hock saw blades 
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interesting installations of the com. 
pany’s roller and slide bed types of 
light duty belt conveyor table and over. 
head empty carton conveyor.—ls/and 
Equipment Corp., New York City 17. 


METALS DIRECTORY—Over 50 basic 
non-ferrous alloys are listed, in all 
available forms, in a handy pamphlet, 
Foundry metals, solders, type metals, 
babbitts, and die casting metals are in- 
cluded. — Federated Metals Division, 
American Smelting & Refining Co,, 
New York 5, N. Y. 


CONVEYOR BELTING—A new folder 
describes the company’s Maltese Cross 
conveyor belting, now in production 
with the lifting of government restric- 
tions.—Hewitt Rubber Division, Hewitt. 
Robins Inc., Buffalo 5, N.Y. 


LUSOL—A booklet explains the devel- 
opment of the new coolant and de- 
scribes its performance and uses, with 
actual results obtained by manufae- 
turers.—Anderson Oil Co., Portland, 
Conn, 











Ahlberg To Represent 
Jack & Heintz Bearings 


Arrangements have been completed 
whereby Ahlberg Bearing Co., Chicago, 
will become the sales representative for 
the ball bearing division of Jack & 
Heintz Precision Industries, Cleveland. 

The Ahlberg Co., makers of non- 
competitive bearings produced by Jack 
& Heintz, will represent the latter com- 
pany through their 16 offices and 18 
warehouses located throughout the 
United States. 

Reserved by Jack & Heintz are those 
present customers now being served by 
them. 


Keller L. A. Branch 
In New Location 


The Keller Tool Co., Grand Haven, 
Michigan, announces that its Los An- 
geles branch is now occupying offices 
and display rooms at 507 West Washing- 
ton Boulevard in that city. 

W. A. Nilsson, associated with the 
Keller organization, first at the factory 
and for the past several years in the 
Los Angeles territory, is the branch 
manager. 
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FERRY CAP 








hold parts rigidly in place—and to provide for quick, 
easy adjustment—makers of farm equipment and other 
machinery manufacturers specify “Ferry Cap Set Screws.” 





These set screws are case hardened—the hard point bites in 
and holds. They fit perfectly and respond readily to adjustment 
needs. 


“Ferry Cap Set Screws” are expertly made by the first company 
to produce Cup Point Set Screws by the cold upset process of 
manufacture. They embody the skill and experience gained 
in 38 years of precision manufacturing. 

Square head and headless—cup and oval point—case hardened 
—sizes %” diameter and larger. Carried in stock for imme- 
diate shipment. 


"FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD DEPT. A-14 CLEVELAND 13, OHIO 
EXPORT MANAGER: ERNEST W. LENZ, 280 BROADWAY, NEW YORK 7, N. Y. 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL ALLOY 
STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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LEAD SCREW ANCHORS 








RIVETED HEAD, STUD BOLT TYPE 
TOGGLE BOLTS 











LITTLE MAJOR TURNBUCKLES 
— SEE YOUR JOBBER — 


ARRO EXPANSION BOLT CO. | 


MARION, OHIO 
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Personnel at Western Belting includes, top to bottom: A. B. Pursley (left) 





secretary-treasurer; S. L. Sorensen, president; C. C. Conzett, vice-president. 
Next row: Elmer Smerl, Myrtle Ray, bookkeeper; Eleanore Zamecnik, 
stenographer; Lucille Scott, stenographer; Wayne King, order clerk. Bot- 
tom: Joe Egan, Fred Monroe, Robert Lambert, Ed. Bernard and Callie Hart. 
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Los Angeles Company 
Celebrates First Year 


Western Belting & Mechanicals, Inc., 
of Los Angeles, a re-organization of a 
previous company, passed its first birth- 

industrial distributor on 
1947, celebrating the occa- 


day as an 
August 1, 
sion by having some photographs taken 
of the new facilities and personnel. 
The company, which caters only to 


| the industrial accounts in the city of Los 


Angeles trading area. believes it has 
made excellent progress in its first year, 
due in part to the fact that its principles 
were well and favorably known in the 
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Power transmission components is the business of Western Belting & 
Mechanicals, as shown here in a portion of the large stockroom. 
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} 





area, and in part because of its ag- 
gressive sales activities. Contributing 
to its success was the firm’s direct ad- 
vertising campaign, soliciting among 
some 5,000 industrial concerns and in- 
cluding mailing cards and sales letters, 
sent monthly to industrial plants. 


Riechman-Crosby 
Appoints Gray 


Richard Gray has been named sales- 


man for Riechman-Crosby Co., dis- 
tributors of Memphis, Tenn. Mr. Gray 
will travel southeast Arkansas and 





northern Louisiana. 
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Kennedy advertising helps you 
sell Kennedy Valves. This full- 
page advertisement is appearing 
in industrial publications with a 
total circulation of 350,000. 
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lt pays to Feature 





@ The principal, basic reason why it is good 
business for you to sell Falk equipment is 
the same as the reason so many thousands 
of users specify Falk products—because 
Falk is ‘a good name in industry”! 


The Falk name on a coupling, motoreducer, 


speed reducer or other equipment means, ) 92 dh Falk 

. ° ° ver smo 
first of all, high quality. It is the symbol of Y | ae! 
more than a half-century’s experience in Se ay 
metallurgy, research, engineering, design > & oe a 
and manufacture of many types of a / Me. ~a « Coup! 


e e¢ . ved 
power transmission equipment. . 


d 1 torsio 
It is the mark of integrity, of depend- Saat SAT nd in ¢ 
ability, of honest dollar-for-dollar — 
value. 


4 ‘ en the 
Consider couplings, for example: Falk =. a: 
Steelflex Couplings have been so im- es 
proved that they meet practically all in- 
dustrial applications you are called upon 
to fill. By standardizing on Falk couplings, 
you not only give your customers the best, 
but simplify your own selling job and cut 
your selling costs. You deal with one manu- 
facturer, stock one line—make a clean, fair 
profit on every sale. You gain comparable 
benefits by featuring Falk Motoreducers 
and other Falk equipment. 


If you are interested in a Falk distributor- 
ship in your territory, write us for com- 
plete information. 





Protection for Every 


ua «~ FALK Distributor 
THE FALK CORPORATION « Milwaukee 8 Wis. Each Falk distributor is furnished with an 
Established 1892 


outline of policy, in writing. This state- 


Precision manufacturers of Speed Reducers . . . Motore- f . , nf 
ducers... Flexible Couplings . .. Herringbone and Single ment of policy gives the necessary infor- 
Helical Gears . .. Heavy Gear Drives . . . Marine Turbine mation to handle business completely and 
and Diesel Gear Drives and Clutches . . . Steel Castings 


with a minimum of correspondence. This 


. . Contract Welding and Machine Work. District Offices, , ‘ 
Representatives, or Distributors in principal cities. is a valuable aid to you. 














the Complete FALK Line! 


\LK Steelflex 
Couplings 


Falk Steelflex Coupling transmits 
ver smoothly, dampens vibration, re- 
es shock, and cushions peak loads 


ween driving and driven member. 


secret of the success of the Falk Steel- 
« Coupling is due to the Falk grid- 
ve design, which provides flexibility 
1 torsional resilience to a degree not 
nd in couplings of any other type. 
vision is also made for free end float. 
combination of these features has 
en the solution to many tough cou- 


ng problems. 


y, Falk Steelflex Couplings provide 
» very finest. protection for connected 


ychinery in every branch of industry. 


2w, the Falk Steelflex Coupling has 
en further improved so that it meets 
ictically all industrial installafion re- 
rements. This is another reason why 
will pay you to standardize or the 


k line... itis profitable to stock and sell. 


FALK Speed Reducers... ~ 


Falk Speed Reducers reflect Falk's broad experience 


in gear design and manufacture. Precision- cans 
hobbed Falk gears are enclosed in self-con- anil 
tained, sturdy housings, available in a wide Af, 
variety of ratios and capacities. They have . 7 2 ic. 
Sa 


proved themselves time after time under rigid 





service requirements and in every kind of duty. 


Falk Speed Reducers are builtin parallel, 
horizontal, and vertical right angle 
types, with single, double and triple 


reduction ratios. All are simple, compact and strong. 








FALK Motoreducers ... 


With Falk All-Motor Type Motoreducers you can 
interchange motors, units—even parts—in 
a few minutes’ time, on the job. You can use 
the motor of your choice, keep feWer spare 
motors and save valuable time with these 
versatile Falk units. Parts as well as units are 
fully interchangeable, without machining. 


A wide variety of Falk All-Motor Type - 





Motoreducers is available in vertical and 
horizontal models, with a horsepower range 
from | to 75 h.p., and an output range 
from 1430 to 7.5 rpm. 


From Power to Production, it’s 


...a good name 
in industry! 











the FORD 


WHIPPET 


__s*== ELECTRIC HOIST 








We take great pleasure in announcing 

this new postwar electric hoist—the 

Ford WHIPPET—faster, safer, more powerful, 
more dependable. Factory-tested and 
field-proved, the WHIPPET offers you more 
exclusive selling points than any comparable 
electric hoist on the market today. Capacities 
range from 250 to 2000 pounds. Write us 

at York, Pa., for your copy of descriptive 


: Co folder DH-1325. 





FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 





\A-cf 
e y- 
max & In Business for Your Safety 
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York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 





Leland C. Allen 


J. Russell & Co. 
Appoints L. C. Allen 


Leland C. Allen has been appointed 
manager of the industrial department 
of J. Russell & Co., Inc., Holyoke, 
Mass., distributors of industrial sup- 
plies. Mr. Allen succeeds to the posi- 
tion formerly occupied by Miles Stray. 

Born and educated in Holyoke, Mr. 
Allen has had 21 years experience in 
manufacturing, having been associated 
with the Coburn Trolley Track Mfg. 
Co. of Holyoke with whom he was con- 
nected from 1922 to 1943. In 1934 the 
company was reorganized with Mr. 
Allen as its president, in which capacity 
he came into contact with many of the 
accounts that are serviced by the Rus- 
sell Co. He has been working for the 
Russell company for the past four years 
and is thoroughly familiar with the 
work he will undertake. 


Allis-Chalmers Appoints 
G. Edward Conn, Jr. 


G. Edward Conn, Jr. has been named 
manager of the newly established Allis- 
Chalmers branch office at York, Pa. 

An electrical engineering graduate of 
the Drexel Institute of Technology. Mr. 
Conn has been employed by Allis- 


| Chalmers since January, 1940, and since 


April, 1943 has been salesman in the 
company’s Philadelphia district office. 
He is a member of the American Insti- 
tute of Electrical Engineers. 

MacGregor G. Jones, former resident 
representative at the company’s Harris- 
burg branch office, which has been dis- 
continued, will assist Mr. Conn at York 
as sales representative. 
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CWE DRIVER FITS ALL SIZES OF 
REED & PRINCE RECESSED-HEAD SCREWS 


Woreches auto-race driving or screw-driving — you waste time and 
speed when you have to change drivers! When you use the Reed & 
Prince ONE DRIVER method, you do not need to change drivers 
for varying screw sizes. There is no fumbling, no shifting, no wast- 
ing time. Remember, ONE Reed & Prince driver fits ALL Reed & 
Prince recessed-head screws and bolts. Good workmen appreciate 
this fast, modern, efficient method — and it shows up to advantage 


On your time sheet. 


REED & PRINCE 


MANUFACTURING CO. 
CHICAGO, ILL. WORCESTER, MASS. 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 


Machine Screws Stove Bolts 
Also 
Cop Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 











VICTOR BELTING 
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rea 
keeps FOUN PRODUCTS moving 


moves MORE-CUSTOMERS your way 


WHEREVER food products move, there’s a need 
for dependable belting. And you can serve every 
belting need in the food industry—as well as hun- 
dreds of other fields—when you handle VICTOR. 
That’s because the Victor line is the complete 
line—the line with a belting for every conveying, 
elevating, and power transmission need. 





« 


The demands for Victor Belting are higher 
today than ever before. Replacements, put off 
for three... four...five years have got to be made 
now. Manufacturers now using Victor want 
Victor again—plants not using Victor are nat- 
urals for this superior line. 

In the complete Victor line are balata belting, 
solid woven cotton belting, and canvas stitched 
belting in a full range of widths and plies. 

For more belting customers, sell Victor. Write 
today for additional details about this all-inclu- 
sive line. 

THESE INDUSTRIES USE BELTING—SELL THEM VICTOR 


Meat Packing * Grain & Feed * Bottling * Canning * Baking * Stone 
Products * Packaging * Mining * Dairy Products * Confectionery 


Ceramics 
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President Arthur H. Starrett pre- 
sents a Savings Bond award to 
Nina Ormsby upon her retirement 
as Charles Hoehn, foreman, Steel 
Tape division; W. J. Greene, vice- 
president; W. D. Starrett, superin- 
tendent; and A. E. Hastings (far 


right) treasurer, look on. 


Starrett Co. Award 
For Nina Ormsby 


When Nina Ormsby went to work in 
Athol, Mass. 48 years ago, her “boss” 
was Laroy S. Starrett, inventor of pre- 
cision measuring tools and founder of 
The L. S. Starrett Co. Miss Ormsby 
was assigned, at the time, to a new de- 
partment making a new  product— 
quick-reading tapes made by 
methods that grew out of Starrett ex- 
perience with graduating Starrett tools 
and steel rules. 

Recently, when Miss Ormsby retired 
under the Starrett Pension Plan. she 
was an old and valued employee of the 
Starrett Steel Tape division, now a 
large and important unit in the Star- 
Top company offi- 
cials were on hand at the simple cere- 
mony that acknowledged her retire- 
ment, including Arthur H. Starrett. 
grandson of the founder and new pres- 
ident of the company, who presented 
Miss Ormshy a U. S. Savings 
Bond. 


steel 


rett organization. 


with 


Breeze Corp. Inc. 
Acquires Ill. Plant 


The former Aircraft Standard Part- 
Co., Inc., Rockford, Illinois, now a 
division of Breeze Corp. Inc., recently 
moved its general offices to Newark. 
N. J. The move has been made to 
further utilize the increased sales and 
manufacturing facilities of the parent 
company. 

With the change, according to the 
company, the same Aircraft Standard 
sales management personnel and field 
representatives who have handled all 
business transactions in the past are 
now able to offer their customers faste: 
and more complete service. 
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S. C. McCrary makes notes as R. L. 
Williams, vice-president of Knox- 
ville Belting & Supply Co., reads 
off customer’s order instructions 





U. S. Rubber Company 
Names Executives 


H. Barden Allison has been appointed 
sales manager of the Gilmer division 
of United States Rubber Co., V-belt 
manufacturing and distributing unit in 
Philadelphia, and William M. Dough- 
erty has been assistant secretary since 
the president of the company. 

Mr. Allison’s former position was dis- 
trict sales manager of mechanical goods 
in the Cincinnati district. Mr. Dough- 
erty has been assistant secretary since 
1941. In his new position as assistant 
to Herbert E. Smith, the company’s 
president, he will remain an assistant 
secretary of the corporation. 

Other personnel changes in the com- 
pany’s mechanical goods sales organiz- 
ation included: Purdy Miller, district 
sales manager in Buffalo, appointed dis- 
trict sales manager in Indianapolis. 
N. W. Swenson will succeed Mr. Miller 
at Buffalo. 

Paul S. Bigby, 
ager at Detroit, was named district sales 
manager at Milwaukee, Wis. 


assistant sales man- 








That “everywhere you took some- 
thing to buy” appearance of the 
display room at J. E. Haseltine 
& Co. Spokane Wash. branch is 
the handiwork of Manager Glenn 
Wilson. 





SPEEDY SHORTCUTS 







MILLING COMPANY Packs (Ts FLOUR 
BAGS IN CORRUGATED CARTONS SEALED WITH 
PERMACEL-99 ACETATE FIBRE TAPE. THIS 

INSURES A DUSTPROCF, WATER-REPELLENT 
' PACKAGE, IMPOSSIBLE TO 
OBTAIN BY GLUEING. 





oF i PRODUCE FIRMPACKAGES 

TOMATOES IN CELLOPHANE- 
WINDOW CARTONS, SEALING EACH 
CARTON WITH A ‘STRIP OF 
PERMACELS COMPANION 
PRODUCT, /2-INCH aor 
TEXCEL TAPE, 


















FURNITURE MAKERS create 
FLEXIBLE WOODEN SLIDING DOORS 
FOR RADIO CABINETS, ETC., BY CEMENT 
ING HALF-ROUND DOWELS SIDE-By- 
SIDE ON TO PERMACEL-67 

BLACK CLOTH TAPE. 











Wastin 


MACHINE MANUFACTURERS 
AND OTHERS FINO PERMACEL-7] 
PAPER MASKING TAPE MADE 
TO ORDER FOR MASKING PARTS 
NOT TO BE ENAMELED. 








COMPLETE GUIDE TO THE MANY 
TYPES AND USES OF PERMACEL 
TAPES-FULL OF NEW IDEAS, 
SUGGESTIONS THAT MAY SAVE 
TIME AND MONEY IN YOUR 
BUSINESS / WRITE FOR “FACT 
BOOK ON PRESSURE-SENSITIVE 
ADHESIVE TAPES” To DEPT. 
INDUSTRIAL TAPE CORP, NEW 
BRUNSWICK, N.J, 


INDUSTRIAL TAPES 


t ern & ce **PERMACEL’’ REG. U.S, PAT. OFF, 


INDUSTRIAL TAPE CORPORATION * NEW BRUNSWICK,N.3S. 
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CLOVER COATED ABRASIVES—in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS —in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. co., Norwalk, Conn. 


wigeey 


* 
Bie 


The H. M. Harper Co., a leading 
manufacturer of nuts and bolts in the 
non-ferrous and stainless steel alloys, 
announces the breaking of ground for 
its new general offices and manufactur- 
ing plant to be erected on the company’s 
16-acre tract at Oakton Ave. and Lehigh 
Rd.. Morton Grove, Il. 

The main buildings will cover 138 - 
000 sq. ft. and will be of modern design 
throughout. Construction will be prin- 
cipally of concrete and steel, plus a 
considerable amount of glass. The en- 
tire structure will be on one floor with 
the exception of a small second-story 
section above the main offices for con- 
ference rooms. Three large, high bays 
extend through the plant for crane 
ways. Adjoining the rear section of the 
plant will be the company’s wire mills, 
raw material, heat treating, processing 





Harper Co. 


and scrap rooms, and railroad switch 
terminal. 

A feature of the plant is that ex- 
pansion for a minimum of 100 ft. in all 
directions has been incorporated into 
The original unit 
occupies the north 10 acres of the com- 


the original design. 


pany’s plot, with following expansions 
planned toward the south and west. 
The plant is scheduled for occupancy 
in the early spring of 1948 and, upon 
completion of the building. a large 
amount of processing machinery will 
be installed with considerable additions 
to its cold heading. screw manufacture, 
automatic screw machine. annealing 
and pickling, and wire drawing depart- 
ments. Equipment ready for installa- 
tion in the enlarged plant. and to be 
received during 1948, will add about 


40 percent to the existing capacity. 








the September 
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The new building constructed by A. W. Wiggins Co., Inc. of Syracuse, N. Y., 
end result of its thinking on whether to build or remodel, as described in 
issue of MILL SUPPLIES. 


(“Why A New Building.”) 
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For Longer Service Life 


ALL J&L PERMASET PREFORMED WIRE ROPE 


J&L 


Now Lubricated with BRONZ-LUBE... CTE q J 











The insert above was drawn from an actual 
photomicrograph. It shows how fine flakes of 
special, soft bearing metal contained in BRONZ- 
LUBE fill spaces between all wires and strands 
providing smooth bearing surfaces which 
reduce wear caused by internal friction. 
BRONZ-LUBE is fluid when applied, at high 


temperatures, but after cooling forms a closely 

















adhering coating that will not melt below 200°F, 


Wire ropes are machines and like all 
machines need the best lubricant to 
give long service life. BRONZ-LUBE 
a new exclusive J&L wire rope lubri- 
cant, contains minute particles of soft 
anti-friction bearing metal. This new 
expensive lubricant with exceptional 
qualities for adhering to steel has been 
developed through months of research 
by J&L wire rope engineers and 
lubrication experts. Each individual 
wire, each strand and the entire J&L 
wire rope is coated with this superior, 
longer lasting lubricant. It reduces 
wear caused by internal friction when 
the rope is working under heavy loads 
and flexing over sheaves and drums. 
BRONZ-LUBE having a high film 
strength of 50,000 Ibs. per square inch 
will not “‘squeeze out’’ between rope 
wires under extreme lateral pressures. 

In addition to being a better lubri- 


— 
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. .. Containing soft alloy bearing metal that 


plates each wire and strand for longer wear! 


cant, BRONZ-LUBE is water repellent 

retards washing off even in salt 
water. BRONZ-LUBE prevents cor- 
rosion . . . resists abrasion. The perfect 
bond between BRONZ-LUBE and 
steel wire provides a plating composed 
of petroleum and soft bearing metal 
that does not creep, wipe off, or drip, 
even on a hot summer day. Yet it is 
extremely flexible and does not harden, 
crack or decrease in adhesion at 40° 
below zero! You get all these advan- 
tages at no extra cost when you buy 
J&L Wire Rope lubricated and pro- 
tected with BRONZ-LUBE. 

All J&L permaset preformed wire 
rope is lubricated with BRONZ-LUBE. 
It is already setting new performance 
records in earth moving, material han- 
dling and oil well drilling. You can 
obtain this longer service . . . reduce 
your maintenance costs with J&L 


JONES & LAUGHLIN STEEL CORPORATION 
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BRONZ-LUBE protected Wire Rope. 
Place your order now with your J&L 
wire rope distributor or any J&L sales 
office or warehouse. 


Keep exact wire rope performance 
data. For free wire rope service record 
cards and convenient plastic holder, write 
on business letterhead to Wire Rope Sales 
Dept., Room 921 Jones & Laughlin 
Building, Pittsburgh 30, Pa. 
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MANUFACTURES 
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I. takes perfect teamwork to chalk up a score on the playing 
field. And it takes the same brand of teamwork to chalk up sales 
in the industrial field. The manufacturer of a product must “play 
ball” with his distributors and support their sales efforts all down 
the line. And distributors “carry the ball” for the manufacturer 
when it comes to selling in the field. They are the “key men” of 
the entire selling process. 


Lamson & Sessions supports the Mill Supplies Distributor in many 
ways. Here are just a few: 


1. We sell the distributors’ prospects on the Lamson Line 
through a broad program of national advertising. 


2. We provide a complete line of quality fasteners, thereby 
enabling the distributor to buy from ome source. This 
simplifies the distributor's inventory and bookkeeping. 

3. Lamson salesmen will help balance a distributor’s stock to 
keep “live” items on the shelves and “dead” items off. 

4. Lamson provides Mill Supplies Distributor salesmen with 
product literature and other selling aids. 

5. Whenever requested, Lamson & Sessions engineers are 
available to help solve your customers’ fastener problems 
of a technical nature. 


Yes, the Mill Supplies Distributor is the “key man” on the Lamson 
selling team—and we're back of you every step of the way. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham « Chicago 


LAMSON SESSIONS 
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Next step up for the warehouse 
force at Rawlins Bros., Inc., Los 
Angeles, are sales jobs. Left to 
right: Wayne Morrisson; J. E. 
Anderson, assistant foreman; Ralph 
Killeen; Glen Payne; Jack Red- 
fearn, foreman; Alvie Dulaney and 
R. C. Smith. 





Retirement Plan For 
Orgill Bros. Workers 


A retirement and pension plan in. 
augurated by Orgill Bros... Memphis, 
Tenn. distributors, w'll mean security 
for some 340 persons in the organiza- 
tion. The entire cost of the plan will 
be borne by the company. according to 
Edmund Orgill, its president, who 
states that his firm has made an initial 
payment of $108,000 into the trust fund 
under which the plan will operate. 

Normal retirement date, under the 
plan, will be the May 31st nearest the 
employee’s 65th birthday. The re- 
tirement benefits include future service 
benefits and prior service benefits, fig 
ured on a percentage of salaries and 
number of years of service. Disability 
benefits are figured on the same per- 
centage as the retirement benefits, plus 
15 percent of the member’s average 
compensation up to $3000 received dur- 
ing the 10-year period preceding his 
disability. 








George Dorst and Bob Brooks are 
able to load and unload delivery 
trucks at inside platforms along- 
side the shipping desk at Wm. F. 
McGraw & Co., Detroit. 
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MORGAN 


Suet --Stecl 


VISES 


@ Machinists Bench © Woodworking 


: @Combination Pipe © Quick Action 
: @ Sheet Metal @ Solid Nut 
: Workers Continuous Screw 
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OUTLINE OF A GOOD 
SALES PLAN .... 


Tue basis of your selling is the acceptance by in- 
dustry of MORGAN VISES. Fine construction, ex- 
cellent performance, and the ability to hold down 
costs while keeping production flowing smoothly are 
some of the reasons why industry has given its 
approval to MORGAN VISES. Extra heavy weight, 
evenly distributed, makes MORGAN VISES practi- 
cally unbreakable even under most severe service 
conditions—they retain their original precision and 
accuracy after years of constant hard usage. The 
complete MORGAN story will get you started on a 
well-paying, constantly-growing business that pays 
good dividends—get details today . . . immediate 
delivery—no waiting. 


@ We urge users to buy through 
their local distributor 


MORGAN VISECO, 12» 280». CHICAGO 6, U.S.A. 


MILL SUPPLIES © NOVEMBER, 1947 





217 





YOU'VE GOT a solid selling 
advantage when you stock 
Desmond dressers and cutters: 
Desmond makes the only com- 
plete line of grinding wheel 
dressing and truing tools. That 
means ‘selling the right tool for 
the job—for every job. This fact 
—plus Desmond’s long-standing 
jobber distribution policy—is 


your best assurance of profitable 
repeat business, year after year. 


Desmond unvarying standards 
of quality have made another 
name famous: Simplex steel slide 
vises, furnished for a wide range 
of requirements. 


Sell Desmond — and sell the 
right tool for the job. 


THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO 








a 


; 
Desmond 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 





y, 





BALL BEARING REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
DRESSERS CUTTER TYPE DRESSERS NIBS DRESSERS § STEEL-SLIDE VISES 
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Z. G. Taylor 


G. E. Lamp Advances 
Taylor And DeLong 


Z. G. Taylor has been promoted to 
the position of assistant manager of 
the Lamp Mfg. division of General 
Electric Company’s Lamp department, 
Nela Park, and H. F. DeLong has been 
elevated to the position of manager of 
the department’s East Cleveland Lamp 
Works. Mr. Taylor, who has been man- 
ager of the East Cleveland Lamp Works 
for the past four years, succeeds G. E. 
Burens, who recently joined Telechron, 
Inc., to serve as vice-president in charge 


of manufacturing. 





H. F. DeLong 





Federal Pipe & Supply 
Acquires More Space 


Federal Pipe & Supply Co., Fresno, 
Calif., has acquired another new build- 
ing, a crane-served, steel warehouse, 75 
by 150 ft. More land has been bought 
adjacent to the property to use as a 
pipe yard, which will be enclosed with 
a steel mesh wire fence. 
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F. Ken Snyder takes a breathing 
spell from sales work at the Buffalo, 
N. Y. branch of the Gierston Tool 
Co. 





Three Branch Offices 
For Gardner-Denver 


The increasing demand for Gardner- 
Denver products has necessitated the | 
opening of three new branch offices to 
be located in New Orleans, Cleveland 
and Kansas City, bringing the total of | 
domestic branches of the company to 


asians mi mae OM A lasting market! 


of the new office at New Orleans, lo- 
cated at 1034 Camp St; R. A. Williams 


manages the Cleveland office at 8015 Only Desmond Simplex vises and milling machine, utility or 


| 

; er 
Carnegie Ave; and the Kansas City | have the solid steel slide that garage, and woodworkers’ vises. 
office at 2805 Main St. is managed by | makes them far stronger and _There’s profit, too, in Desmond 
E. C. Wallace. The new branch offices | more serviceable than ordinary grinding wheel dressers and cut- 


will sell and service the company line | 
of rock drills, pumps, compressors, | 
mine car loaders, hoists and drilling | 
engines. | 

A. C. Beeson, formerly manager of | 


iron slide vises. That’s just ters—the only complete line of 
one of many good reasons for such tools available. And don’t 
pushing the Desmond Simplex forget Desmond’s long-standing 
line consistently. Besides, from dealer protection policy. Write 


: ‘ this line you can fill prac- for complete catalog today, 
the branch in Detroit, has been re- | las lta ' t 
placed by G. A. Murphy. Mr. Beeson | ues y 9 — eee 5 ‘ : ’ 
Mes hoon called to the mein effec: in | machinists’, combination pipe, The Desmond-Stephan Mfg. Co. 
Quincy, Ill. welders’, filers’, drill press Urbana, Ohio 








~ 


| Desmond 
SIMPLEX sree’ VISES 
4 , 














A large variety of supplies and 


equipment characterizes the display 
of a logging supply distributor. & 
Here is just one corner in the roe . 


Pittenger Equipment Co. of Port- BALL BEARING REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
land, Ore. DRESSERS CUTTER TYPE DRESSERS AND NI8S DRESSERS  STEEL-SLIDE VISES 
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*Here are 7 more good reasons why 
Dumore is a major profit line for you 


@ The Dumore line is broad, versatile, and 
expanding — and every Dumore tool is de- 
signed to cut costs and save time. 


@ The Dumore name is the hallmark of 
quality—accepted by shopmen for decades 
as a guarantee of precision and dependability. 

@ The Dumore margin of profit is generous 
— one Dumore sale is worth more to you 
than several sales of less profitable items. 


@ The Dumore sale is the key to extra sup- 
ply business — once a customer buys a 


Dumore, he keeps on buying Dumore tools 
and accessories, * ; 

© The Dumore sales policy protects you — 
the only place your customer can buy Dumore 
is from you, the authorized distributor. 

® Dumore sales engineers are always at 
your service — ready to train your person- 
nel, eager to help crack those tough sales. 

®@ Dumore advertising gives you constant, 
powerful support — playing up your serv- 
ices, opening the prospect’s door to you. 
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It’s easy to build a profitable volume of 


Dumore’ sales in this receptive market 


Yes—it’s easy to sell Dumore. Every factory in your 
town, whether it makes boring mills or bassinets, 
needs one or more Dumore grinders — if only for 
toolroom and maintenance work. Many can use whole 
batteries in production-line operations. 


Talk Dumore everywhere: big plants, little plants 
... metal working, wood working, and plastics plants 
..« bus lines, laundries, newspapers, and every other 
business with equipment which must be serviced. Pros- 
pects listen to you because Dumore is an old, estab- 


lished line — advertised, recognized, and accepted. 

Let everyone in your area know that you are the 
Dumore distributor. Identify yourself as the Dumore 
distributor on your buildings, on your trucks, in your 
local advertising and direct mail. Display Dumore in 
your windows and on your floor. And above all — 
blanket your area with Dumore calls. See that ever) 
possible prospect bears about Dumore. 

That’s the way to build up a big and profitable 
volume of sales on Dumore — a major-profit line! 


The new Dumore Sales Guide charts the way 
to profitable prospects in your territory 


Talk about a spark plug for in- 
creased sales! The new Dumore 
Sales Guide is the most powerful 
selling tool you've had ina long, 
long time. It gives you an en- 
tirely new slant on your own 
territory. It introduces mew profit possibilities in a 
town you “know as well as the palm of your hand.” 





How does it work? It lists nearly 150 different types 
of Dumore prospects, telling whether they can use 
Dumore grinders for production, tool room, or main- 
tenance. Just reading the guide 
will reveal good prospects you 
never thought of calling on — 
though you may pass their doors 
every day. And behind those 
doors is the business that can 
build a real volume for you now, 
on the profitable Dumore line. 





Check this Sales Guide against the classified telephone 
directory of your local territory for a real surprise. 
That will show you just what your market for Dumore 
really is. That will chart your 
selling job — and your profit op- 
portunity. Make up this list from 
your difectory as your Dumore 
sales plan. Call on every prospect 
— and see what a tremendous 
boost it gives your salesand profits. 





Get your Sales Guide today—and put it to work for you! 


= : — 


DISTRIBUTORS: A few Dumore Industrial Franchises 


are available. If you are interested in handling Du- 





more Industrial Tools in your area, please write us for 


information, The Dumore Co., Dept, L-31, Racine, Wis. 























Because Naylor is the one light-weight pipe built to 


handle jobs normally requiring heavier wall-pipe, it 
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assures plus performance and savings for your customers 


and profitable business for you. Sizes from 4 to 30 


inches in diameter with all types 


of fittings and connections. 


NAYLOR PIPE COMPANY 


1253 East 92nd Street © Chicago 19, Illinois 


New York Office: 350 Medison Avenve « New York 17, N. Y. 
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Carl A. 
Channon 


(Continued from page 98) 








Mr. Channon was a familiar 
figure at Triple Mill Supply con- 
ventions. He was leaving for a 
boardwalk stroll when this pic- 
ture was snapped several years 
ago. 


It was this constant practicing of 
fairness, giving the other fellow an op- 
portunity to have his say. that won a 
host of friends for Mr. Channon. “Even 
when you differ with him,” a friend 
once remarked of Mr. Channon, “you 
have to like him and respect his view- 
point.” 

Mr. Channon’s views on problems of 
the industry were not born of theory; 
he was well grounded in the industry. 
He was active in the industry for more 
than half a century. It was in July 1946 
that Mr. Channon celebrated his 50th 
anniversary in the business. In report- 
ing on this event, MILI. SUPPLIES 
sought to have Mr. Channon express 
himself on the “good old days”. Mr. 
Channon’s reply was very brief. He 
used only seven words: “You can have 
the good old days.” Behind that short 
sentence, though, there was a wealth of 
meaning. Mr. Channon was never one to 
dote on the past; he always thought in 
terms of the future and how that future 
could be made better. “Above all,” he 
said, “one lesson to be learned from 
50 years of experience is that to stay 
out in front requires an alertness to the 
constantly changing economic picture. 
With this alertness to change must be 
tied a flexibility which will permit shifts 
to match the changing picture. The 
man who puts his company to the fore 
and then thinks he can take it easy 
inevitably is heading for trouble.” 

When Mr. Channon first went to 
work for the Great Lakes Supply Corp. 
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DUFF-NORTON 
JACKS 
om youn Sal ul 





—and you'll want to keep Duff- 
Norton Jacks on your “sell list” 
when you see those fast sales and 
steady repeat orders rolling in. 
Your salesmen will find that every 
customer is a prospect for jacks 
and Duff-Norton jacks meet cus- 
tomer requirements for every 
lifting, lowering, pushing or 
pulling job. 





















The “Jack Ups’ shown in the 
column at left are but a few of the 
many leads constantly furnished 
by Duff-Norton. Your salesman 
can pick up a lot of this business by 
checking these leads and every 
customer jack requirement on 
every call. Duff-Norton hard hit- 
ting sales promotion and advertis- 
ing material lays the groundwork 
for quick and easy jack sales. 


Write today for latest sales 
promotion material, catalogs 
and literature. It’s yours for 
the asking, and you'll find it 
helpful in boosting jack sales 
and profits. 





DUFF NORTON 
JACKS 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH 30, PENNA. 
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in 1896, he worked a 72-hour week and 
received $3 weekly. He was only six. 
teen then. Five years later he became 
secretary of the company. When he was 
twenty-two years old he was married, 
and this year he and Mrs. Channon 
celebrated their 45th wedding anniver. 
sary. 

In addition to his widow, Mr. Chap. 
non is survived by a son, Lt. Col. James 
A. Channon who formerly was editor 
and assistant publisher of Mitt Sup. 
PLIES; two grandchildren, James B. and 
Elizabeth D., and two sisters, Miss 
Maude Channon and Mrs. C. A. Bacon. 

Funeral services were held Oct. 1] 
under the auspiecs of Harbor Lodge, 
No. 731, A. F. & A. M. Interment was 


in Rosehill Cemetery. 


























CURTIS air comPRESsOR | — 


s of Service—Replaced 


After 27 Year ing Compressor 


| by Curtis Timken Bear 














HE record of 27 years of dependable service operating tools and 
keg testers for a nationally known cooperage company is a real 
tribute to the long, trouble-free life of Curtis Air Compressors. During 
these years, clean, oil-free air was essential and the company enjoyed 
completely satisfactory service from their Curtis unit. 
For the most dependable, efficient and economical supply of air, you 
can depend on Curtis Air Compressors year after year. Engineering 
advantages include: 


@ Timken Bearings 

Carbon-free disc valves 

Positive pressure lubrication—self-oiling 
Automatic pressure unloader 

Fully enclosed 

@ Precision built 


Write for full information on Curtis Air Compressors, Air Hoists and 
Air Cylinders. : At 5 


CURTIS PNEUMATIC MACHINERY DIV. of Curtis Manufacturing Company 
Kienlen Avenue, St. Louis 20, Missouri 





om 

' CURTIS PNEUMATIC MACHINERY DIVISION F567 

t of Curtis Manufacturing Company 

| 1911 Kienlen Avenue, St. Louis 20, Missouri 4 
} Please send me Form C-7 on Curtis Air Hoists, Air Cylinders and Curtis Air Compressors. | 
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Peerless Mill Machines 
Honored At St. Louis 


“Peerless” mill machinery, manufac- 
tured by The Essmueller Co. of St. 
Louis since 1897, was among the 60 
brand names which received a Certifi- 
cate of Public Service from the Brand 
Names Foundation for 50 or more con- 
secutive years of service to the Ameri 
can consumer. The Award was made 
recently in St. Louis, to W. C. Essmul- 
ler, president of the company. by 
Robert L. Lund, chairman of*a commit- 
tee of St. Louis business men who acted 
as sponsors for the dinner, before a 
gathering of more than 400 business 
and industrial executives of the St 
Louis and mid-western areas. 








Bob Beal left the Army a year and 
a half ago to rejoin Mau-Sherwood 
Supply Co., Cleveland, as outside 
salesman. 
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“sizes of industrial fasteners you 
~ ordinarily need from one source 
'- —OLIVER. Anticipate your re- 

ae quirements as far in advance as 
"possible, place your orders early, 
“and specify ample quantities 
and varieties of Oliver fasteners. 
“Then you will be in position to 
_ cash’in on the demand for high 
quality, dependable bolts, nuts 
-.and rivets with products you 
know your customers will find 
completely satisfactory. 


SOUTH TENTH AND MURIEL STREETS @ PITTSBURGH § PA 
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I call Dixon’s the SPEED 
dressing... it takes only 
seconds to get thorough, 
even coverage. Try Dixon’s 
and you’ll never use 
another dressing! 


SOLD BY SUPPLY HOUSES EVERYWHERE 
This is a typical advertisement appearing in 


the industrial consumer press to help you sell 
more Dixon’s Belt Dressing. 


Joseph DEXOWN Crucible Company 
Jersey City 3, N. J. 0 a Div. 71-0-11 


































Safety 
BELT 
HOOKS 


Safest because: 


Hooks are rigidly 
held in accurate align- 
ment by patented steel 
binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
maximum traction and minimum 
wear. Patented binder bars lap 
over belt end, prevent fraying. 
Sizes for all belts. Cost no more 
than ordinary belt hooks. Write 
for circular. 





Safety Lacing Machines Apply All Makes 


“SAFETY BELT-LACER CO. 


$388 N. MENARD AVE. CHICAGO 30, U. S A. 
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For Faster 
"Assemblies 





The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring ) 
Nos. 30A, 31A, 35. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 


Write today for a copy of the 
“Yankee” Tool Book 


YANKEE TOOLS NOW A PART OF 


{STANLEY} 


THE TOOL BOX OF THE WORLD 





NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 
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Composite opinion of purchasing agents 
who comprise the N. A. P. A. Busi- 
ness Survey Committee. 

The late Summer industrial pickup 
in business, shown in our August report, 
is now in full swing at an accelerated 
pace, with a larger number reporting 
better business than in any previous 
month this year. The increases over- 
balance those reporting declines by 3% 
to 1. With sales and shipments con- 
tinuing at high levels, backlogs of or- 
ders are building up in some directions. 
More confidence is expressed in do- 
mestic business for the balance of this 
year. 

The two most disturbing elements 
commented on are the current drab 
prospects of exports to Europe, and 
speculation as to the effect on domestic 
markets of the Marshall Plan—if, when 
and how much. 

Some tightening of credit is noted. 
Cautious buying for need and not for 
inventory is the prevailing tone of the 
reports. 


Commodity Prices 


The drift of prices continues upward, 
but at a slower rate than last month. 
Most advances are believed to be be- 
lated adjustments due to higher cost of 
steel, coal, and the last wave of wage 
increases. Countering these is the con- 
tinued growth of competition, notice- 
able particularly in fabricated items; 
firm pricing for longer-term commit- 
ments, and more dependable delivery 
schedules. Buying is becoming more 
selective, and Purchasing Agents are 
demanding and getting better quality. 
Even the gray market steel prices are 
reported down. Much concern is ex- 
pressed regarding proposed freight rate 
increases. 


Inventories 


The practical limit of inventory re- 
duction, apparently, was reached in 








LOOK FOR No. 6 
in this series. We will gladly send 





you reprints of any you may miss. 








of a series of questions and answers 
designed to highlight the extensive and 
amazing uses of graphite—from pencils 
to atomic bombs. 


GRAPHITE IN THE METAL- 
WORKING PLANT 


QUES. Why is one form of graphite lubrica- 
tion often referred to as dry film lubrication? 


ANS. Graphite is the only entirely effective 
lubricant that can be used in dry form, in con- 
trast to fluid oils and non-fluid greases. Graph- 
ite can be applied as a microscopic powder or 
as a coating, when combined with air or oven 
drying vehicles, which render a dry but ex- 
tremely lubricous surface or film. 


QUES. Do graphites and graphited lubricants 
cost more than non-graphited lubricants? 


ANS. They cost somewhat more by the pound 
or gallon but are definitely cheaper in the long 
run, when measured in terms of ultimate sav- 
ings in reducing wear on bearings, gears, chains, 
etc., and time and expense of making more 
frequent lubricant replacements. 


QUES. How does one determine where to 
start, in his own plant, to apply graphite or 
graphited lubricants effectively ? 

ANS. First single out the “trouble” spots where 
other lubricants have proven completely or par- 
tially inadequate. It is often smarter, however, 
to use graphite as a preventive, rather than a 
corrective in suspected faulty lubrication. 


QUES. Why does graphite, when combined 
with other non-graphited lubricants, give 
longer lasting, greatly improved lubrication? 
ANS. Because graphite in itself is an incom- 
parable lubricant of remarkable stability. Be- 
sides, a surface which has contacted graphite 
becomes more readily “wetted” by an oil or 
grease film. Adding graphite to a lubricant, 
therefore, reduces the need of depending en- 
tirely upon power-absorbing viscosity or body to 
prevent film fracture or failure. 


TO MILL SUPPLY SALESMEN—The more you know 
about graphite the more you'll sell. These 
educational ads, now appearing in leading in- 
dustrial consumer publications, will also run 
in “Mill Supplies" for your benefit. 


Y 


ete 


A few of thousands of widely 
used products containing 
Dixon's Graphites. Those 
starred are Dixon's products, 
many of them sold by supply 
houses everywhere. 





* Lubricating and 
Penetrating Oil 





* Graphite (pipe joint) 
Seal 


Now may we receive 
your questions on how 





graphite can help you? 


'S GRAPHITES 


JOSEPH DIXON CRUCIBLE COMPANY 
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Jersey City 3, M. 5. 


OW. 71-9-11 
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Because Naylor is the one light-weight pipe built to 
handle jobs normally requiring heavier wall-pipe, it 


+ . 
assures plus performance and savings for your customers 









and profitable business for you. Sizes from 4 to 30 
inches in diameter with all types 


of fittings and connections. 


NAYLOR PIPE COMPANY 
1253 East 92nd Street © Chicage 19, lineis 
New York Office: 350 Medison Avenve e« New York 17, N. Y. 
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Carl A. 
Channon 


(Continued from page 98) 








Mr. Channon was a familiar 
figure at Triple Mill Supply con- 
ventions. He was leaving for a 
boardwalk stroll when this pic- 
ture was snapped several years 
ago. 


It was this constant practicing of 
fairness, giving the other fellow an op- 
portunity to have his say. that won a 
host of friends for Mr. Channon. “Even 
when you differ with him,” a friend 
once remarked of Mr. Channon, “you 
have to like him and respect his view- 
point.” 

Mr. Channon’s views on problems of 
the industry were not born of theory; 
he waswywell grounded in the industry. 
He was active in the industry for more 
than half a century. It was in July 1946 
that Mr. Channon celebrated his 50th 
anniversary in the business. In report- 
ing on this event, MILL SUPPLIES 
sought to have Mr. Channon express 
himself on the “good old days”. Mr. 
Channon’s reply was very brief. He 
used only seven words: “You can have 
the good old days.” Behind that short 
sentence, though, there was a wealth of 
meaning. Mr. Channon was never one to 
dote on the past; he always thought in 
terms of the future and how that future 
could be made better. “Above all,” he 
said, “one lesson to be learned from 
50 years of experience is that to stay 
out in front requires an alertness to the 
constantly changing economic picture. 
With this alertness to change must be 
tied a flexibility which will permit shifts 
to match the changing picture. The 
man who puts his company to the fore 
and then thinks he can take it easy 
inevitably is heading for trouble.” 

When Mr. Channon first went to 
work for the Great Lakes Supply Corp. 
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—and you'll want to keep Duff- 
Norton Jacks on your “‘sell list” 
when you see those fast sales and 
steady repeat orders rolling in. 
Your salesmen will find that every 
customer is a prospect for jacks 
and Duff-Norton jacks meet cus- 
tomer requirements for every 
lifting, lowering, pushing or 
pulling job. 


“Jack Ups’ shown in the 
column at left are but a few of the 
many leads constantly furnished 
by Duff-Norton. Your salesman 
can pick up a lot of this business by 
checking these leads and every 
customer jack requirement on 
every call. Duff-Norton hard hit- 
ting sales promotion and advertis- 
ing material lays the groundwork 
for quick and easy jack sales. 


Write today for latest sales 
promotion material, catalogs 
and literature. It’s yours for 
the asking, and you'll find it 
helpful in boosting jack sales 
and profits. 


bl a a a 


DUFF NORTON 
JACKS 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH 30, PENNA. 
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CURTIS ain compressor 


After 27 Years of Service—Replaced 
by Curtis Timken Bearing Compressor 


—— 











HE record of 27 years of dependable service operating tools and 
keg testers for a nationally known cooperage company is a real 
tribute to the long, trouble-free life of Curtis Air Compressors. During 
these years, clean, oil-free air was essential and the company enjoyed 
completely satisfactory service from their Curtis unit. 
For the most dependable, efficient and economical supply of air, you 
can depend on Curtis Air Compressors year after year. Engineering 
advantages include: 


@ Timken Bearings 

Carbon-free disc valves 

Positive pressure lubrication—self-oiling 
Automatic pressure unloader 

Fully enclosed 

Precision built 


Write for full information on Curtis Air Compressors, Air Hoists and 
Air Cylinders. 7 wt 3 


a 


CURTIS PNEUMATIC MACHINERY DIV. of Curtis Manufacturing Company 


Kienlen Avenue, St. Louis 20, Missouri 


SSF ES Re ME NE CN AN A EES RA (GR REY ee HAS a RY, 
CURTIS PNEUMATIC MACHINERY DIVISION F567 ‘ 
of Curtis Manufacturing Company t 
1911 Kienlen Avenue, St. Louis 20, Missouri | 


Please send me Form C-7 on Curtis Air Hoists, Air Cylinders and Curtis Air Compressors. i 


OTE Ee Seip kn smnphisuanwaete oueeeed Se 06855 cou EEE POET TT 
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in 1896, he worked a 72-hour week and 
received $3 weekly. He was only six. 
teen then. Five years later he became 
secretary of the company. When he was 
twenty-two years old he was married, 
and this year he and Mrs. Channop 
celebrated their 45th wedding anniver. 
sary. 

In addition to his widow, Mr. Chap. 
non is survived by a son, Lt. Col. James 
A. Channon who formerly was editor 
and assistant publisher of Mitt Sup. 
PLIES; two grandchildren, James B. and 
Elizabeth D., and two sisters, Miss 
Maude Channon and Mrs. C. A. Bacon, 

Funeral services were held Oct. 1) 
under the auspiecs of Harbor Lodge, 
No. 731, A. F. & A. M. Interment was 


in Rosehill Cemetery. 


Peerless Mill Machines 
Honored At St. Louis 


“Peerless” mill machinery, manufac: 
tured by The Essmueller Co. of St. 
Louis since 1897, was among the 60 
brand names which received a Certif- 
cate of Public Service from the Brand 
Names Foundation for 50 or more con- 
secutive years of service to the Ameri- 
can consumer. The Award was made 
recently in St. Louis, to W. C. Essmul- 
ler, president of the company. by 
Robert L. Lund, chairman, ofa commit: 
tee of St. Louis business men who acted 
as sponsors for the dinner, before a 
gathering of more than 400 business 
and industrial executives of the St: 
Louis and mid-western areas. 














Bob Beal left the Army a year and 
a half ago to rejoin Mau-Sherwood 
Supply Co., Cleveland, as outside 
salesman. 
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quality, dependable bolts, nuts 
- tivets with products you 


SOUTH TENTH AND MURIEL STREETS ¢ PITTSBURGH ¢ PA 
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I call Dixon’s the SPEED 
dressing ... it takes only 
seconds to get thorough, 
even coverage. Try Dixon’s 
and you’ll never use 
another dressing! 


SOLD BY SUPPLY HOUSES EVERYWHERE 
This is a typical advertisement appearing in 


the industrial consumer press to help you sell 
more Dixon’s Belt Dressing. 


Joseph DEXOW Crucible Company 
Jersey City 3, N. J. Vy Div. 71-0-11 




































Safets 
BELT 
HOOKS 


Safest because: 


Hooks are rigidly 
held in accurate align- 
ment by patented steel 
binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
maximum traction and minimum 
wear. Patented binder bars lap 
over belt end, prevent fraying. 
Sizes for all belts. Cost no more 
than ordinary belt hooks. Write 
for circular. 





Safety Lacing Machines Apply All Makes 


SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U. S A. 
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The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring ) 
Nos. 30A, 31A, 35. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 


Write today for a copy of the 
“Yankee” Tool Book 


YANKEE TOOLS NOW A PART OF 


THE TOOL BOX OF THE WORLD 





Pre 
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Philadelphia 33, Pa. 





NORTH BROS. MFG. CO. 
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Composite opinion of purchasing agents 


who comprise the N. A. P. A. Busi- 

ness Survey Committee. 

The late Summer industrial pickup 
in business, shown in our August report, 
is now in full swing at an accelerated 
pace, with a larger number reporting 
better business than in any previous 
month this year. The increases over- 
balance those reporting declines by 314 
to 1. With sales and shipments con- 
tinuing at high levels, backlogs of or- 
ders are building up in some directions. 
More confidence is expressed in do- 
mestic business for the balance of this 
year. 

The two most disturbing elements 
commented on are the current drab 
prospects of exports to Europe, and 
speculation as to the effect on domestic 
markets of the Marshall Plan—if, when 
and how much. 

Some tightening of credit is noted. 
Cautious buying for need and not for 
inventory is the prevailing tone of the 
reports. 


Commodity Prices 


The drift of prices continues upward, 
but at a slower rate than last month. 
Most advances are believed to be be- 
lated adjustments due to higher cost of 
steel, coal, and the last wave of wage 
increases. Countering these is the con- 
tinued growth of competition, notice- 
able particularly in fabricated items; 
firm pricing for longer-term commit- 
ments, and more dependable delivery 
schedules. Buying is becoming more 
selective, and Purchasing Agents are 
demanding and getting better quality. 
Even the gray market steel prices are 
reported down. Much concern is ex- 
pressed regarding proposed freight rate 
increases. 


Inventories 


The practical limit of inventory re- 
duction, apparently, was reached in 











LOOK FOR No. 6 


in this series. We will gladly send 
you reprints of any you may miss. 
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; of a series of questions and answers 
designed to highlight the extensive and 
0 amazing uses of graphite—from pencils 

™ to atomic bombs. 


GRAPHITE IN THE METAL- 
WORKING PLANT 


QUES. Why is one form of graphite lubrica- 
tion often referred to as dry film lubrication? 
ANS. Graphite is the only entirely effective 
lubricant that can be used in dry form, in con- 
trast to fluid oils and non-fluid greases. Graph- 
ite can be applied as a microscopic powder or 
as a coating, when combined with air or oven 
drying vehicles, which render a dry but ex- 
tremely lubricous surface or film. 


QUES. Do graphites and graphited lubricants 
cost more than non-graphited lubricants? 


ANS. They cost somewhat more by the pound 
or gallon but are definitely cheaper in the long 
run, when measured in terms of ultimate sav- 
ings in reducing wear on bearings, gears, chains, 
etc., and time and expense of making more 
frequent lubricant replacements. 


QUES. How does one determine where to 
start, in his own plant, to apply graphite or 
graphited lubricants effectively? 

ANS. First single out the “trouble” spots where 
other lubricants have proven completely or par- 
tially inadequate. It is often smarter, however, 
to use graphite as a preventive, rather than a 
corrective in suspected faulty lubrication. 


QUES. Why does graphite, when combined 
with other non-graphited lubricants, give 
longer lasting, greatly improved lubrication? 


ANS. Because graphite in itself is an incom- 
parable lubricant of remarkable stability. Be- 
sides, a surface which has contacted graphite 
becomes more readily “wetted” by an oil or 
grease film. Adding graphite to a lubricant, 
therefore, reduces the need of depending en- 
tirely upon power-absorbing viscosity or body to 
prevent film fracture or failure. 


TO MILL SUPPLY SALESMEN—The more you know 
about graphite the more you'll sell. These 
educational ads, now appearing in leading in- 
dustrial consumer publications, will also run 
in “Mill Supplies" for your benefit. 





A few of thousands of widely 
used products containing 
Dixon's Graphites. Those 
starred are Dixon's products, 
many of them sold by supply 
houses everywhere. 


* Lubricating and 
Penetrating Oil 


* Graphite (pipe joint) 
Seal 


Now may we receive 
your questions on how 
graphite can help you? 


'S GRAPHITES 


JOSEPH DIXON CRUCIBLE COMPANY 


























Jorsey City 3, NM. J. 







Ow. 71-9-11 
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Buyers everywhere know that the 
Red and Green markers always 
mean top quality Manila rope. 


All sizes 44” and 
larger are identi- 
fied by the Red 
and Green markers, 


‘American ox. 


PURE MANILA 
ope 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
ROPE - TWINE - OAKUM + PACKING 


Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, M9. 


Sales Offices: BOSTON « CHICAGO « HOUSTON « NEW ORLEANS « PHILADELPHIA 











May. While a substantial number 
(35%) show continued tightening of 
inventory position, there has been a 
drop of 10% since May in those report- 
ing further reductions. This has not 
meant an over-all increase in industrial 
stocks but, rather, a leveling off and 
balancing to cover production require- 
ments. The trend for the immediate 
future, in bulk materials, may be up, 
in order to cover increased schedules 
and to protect against the threatened 
transportation difficulties. 


Buying Policy 


The trend of forward commitments 
has reversed and is for longer term at 
firm prices. While 80% are in the 
“hand-to-mouth” to 90-day bracket, the 
increase in business, coupled with the 
lower inventories, is placing more buy- 
ing on the longer side of that bracket. 
There is also some increase in the “over 
3 months to 6 months” category. Com- 
ment is: “No speculation—cover for 
firm schedules—caution advised.” 


Specific Commodity 
Changes 


Steel products have continued to rise 
following the increase in steel. Other 
changes have not been drastic upswings. 
In this class are acetic acid, alkalies, 
bakelite, burnt lime, butane, cement. 
some chemicals, cocoa, cutting tools. 
dyestuffs, food, ferromanganese, fasten- 
ers, hides, lime, linseed oil, soda ash. 
zinc oxide; lumber is mixed. Carbon 
sheet and strip continue tight, as do 
brick, small cans, fuel oil and gas, 
refractories for coke ovens. 

Lower prices noted include adhesives. 
alcohol, some aluminum, brass ingots. 
cordages, leather, manufactured items. 
mercury, quicksilver, rubber, some 
grades of textiles, tobacco. Easier sup- 
ply is reported on copper and _ brass 
items including wire, steel drums. 
Slight improvement in fractional horse- 
power motors, fibre shipping cases. 
glass, sugar, wooden barrels and shooks. 


Employment 


The trend to increase tapered off 
slightly, with the great majority re- 
porting high to maximum employment. 
The turnover rate is lower. Crop areas 
report shortage. Skilled male and fe- 
male help hard to get. Productivity 
increasing. Fewer strikes. Sustained 
high employment for the last quarter 
is indicated by the reports. 
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rs, Richards-Wilcox Conveying 
2s, Equipment lowers production costs by reducing 
* man-hours consumed in handling. Here’s what 
Is. one foundry executive* reported after installing an 
- R-W OveR-Way System: ‘Now one man can 
h easily move a ladle, where formerly it required 
: two men... a total saving of about 54 man-hours 
. per day.” 
do In your plant, too, no matter 
is, what the handling problem or how difficult the 
layout, R-W Conveying Equipment can lower 
*S, costs and speed production. Your nearest R-W 
is. branch will gladly furnish full details and com- 
iS. plete engineering consultation without obligation. 
ne 
p- 
” A RICHARDS-WILCOX CONVEYOR FOR EVERY JOB! 
e- 
S. Tru-Tred Beam Track Lock-Joint Trolley Track and Zig-Zag Continuous Power 
S. OveR-Way Systems Ball-Bearing Hangers Conveyor 
For heavy duty handling and electric hoist Tubular track systems for handling lighter For continuous movement of light loads within 
service—eight different sizes of track. Han- loads with maximum flexibility—capacity confined areas, and for handling of products 
dles heavy loads over long spans without 3,000 pounds. through de-greasers, dip tanks, spray booths, 
ff superstructure—capacity 4 tons. bak.ng and drying ovens, etc. 
ce 
t. ~ + 
; ichards-Wilcox 
C- AHA? os AN Y TH aT 
ry AURORA, ILLINOIS, U.S.A. 
; OVER 67 YEARS 
*Name available on request 
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ded 
CU70O- 
T.M® Reg. U.S. Pat. Off 


worm drive 


OSE CLAMPS 





practical applications 
WHEREVER AIR, FUEL, COOLANT LINES EXIST 


Urge each of your salesmen to carry an “Aero-Seal" hose clamp in his pocket. 
Showing it to plant operating and maintenance men will stimulate business — 
and profits. Because "Aero-Seal” is leak-proof and vibration-proof ... because 
it exerts uniform all-around pressure... because it has extra-long take-up and 
reduces inventory requirements ... because it lowers maintenance costs... be- 
cause it can be re-used many times... it's on the job" in many plants in a wide 


range of fields. You'll find a definite demand for Aero-Seal" right now. 


— — —_— — — —_—sws — — —_ — | 
SEND FREE SAMPLE §J N | 
ame 














| Company | 
| Street Address. | 
| City State l 


BREEZE 
AIRC 





41 
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Canada 


Canadian business is good. Uncer. 
tainties of the effect of recent govern. 
ment decontrols are having a slight, de. 
pressing effect. Expect much higher 
prices on items affected, the same as 
occurred in the United States after 
price controls were removed. 

Inventory position unchanged, with 
efforts being made to reduce. 

Employment remains at high level. 

Purchasing policy predominately 1 to 
3 months. 


NEW LINES 


Taken Ort by 


DISTRIBUTOR 


Samuel Harris & Co., of Chicago, Ill., 
has been appointed distributor of 
Magnus Diamond Finishing Com- 
pounds, a product manufactured by 
the Magnus Chemical Co., Inc. 


Herr & Co., Inc., of Lancaster, Pa., has 
taken on the distribution of steel 
shelving and lockers manufactured by 
the Berger Manufacturing Div., Re- 
public Steel Corp. Other lines re- 
cently acquired by this distributor in- 
clude; elastic stop nuts manufactured 
by the Elastic Stop Nut Corp., of 
America, and a line of buffing and 
polishing machines manufactured by 
The Hammond Machinery Builders 
Inc. 


Reading Foundry & Supply Co., of 
Reading, Pa. are now distributors of a 
line of grinding wheels manufac- 
tured by the Sterling Grinding Wheel 
Div. of the Cleveland Quarries Co.; 
industrial thermometers manufac- 
tured by the Moeller Instrument Co.; 
welding fittings manufactured by 
Mid-West Piping & Supply Co., St. 
Louis, and chain blocks manufac- 
tured by The Harrington Co. 


Hall & Co., Inc., Spartanburg, S. C,, 
has added Westinghouse lamps to its 
lines. 





| Poe Hardware & Supply Co., Green- 
| ville, S. C., has added Jenkins valves 
| and National Tube pipe to its line 
| of stainless steel pipe and fittings. 
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U-W 6%/9 FILLER WIRE CABLE |. 




















SHOVELS BECAUSE /T 1S x 
FLEXIBLE AND RESISTS === DRY); 


FATIGUE AND ABRASION =4 ae 
——* 


B07... 


FOR DRAG CABLES ON DRAG 
LINE EXCAVATORS, U-W 6x/6 
FILLER W/RE /S BETTER BECAUSE 
IT 1S COARSE AND RESISTS ABRASION 
BETTER, YET 1S SUFFICIENTLY FLEXIBLE 






For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 





Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wain Offices and Factorg: Cleveland 15. Okc 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
Chicag or 
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TRADE MARES 81C Sern oes 


-for cutting all wide belts 
(except those containing 
metal) up to 60” wide by 
144” thick. 





IGATOR 











Here is a simple type of belt cutter that makes it an easy job 
to cut wide belts — it’s the new Alligator Wide Belt Cutter. 

It is made up of two elements — the head that carries the 
blade and a T-shaped base or guide rail. To use the cutter 
as shown in the illustration, all that is necessary to do is to 
square the base up with the center line of the belt. The base 
is then nailed or clamped to the belt and the cutter is pushed 
across the belt. Each cut is made about 4” deep and the 
screw is then turned to lower the blade another 4g”. With 
several rapid cuts a belt can be cleanly and squarely cut. 

The blade consists of a long, thin, narrow strip of steel 
sharpened in a V shape. It is held in a slot in a vertical posi- 
tion in the head and vertical adjustment is accomplished by 
means of the screw. The base is made in four lengths for 
24”, 36”, 48” and 60” belts. 

Here is a tool that has a wide field of use for the cutting of 
both conveyor belts and transmission belts and Mill Supply 
Distributors everywhere will build up profitable volume on 
it. Its distribution will be backed by an extensive advertising 
program which will soon get under way in a wide group of 
business papers. 


Bulletin No. BC 350 gives all the details 
on this new cutter. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Ill. 


Also sole manufacturers of Alligator Steel Belt Lacing 
for transmission and conveyor belts. Alligator V-Belt 


Fasteners and Flex V Fasteners for V-Belts. Flexco HD 
Belt Fasteners and Rip Plates and Hinged Flexco for 
fastening and repairing conveyor belts. 
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Bearings Supply Co. of Fresno, Calif. 
recently was made distributor for 
Falk “‘steelflex” couplings. 


Bethlehem Supply Co., Bakersfield, 
Calif. branch, recently added Wau- 
kesha oil field engines and the Hewitt 
complete hose line to its stocks. 








25 Years Ago 


L. H. Swind, Swind Machinery Co., 
Philadelphia, chairman of the Machine 
Tool section of the National Supply & 
Machinery Dealers Association, pre- 
sided at a meeting of his group in Pitts- 
burgh, at which problems of machine 
tool dealers were discussed. E. F. Du- 
Brul, general manager of the Machine 
Tool Builders’ Association, made the 
formal address, analyzing the problems 


| and selling conditions of the industry as 


related to manufacturers and dealers. 
John W. Gamble. Omaha, Neb. 
banker. and T. S. McShane, formerly 


| with the Sunderland Machinery & Sup- 


ply Co., acquired the American Sup- 
ply & Machinery Co.. Omaha, and 
changed the name to the American Ma- 


| chinery & Supply Co. 


The Western Iron Stores Co., Mil- 
waukee, celebrated the opening of its 
remodelled store with a reception to 
purchasing agents. superintendents, 


| production managers and foremen of 
| industrial establishments in the com- 
| pany’s territory. John A. Camm, presi- 


dent, led the officers and employees in 
greeting the guests. 

Finney & Fuller Co.. Inc., Utica, N. 
Y. moved from 202 LaFayette St. to a 
new location at 147 Hotel St., a three- 


| story building providing more com- 





modious quarters. G. W. Finney is 
president and I. C. Fuller is secretary. 


10 Years Ago 


More than 2,000 attended a three- 
day industrial supply show staged by 
R. C. Neal Co., Buffalo, N. Y. Three 
floors contained exhibits of 54 manu- 
facturers. 
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PIPE WRENCH 
ECONOMY 


UNCONDITIONAL GUARA 
this Housing 


PIPE REAMING 
NOW MADE 
























nTEE 
I $ ever 
Breaks or Distorts we 


will replace it Free 
THE RIDGE TOOL CO. 
ELYRIA, O. 








7 Only with 
RIiFE(b 
pipe wrenches 


do you sell these 
5 valuable features 


extra-long-taper 
does the trick—saves 
time, muscle and pipe 


—and sells easily 


7™N 


1) Housing guaranteed against @ Pipe reams fast and easily with 
breakage or distortion — no re- this extra efficient long-taper rimoip 
pair expense, ever; 2) Adjusting reamer. Long-taper prevents thinning, 
nut in open housing spins freely flaring or splitting pipe or conduit. Even 
in all sizes; 3) Handy pipe scale on hurried work you whisk out burr 


ii ny si hs a cleanly with a few light ratchet strokes, 


ful comfort-grip I-beam handle. leaving pipe clean and unmarred. Comes 
All this adds up to fast, easy work complete with ratchet handle—also fits 
and real pipe wrench economy, RimeiD> No. 0OR threader handle. A tool 
something to sell at a profit. RiIEeID that’s growing fast in popularity —a 
Feimnip heavy-duty pipewrenches grap wrench won't ‘Profitable item for you. 

are pre-sold by advertising, are mar polished pspe Reamer unit alone may be sold [EF 
money-makers you shouldn’t miss. or tubing. for RAID No. 00R threader handle. 





ope 


WORK-SAVER PIPE TOOLS 





THE RIDGE TOOL COMPANY + ELYRIA, OHIO 
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At Chicago, 131 representatives of 53 
distributor organizations, and 383 manu- 
facturers and their representatives 
were registered for one of the most 
successful meetings of the young but 
alert Central States Mill Supply Asso- 
ciation. F. W. Copeland, president, and 
Elizabeth Williams, secretary, arranged 
the program. 

The Southern Supply & Machinery 
Distributors’ Association held its annual 
meeting at Memphis, Tenn., and fol- 
lowed this with a group meeting with 
distributors from Little Rock, Ark., 
Jackson, Miss., Memphis and other 
nearby points. Robert S. Page, presi- 
dent, and Alvin Smith, secretary-treas- 
urer, arranged the programs. 

A dinner meeting of distributors from 
Minneapolis, St. Paul, Duluth and Eau 
Claire, Wis., was he]d in Minneapolis. 
A number of manufacturers attended. 
R. C. Duncan of the R. C. Duncan Co., 
Minneapolis, served as chairman with 
H. F. Seymour and H. R. Rinehart as 
speakers. 

The Standard Automotive Supply Co.. 
Washington, D.C., purchased a new 
building at 2121 14th St., N.W., provid- 
ing three times as much floor space as 
the present location. 








_ Lorenz Company 


Advances Personnel 


Among recent promotions and ap- 
pointments at the Lorenz Co. was the 
naming of Dale C. McCormack as pur- 
chasing agent in the company’s Med- 
ford Branch. P. R. (“Rod”) Schuler 
has been taken from the counter, where 


. he had been in charge, and has been 


sent out as salesman in the Medford 
Territory. Kermit Carroll replaces him 
as head counter salesman. 

Keith Bates is manager in the Med- 
ford branch of the Lorenz Co., whose 
home offices are located in Klamath 


Falls, Ore. 


Whiton Machine Company 
Acquires Properties 


The Whiton Machine Co. recently 
acquired the plants and facilities of the 
former D. E. Whiton Co., New London, 
Conn. The company plans to continue 
the production and sale of Whiton prod- 
ucts with the probability that additions 
will be made as circumstances and busi- 
ness conditions dictate. 
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USE THESE ADVANTAGES 
to increase your sales! 













“Selling” Advantages — 
of these EVERLASTING | 
Duplex Blow-off Units 


Sealing valve (left in both units) has: 
UNIMPEDED STRAIGHT-THROUGH BLOW 
SELF-POLISHING, SELF-LAPPING DISC 
CONSTANT DROP-TIGHT SEAL 


NON-WEDGE CONSTRUCTION TO 
PREVENT STICKING OR JAMMING 










Fig. 4001/6061, EVERLASTING Angle- 
way blow-off unit with lever-oper- 
ated sealing valve. 






Blowing valve (right in both units) has: 


TOUGHNESS TO WITHSTAND 
REPEATED BLOW-OFF SHOCKS 


HIGH RESISTANCE TO EROSION 
AND ABRASION 


NO POCKETS TO TRAP AND HOLD 
SOLIDS 


These valves fully meet the require- 
ments of the A.S.M.E. Code. 


Fig. 4001/4061, EVERLASTING Straight- 


way ty blow-off unit with lever- 
operated sealing valve. 








safe and efficient blow-off service. 


Today industry must take advan- 
tage of every aid to more efficient 
operation. When you see the im- 
mediate interest shown in the effi- 
ciency and safety advantages of 
these new EVERLASTING Duplex 
Blow-off Units, you'll quickly see 
why it’s to your advantage to 
stock and sell them! 


In each of these units, two fine 
EVERLASTING Valves known for 
their tight seal and long life are 
combined to assure a remarkably 


Their performance is something to 
be talked about . . . something 
you, the EVERLASTING Distribu- 
tor, can take advantage of in 
your sales story. 


Take advantage, too, of our pol- 
icy of aiding our EVERLASTING 
Distributors by nation-wide adver- 
tising. Every month full-page ads 
in trade papers throughout the 
country show your prospects the 
advantages of EVERLASTING 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, N. J. 


Trade-Mark *‘EVERLASTING''——REG. U S. PAT. OFF 


Valves. Each request to us for fur- 
ther information receives a reply 
which includes the name of the 
nearest EVERLASTING Distributor. 


It will be to your advantage 
to get a supply of our illustrated 
literature covering the complete 
EVERLASTING Line. Send for it 
today! 


NOW ADVERTISED 
NATIONALLY 


with full page ads 





EvV-320 


EVERLASTING VALVES GIVE “EVERLASTING” SERVICE 
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Keep Your Truck Sales 
Swiftly on the Move 


with 


Bond Hand Trucks are the short 
cut to speedy, easy sales. They as- 
sure an unimpeded flow of mate- 
rials to every point in your cus- 
tomer’s plants—keep costs low. 
You can rely on a Bond to deliver 
the goods because Bond products 








4 us. PAT. OFF 


have been noted for sound engi- 
neering for more than half a cen- 
tury. When you recommend ma- 
terials handling equipment, it pays 
to look for the Bond trademark. If 
it’s a Bond, it’s an asset. 


BOND HI-BOY 
UTILITY 
TRUCK 


No. 5005 









You can pile your loads up to the top of the 
Bond Hi-Boy. Sturdy, light, easy to maneuver, it 
is porticulorly suitable for handling cases of 
beverages, cartons, cans and similor articles. 
Picin bearing or roller bearing solid rubber 
cushion tread wheels. Plain bearing wheels have 
self-lubricating bushings. 


BOND KEG & 
CASE TRUCKS 


No. 4691 
No. 4692 





No. 4691 is the truck with ao thousand uses. 
No. 4692 is equipped with specially designed 
wheel guords for handling bags. Both of these 
husky, top notch trucks are made of 1°’ square 
high carbon steel tubing. Both ore available 
with the following type wheels: plain or -oller 
bearing semi-steel; plain or roller bearing 
vuicanized-on rubber. 


au maw aweaeeeweaaseadaaewawaaea ewe aee = = 


BOND UNIVERSAL LIFT JACK 


The Jack that does 
the Job in a Jiffy 








You simplify handling of light and heavy loads 
with the Bond Universal Lift Jack. It is suitable 
for factory, foundry, terminal, loading dock, 
elevator or store. This jack is a cinch to operate. 
It couples and uncouples quickly, turns rapidly. 
Handie adjusts to operator's height. In close 
quarters, the Bond Universal Lift Jack is con- 
veniently operated with handle 
position. You may store it upright in narrow 


in vertical 


creas. Safe—it won't drop and hit floor or lie 
underfoot and cause accidents. 


Send for free folders describing in detail 
Bond Hand Trucks and Lift Jacks 


Bond Foundry & Machine Co., Manheim, Pa. 
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Hall & Co., Inc. 
Plan New Building 


Hall & Co., Inc., Spartanburg, S. C.. 
distributors, plan a new two-story build. 
ing on East Main Street which will pro- 
vide 38,000 sq. ft. of warehouse space 
for the company and 6,000 sq. ft. of office 
space. Advantage will be taken of the 
sloping building site so that the office 
and showroom will be on the street 
level. The warehouse will be on the 
lower level. 

In line with the company’s plans to 
keep their salesmen informed of the 
latest developments on the products 
they sell, for two hours every Wednes- 
day night the company conducts a 
sales school at which salesmen swap 
ideas, after a lecture and demonstra- 
tion by company personnel. Manufac- 
turers’ representatives cooperate and 
both wholesale and retail salesmen at- 
tend. under the direc- 
tion of Frank W. Lee, manager of the 
wholesale hardware and mill supply 


The school is 


departments. 

The company now has seven retail 
and five wholesale inside salesmen with 
three hardware salesmen and three out- 
side salesmen, the latter in the mill sup- 
ply department, another in plumbing. 
and the third for its paint business. 


Goodyear Appoints 
Louis W. Rasor 


Louis W. Rasor has been named dis- 
trict sales manager of Goodyezr Tire & 
Rubber Co.’s Mechanical Goods division 
at Charlotte, N. C. The district em- 
braces North and South Carolina, and 
parts of Virginia and W. Virginia. 

Mr. Rasor succeeds Richard G. Ab- 
bott, who becomes district manager at 





R. G. Abbott 








‘ith 
ut. 
up: 


ng. 




























Put yourself in his shoes— safely 


Five tons of steel overhead . . . a wife and 
three children at home. It’s a familiar scene every 
day in many plants. 


But are you providing as much protection for 
the man below as you would want—in his shoes? 


When sling chains are Cleveland made, you 
know there’s absolute protection against sudden 
breakage. For Cleveland Sterling Grade Sling 
Chains are hand forged by craftsmen from double 
refined, puddled wrought iron. A STYLE FOR ANY 
TYPE OF HEAVY 
DUTY LIFTING 





Every Cleveland chain passes rigid tests before 


shipment. The certificate of test with each chain 
@ Cleveland Sterling 


says dependability. It’s your assurance of proved GradeSling Chains are 
resistance to shock loads. available with single 
.-. double... 3-way or 

Next time you order sling chains, specify 4-way slings. 
Cleveland Sterling Grade. And remember— Fittings include rings 
i en . 7 ? ... Sling or grab hooks 
National Safety authorities give this chain the ‘ _ eeanet links. 
. ° : Cleveland fittings 
highest margin of safety rating. P & P6000 pole ec, 


strength — for greater 
safety... 











(Le VELAND (HAIN 





THE CLEVELAND CHAIN & MFG. CO. Since 


Cleveland 5, Obio 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. ¢ Seattle 
Chain & Mfg. Co., Seattle 8, Washington * Round California Chain 
Corp. Limited, So. San Francisco and Los Angeles 54, California. 
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HOW WOULD YOU DO IT? 


Can one man, with no 


... unload this heavy, 
power equipment ... | bulky cast iron pipe... 


... and place it ina 
deep trench? 





The job’s a cinch....with 


HANDIWINCH 


It’s THE “‘little things’’ that 
bleed the profit out of any job, if 
they aren’t handled efficiently. 
When you're lifting or pulling 
or moving loads up to 10,000 
Ibs., just plain ‘“‘muscle power”’ 
is always slow and costly and 
often inadequate . . . yet heavy 
motorized hoists are far too 


ican Hoist HANDIWINCH is saving 
thousands of dollars for thou- 
sands of users daily. HANDI- 
WINCH is all steel... built with 
many “big hoist’’ features. One 
man carries it, sets it up any- 
where. It weighs 95 Ibs., costs 
$75 f.o.b. your distributor. Write 
for folder HW-15, giving setup 
suggestions and full details on 





Los Angeles. Mr. Abbott has held the 
Charlotte post since the district was es- 
tablished in 1945. 

Mr. Rasor has been with Goodyear 
since 1928, starting in the Cincinnati 
branch office. Later he held sales posts 
in Detroit and Paducah, Ky., and, since 
1941, he has been the company’s me- 
chanical goods representative in Toledo, 
Ohio. 


Stuart Named To 
Sales Promotion 


Robert D. Stuart has been appointed 
sales promotion manager of the Gen- 
eral Products division, United States 
Rubber Co. New York. 

Mr. Stuart became associated with 
the company in January of this year as 
an assistant to the advertising director. 
In his new position he will supervise 
advertising and sales promotion for a 
variety of rubber products, including 
industrial rubber gloves and aprons, and 
industrial sponge rubber. 











—- . 
n such situations, the Amer- 


American Hoist 


and DERRICK COMPANY 


SAINT PAUL 1, MINNESOTA 
Plant No. 2, South Kearny, New Jersey 


CHICAGO « PITTSBURGH « SAN FRANCISCO » NEW ORLEANS « NEW YORK 
LOCOMOTIVE CRANES « HOISTS « DITCHERS « DERRICKS « CANE CRANES + BLOCKS AND SHEAVES 
MARINE DECK MACHINERY + CAR PULLERS « PILE DRIVERS * REVOLVER CRANES + CROSBY CLIPS 


HANDIWINCH uses. 





713 

















“and we don’t make any extrava- 
gant claims for that product at all— 
we just say it will work.” 
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P-K Teamwork Clears the Wa 


f 


y 












PARKER-KALON SOCKET SCREW DISTRIBUTORS 
This Af S7a7" line-up Scores Steady Sales Gains! 


c= /° “lh, 

















\ 
* . . 
oy 
#3 PRODUCT LEADERSHIP! St TOPS IN ADVERTISING! 


Sales features that offer actual, 4 The most powerful campaign 
obvious benefits to users, put of Socket Screw advertising 





*SALES AIDS THAT SELL! 


Everything needed to inform the 
prospect and build — business. 


P-K Socket Screws well out in front... ever placed .. . reaches more than Smart sampling and descriptive folders 
SIZE-MARK and GEAR GRIP in 300,000 readers regularly... brings  ... clear, compact price and data book 
Socket Head Cap Screws ... GROUND © steady flow of inquiries for P-k Dis- — .. . stock list that saves time . . . dimen 
THREADS in Socket Set Screws. tributors to follow up. sion finder chart. 














_—— atta 
PLUS .. . A SOUND, UNCHANGING JOBBER POLICY 
Gives every P-K Distributor full protection right down the line . . . limits 
distribution to the number of jobbers a territory can profitably support. 
@ Is it any wonder P-K Distributors consider the P-K franchise one of their 
soundest sales and profit builders? 
CERTAIN TERRITORIES ARE OPEN 
for appointme nt of new distributors of P-K Socket Screws only. 
p- kK Socket Screws are available for Prompt Delivery. Parker-Kalon Corp., 


200 Varick St.. New York 14, N. Y. 
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Buy 
oO ww rwo Hew" 





es pos” 

yne amazing - Coffing 

pust pict these two NEN © much- 
‘bilities © th of these Mir at 
sibili offe ou. Bo : sell 2 





Nov. 3-7—Section International Light- 
ing Exposition & Conference, Stevens 

| Hotel, Chicago. 

| Nov. 4-5—Seventh Annual Manufactur- 

ers’ Products Exhibit. sponsored by 

Purchasing Agents’ Assn. of Balti- 

more, at The Lord Baltimore Hotel, 


Md. Pi 


| Nov. 17—Central States Mill Supply 








| Association annual meeting. Palmer EN 
| House, Chicago. Tr 
| Nov. 19—Mill Supply Joint Regional 
Meeting (American Supply & Ma- Pr 
chinery Manufacturer’s Assn., Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., and Southern Supply & Sa 
Machinery Distributors’ Assn., at se 
Robert Treat Hotel, Newark, N. J. he 
Nov. 29-Dec. 7—National Farm Show, = 
| Coliseum, Chicago. of 
Dec. 1-6—Chemical Industries Exposi- ot 
tion. Grand Central Palace. New re 
ae e& Euna | York. 
Extra Marke Promote | fe 
: _ promotion | Jan. 8—Mill Supply Joint Regional 
2) ur regular custornt we eee C ing Hie ew Meeting (American Supply & Ma- a 
All bps diate prostecs of P under way ROM ty! Ads in chinery Manufacturers’ Assn.. Na- 
“a ore make hundree ets po in— 2d ns feature | tional Supply & Machinery Distribu- 
prod sales in "Coffing work leading pub pist-Jeck von! | tors’ Assn., Southern Supply & Ma- 
too! With these set for al oe ty-Mid et’’ Puller sate | chinery Distributors’ Assn.) at Edge- 
savers ie . tee boost to the coals water Gulf Hotel, Biloxi, Miss. 
mec mies UTILITIES Coffins line 45 helps Bul- | Jan. 14—Mill Supply Joint Regional 
sHoPs AND FACTO™ MOTIVE practical 08 S wrITe | Meeting (American Supply & Ma- 
MINING - N « RAILROADS letins ot full information. | chinery Manufacturers’ Assn.. Na- 
TRANSPORT s : Too | tional Supply & Machinery Distribu- S| 
encase ELECTRICA | tors’ Assn.. Southern Supply & Ma- F 
CONSTRU chinery Distributors’ Assn.) at Cop- Cc 
ley-Plaza Hotel, Boston. Mass. 
7 ‘the COFFING! Mar. 15—American Society of Tool , 
mM Hoists _* Electric tom od Engineers annual meeting. Public f 
# Ratchet Lever tial Chain Hoists Hall, Cleveland, Ohio. 
uSatety-Pull Hoists * Ditteren March 23—Mill Supply Joint Regional c 
eS Trolleys Meeting (American Supply & Ma- 


chinery Manufacturers’ Assn.. Na- 


COFFING HOIST COMPANY tv: csn. Scuthom Supply & Ma 


chinery Distributors’ Assn.) at the 
DANVILLE, ILLINOIS | Palmer House, Chicago. 
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PAASCHE WATER WASH BOOTHS (Ag 


ENDORSED AND RECOMMENDED BY 
THE THOUSANDS NOW USED IN 
INDUSTRIAL PLANTS 


Provides Maximum Fire Protection — Modern 
Healthful Working Conditions. 


Save time and cleaning costs with this modern 
self-cleaning water wash booth. When air is ex- 
hausted to the outside, it is clean and free of all 
solids or paint particles. Meets all requirements 
of the National Board of Fire Underwriters and 
other regulatory bodies. Made in sizes to fit your 
requirements. Prices quoted on request. 


F968 SYPHON CUP 
AIRPAINTING UNIT 


FOR MEDIUM 
PRODUCTION WORK 


A general utility unit 
that has numerous 
practical uses in the 
finishing field. Ideally 
suited for factories and plant maintenance or 
product finishing where a frequent change of 
color is desired. Unit is also frequently used in 
garages, service stations and repair shops. The 
BUF Airbrush contains many exclusive features 
found only in high production airbrushes and 
can be used with either a syphon or gravity feed 
cup or a pressure feed tank. 












CU HIGH PRODUCTION 
AIRBRUSH 


THOUSANDS IN DAILY USE— 
AMERICA’S TRAIL BLAZER 


The Paasche CU High Production Airbrush as- 
sures maximum production in your coating and 
finishing departments. Perfect atomization, 
greater coverage, and complete control over 
width of spray pattern guarantees a flawless high 
quality finish. A sturdily constructed versatile 
finishing tool now used in thousands of indus- 
trial plants all over the world. 


#1037 
PRESSURE TANK 
AIRPAINTING 
UNIT 


FOR HIGH 
PRODUCTION WORK 
For painting build- 
ings, bridges, water 
tanks, storage tanks, 
ships, fencing, trucks, 
etc., or where large quantities of material are 
applied at highest speed and where color changes 
are infrequent. This compact unit is used exten- 
sively for airpainting the interior and exterior 
of factories, office buildings, hospitals and gen- 
eral plant maintenance work. 





DISTRIBUTORS WHO SELL PAASCHE PRODUCTS SELL SATISFACTION 


1915 DIVERSEY PARKWAY 


feaschs Mibuush Eo 


CHICAGO 14, ILLINOIS 


PAASCHE AIRBRUSH (CANADA) LIMITED, 864 PAPE AVENUE, TORONTO 6, CANADA 
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MODEL NO. 22 
10-TON CAPACITY 


Simplex Ratchet Lowering Jacks are ruggedly built for 
all-purpose use in construction, road building, trucking 
and by operators of heavy machinery. Like every Jack in 
the Simplex line, they are designed for maximum power, 
versatility and safety. Available in nine models with capac- 
ities ranging from 5 to 35 tons. 


An EXCLUSIVE Simplex feature on every model is the 
ability to lift full capacity on the toe or on the cap. Double 





SIMPLEX HYDRAULIC 
JACKS and JENNYS 
Simplex 


Hydraulic 
Jack 





Simplex-Jenny 
Center Hole 
Puller 


Here's a ‘wonderful pair” to gain hydraulic 
ease of operation, versatility and safety on 
all types of lifting and pulling jobs. Hy- 
draulic Jacks are available in eight models 
to handle from 3 to 100 tons. 

The Simplex Jenny Center Hole Puller is 
available in 5 models with capacities rang- 
ing from 30 to 100 tons. 











lever sockets speed work in 
cramped quarters and in 
angular lifting. 


SELLING SIMPLEX means 
selling your customers the best 
—not something “just as good:’ 
And you get the benefit of hand- 
ling a line that’s nationally 
known and advertised. Simplex 
ads are putting sales-punch 
messages across in all major 
markets. Simplex sales aids 
are helping distributors sell in 
many new fields. 


TEMPLETON, KENLY & CO. 


1036 Central Avenue 
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Joe Patton and Bill Freeman, of 
Textile Mill Supply Co., Charlotte, 
N. C., brush up on the selling points 
of new industrial shears. 





S. Merritt Resigns 
Yale & Towne Post 


Schuyler Merritt, 93, resigned as a 
director of the Yale & Towne Mfg. Co. 
after serving with them for 70 years. 
Mr. Merritt attended meetings of the 
board regularly until last April. The 
company’s board passed a special reso- 
lution expressing appreciation for Mr. 
Merritt’s long service. 

Mr. Merritt was born in New York, 
the son of Matthew F. Merritt, who was 
in the iron and steel business, and 
joined Yale & Towne in 1877, after he 
had been graduated from Yale Uni- 
versity and had studied law at Colum- 
bia University Law School. At that 
time Yale & Towne had a small plant 
in Stamford, employing 200 persons. It 
now has eight plants, employing 10,000. 








The last word in modern Industrial 
display has been incorporated into 
the new show-rooms at General 
Tool Co. of Portland, Ore., looking 
toward the company’s bearings 
division. 











UMI 


Your (Customers Will cAppreciate. .. 
2 


RESILIENT RUBBER, 
in Brightboy’s combina- 
tion with abrasive, gives 















A WIDE VARIETY OF SURFACE EFFECTS 
ON METALS e PLASTICS ¢ WOOD 






The SOF? AUBGEER bi 
CUSHIONS the abras 


Weidon Robert 
Rubber Co. 


NEWARK USA ~ 


Simultaneously 


BURRS @ FINISHES © SMOOTHS @ POLISHES 

















Bridges the gap between 
the grind and buff 
IN ONE OPERATION 


Tell and sell your customers on what Bright- 
boy will do in their conventional and special 
finishing! 
@e ASK US NOW FOR INTERESTING 
DETAILS OF THE BRIGHTBOY DIS- 
TRIBUTOR FRANCHISE—a modern, prof- 
itable, selective - distributor proposition, 
based on your customers’ requirements in 
modern finishing... Versatile Brightboy 
enables you to round out a complete 
abrasive service! 


WHEELS 
BLOCKS 
RODS 
TABLETS 






BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
Newark 7, N. J. 







Jor One-Operation, (lose-Tolerance Finishing 


THE SOFT RUBBER BINDER CUSHIONS THE ABRASIVE 
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2 BRONZE 
SEATS 


Precision Ground 
Non-Corroding 








TRUE 
BALL JOINT 


Drop-Tight 
Leak-Proof 








EXTRA-HEAVY 
SHOULDERS 


Withstand strains 


These Quick Facts nn 











Show MALLEABLE 








IRON BODY 
Practically 
indestructible 








SUPERIORITY 


Dart Unions maintain an absolutely tight seat seal. 
This tightness of seal is based on the two precision- 
ground bronze seats which form a true ball joint. 
Since the seats are bronze, they're non-corroding; 





and since they form true bearing surfaces, they're 
leak-proof. Darts require no packing and can be 
easily uncoupled for use in other locations. 
Body and nut are practically indestructible 






because they're made of high-test, air-refined ess —_ 
® pS = 
malleable iron. S 2 


It pays to demonstrate Darts. 


E. M. DART MFG. CO. 


PROVIDENCE 5, RHODE ISLAND UnNRETON S&S 
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Most Shops 


NEED 
BOTH 


The 
Milwaukee 
DIE FILER 

. for sawing, filing and lapping 
of straight lines, sharp corners and 


flat surfaces in the softer metals 
preparatory to hardening, 


The 
Milwaukee | ~: 
PROFILE r 


GRINDER 


for high- 
speed, preci- 
sion grinding of 
curved and irregular contours. 






@ As a team they offer you Dual Sales Op. 
portunities. Sold exclusively through Industri- 
al Distributors, For further particulars write 


CHAPLET & MANUFACTURING CO. 
1031 $. 40th ST.._ MILWAUKEE 4, WIS. 




















ECONOMY 


% Smooth running assembly is very 

important to plant managers. They 
want to get the most efficient methods 
for greater production and ECONOMY 
Screw Machine Products will help them 
to accomplish this. Stock them for 
good business—-be ready to supply 
Hollow Set Screws—Socket Head Cap 
Screws-—-Headless Set Screws to your 
customers. 








ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE., CHICAGO 30 














Ber 
For 


a 











UMI 


$ 
$ 9 
ta 3 There’s Money 
tnd attra $ To Be Made! 


Selling Low Cost 


TOOLS 


The Atlas line — with its low cost to consumer, fast turn- 










. 






over and large margin — is an important profit department 


HAPER ; ' ; ; , 
' . in many a mill supply house. And — with every industrial 
Fast work on all shaping 
within a 7” stroke. 





plant and commercial shop looking for ways to cut costs 
— it is more so today than ever before. Atlas tools give you 
one sure way to help your customers save hundreds of 


dollars annually. 


tH tt t# tA tA tH tA tA tA tA A 


Compact, efficient Atlas tools save set-up time, operating 
time, cut power costs . . . they’re fast, rugged, dependably 
accurate. And by adopting the Atlas idea of ‘‘match the 
machine to the job” they offer another important saving 
— they end wasting the capacities of large, costly machines 
on small parts operations. That’s the Atlas story. It’s easy 
to prove convincingly — good, always. 

A limited number of franchises are open. Investigate by 


writing today. It always pays to concentrate on Atlas. 


ATLAS PRESS CO. 


1110 N. PITCHER ST., KALAMAZOO, MICH. 





DRILL 
PRESSES 


Bench and floor models 
For drills up to '2”. 


tt th tA tA tA tA tA 


LATHES 
Engineered for speed 


and precision on work 
up to 10” swing. 


MILL SUPPLIES © NOVEMBER, 1947 245 








246 





pos’ 9 


i 


ART lowes mr | 


iii Gardens Bae 1 


che | 


AMERICAN 
e, BUILDER 


9U/ J, Y, W, oa 4 


as 


N INDUSTRY POWER 
NEB 


Os 
Saver? 


A : 
oe 


MILL FACTORY 


Building Profitable Business 
for YOU 


The extra values and the extra sales appeal of 
Sonneborn “Building Savers” are featured in advertising 
that blankets the building and maintenance markets — 
homes, business, architectural, contractors, engineers, 
industrial, institutional, and others. 

Each Sonneborn “Building Saver” is a needed spe- 
cialty, each one a door opener, each one a profitable item. 
Stock the complete line of Sonneborn “Building Savers” 
and use Sonneborn sales promotion material to get the 
fastest turnover. 

Are you using all the promotional material listed 
below? If not, write Dept. M-11 right away. 





Window displays Mat service 


Counter displays Shelf cards 

Product literature Wall cards 

Blotters Samples 
Estimating guides 


NEW DISTRIBUTORS! Ask to see the SONNEBORN 
‘*BUILDING SAVERS’’ DISTRIBUTOR PLAN 


~ 


7, 
™ 


SONNEBORN __ 


‘*BUILDING SAVERS’’ 


IF IT'S 


Floor Treatments * Woxes * Paints and IT’S 


Protective Coatings * Concrete and Mor- 


tor Admixtures ° Waterproofing and 
Dompproofing * Caulking Compounds 
Roof Cootings 


Se RE SONNEBORN SONS, INC, or tou 1,1 





In the South : it: Sonnebor Bros., Dallas 1, Texas 
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Thomas W. Krueger 


Duff-Norton 
Appoints Krueger 


Thomas W. Krueger has been named 
advertising manager of The Duff-Norton 
Mfg. Co., Pittsburgh, makers of rail- 
road and industrial jacks. 

For the past ten years, with the ex- 
ception of three years served in the 
Army Air Corps, Mr. Krueger has been 
with the advertising department of 
Jones & Laughlin Steel Corp. He at- 
tended the University of Pittsburgh. 





H. E. Johnson Joins 
Alloy Steel Products 


H. E. Johnson has been named Chi- 
cago district manager by Alloy Steel 
Products Co., Linden, N. J., manufac- 
turers of corrosion resistance valves and 
fittings. His headquarters will be at 
the new sales office established at 332 
South Michigan Ave., Chicago, by the 
company. 

Previously, Mr. Johnson was with 
Edward Valves, Inc. as sales engineer 
in the Chicago area. Earlier, he was 
with the Crane Co. 








Frank Clark, outside salesman 
with Waterston’s, Detroit, for 23 
years, consults with Don McKay on 
the available stock of precision 
tools. 








UMI 


‘ Se 
Be. OUR PLANT IN 1857 





GROWING OLD 


isn’t something new, but... 


the experience and knowledge of industry's needs accrued over more than 
9 years of constant growth and progress in one business — under the man 
agement of the founder's family — is. we believe. unusual 

The T. B. Wood's Sons Company was founded in 1857 as a small, 
unpretentious iron foundry. Since that time, it has grown steadily, until 
today, it serves all industry with a Quality Line of Power Transmission 
Equipment — designed with sound engineering principles and produced 
of the best materials by proven manufacturing methods. 

Now, that we might serve industry still better, we have enlarged and 
improved our foundry, machine shop and other facilities. An attractive, 
profusely illustrated brochure describes our facilities and increased ca- 


pacity — fill in the attached coupon — we'll mail your copy promptly. 


PULLEYS © CLUTCHES «© HANGERS 
PILLOW BLOCKS © COUPLINGS 
BEARINGS ¢ COLLARS ¢ V.BELT 


SHEAVES AND COMPLETE DRIVES 


TEAR OFF AND MAIL THIS COUPON 


for your copy of our brochure on the history and modern facili- 
ties of our plant 


NAME 

COMPANY 

TITLE 

STREET ADDRESS 
CITY 


PITTSBURGH. PA CLEVELAND OHIO DETROIT, MICH 
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MATERIALS 







(UNC esses 


any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field for a quarter of a century. 
Write for full information on this profit- 
able line. 








Torpedo Electric Differential Hoist I-Beam Trolley in Spur Gear Hoist. 
Hoist. Copeties pon mse hey ¢ four models, plain High speed. high 
250-, 500- and 1000- selling heunanent or geared types in quality, in capaci- 
tbs.; ag Salt or . b capacities from \, ties ve from 


trolley suspension. — ith a large through 10 tons. \% through tons. 


CONCO ENGINEERING WORKS 


ey & Co., Division St.. Mendota, Illinois 








Swift has a complete line of low and high pressure 
water gauges . . . self cleaning, automatic or plain, 
rough or polished, and with or without shut-off valves. 
These can be supplied with any length, size and style 
of Pyrex gauge glass and guards. 

Swift liquid level gauges are used as standard 
equipment by leading manufacturers of boilers, tanks, 
traps, filters and similar products. 

Swift products are backed by more than 
60 years experience in the manufacture of 
quality brass goods. 

Write for your copy of latest catalog. 


LUBRICATOR 
COMPANY, INC. 


24 Home Street, Elmira, N. Y. 




















Water Gauges 

Gauge Cocks 

Tubular Gauge Glasses 
Air and Pet Cocks 
Lubricators 

Grease and Oil Cups 
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A top quality line of hoists and trolleys | 
that will cut materials handling costs in | 





For Faster Grinding, Polishing, 
Deburring, Beveling on Metal, 
Plastics, Ceramics, Glass, Wood. 


“400” OR VERTICAL 


MODEL | & 4 HORIZONTAL 





4” ABRASIVE BELT GRINDER 





| No. 52 BENCH BACKSTAND 


Converts Wheel Bench Grinders to 
Abrasive Belt Units. Faster, Cooler 
Cutting, Less Operator Fatigue. 


No. 3 BACKSTAND 


Converts Grinders 
and Polishers into 
High Production 
Abrasive Belt Units. 


| 1610 DOUGLAS AVE. © KALAMAZOO 54, MICH. 
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LATER May Be TOO LATE 
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SS 
xR . 
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Now—every day—is the time 
to rid motors, generators, 
switchboards, machinery, 
tool rooms, supply rooms... 
of destructive dirt, dust, and 
grit. 


Don’t wait. Keep your 
equipment clean — guard 
against costly delays and 
breakdowns with the 
CLEMENTS - CADILLAC 
CLEANING TOOL. 



















TIME - MONEY 
MACHINERY 
EQUIPMENT 





POWERFUL, EASY-TO-USE 





CLEMENTS 





CADILLAC 


portable electric 


CLEANING TOOLS 


eam ce Amel hmels 
HARD-TO-GET-AT PLACES BY 
BLOWING & SUCTION 


Manufactured by 


CLEMENTS MFG. CO. 


6624S. NARRAGANSETT AVE. 


¥ 


ADVERTISING 
LIKE THIS 








DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN-DEMAND 
CLEANING TOOL 












APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 
WANT A 


Profitable 
SELLER 


WRITE US 
FOR DETAILS 





CHICAGO 38, ILL. 


ULUSTRATEO 








UMI 


ASK YOUR MILL SUPPJV DEALER OR WRITE US FOR COMPLETE DATA 














QUIPMENT 


Alert Distributors are suscdiotull 








You are missing a chance at a broad and profitable 
market if you do not sell WELDIT products. The welding 
fleld offers untold sales opportunities. Thousands of 
shops and industrials—large and small—use welding 
equipment. They are all interested in economical methods. 
They need WELDIT products. You sell the original equipment 
—then accessories, replacement parts, supplies of all kinds. 
Maintenance alone offers a constant source of income. 













ef us give you the 
complete story. | 


DETROIT 6; MICH. & 


990 OAKMAN BLVD. we inc. 
SINCE 1918. 
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Here's a real sales 
winner for you — the new Empire 
Universal Spring Winder. Not oa 
gadget but a precision tool specifi- 
cally designed to produce springs 
of all types quickly, safely and ac- 
curately. Something sorely needed 
too to completely eliminate make- 
shift, hazardous methods still com- 
mon in modern industry. This re- 
markable advance in tool design 
will become an indispensable tool 
in home and factory workshops. 
Investigate today .. . It’s your 
cue to increased profits! GREENE, 
TWEED & CO., North Wales, Pa. 









THIS WONDER TOOL 
WILL PRODUCE 
SALES WONDERS 

FOR YOU! 


WRITE FOR 
INTERESTING DETAILS 
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... with an ARNOLT 


ROL-R-LIET 


PATENT PENDING 


rons 


All your customers need this 
new time and labor saver 
for moving or lifting heavy 
equipment, machinery, 
etc. Enables one man to 
do the work of many— 
easier and faster. Sold 
only through wholesalers 
and Mill Suppliers and 
backed by a strong 
sales promotion and 
advertising program. 
5 ton size $15.95; | 
ton size oper way vd 
a supply today for 
IMMEDIATE DE- 
LIVERY. 











\ THE ONLY 
) LIFTING BAR 
with a 
ROLLER 





MAKER OF ARNOLT UTILITY CLUTCH 

















Whitney-Woodruff 


TYPE KEYS 


Lower Production Costs 
and Provide Greater 


Ease of Assembly 
, < 






Check These Advantages 


¥ Eliminate skilled labor in key-seat 
cutting and key-fitting operations. 








¥ Flat key bottom and starting radius 
on the edges simplify assembly. 

¥ Key reaches deep into shaft and is 
firmly imbedded, enabling it to 
withstand greater strain. 

¥ Greater resistance to shaft fracture 
due to shape of key seat and perma- 
nent key fit. 

Made in American standard sizes and | | 

Whitney standard sizes for special | | 

application. 

Available from Whitney Distributors 

throughout the country. Or write: 


WHITNEY CHAIN & MFG. CO. 
HARTFORD 2, CONN. 














{ COLLIS 
COLLET EQUIPMENT 


for DRILLING 
REAMING 
TAPPING 














This is your quality sign for Collet 
Equipment. Help your customers 
to save time and equipment—sup- 
ply taper products which have 
been made by men skilled in this 


type of manufacture. You can 
supply the proper unit from the 
very complete COLLIS line... 
drill sockets and sleeves ... lathe 
centers . . . chuck arbors... 
drill drifts. Large quantities are 
being used daily and more are 
being demanded—get your share 
of this business. | 


THE COLLIS COMPANY 


CLINTON, IOWA 





“ATLANTIC” 


Can meet your 
need for 


PROMPT SHIPMENT 
of all types and 


sizes of 


FLEXIBLE 
METAL HOSE 


By making “ATLANTIC” your 
source of supply you are 
assured of being able to furnish 
your customers with their re- 
quirements from a compiete 
line. 

Atlantic Flexible Metal Hose is 
available in a full range of 
sizes for the highest pressures. 
You can sell “ATLANTIC” for 
a wide range of services such 
as for handling steam; hot and 
cold oils, tar, asphalt, chemi- 
cals, compressed air, etc. 
The experience of distributors 
who make “ATLANTIC” their 
source of supply is that this line 
is a profitable one to sell and 
offers an attractive repeat 
order business. 

Be sure you have our latest 
catalog and pricing schedule. 


* 
ATLANTIC 
METAL HOSE CO. 


104 West 64th St. 
NEW YORK 23, N. Y. 
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Howard Shingle (left) of Shingle & 
Gibb Co., Philadelphia, chats with 
Don K. Lambert, district represen- 
tative, and David S. Ferree, district , 
engineer, of The Falk Co. 








UM! 


Bearing Lines Fined 
For Price Fixing 


Six ball-bearing manufacturers were 
fined a total of $30,000 recently in a 
Federal court for alleged price-fixing 
violations of the Sherman Act.  At- 
torneys for the companies pleaded nolo 
contendre. 

The concerns were General Motors 
Corp., Detroit; SKF Industries, Inc., 
Philadelphia; Marlin-Rockwell Corp., 
Jamestown, N. Y.; Fafnir Bearing Co., 
New Britain, Conn.; Federal Bearings 
Co., Poughkeepsie, N. Y.; and Norma- 
Hoffman Bearing Corp., Stamford, 
Conn. Each concern was fined $5,000. 

Fines of $5,000 were suspended in 
the cases of Charles F. Stanley, vice- 
president of the Fafnir company and 
Howard A. Johnston, sales manager for 
Marlin-Rockwell, on recommendation 
of the Department of Justice. 

The accused companies, according to 
John F. Sonnett, chief of the depart- 
ment’s anti-trust division, manufac- 
tured 95 percent of the ball-bearings 
made in the United States. “The case 
resulted in termination of illegal price 
arrangements,” Mr. Sonnett said. “Pres- 
ent prices of ball-bearings now do not 
compare unfavorably with pre-war 
prices.” 


Lewis Supply in Arkansas 
Incorporates 


Articles of incorporation were filed 
recently by the Lewis Supply Co. of 
Arkansas, Inc., located at Ohio and 
Rightor Sts., Helena, to sell and manu- 
facture mill supplies, machinery, tools 
and hardware. Listed as incorporators 
were Henry C. Moses, Jr., New Ro- 
chelle, N. Y.; Charles S. Whitman. Jr., 
New York City; L. H. Stone, Brooklyn, 
N. Y. and T. Glasner Miller of Helena, 
resident agent. 





Pyrene is easier to sell 


because it’s a good 
name, backed by 40 
years of research and 
manufacturing experi- 
ence, nationally adver- 
tised, nationally distrib- 
uted through jobbers. 


*T. M. Reg. U.S, Pat. Of. 


TENE 


FIRE 
EXTINGUISHERS 






Every customer you call on is 
a good prospect for Pyrene*. 
Additions, new processes, new 





construction and replacements 
create the need for more fire 
protection. Show your customer 
the type of Pyrene equipment 
he needs to protect each risk in 
his plant. With Pyrene, you’re 
selling a complete line of fire 
equipment, a type for every 
hazard. There are Pyrene sys- 
tems for large installations. Py- 
rene sales engineers are glad to 
help you on more complicated 
protection problems. Use their 
help to increase your sales. Sell 
your customers Pyrene for their 
homes as well as their factories. 
You'll find you get bigger orders 
every time. 











FIRE 
EQUIPMENT 


for every hasard 








PYRENE MANUFACTURING COMPANY 


NEWARK 8 


Affiliated with C-O-Two Fire Equipment Company 


MILL SUPPLIES © NOVEMBER, 1947 


NEW JERSEY 











] —is not affected by heat up 
to 240°. 


—is impervious to oils, 
greases, alkalis, acids. 





—can be cleaned 
with live steam. 


@ Conveyor belt- 
ing for food or chemicals should be 
PlasTex, the Buffalo belt of solid- 
woven cotton impregnated with an en- 
during plastic coating. Its smooth surface 
is easily washed . .. yet its pebbly grain 
retains the gripping qualities of regular 
belting. 

PlasTex belting provides long, satisfac- 
tory wear, without flaking-off or other 
deterioration. 

For all food conveyor service where 
cleanliness must be maintained, and 
wear-resisting performance is desired... 
specify PlasTex. 

Get the whole PlasTex story, and a free 
sample. Write today! 


— BUFFALO 


WEAVING & BELTING CO: 
209 Chandler Street 
* Buffalo 7.N.Y 
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Can Ship Today 
LOWELL fr 








REO RATCHET 
WRENCHES “THE OLD RELIABLE” 


Handles made from strong alloy steel castings. 
The Pawls cut from steel and specially heat treated, 
and with crushing action, give the strongest strain 
possible. There are all sizes in the Lowell family, 
as small as 6 inch in length. 





We offer through you—the world’s finest Reversible Ratchet 
Wrenches — tested and proven under all conditions. Check your 
trade today 


iss LOWELL WRENCH CO., Worcester, Mass. 1% 











Show 
Your 
Customers 


How 


QUIJADA 


SAVES 
TIME 
MONEY 


AND 


LABOR 


T HE new Model 3-A QUIJADA Portable Power Pipe Threader is quicker because 
it is entirely automatic. SNAP the Switch (reversible) and QUIJADA starts right to 
work. No tools or hand adjustments required. Automatic chucks (front and rear) grip 
or release instantly when switch is SNAPPED! No chucking, centering or tightening. 
Just reverse switch to release pipe. 


Quick opening, easily changed die heads (6 sizes: 12’ to 2") lock or release instantly 
with toggle handle. No back off. Each head has its own four special dies and built-in 
reamer. No adjustments needed. Roller type cutter slides of quickly to thread short 
nipples or make fittings. Oil feeds automat'cally thru each die head onto thread. Oil 
shuts off instantly as head swings up to make fittings. EASILY PORTABLE . . . QUIJADA 
weighs only 150 pounds including special ball bearing oil sealed 12 H.P. motor. 110 V— 
DC—AC, any phase (or 220 V. 3 phase). 





Distributors write to-day for literature and prices. 


QUIJADA TOOL COMPANY, INC. 
5472 Alhambra Avenue Los Angeles 32, California 
Export and cable address: “C.1.S.C.0.” 319 East 4th St., Los Angeles 13, Calif. 
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Simply slip the 
sleeve over the 
cable, spread the 


owner SS 
strands, insert and drive in 
the plug then apply the 


socket. See what a solid and 
permanent joint you have 
by looking at it through the 


Se wa. 


inspection hole put there 
for the purpose. 





By successfully damping vibra- 
tion, Electroline Fiege Wire Rope 
Connectors prevent crystallization 
and weor ... forestall failure . . . 
prolong the life of your wire ropes- 

But “proof positive” is in their 
use. Millions are in constant service: 
Try them. See your mill -supply 
jobber or write to Electroline— 
manufacturers of this well-known 
line of time and trouble saving 


wire rope connectors. 


Simplicity of application described in 
instruction sheets, ask for one! 


4121 S.LA SALLE ST., CHICAGO 9, ILL. 
iA Few Choice Territories Open for Distributors 

















“PIONEER” 
STEEL SHAFT HANGERS 









Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost less 
f.0.b. ceiling—and that’s what counts. 


Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 44 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 
—— BRANCHES —— 
BOSTON « CHICAGO « DETROIT + INDIANAPOLIS + ST. LOUIS + SAN FRANCISCO 


—... 
———— 











Neale 


7 





i. 
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® From mighty grip of steel jaws to locking swivel 
base — Parker Vises are active tools for production. 
Famous for “extra” features that increase their 
versatility—these rugged vises are designed to boost 
output and cut costs for your customers. Your dis- 
tributor will be glad to supply you. 

The Charles Parker Co., Meriden, Conn. 





NEWS! Parker Vises are 
now individually pack- 
aged —with model num- 
ber and selling features 
printed —easy to handle, 
stock, sell and deliver, 


PARKER VISES 


America's First Vise Maker 
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Precision ground on special machines insuring uniform and accurate IN ANY SHOP 
tooth shape and tool concentricity which gives maximum cutting 


efficiency. 
USES Serves as 


Developed for internal grinding, jig grinding, blending and fine 
i] 


finishing by off-hand grinding on hardened steels. 
Greatly improved performance as compared to abrasive wheels— | Rub 


faster material removal—finer Anish—ability to hold hole shape and 


tolerances without dressing or set up adjustments—no loading. El 
= Dad well on soft materials or steels hardened to 65 ec 
ockwell C. 








SPEEDS Eli 
Operation in standard precision grinding equipment at conventional » 
——- speeds of 2000-5000 surface feet per minute is recom- | yice-] 

de 

Available in standard sizes with 4” wide cutting face. Tool | ager 
diameters 1/16” to 34” and shank diameters Y_” to 4”. | : 
Over 25 years Ford skilled workmen have produced quality rotary N, J. 
files in hundreds of shapes and sizes, made of hardened tool steel | 
and carbide. Let us send you our complete catalog. | new ¢ 


TREMENDOUS GRIP pany, 
a Fe) (=) (9) Wiiciden | (ann | with ordinary hand strength — 


SEYMOUR SMITH & SON, Inc. 





























742 West First Street Davenport lowa $00B Main St. Oakville, Conn. Cana 
HAND CUT FILES -GROUND BURS Sales Rep., JOHN H. GRAHAM & CO., INC. direc 
CARBIDE CUTTERS AND GRINDING BURS 105 Duane St. New York 8, N. Y. ~ith 
and i 
cessf 

WITH THE FAMOUS tion 

RUBBER POPPET ae 
a | Am 
WIREGRIP precision made Belt Na 
Hooks come with extra (patented) 7: 
blue aligning cards—are held more point 
rigid, assuring perfect alignment ‘id 
of hooks—less hook loss from Mist 
handling—a better job when oi 
senti 
applied with any make lacing office 
machine. 6 sizes ¥ 
to t 
Gler 
STEELGRIP Flexible Lacing, ap- viou 
. . : ° for 
plied with a hammer, clinches over > Yor! 

and protects end of belt. Makes LVES 

strong, flexible joints. Boxed with LVES Sy! 
2-piece hinged rocker pins or can end leakage? .. save their “ 
be obtained in long lengths for cost many tid rin service me 
belt calls they e =a Ideal for jet —- 
ee type pumps. Ask for bulletin 401. “tan 
Onder from your Jobber rr 
ARMSTRONG-BRAY & CO. in t 
5356 Northwest Hwy. Chicago, Ill. WHITE MACHINE WORKS eae 
The Belt Lacing People iabese 0-9 as taba St., 
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Eimer L. Robson 


Rubberset Company 
Elects E. L. Robson 


Elmer L. Robson was recently elected 
vice-president and general sales man- 
ager of the Rubberset Co., Newark, 
N. J., succeeding Elwood M. Jones, Jr., 
new executive vice-president of the com- 
pany. 

Formerly vice-president and general 
sales manager of Rubberset Co. Ltd., 
Canada, and member of the board of 
directors of that company, Mr. Robson 
has had a distinguished sales career 
and is well known for his extremely suc- 
cessful merchandising and sales promo- 
tion activities in all phases of distribu- 
tion. 


American Wheelabrator 
Names Alverson, Uhl 


Troy T. Alverson has been ap- 
pointed assistant manager of the Dust 
and Fume Control division of the Amer- 
ican Wheelabrator & Equipment Corp., 
Mishawka, Ind., and Fred E. Uhl has 
been appointed district sales repre- 
sentative to succeed Mr. Alverson, with 
offices in Baltimore, Md. 

Mr. Alverson was formerly assistant 
to the factory superintendent of the 
Glenn L. Martin Co., Baltimore- Pre. 
viously, Mr. Uhl was a sales engineer 
for Westinghouse Electric Co., New 
York City office. 


Syracuse Supply Co. 
Constructs New Building 


The Syracuse Supply Co. of Syra- 
cuse, N. Y., will construct a new $150,- 
000 sales and service building in the 
town of Tonawanda, N. Y. 

The company will employ 40 workers 
in the new structure. It now has sales 
and service facilities at 1374 Clinton 


St., Buffalo. 





JAC 
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JACKSON MANUFACTURING CO. 


KSON 


BARROWS. .CONCRETE CARTS 
..DRAG SCRAPERS. .MORTAR 
PANS .. MORTAR MIXING 
BOXES..SALAMANDERS.. 
LAW ROLLERS 


The Line with 
70 Years’ Experience 
and Reputation 


Behind It...... 


The quality and dependability of 
Jackson equipment have been 
maintained for over seventy years. 
And Jackson has kept pace with 
users needs by constantly antici- 
pating requirements. Jackson Dis- 
tributors are assured that the 
name “Jackson” will always stand 
for strength, stamina, utility and 
economy in service. Thus “Jack- 
son” can be depended on in the 
future as in the past as a source 
of supply geared to the most ex- 
acting conditions of service. 


Acceptance of Jackson products 
over the years has been built on 
their reputation for performance. 
Jackson Distributors build profit- 
able business on the strength of 
this sales asset. 


°EG.u_s. PAT 





coy 


Est. 1876 
HARRISBURG, PA. 
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Recommended 
for EXTRA 
Hard Service! 


The special Mulconroy constructions 
embodied in the two items described 
below provide additional strength, 
durability and safety in a wide variety 
of applications. Their reputation for 
outstanding service recommends them 
for those unusually tough jobs. 


"DYNAMITE" 
Armored-Isulated 
STEAM HOSE 


STYLE 801. For pressures up to 150 
Ibs. Tube is special heat-resisting 
rubber compound, reinforced with 
continuous spiral of steel wire, and 
insulated by woven asbestos lining. 
Cannot buckle or collapse. Carcass is 
extra strong combination of rubber 
and duck. Cover consists of multiple 
layers of braided wire, surrounded by 
spiral of half-round galvanized steel. 
Sizes }” to 3”. Other styles for higher 
temperatures and pressures. 


“FULLPAK" 


STYLE 830. Flexible All-Metal Hose; 
Full-Interlocked; Asbestos Packed; 
Laced and Wire Wound. Designed to 
provide superior strength, durability 
and safety in handling steam, air, 
water, oil, chemicals, etc. Flexible 
metal tube has cover (lacing) of 
tightly braided steel or bronze wire. 
Outer half-round steel or bronze 
spiral gives additional strength and 
protection. Also available with braid- 
ed cover only (Style 829) and plain 
(Style 828). Sizes, }” to 3”. 


* * * 


MULCONROY HOSE SPECIALTIES 
include many other types for all serv- 
ices involving steam, air, water, chem- 
icals, oils, gases, etc. Send installation 
details so that we may recommend the 
proper construction and quote on 
your requirements. 


"“Mulconroy STARTS Where Others STOP! 


MULCONROY COMPANY 
Hose Specialtios Since 1887 
S329 JEFFERSON ST., PHILA. 31, PA. 
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S. A. Barnes 
Bethlehem Increases 
Bakersfield Facilities 

The Bethlehem Supply Co., Bakers- 


field. Calif. branch, which recently 
purchased the old Republic building, 
has enlarged its facilities by building 
an 8,000 sq. ft. addition, bringing the 
total area up to 13,000 sq. ft. S. A. 
Barnes is now branch manager. For- 
merly he was manager at the Ventura. 
Calif. branch. 

Roger Brown is also located at the 
Bakersfield branch. Mr. Brown is 
division manager and responsible for 
Bakersfield, Taft and 
Three men are now working 
Walter Kroff and 
Jack Graves, sales engineers, and Paul 


operations at 
Avenal. 
on outside sales: 


Rohde, sales and service man. Six men 


work on counter and in warehouse. 


Durable Goods Sale 
Top 1946 Figures 


Durable goods sales as a whole stood 
at 16 percent above Aug. 1946 in Aug. 
of this year, according to reports by the 
Department of Commerce. Dollar vol- 
of hardware and building mate- 
rials sales registered a 17 percent gain 


ume 


over a year ago. 











James Prickett, left, and Jimmie 
Tuggle, check on a water pump at 
Tornado Supply Co., of Anniston, 
Ala, 
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DURBIN-DURCO 


MANUFACTURERS ¢ CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged « Malleable-iron © Steel 


Heat Treated 
DROP-FORGED DESIGN om 


Durbin-Boomer F-1—2 swivels, %, % or 4° chain 
Durbin-Boomer F-2—2 swivels, %, % or &%" chain 





MIDGET No. 1—1 swivel, 4" chain 
DELTA No. 1—1 swivel, % or 4) chain 
DIXIE _ No. 1—2 swivels, % or 4’ 


LONE STAR 1—2 swivels, %, % or %° chain 
LONE STAR 2—2 swivels, %, 44 or %’ chain 


ma _ —— 
WIRE STRETCHERS 
STEEL CONSTRUCTION 






No. 3—3 Pulleys, plain bearings, %" rope 
No. 33—3 Pulleys, ed bearings, 3%” rope 
No. 4—4 Pulleys, plain bearings, 4%" rope 
No. 44—4 Pulleys, roller bearings, 34° rope 

ings, }4” rope 


No. 88—4 Pulleys, roller bear 


Combination 
JIFFY CLAMP 


WOVEN WIRE 
FENCE 
STRETCHER 





No. WWH 200 With Hoist and Clunp 
No, WW-202 Wire Clamp Without Hoist 
Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. 44-inch rope. 


Stretcher Clamp has 40-inch channel iron. Longer 
channel iron on request at small extra cost. 


ALL-STEEL ROLLER BEARING HOISTS 


























- Size | Cap. | Ship. Wt. 
No. Rope | Lbs. Lbs. Construction 
12 4” | 2000 6 lbs. |Drop Forged Hook 
13 a" 1000 | 2% Ibs. | Malleable Hook 











Shipped with or without rope. 
No. W-1 
DURBIN-WHITESEL 
ONE MAN, WORM 
GEAR WOVEN 
WIRE STRETCHER 
WITH 48” CLAMP 


Pulls10,000 pounds. 
Stretches wire past 
the post. No extra 
posts to set. 


Ce 


FARM SLIP HOOKS 
Sizes 4” to 4” 


SS = 


6611 Olive Street Roed « St. Louis 5, Mo. 





WIRE GRIPS 
For barbed or smooth wire 


FARM GRAB HOOKS 
Sizes 4” to 1” 
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Strand machines provide PORTABLE 
rotary power at CONSTANT speeds 
with dependable results and less oper- 
ator fatigue. Ruggedly built for years 
of steady use. Hundreds of attachments 
easily interchanged—125 types and 
sizes—vertical and horizontal models 
from % to 3 H.P. 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 


N. A. STRAND & CO. 


5014 NO. WELCorTT 
2 Gr: CO: 


1G Stra nd 


aE et 


AVE. 
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nae ¢ TIME 


e WASTE 
¢ BOTHER 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 
BRASS or STEEL -> 
(7a Contains an assortment in most 
argh popular sizes of Precision Brand 
yap Shim Stock. 4 separate thick- 
nesses 6x50” each. Tota! 1200 










squore inches. Put up in easel 
type display dispensers cello. 
phone wrapped 



















t SHIM PACKETS 
BRASS or STEEL SINGLE ROLLS 


BRASS or STEEL 


Single rolls 6”x100” 
eoch. 600 sq. in. to 
the carton. All popu- 
lor thicknesses. 

Cellophane wrapped— 
moisture-proof, 


Flat Stock—Total 6 Pieces. Each 33/¢7x6” 
120 sq. in. 2 pieces each .001, .002, 
-003. 48 packets to the box. 


SHIM STEEL 
HEAVY SIZES 


6"x100” and 12%x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


sm ONSULT YOUR JOBBER 
PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE 


REG.U.S.PAT.OFF. 


INCORPORATED 


MILL SUPPLIES * NOVEMBER, 


1947 









The Patented 


Series 150-B 


LE-HI Hose Couplings 
with Built-in 
SAFETY-LOCKING 
FEATURE 







% NO PINS 


* NO NAILS 
*% CAN'T 
COME 
OPEN * NO 
SPECIAL 
* EASY TO TOOLS 
COUPLE & 
UNCOUPLE w& INTER- 
CHANGEABLE 
THE ONLY 


REALLY NEW 


HOSE COUPLING IN 
THE PAST TEN YEARS 


Series 150-B available in hose end 
only for hose sizes %”, 2”, %4”, 1”. 
Write today for details and prices! 
Sold Only Through Distributors and 
Rubber Manufacturers. 


“ o gf MAKES A IE Hal 


, ai HOSE 
gooD "COUPLINGS 


HOSE ACCESSORIES CO. 


2714 N. 17th Street © Phila. 32, Pa. 
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IF YOU -- 
had a chance 


to step into a better job 


WOULD YOU 
BE PREPARED? —__— 


These are times of change in the business world. 
New jobs are ning up, and they must be filled, 
and filled quickly—with men who are able. Here 
are books giving quick access to fundamentals and 
ractices that promote executive efficiency. They 
help you prepare yourself so that when your cppor 
tunity comes, you will be ready. 


The McGraw-Hill Library of 


BUSINESS MANAGEMENT 
6 vols., 1973 pages 















Business Organiza- 
tion 


2. Business Finance 

3. Credits and Col- 
lections 

4. Effective Market- 
ing 


5. Business Corre- 
spondence 


6. Managing Yourself 


HE books in this library cover the 

elements and methods of management 
most needed in executive approach to busi- 
ness. Use it for immediate help in specific 
problems—to master the patterns under- 
lying methods—to get the knowledge of all 
business you need right now. 

The need for this sort of help, and the 
most practical means of meeting it, have 
been the standards by which Milton Wright 
has sifted, chosen and organized the ma- 
terial in this Library. From it you can get 
the guideposts you need in tackling new 
duties, in assuming executive responsibili- 
ties, in knowing the job and getting it done. 


@ How to organize a e@ How to write better 
single department or letters 


+ put your 
a whole business . . . correspondence on a 
plan and control its more effective basis 
workings @ How to improve your 
@ Where and how to sales organization .. . 
get money . . how develop promotion 
to utilize it jeas 
@ How to reduce credit e H to do more work 
losses . . . modernize yourself . . . con- 
your collection system serve and direct your 


nergi 
10 Days’ Examination 
Low Priee—-Gesy Terme 


Under our offer get all six S on approval. 
Read them, make comparisons, look up specific 
7-7 use them as you would after purchase. 
f this 10-day test shows value, pay in small 
instaliments, while you use the books. Send the 
coupon today. ‘ 





McGraw-Hill Book Co., 330 W. 42nd St., N.Y.C. 18 
Send me Milton Wright’s LIBRARY OF BUSI- 
NESS MANAGEMENT, 6 volumes, for 10 days’ 
examination on approval. In 10 days I will send 
$2.50 and $3.00 monthly until $17.50 is paid, or 
——- the books postpaid. 

awame 






Company shale de 8d daw eeeind aus dnb aa'oeeee 
For Canadian price write McGraw-Hill Co. of 
Canada Ltd., 12 Richmond Street E., Toronto 1. 
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NOW LEMPCO OFFERS YOU 
A COMPLETE LINE OF 
DUAL SPIRAL REAMERS 





Lempco Dual Spiral Expansion Reamers now are 
sold through industrial distributors in exclusive, 
protected territories. Franchises still are open. 
Write, wire or phone for details. 





3 





£Pco 


@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


(BR 


e Right and left spirals ream perfectly round, 
accurate holes to a mirror finish. 


|| oo 




















@ Straight line expansion range equals that of For 
five ordinary plug type reamers. Th 
e Hi-Speed blades can be sharpened at least intro¢ 
eight times and then economically replaced. dispe! 
to act 
Lempco Dual Spiral Expansion Reamers are straig 
known and used everywhere. They are 1/16- 
backed by consistent national advertising athe 
and sales literature. It will pay you to make 
the Lempco line your line. oon 
for s 
gaug 
| erly 
| to se 
Ulustrated are Type RS Alignment his ] 
Reamer, Type C Chucking Reamer furni 
| and Type S$ Stub Reamer. 
DUNHAM ROAD « BEDFORD, OHIO finis| 
deliv 


, Lig 
Your competitors are finding that JOHNSON ; a , In 
MUSIC SPRING WIRE rounds out their line of ys d 

products for every manufacturer's use. A high 
quality product essential for re- 

pair and maintenance everywhere. 

Available now in full range of 

sizes . . . conveniently 

packaged in '/, Ib., '/2 Ib. 

and | Ib. units. 

Your nearest John- 

son branch will give 

you prompt service. | 


JOHNSON 


Stee me «WIRE COMPARY, INC 
WORCESTER 1, MASS. 


NEW YORK DETROIT AKRON CHICAGO LOS ANGELES - TORONTO 
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Display Dispenser 
For Chicago Latrobe 


The Chicago Latrobe Co. has just 
introduced a combination drill display 
dispenser and storage cabinet, designed 
to accommodate 21 sizes of the popular 
straight shank jobber drills in the 
1/16-in. to 1/2-in. range. The back 
section of the new device also permits 
convenient storage of additional sizes 
for stock. Another feature is the drill 
gauge at the top with hole sizes prop- 
erly identified, enabling the purchaser 
to select the proper diameter drill for 
his particular needs. The dispenser is 
furnished in a royal blue lacquered 
fmish and is available for immediate 
delivery. 


Lighting Manual 
In Second Edition 


The need for an up-to-the-minute 
treatise on fluorescent lighting has re- 
sulted in a new, revised, second edition 
of “Fluorescent Lighting Manual”, by 
Charles L. Amick of General Electric’s 
Lamp Department at Nela Park. The 
edition, consisting of 318 pages, con- 
tains not only revisions but numerous 
important additions occasioned by the 





Charles L. Amick 








Headquarte 


Leather belting has never 
been surpassed for efficient 
transmission of power. 


rs for 


Let your customers know you sell leather belting. 


41 PARK ROW, NEW YORK 7 
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Impartial engineering tests have proven leather 
belts more efficient in transmitting power from 
driver to driven pulley than any other type of belt 
operated under identical conditions. 

Leather belting is resilient, flexible . . . able to 
absorb shocks and carry heavy loads at lower ten- 
sions . .. saving wear on bearings. 

Furthermore, leather belting is “tops” for hard 
drives, difficult places or special operating condi- 
tions. It can be cut to fit required centers on any 
drive and made endless right on the job. 







NEW YORK 


























AL-6 


Americarv LEATHER BELTING Awsociation 


Authentic Power Transmission Data 































































































used to tip any of the tools n in Willey's 
Catalog — or for making special tools to your 
specifications. 


* 
fluc 
BETTER TRACTION AND * 
ma 
. of 
=A LONGER LIFE FOR FLAT | ww screws - 
a Inc 
2% BELT DRIVES . aes SET SCREWS § 
e inc 
- x 7 MILLED iia 
& STUDS att 
fo = e ges 
De 
J COUPLING a 
o) Ss BOLTS | 
. adi 
bs SCREW - 
— ve) MACHINE ws 
© Belts are much more expensive than good belt dressing PRODUCTS L 3 - acl 
so you distributors — sell ae a Belt js have aw lar 
a dvant It '¢ st ingredients—in fac . ° 
w oO CANTOL Wax ss ‘anette enti ro ill effects— A highly attractive oP eat - 
©) it is just as harmless to flat belts and pulleys. It will make business-building line sig 
©) - belts last from 2 to 5 times longer—it can be applied while op 
(od belt is in motion—just a slight stain is sufficient, There ‘s Ability of many plants throughout Industry for 
AV Z lots to tell you about CANTOL Belt Wax and what it. means to use Ottemiller eality ead completeness : 
to you to sell it—send for our circulars for the complete pes BX... pao ~ 7 ~~ ane ae ue ~ 
@ _ story. ane te Ti 7 ctor In spgeding fu 
machine products is a big factor , 
s @ We urge users to buy from Distributors maneney SES te ond : — ws 
urposes 
S CANTOL WAX COMPANY Ottomillon “ 
tS =. BLOOMINGTON «+ INDIANA WM. H. (( YL co. of 
- YORK, PENNA. R 
s 
, GENERAL PURPOSE 
yY TUNGSTEN CARBIDE TOOLS j 
by ne 
gi 
R 
fa 
° bi 
ston ‘Corbide, Toole, "suitable "for 
machining cast iron, herd rub- 
ber, fibre, bokelite tough alle it 
omen s. They ere low in price, and N 
ee with lower sests. NV 
ana deliveries on these standard tools. re 
New, Willey's 710 rae | ae PH r 
This new, steel cutting grade of Carbide, just aie | - a 
announced for cutting tough al steels can be WILLEY'S NEW C= 
CATALOG 29 CL wW 





on Your Business Letterhead 











NEW DESIGN MASONRY DRILLS | N s 
Needed by every maintenance man. Drill concrete, brick, slate, bench channel iron 
le, tile, asphalt, carbon, esbestos, pePiaster, wall board hand eagle iron 
a By Quiet, efficient, stay sharp many times bommer cee onan 
nde, eagd tnory potable votcy, ai., oen for wena, | Sahae skylight 
a 
@ set from your catety © ~—_ Pa dy at new low geiecs. flange ¥v tank 
@ There is such a wide variety of types and sizes 
NEW CATALOG NO. 30 NOW READY in the WHITNEY line of Punches that sales oppor- 
Some territories still open for Willey's standard and sp SETAE tedhn ool chem 
Buy Pty gh Standard bo Se, Sie R its, ane nt Batelbe ts No. diomand “Foes its special field of work. For neat, good looking 
Zoe dee Houses. your circular covering tools by the package. finished work send them WHITNEY Punches. Send 
for descriptive circular. 
a 
WILLEY’S CARBIDE TOOL CO. W. A. Whitney Mfg. Co. 
a ae oe, ee 636 Race St. Rockford, Ill. 
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rapid advances in the development of 
fluorescent lamps and lighting tech- 
niques. Like the original volume, which 
made its debut in 1942, the new edition 
of the “Fluorescent Lighting Manual” 
is published by McGraw-Hill Book Co., 
Inc. 

Titles of the new book’s ten chapters 
included: The Fluorescent Lamp; Aux- 
iliary Equipment; Operating Character- 
istics; Installation Hints; Service Sug- 
gestions; Luminaire Selection; Lighting 
Design; Color Quality; Applications 
and, Lighting Economics. 


The new sections which have been, 


added to the manual included: Data 
on slimline and circline lamps and a 
more adequate treatment of the char- 
acteristics of cold cathode fluorescent 
lamps; new explanations of the funda- 
mental factors of fluorescent lamp de- 
sign and the phenomena of starting and 
operation; the sections on lighting com- 
fort have been expanded, with explana- 
tions of the new glare rating system; 
further discussion is included on the 
acceptability of bare-lamp installations, 
etc.; six pages of tables help to sim- 
plify design calculations with modern 
luminaire types; and a modern array 
of fluorescent application illustrations. 


Rolfes To Represent 
Slaymaker Lock Co. 


H. Louis Rolfes, 1118 Carson Avenue, 
Cincinnati, Ohio, has been appointed 
new representative in Ohio and Michi- 
gan for the Slaymaker Lock Co. Mr. 
Rolfes will handle both lines manu- 
factured by Slaymaker—padlocks and 
builders hardware. 

Mr. Rolfes succeeds Burt Groff of 
Indianapolis, who is giving up Ohio and 
Michigan in preparation for ultimate 
retirement after having spent 55 years 
with the company. 


H. Louls Rolfes 
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Salesmen everywhere agree that TRICO OILERS 
offer exclusive features competition can't match 
. . . features that mean easier sales , . . more 
money in their pockets. 

Show your customers and prospects how TRICO 
visible automatic OILERS provide .. . 


@ Carefree, positive lubrication 

@ Visible oil supply 

@ Complete bearing protection 

@ Reduced repair costs 

@ Increased production 

@ Protection against fire & accidents 

@ Dividend-returns on investment 

@ Easy, low cost installation 
TRICO's exclusive sales features—heavy sup- 
porting promotional program—fine profit mar- 
gins with minimum investment—strict "Thru the 
Distriubtor" policy . . . warrant your immediate 
investigation. 


WRITE FOR CATALOG 


TRICO FUSE Wee Ca 





NITL WAUKEE 
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HEAVY-DUTY 
GRINDERS 


Accuracy and Performance 
Records already established 


In the 27 years htat Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 


TRICO OILER 
features mean 


easier sales 


























RAILROADS 








Y.u. railroad customers will 
appreciate the weather-resist- 
ance, durability and long life 
of Whitlock Waterflex Manila. 
It's a quality rope, scientifi- 
cally laid and treated by the 
Waterflex Process for the best 
in lubrication and waterproof- 
ing. For general railroad util- 


ity use provide your customers 
with Whitlock Waterflex. 


WAITLOCK CORDAGI 
(OMPANY 


46 SOUTH:STREET - NEW YORK 5,N_Y. 
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top SLUDGE: 














Nothing can damage expensive 
pressure control equipment 
quicker than a bit of dirt. pipe 
scale, or foreign material in the 
working parts. Protect this expensive equip- 
ment by the proper installation of a good 
sturdy strainer in the line just ahead. 


The new CASH-ACME “Y” Type Strainer is 
ruggedly built around two hundred and fifty pound cast ‘ 


\ iron standard. Brass and cast iron available. ‘4 " to 2” 


pipe sizes. Standard or special screen. 








your Mill Supply dealer 


"ask for CASH-ACME Automatic Valves. 
% 


Write for descriptive Bulletin No. 224 
for complete information. 







‘Caen 


acturing STOCK-CATALOG-SELL 
SPECIALISTS cASH-ACME Products 












LOOSE PARTS 
i PLANT. EQUIPMENT 
\\ Say to your customers 


Do it wilh 


SMOOTH-ON 


THE IRON CEMENT OF 1000 USES 


* An almost endless range of time-saving, 
money-saving uses have made Smooth-On 
No. 1 a plant necessity for emergency and 
routine maintenance repairs. 

© For over 50 years a repair standby with en- 
gineers, mechanics and repair men. 

© Widely advertised in leading industrial pub- 
lications. 

® Make sure you are stocked with Smooth-On 
No. 1— America’s No. 1 staple for metal 
repairs. 

SMOOTH-ON MFG. €O., Dept. 251 
570 Communipaw Ave., Jersey City 4, N. 3. 


a 


AO 














Smooth-On Ne. 1 is 
supplied in 1-, 5-, 
25- and 100-Ib. 
sizes. Alse smaller 
sizes fer homes 
end hobbyists. 











Thousands of re- 
Quests for the fam- 
ous Smooth-On Re- 
pair Handbook come 
te us each month from 
our advertising. See 
that you have an am- 
ple supply of copies 
for your trade. 





$0-247 
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vill, 


Manager William Schwarz stands 
before the new wire rope dock in- 
stalled by Howard Supply Co. in 
Bakersfield. 


William Schwarz 
New Howard Manager 


William (Bill) Schwarz was recently 
appointed store manager of the Howard 
Supply Co. at Bakersfield, Calif. For- 
merly Mr. Schwarz spent considerable 
time with the company at the Long 
Beach, Avenal and Santa Maria 
branches before going into the army. 
He has two outside salesmen working 
under him among the oil fields. The 
home office also provides a salesman on 
general industrial supplies for this 
territory, maintaining him at Visalia. 

The company now has additional 
facilities at the Bakersfield warehouse 
which include a new wire rope dock 25 
ft. wide by 100 ft. long. The dock is 
covered and has been provided with 
measuring equipment, winding machine 
and hydraulic wire line cutter. 


Hornell Welcomes 
SKF To New Plant 


Hornell’s newest manufacturing 
enterprise, SKF Industries, Inc. was 
formally welcomed to that Steuben 
County city recently when 200 repre- 
sentatives of industrial and business 
firms of southern New York observed 
“SKF Day” in a day-long program of 
civic and social events sponsored by 
the Hornell Board of Trade. Hosts for 
the occasion were J. Gerald Griffin 
president, and Sherman Shults, indus- 
trial chairman, of the Hornell Board of 
Trade. 

SKF officials attending the Hornell 
program were William L. Batt, presi- 
dent; Thomas W. Dinlocker, vice-presi- 
dent and treasurer; Richard H. Demott, 
vice-president in charge of sales; John 
Lawrence, factory manager; and Wil- 














rtan— 


METAL CUTTING SAWS 


BAND SAWS 


That Bring You Repeat Orders 


Spartans give increased efficiency, faster 
production and greater economy in Metal 
Cutting. Made of the best steel obtainable, 
Spartanized Heat Treatment and their 
teeth are milled accurately, evenly and 
carefully. 





Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. 


JOIN THE SPARTAN BAND 


If you want a line of band Saws that 
will bring results today and tomor- 
row, one that marches ahead, with 
progress and distributor co-opera- 
tion, Write us— 


A few territories are open 








Sold only through Distributors 


SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS. 
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pre 


NORTHERN 
TRAVELATOR 


with a 


Up 


THAT OLD 
HAND POWER CRANE 





CAPITAL ‘“‘RED CAPS” 





INDUSTRIAL 


BRUSHES and BROOMS 


WITH FINE PROFIT 


Your selling oppor- 
tunities are as broad 
as the need for 
CAPITAL Brushes 
and Brooms. Fac- 
tories, railroads, 
mills, mines, ware- 
houses, public build- 
ings of all kinds... 
just to name a very 
small number... are 
constant users of 


POSSIBILITIES . . 


Beef Washing Brooms 
Hide Brooms 

General Industrials 
Fibre Brooms 

Whisk Brooms 

Textile Brooms 
Warehouse Brooms 
Coach Brooms 
Janitor Brooms 
Parlor Brooms 

Push Brooms 

Street Sweeping Brooms 
Wire Brushes 

Floor Brushes 





GIVE PRODUCTION 
&, 


“SHOT IN THE ARM” 


Match your faster process- 
ing operations with faster 
work handling—loading— 
unloading, etc. Your own 
mechanics can install it 
within a few hours. 


e 





WRITE FOR 





ENGINEERING WORKS 
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. RETIN § 
BUREN | 





NORTHERN 


2615 ATWATER ST. 


DETROIT 7, MICH. 





Window and Car 
Washer Brushes 
Counter Brushes 
Scrub Brushes 
Special Brushes 
Street Rolls 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


cleaning and maintenance equipment. The best of 
this type ‘of equipment will wear out BUT if you sell 
CAPITAL your customers will get their money's worth 
—they outlast and outwear any like equipment. Get 
the whole story and prove our claims to yourself. 














ACCURATE I. D. 
MEASUREMENTS 
MADE EASY 
WITH LUFHIN 
INSIDE 
MICROMETERS ] 








Lufkin Inside Micrometers 
simplify accurate measuring of finished 
bores, keyways, and other I. D.’s from 1%” to 40”. Lightweight 
extension rods may be added to either end of micrometer head, 
so that perfect balance and feel may be maintained. Rods 


have hardened end caps and are adjustable to compensate 


for wear. Anticipate demand! Include Lufkin Inside 


Micrometers on your next order. 
GEA. 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN, New York City: 
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liam E. Volmer, assistant vice-president, 
all of Philadelphia. Also present were 
—. A. Erickson. superintendent, and 
Myron G. Caylor, office manager of the 
Hornell plant. 

The newly-constructed plant was 
aquired by SKF Industries, Inc., earlier 
this year from the F. A. Smith Mfg. Co., 
Inc. of Rochester N. Y. Production of 
anti-friction bearing pillow blocks was 
transferred to Hornell from Philadel- 
phia as part of a $4,000,000 expansion 
and modernization program aimed at 
cutting manufacturing costs and in- 
creasing the company’s output of 
spherical roller bearings, of which SKF 
is the nation’s largest single producer. 


Air Express 
To Bermuda 


The establishment of international 
air express service between New York, 
Washington, D. C., and Hamilton, Ber- 
muda, was announced recently by the 
Air Express division of Railway Ex- 
press Agency. The additional air ex- 
press service to Bermuda is now avail- 
able through the 23,000 offices of 
Railway Express in the U. S. and 
Canada. Shipments will be handled in 
rail or air service from point of origin 
to New York City or Washington, D. C., 
accompanied by a shipper’s letter of 
instructions. 


Chain Belt Co. 
Advances D. B. Hill 


David B. Hill has been appointed 
district field engineer in the Atlanta 
ofice of Chain Belt Co., Milwaukee, 
Wis. Previously Mr. Hill had been an 
application engineer in the company’s 
Conveyor Division at Milwaukee. He 
joined the organization in 1937. 








William D. Anderson, president of 
Gastonia Mill Supply Co., Gastonia, 
N. C., checks over some corre- 
Spondence. 


HARGRAVE 


TESTED TOOLS 


fem fine tools are truly tested . . . in the Hargrave 
plant and in sales and service in the field. Hargrave 
Tested Tools are standard equipment in the nation’s 
leading plants . . . the favorites of craftsmen . . . and 
tops in sales with jobbers since 1879. 


WRITE FOR CATALOG SHOWING COMPLETE LINE 


The CINCINNATI TOOL CO. 


4032 MONTGOMERY RD. CINCINNATI 12, OHIO 


FORGED STEEL NEW CARRIAGE 
SUPERCLAMPS CLAMP 


No, 44 No, 530 


RL LLLLLLALLLALL LARA LALLA AAA LES ~~ 
\ 


HAR GRA\ 

SUPER TANPN .44 

Made of a powerful new metal 
which has been tried, tested and 
proven by wartime applications. 
Stronger, more satisfactory than 
malleable iron clamps. Openings 
from 8” to 8”. 


Made by our patented forging 
process, they are machine tested 
and extra strong for their weight. 
Frames and screws are stiff steel 
carefully heat-treated. Openings 
from 2” to 12”, 


WELDER’S CLAMP CHISELS ¢ PUNCHES 


No, 43 
SUPERCLAMP No43 


Each Welder’s Clamp Is tested on 


@ power-driven hydraulic clamp 
tester. Frames are forged from 
tough steel and heat treated. Also 
the Hargrave No. 43 Welder’s 
Clamp has a patented anti-spatter 
screw made of a solid alloy which 
permanently resists loading (not 
coated). 


Hargrave forgings include: Regu- 
lar and extra long Cold Chisels, 
Cape, Half-round, Diamond Point 
and Round Nose Chisels. Solid 
Drift, Lining-up, Pin, Center and 
Prick Punches. Forged from alloy 
steel in all standard sizes. Indi- 
vidually Tested. 





IMPROVED “1” BAR CLAMP 


(Patented) 


mr rnMnnnnnnqnqaudll mre qnK) | 
> ‘aaa 


Bar is high-carbon manganese steel, Slide, Tip, Frame and Crank are best 
grade of malleable. Improved Wood Grip is protected from breakage by steel 
cap and ferrule. All metal handle optional. Openings from 2 feet to 10 feet. 
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ALWAYS A DEMAND FOR THESE 


theo ft ey DRILLING ano TAPPING 
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TAPPING ATTACHMENTS 
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KEYLESS DRILL CHUCKS 


se ation of key speeds 
Elimination te an, 


up drilling, ‘deal for For full details 
makes chuctsrors, Also | gak for BULLETIN No. 4 
m * . 
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table drills. 
wie rc full details . 
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Write for the Bulletins ond 


details of the Dealer set-up 


ETTCO TOOL Co. 600 Jehnson Ave., Brooklyn 6, N.Y. 








TRADE MARK 







4 C&L Fire Pots can take it! Rugged con- 
struction and quality materials add up to long 
life and smooth performance. For almost 60 
years, C&L engineering skill and experienced 
workmanship have been building efficient, de- 
pendable fire pots. That's why good mechanics 
everywhere know C&L Fire Pots to be the 
best money can buy. Write for complete in- 
formation and catalog teday. 


CLAYTON & LAMBERT 
1716 DIXIE HIGHWAY ; 


MFG. CO. 
LOUISVILLE 10, KY. 
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[_ : if 
SAWMASTER 


%& Producticn men are as anxious to 
get lowest cost and greatest time 
savings in metal cutting as in other 
operations, 


Now, as companies carefully look 
over the field of equipment for an- 
swers to economy. the PORTABLE 
SAWMASTER is becoming more 
and more in demand from coast to 
coast. 


To distributors this means sales ac- 
tion now. To begin with you have 
low price for a portable power hack 
saw that incorporates design refine- 
ments and top quality all the way 
through. 


Then there is low performance cost, 
ability to make accurate, clean cuts, 
speed, long blade life, and porta- 
bility. They are all good, sound 
sales helps. 


Pictured is our 6” x 6” capacity 
unit with 14” blade length and 5” 
blade stroke. Our line also includes 
two 4” x 4” models. 


MILLER-KNUTH 
MANUFACTURING CO. 


VWachine Jools 


2814. N. TWENTIETH. ST. 
Omaha 10, Nebraska 
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C. G. Taylor and W. T. Smith of 
Cc. M. McClung & Co., Inc., of Knox- 
ville, Tenn., inspect a grinding 
wheel. 


Red Devils Tools 
Names A. D. MacKay 


Alexander D. MacKay was retently 
appointed district sales manager in 
charge of Red Devil Tools activities in 
North and South Dakota, Minnesota, 
lowa, Wisconsin, the northern penin- 
sula of Michigan and northern I!linois, 

Mr. MacKay first started with the 
Irvington. N. J. company 21 years ago, 














serving as a salesman in various terri- 
tories. In 1930 he was sent to Chicago, | 
where he still makes his headquarters. | 


Hardware Wholesalers 
Elect W. N. Dixson, Jr. | 

W. N. Dixson, Jr., of Brown-Rogers- | 
Dixson Co., of Winston Salem, has been | 
elected chairman for arrangements of | 
the Hardware Wholesalers of North and | 
South Carolina, following a two-day | 
business session in Charlotte. | 

P. W. Moore, of Montgomery & Craw- 
ford. Spartanburg mill supply firm. said 
that the meeting would be held next | 
July in Greensboro. Mr. Moore is | 
executive vice-president and retiring | 
chairman of the association. 








dies te 
Clare Riley has his hands full 
as buyer of industrial supplies 
and supervisor of veteran trainees 
at C. E. Hamlin Co., of Jackson, 





Michigan. 
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/ that BLACKMER 
ROTARY PUMPS 


AS 










Ay Plant men like this feature. 
@ it makes pump sales easier for 
distributors. 


PUMPING CAPACITY 


is vital to your customer's 
production efficiency. It's 
also of importance to 
distributors because a 
SATISFIED customer is a 
REPEAT customer. 


BUCKETS ARE EASILY REPLACED 


SUSTAINED 

















L 














A cost-cutting feature that 
appeals to pump customers. 
When the “buckets” are 
finally worn out, a 20- 
minute replacement job re- 
stores the pump to normal 
capacity. 





A DISTRIBUTOR'S LINE OF ROTARY PUMPS 
Capacities to 750 GPM. 
Ask us to send Catalog No. 106 


BLACKMER PUMP COMPANY 


1810 CENTURY AVENUE GRAND RAPIDS 9, MICHIGAN 


POWER PUMPS - HAND PUMDS 





- EZY-KLEEN STRAINERS - 
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cONnvViNCiIng§... 





You have some mighty convincing 
sales points — when talking to a man 
‘who needs a hoist to do his lifting — 
by showing him how a ‘Budgit’ Elec- 
tric Hoist saves time, increases pro- 
duction, cuts operating costs, and 


saves money. 


Show him how precious minutes cre 
saved out of every working hour 
when manual lifting is abolished 
throughout his plant. How a ‘Budgit’ 
Hoist lifts loads in seconds. How it 


turns workers’ energy into greater 





The Tools of 
Good Craftsmen 


Made of the finest steel obtainable .. . elec- 
trically tempered . . . diamond point tested for 
hardness ... well finished and individually num- 
bered for easy reference in re-ordering. 


SOLD BY LEADING JOBBERS 


DASCO 
Forged Mand lool, 


DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILLINOIS 












production. That means more autos, 
refrigerators, stoves, appliances of all 
kinds; more building materials pro- 
duced and sold—more money earned. 
Show him how the smooth, quick, 
easy lifting action of ‘Budgit’ Hoists 
and their low operating cost make 
them his best and most economical 


buy. 


There are so many labor-saving, time- 
saving, money-earning facts to tell 
him about ‘Budgit’ Hoists, he'll be 
convinced he needs one to do his 
lifting. 


Leave a copy of Bulletin 
No. 371 with him. Write 
us, when you need more. 





ig BUDGIT 


Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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MAGOR CAR CORPORATION 


Shovel Division 


50 Church Street, New York 17, N.Y. 
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sturdy, tough, 
built-for- 





every-job 
where scoops 
are needed. 
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New 


Products 
(Continued from page 101) 





ing of the lift while being carried. 
The unit is made in five standard sizes 
with capacities ranging from four to 
forty tons and permits the safe han- 
dling of bulky material of odd sizes 
and shapes.—S. G. Taylor Chain Co., 
Hammond, Ind.—Mit Suppttes, No- 
vember 1947. 








Hook-End Fitting 


Hooks MAY Now be secured safely and 
quickly to the wire rope ends on winches 
cranes, hoists, derricks, draw works 
and other similar equipment by means 
of a patented connector built as an in- 
tegral part of the hook. Applied with 
common tools and easily checked 
through an inspection hole, the manu- 
facturer. claims the assembly will stay 
on forever, or can be easily removed if 
desired. A vibration damping effect 
prolongs the life of the wire rope, 
eliminating the need of frequent re- 
socketing. The forged steel hook is 
available in stationary or swivel types 
for ten wire rope sizes between 14-in. 
and l-in. inclusive—Electroline Co., 
Chicago 9.—Mi.t Suppiies, November 
1947, 





Waterproofing Paint 


“Dri-N-TiTE” WATERPROOFING PAINT is 
reported able ot permanently water- 
proof roof slabs, walls and foundations 












DISTRIBUTORS find 
this recognized, ac- 


GR 4 Steel 
High Spee 
| rer production Metal Sowing 
For Low" 
cepted line profitable 
to handle. Backed by 


nation - wide adver- 


NEW GRIFFIN ; 
lade 
improved All-purpose Hand Ble 


FFIN NON-STRIP tising and friendly 


Reon Thinnest Metals factory cooperation. 

0 sAWS Ask us about Griffin 

GRIFFIN ian Distributor territory 
Complete eogeeutting Types now available. 











Send for descriptive 20-page Griffin Price List. 
JOHN H. GRAHAM & CO. INC. 
GENERAL SALES AGENT 
Dept. A, 105 Duane St., New York 8, N. Y. 


‘GRIFFIN 





HACK SAW BLADES cad BAND SAWS 


Made by G. W. GRIFFIN CO., Franklin, N. H., Hack and Coping Saw Blades Specialists since 1880 
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PROFI Moped 


CONCRETE 
TERMUTE 


SPECIAL PATENTED /, 
PULVERIZING TiP 4 


Bores Straight, True 
Holes . . . Holds its 
Gauge . . . Grant- 


Patent No. 
2425132 


OTHER PaT WORM 

PENDING Carries off 
Pulverized 
Material 


IT’S DIFFERENT 
The patented tip of 
near - diamond hard- 


&, g ness pulverizes hardest 
materials Faster! 
Cheaper! Easier! 
Quieter! Try it! 


THE SECRET: 
IT Doesn’t Wl - 
IT PULVERIZES! 


NO time lost on re-sharpening 
NO complicated attachments 
NO expensive air compressor 
NO ear-shattering noise 
NO water necessary 
© FOR EXTRA PROFITS ADD 
CONCRETE TERMITES to your 


line! Write for prices, discounts 





and literature giving uses and testi- 
monials from satisfied users. 


DISTRIBUTORS 
70? how 7hlewlee 













ed 16 Claims SHANK 
Fits Any 
Under U. S. v2" Elec- 


tric Drill. 








MANUFACTURED BY 
CONCRETE TERMITE DRILL CO 


1627 E. Walnut Street 
Pasadena 4, California 
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@ built for just one thing—keeping freight 
cars in service. They get those cars back 
on the line with a minimum of time loss. 
Easy to handle, safe to use, minimum of 
maintenance and repair needed. BADGER 
Car Movers spell ‘‘good business.’’ 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 











Rao 
AIR 


FOR PNEUMATIC TOOLS 


GZeu- ARNOLD 
LUBRICATOR 


Light Weight 
3% —~ Easily Portable 


The new Arnold Lubricator supplies oiled 

air* for all pneumatic tools. 

Arnold gives you all of these features: 
VISIBLE OIL SUPPLY—The pressure- 
proof window eliminates guess work. 
If oil is there, you see it. 

POSITIVE LUBRICATION — good to 
the last drop. Patented feeder insures 
automatic lubrication. 

LIGHT , WEIGHT — made from new 
aluminum alloy, most popular size 
weighs only 14 ounces. 

STRONG—this rugged lubricator can 
take it, actually stronger than cast iron. 
FOUR MODELS--Sizes from 1/6 pt. 
to 1 pt. capacity. Pipe size to one inch. 


FREE—CATALOGUE SHEET 


DISTRIBUTORS WANTED 
Write Now for Details 


The RUCKER Company 


4228 Hollis Street Oakland 8, Calif. 
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The "5000" 
MARKER 
is a general 
purpose 
crayon for 


MILL 

FACTORY 
SHIPPING ROOM 
PLANT 

and OFFICE 


The "5000" 
marks easily 
and clearly 
on surfaces 


rough or smooth 


BOXES 
BARRELS 
CASES 
CARTONS 
PACKAGES 
BAGS 

TINS 
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Write for 
FREE Catalog. 


i Sas Dept. ML-27 


There's an OLD FAITHFUL Marker for 
the exacting needs of every industry. 


the || \MERICAN CRAY 
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of poured concrete; cinder and concrete 
block walls and foundations; cement 
and common brick, plaster, stucco and 
all other masonry surfaces. It may be 
successfully used on either interior or 
exterior surfaces, above or below grade. 


It is applied to wet surfaces, never to 
dry, with a brush, like any paint. Noth- 
ing need be mixed with it, nothing 
added. It is used just as it comes from 
the container.—Arid-Crete Corp., Cin- 
cinnati, Ohio.—Mi.u Suppiirs, Novem- 
ber, 1947. 





Industrial Wheels 


A NEW LINE OF ALUMINUM ALLOY in- 
dustrial wheels of compact design is 
available in a complete range of sizes 
from four to twelve inches in diameter. 
To be marketed under the trade name 
“Airlite”, the new wheels are available 
with either a molded on Grade A rub- 
ber tread or an all-aluminum tread. 
Corrosive resistant, their special design 
permits easy. free rolling, even with 
maximum loading. The wheels may be 
had with either roller bearings, ball 
bearings, or bronze bushings, and roller 
or ball-bearing equipped wheels have 
grease fittings to provide easy servic- 
ing—Aerol Co., Los Angeles.—MILL 
Suppties, November 1947. 





Load-Veyor 


ENTIRELY FABRICATED FROM ALUMINUM, 
including aluminum wheels, is the com- 
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OLD HICKORY 


STEEL GRIP © 


MADE INUSA 


HEREVER men work, there you will 
find immediate sales openings for 
STEEL-GRIP SAFETY APPAREL. 

Management, in small and large plants 
of all kinds, realizes the importance of this 
protection, recognizes the quality of STEEL- 
GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 


The Nation's Ne. 1 


Welders 


Built right, special heat-resist- 
ant leather. Entire back one 
piece, no burned-out seams. 
Wool heat breaker inside. 








@ Included in the line are GLOVES, MITTENS, APRONS, 
HANDGUARDS, ARM PROTECTORS, FLAME- PROOF 


CLOTHING, LEGGINGS, SPATS, ond FINGER GUARDS. SAFETY APPAREL 


FOR ALL PARTS 
OF THE BODY 











There are more than 


4300 items in our line. 


eo. 
OLD HICKORY 


STEEL GRIP 


LS. 





GLOVES COMPANY 
606 GARFIELD BLVD. + DANVILLE, ILL. 
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“HIM THAT HAS, GITS!" 


All of which means that the Dealer who stocks the 
famous Fitler line is the one who gets the business. 


In customer relations it is the resale that counts. 


Don’t speculate on untried, unbranded bargains—always be 
sure with Fitler’s proven top quality. 


Look for the patented blue and yellow yarn trademark on 
all Fitler Brand pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of quality rope since 1804 
NEW YORK ° CHICAGO ° LOS ANGELES ° SAN FRANCISCO 
NEW ORLEANS ° HOUSTON ° PORTLAND 

















The key to the 
power and speed of 
ATLAS CAR MOVERS 
is the 
“compound leverage’’ 
encircled 








Shippers and receivers of freight need these 
werful, speedy, easy to handle ATLAS Car 
lovers. e faster empty freight cars get 

back on the main line, the better service 
the railroads can give to the tremendous 
shipping needs of our country. We can give 
immediate delivery—have your stocks ready 
to take care of demand. 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2nd St. Milwaukee 4, Wis. 














14 Reasons Why 
MOTO-TO0L SELLS FASTER 


“Pocket-Size Machine Shop” Produces Profits 


Dremel‘s famous Moto-Tool . . . the little electric grinder 
that does big jobs .. . proved itself during the war by help- 
ing to set production ds at G 1 Electric, Westing- 
house, Remington Arms, Ford and other plants . . . also used 
by the Armed Forces. Wherever bench work is done in 
a metal, polishing or grinding by hand, there is a 
market for another Dremel Moto-Tool . . . and a continuous 
demand for Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 








@ Patented automatic @ Easily replaced @ Sliding snap 
chuck lock pin. commutator brushes. type switch. 
@ Instant-action, © Dust-filtered @ Handy hanger 
wrenchiess chuck. air-cooling system. hook; cord pro- 
© Oil-less, sealed, @ About 27,000 tector. 
trouble-proof bearings R.P.M. Cuts cleaner @ Weighs only 13 oz. 
© Oversize armature + » « Saves cutters. . « « Shaped to fit the 
shaft, hardened, @ Sturdy, shockproof hand. 
ground and polished. bakelite housing. @ Dynamically bal- APPROX. 
@ 110-volt, universal @ Housing has ‘“‘pen- anced for vibration- 27,000 
type motor. cil-type’’ finger grip. less operation. R > 
' - P.M. 


MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed steel 
cutters, grinding wheels, polishing accessories) and 
heavy-duty professional Model 2 Moto-Tool in natural 
finish, hardwood case . . . list price $23.50. Moto-Tool 
No. 2, with one emery point. . . list price $16.50. Moto- 
Tool Kit No. 1 is again available .. . has Model 1 
Moto-Tool and 34 accessories . . . list price $17.50. Model 
1 Moto-Tool with one wheel point . . . list price $9.85. 





Write Today for Catalog and Distributor Prices 


DREMEL MFG. CO., © Dept. T-437-L ¢ Racine, Wis. 
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FUSIBLE 
PLUGS 






Write 
For 
Bulletin 


Approved Type 
No. 991 


Sherman high grade brass or bronze Fus- 
ible Plugs are filled with pure tin. Con- 
form to rigid code specifications of “Mass. 
Std”, ASME, API and Marine require- 
ments. Wide range of types in either long 
or short style. Immediate delivery. 


H. B. SHERMAN 


Manufacturing Company 
BATTLE CREEK, MICHIGAN 
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pany's new standardized Load-Veyor. 
Only the wheels retain the hardened 
inner race-ways, the hardened steel balls 
and the hardened outer race-ways. Ex- 
cept for its lighter weight (only 30 
lbs. for a 10-ft. length) the design 
follows exactly the manufacturer’s all- 
steel load-veyor which has been on the 
market for several years. Each wheel 
is supported on both sides. The grid- 
like structure provides greater strength 
in all directions. The conveyor also 
has the added advantage that both 
sides may be used. A large package 
will be used with the wheels project- 
ing above the side rails; narrow pack- 
ages may be used on the opposite 
side with the wheels below the side 
rails, which then act as guides.— 
Market Forge Co., Everett 49, Mass.— 
Mitt Suppiirs. November 1947, 





Hydraulic Grinder 


A NEW-TYPE VERTICAL SPINDLE, full 
hydraulic grinder features a feed fix- 
ture that is simply constructed and easy 
to operate. The operator places the 
rough forging into the feed fixture then 
swings it down into the horizontal posi- 
tion, advances to the grinding wheel, 
makes the required number of passes 
back and forth across the grinding 
wheel and, at the same time, feeds down 
mechanically. Upon reaching the mi- 
crometer stop screw, work automati- 
cally recedes from the grinding wheel 
and returns to the unloading and load- 
ing position. Oil is used as a coolant. 
The number of passes across the face 
of the grinding wheel, the speed at 

















COLD 
DRAWN 


SQUARES and HEX’S 


These commonly used bar sections are produced 











to precision standards in B&L mills . . . and they 
come to you in a bright, smooth finish with char- 
acteristic square corners, straight edges and close 
size tolerances. 

Their cold drawn finish enables you to save 
valuable machining time where the bar size is 
retained in the fabricated parts. With a complete 
range of sizes available in fractional dimensions, 
you can order B&L squares and hexagons to fit 


the requirements of your product. 


BAL Squares and That’s why we say, “Start with a good finish, 


plied in all standard =and you end with a good finish . . . with less 


es ae machining work.” 


COLD FINISHED BAR STEELS AND SHAFTING 


BLISS & LAUGHLIN, INC. 


} 
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DEPENDABLE 
SOURCE FOR ALL 


FASTENERS 


REGULAR 
CAP SCREW 


WING NUT 
MACHINE 


SCREW 


} 


4 


poole € 208.17 \%) 


CAP SCREW oop screw 


STOVE BOLT 


FAST SHIPMENT ON 
PACKAGED FASTENERS 


When you need fine quality machine 








screws, wood screws, wing nuts, cap | 
screws, socket head cap screws, stove 


bolts and other fasteners, order from 
STRONGHOLD. 

STRONGHOLD fasteners are made 
on speedy, precision machines that per- 
form every operation with true accuracy. 
If you need 10 gross or 500 gross of a size 
STRONGHOLD is your one source either 
from stock or quick factory delivery. 


NOW AVAILABLE IN 
METAL EDGE BOXES 


Your customers will appreciate the advan- 
tages of purchasing their packaged fasteners 
from you in STRONGHOLD'S new metal edge 
boxes. Gone are the days of split seams and 
spilled screws! No longer do you have to hope 
and pray that boxes stay together. The tough 
durable construction of STRONGHOLD'S me- 
tal edge boxes withstands the punishment of 
shipping and constant handling. Each box bears 
a color-coded label that makes identification 
quick and easy. 
Yes, STRONG- 
HOLD’S FAST- 
ENERS in the 
new metal-edge 
boxes mean money 
in your pocket! 

Check and mail 
the coupon below 
for any or all of 
the items offered. 





STRONGHOLD SCREW PRODUCTS INC. 
] 232 W. Hubbard St., Chicago 10, 111. 
{ Piease send me FREE the items checked below. 
(C0 Sample gross of packaged fasteners in H 
i metal edge box 7 
2 “Pocket Library of Engineering Data.”’ 
{ (C0 Current STRONGHOLD “‘In Stock"’ inventory list qi 
l for immediate delivery | 
I Name 1 
| Position ‘ | 
| Company 1 
! Address ! 
City Zone State I 
L. —=S —— = se < ser eme eee ee é 


274 


‘H.K. PORTER, INC... 





We are proud of the name 


HAND POWER TOOLS FOR CUTTING, BOLTS, 
RODS, WIRE, CABLE, CHAIN, FLAT STOCK, ETC, 


74 FOLEY STREET 


... in the future than ever before 


Reputation established through years 


of performance of a name identified 
product, is the only protection the 
buyer is going to have in a market 
flooded with new products, experiments 
and exploitation. 


SOMERVILLE, MASS. 




























AND 
he last word in accurate, 
economical performance; 
efficiency by your 
industrial clients 
conditions. 
Elliott Flexible 
is ready to go to 
work on many 
dustrial opera- 
tions—from bur- 
drilling to die 
finishing; as 
is valuable wherever 
constant power ina 
ed. Write for Bulle- 
tin 44-B. / 


MACHINES 
| 
ready to be tested for 
under their 
Shaft equipment 
and varied in- 
ring to buffing: 
versatile as it 
portable tool is need- 
Blis 


* 
ss < 


7932 MANUFACTURING COMPANY 
212 Prospect Avenue @ Binghamton, N.Y. 











MILL SUPPLIES © NOVEMBER, 1947 


THESE ITEMS SELL 


Sodering Paste 
Sodering Sticks 
Sodering Oil 
Sodering Flux 
Stainless Steel Polish 
Sodering Liquid 
Sodering Syrup 
Sodering Acid 

@ Solid Sal Ammoniac 
GET OUR CHECK CHARTS 


that show melting point of all soders— 
your customers will appreciate them. 











L B. ALLEN CO. Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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which the work passes back and forth 
across the wheel, the amount of hy- 
draulic pressure exerted and the speed 
of the downfeed are all subject to vari- 








fore ation at the operator’s option.—Charles 
H. Besly & Co., Chicago, I/l.—Miu 
came SuppLies, November 1947. 
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C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 


iTS, Threading Machines | 





TC, SIMPLICITY OF DESIGN and complete | rawhide faces. 
rer portability are the outstanding features | 
8. of new pipe and bolt threading ma- ee 


chines. Combining rugged construction om ‘ied Sao 
and precision performance, the Model 
32 machine weighs only 245 lbs, is 32-in 
long, 18-in. high and 12-in. wide. Model 
2 weighs 225 lbs and has the same over- 
all dimensions as Model 32. The two | 
models differ largely in their speeds, | 
Model 32 having 3 speed rpm 9-20-40 
at 60 cycles: Model 2 11% rpm at 60 
cycles. Complete floor to floor thread- 
ing time in the latter model is 1% to | 
2% min., depending upon pipe size.— 
Vermette Machine Co., Hammond, Ind. | 
—Mitt Suppiies, November 1947. 


~/ \} = 
LD RAWHIDE is tops 


for ‘‘soft’’ mallets and hammers. 





And you can't beat Chicago 


Rawhide. Tightly coiled, speci- 


ally treated C/R surfaces won't 
split, crumble or mushroom. 
They absorb shock, deliver 
powerful blows, protect delicate 
surfaces, and stand up under 
tough use. Always ask for 


Chicago Rawhide. os 


— | 


CHICAGO Kawhide MFG.CO. 








Sander Kit 


: : 1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 

A NEW UTILITY CASE is wena available Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
to house the manufacturer’s “1000 geors, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 

MILL SUPPLIES © NOVEMBER, 1947 275 








UMI 








THE £.13.8 TURNER 






RFORM 
NEW IN PRINCIPLE DESIGN AND PE ANCE 





WITH “CARBURETOR CONTROL” 





Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner . .. permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion .. . 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inates carbonization... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 


®@ Burner coil is made of extra-heavy 
seamless steel tubing. 


® Tank is of unusually strong con- 
struction ... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 
eerie | eer es 
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The HUOT Drill 











Huot Drill Index 


JOBBERS, DEALERS! 


Here is an item that can’t miss- A 
drill stand and indexed container 
made in 11 sizes. The HUOT Drill 
Index is a compact, convenient and 
orderly drill index designed and 
priced to sell on sight. 


Write for Literature Today 











551 N. Wheeler 


FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 


St. Paul 4, Minn. 








The Monarch One Man 
Car Door Opener fills a 
long-felt need for saving 
labor, reducing  acci- 
dents, speeding loading 
and unloading sched- 
ules. The Procter and 
Gamble Company, Cin- 
cinnati, says, “We have 
established your car door 
opener in our safety 
manual, which means 
that we will order these 
openers for our plants 
and mills all over the 
country.” 


© Reasonably priced for 
quantity sales, generous 
discounts. Sales promo- 
tion literature and cuts 
available. Write us to- 
day. 





Only $22.50 Each 
F.0.B. Bowerstown 


THE NOLAN COMPANY 
DEPT. MS-11 Bowerstown, Ohio 
Formerly The Mining Safety Device Co. 
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DRILL PRESS TYPE 


* RACINE, WISCONSIN 


dozen lots to most of your regular customers. 
HEINRICH 
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Dept. 167L 





See for yourself the great sales possi- 
bilities in the Heinrich “Grip-Master” 
—the amazing new screwless vise. 
Write today for folder that gives full 
facts on its simple construction and 
easy operation .. . see how it speeds 
production . . . how it can be used to 
cut jig and fixture costs up to 75%. 





NATIONAL MACHINE TOOL COMPANY 
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portable electric sander and all acces- 
sories. Attractive in gray gloss finished 
20-gauge steel, the new sander kit is 
equipped with sturdy latches and hasp 
to permit locking with padlock. The 
case is divided into three compartments, 
containing the sander in the middle 
section and accessories in one of the 
end compartments. The third section 
is for abrasive papers and rubbing 
cloths, which makes available in one 
case all of the accessories and materials 
necessary to do complete sanding and 
fnishing with the company’s electric 
sander, whether it be on wood, metal or , 
plastic.—Sterling Tool Products Co., 
Chicago, Ill—Mitt Supp.ies, Novem- 
ber 1947. 


FOR YOUR CUSTOMERS . . . LARGER 
UNITS OF SALEFOR YOU 


Sell packages 
instead of inches 





Customers appreciate the benefits of purchasing plainly marked 
packages of precision brass and steel shim stock. They are 
easy to use, simple to stock and sell. Always handy. 


ee POPE RACINE, WISCONSIN | 
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Heavy Duty Scale 


MANUFACTURE OF THE COMPANY'S heavy 
duty scale, Model No. 1744, has been 
resumed after several years absence 
from the market due to the shortage of 
critical materials. Especially designed 
and constructed to meet the demand of 
industries for a durable, heavy-duty, 
high speed scale, the model is equipped 
with the over-and-under head, which 
magnifies the scale’s beam movement to 
make it visible at as much as 30 ft., and 
eliminate the possibility of weight er- 
rors. Capacity, 200 lbs, with a platform 
10% by 1414-in, beam graduations are 
from ¥-0z. up to 5-lbs. The scale is 
finished throughout in durable black 
morocco.—Detecto Scales, Inc., Brook- 
lyn 1, N. Y.—Mitt Suppties, Novem- 
ber 1947, 





Portable Pipe Threader 


LOWER PLANT MAINTENANCE COsTs and 
less “down time” are said to result from 
the use of “Red-E-Haul” portable pipe 
threading machines. The new model is 





6 x 100 Inches, brass and steel 


In cartons: Pull roll through 
slot in carton and snip. The 
remaining stock stays in 
the carton instantly ready 
for use. Supplied in 
gauges up to .012. 

In envelopes: Four 
sheets, 6 x 25 in., in plain- 
ly marked heavy duty en- 
velopes. (Packed flat for 
easy handling and to elimi- 
nate flattening before 
use.) In gauges from .015 
to .032. 

In handy kits: Providing 
assortments of most used 
gauges of brass and steel. 

Laminated Shim Company's 
packaged shim stock is 
handled by recognized indus- 
trial distributors everywhere. 
Write for details of liberal 
dealer plan and our supporting 
policy that includes national 
trade-paper advertising and 
dealer helps. 
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You're a jump 
ahead with Marsh 


The Marsh advertisement reproduced 
above is one of a series pointing out 
the well-supported fact that Marsh is 
the pressure gauge preferred by the 
most discriminative gauge users in key 
industries. 

Straight-aimed at your customers 
through leading publications, these 
advertisements are heightening the 
already well-established preference for 
Marsh instruments—a preference that 
makes the Marsh line the most profit- 
able for you to handle. 

Yes, the Marsh line is the most ac- 
ceptable line of instruments—the line 
that puts you a jump ahead. Ask for 
convincing information and prices. 

JAS. P. MARSH CORP. 


Dept. C, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17 
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The Marsh “Recalibrator 
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HEATING SPECIALTIES 
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DIENER 

















vention Equipment to 
fill any need and you 
can make a nice profit 
supplying it. Sell this 
complete fire protec- 
tion—get all details 


FOAM TYPE FIRE 
EXTINGUISHER 


2% Gal. cap. Eljects 
20 gals. of thick, dur- 


now, 

able foam which has a ° ° 
bianketing effect on 

burning liquids. This PERFECTION 


EXCELSIOR CAN 

For storing excelsior, straw, 
waste, paper for packing, and 
other combustibles—also helps 
to keep packing material neat 
and clean and prevents waste 
and loss. Made of heavy gal- 
vanized steel. Useful in manu- 
facturing plants, airports, gaso- 
line stations, etc. 


smothers the fire and 
the thick air-tight 
blanket of foam cuts 
off oxygen and prevents 
fire from  re-igniting. 
A vital necessity where 
gasoline, naphtha, oil, 
enamel, grease, or lac- 
quer is used and stored. 





FIRE PREVENTION EQUIPMENT 
.. . minimizes possibility 
of costly damage... 


Combustibles such as rags, alcohol, gasoline, waste, 
etc. present a constant fire hazard. Proper receptacles 
to store them are an absolute necessity in plants, 
warehouses, or public buildings. DIENER has Fire Pre- 





GEO. W. DIENER MFG. CO. “azn Mertaates- 











Money-Maker for Distributors 
RUST-OLEUM Stops RUST! 


Every industry is a buyer. Rust-Oleum gives 
essential protection. All maintenance pro- 
grams ‘need it... Rust-Oleum saves metal! 





You Profit for These Reasons: 


it, REPEAT SALE line that offers time, 
dvantages to every buyer 


28 colors in 2 types 
including aluminum, 
black, red, white, 
grey, green, blue, 
yellow and orange. 


; —_— 
st-Oleum is a long-pro 
™ cise and money-saving @' 


lusive features provid 
" eee and wins more Vv o 
i i tion to me 
t-Oleum gives lasting protec 
- 9 other anti-rust method. 


ts new 
rful sales story that ge 
viume irom established accounts 


at big savings over 


») 
) 





i re- 
ting or chemical cleaners are 
¥ i Kos gad se ee — after quick np 
@ Rust-Oleum is easy to sell. saeemen REQUIRE NO 
sat snienie poner ‘ ail advertising stimulate 
direct-m 
«hitting trade paper and 
. pao 09 for mill supply houses. cali 
leum’s proved sales program. beehes : B. eres 
5 Rusted field men to work with salesmen. elp 
faster in volume. 








Write today for complete information and data on tested 
soles pr ion and i 


RUST-OLEU 
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2413 Oakton Street, Evanston, Iilinols 
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designed especially for installation and 
maintenance of all piping from 14-in to 
9.in. in size and can cut, chamfer, ream 
and thread these sizes of pipe without 
changing dies. (This range can be ex- 
tended to all sizes from ¥-in. to 12-in. 
by use of simple auxiliary equipment.) 
For added convenience and speed in 
applying fittings the new model features 
a built-in tool tray and handy dope cup. 
The switch for the one hp. motor incor- 
porates a double electric outlet for 
lights and small power tools.—Ameri- 
can Die & Tool Co., Inc., Reading, Pa. 
—Mitt Suppuies, November 1947. 








Earth Drill 


Six-In.. TO 42-IN. DIA. HOLES can be 
drilled to depths of 10-ft. with a new 
modern earth-boring machine drill en- 
gineered for convenient transporting 
and minimum set-up time for digging. 
Steady hydraulic power of the Model 
HBJ moves the tower into instant op- 
erating position. Other finger-tip con- 
trols quickly permit adjustment of drill 
head to a vertical position. All leveling 
adjustments for either straight holes or 
anchor holes are completely hydraulic. 
Powered by a slow speed 4-cylinder gas- 
oline engine, the new drill is said to be 
ideal for pole line construction, pre- 
boring for piles, foundation work, and 
for other jobs which require the con- 
stant moving of equipment.—Buda Co., 
Harvey, Ill—Mit Suppers, Novem- 
ber 1947. 





Bench Backstand 


Tue new No. 52 BENCH BACKSTAND con- 
verts existing wheel bench grinders into 
high production abrasive belt units for 
faster, better grinding, deburring and 
finishing. Features of the new tool in- 
clude heavy cast iron base drilled for 


A SALES TIP 





Here are the reasons why TM Alloy Steel Chain is so safe. It is fabricated 
from alloy steel bars...made to Taylor’s special formula. \t assures twice 
the safe working load of wrought iron or low-carbon steel chain. It’s 
highly resistant to shock...to grain-growth and to work hardness at all 
temperatures. It’s tough... Brinell Hardness Tests show 270 to 300. These 
are safety facts that cannot be overlooked! 


T™ Alloy Steel Chain never requires annealing. It stays on the job 5 
to 15 times longer than ordinary chain (depending on the type of work). 
No wonder that it’s the economical and safe chain it is. Write the factory 
for prices and specifications. Advertised in leading industrial magazines. 


S.G. TAYLOR CHAIN CO., Box 509 Hammond, Indiana 


“THE BEST BY TEST 
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PHILADELPHIA 























CHAIN HOISTS 
...a line featured by 
Leading Distributors 


SPUR GEAR TYPE 


These safe, economical, efficient hoists offer 
exclusive sales features which can be capi- 
talized on. Furthermore they can - 
pended on to meet all hoisting needs from 
4 to 20 tons. 

Features: Malleable iron; load sheave 
mounted on Timken roller bearings for 
smooth, easy running and effecting 15 to 
30% saving in operating cost; hollow load 
sheave shaft is bronze bushed, solid one- 
— driving pinion shaft drop forged steel, 
eat treated and ground; all bearings com- 
pletely enclosed. 


LOW HEADROOM CHAIN HOIST 


Made in capacities from 1 to 10 tons inclu- 
sive. Offer same hi ality exclusive fea- 
tures found in all Philadelphia Timken 
equipped Spur Gear Hoists and Trolleys. 
Specially designed for use where headroom 
is limited, requiring only about one-fourth 
headroom need for standard hoists. 


Distributors can depend on “'Philadel- 
phia’’ for service and cooperation. 


Write for 


18 - page Catalog 
4-A covering the 
complete ‘‘Phila- 
delphia’’ line of 
Trolley, Screw and 
Differential Hoists. 











PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
MASCHER & NORRIS STS., 
PHILADELPHIA 22, PA. 





“ALLIGATOR” 
SWISS PATTERN 











THEY SATISFY 


YOU CAN’T BUY OR SELL A BETTER FILE 


If you want a complete life of FILES (Ameri- 
can and Swiss Pattern in all sizes, shapes and 
cuts, Riffles, Needle, Coil) Rotary Pattern in 
Hand Cut and Ground from Solid. Outstand- 
ing for their metal cutting qualities. Backed 
by 38 years time tested, time proven years of 
satisfactory service and a sales policy that 
protects stocking distributors, then write us. 


“ALLIGATOR” 
ROTARY FILES 


CARSON-NEWTON CO., BELLEVILLE, N. J. 


CARSON 
NEWTON 





“CARSON” 
“NEWTON” 
AMERICAN PATTERNS 
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Take this TIP if you want a WINNER 





The SULFLO Line of Maintenance Items 





is a complete line of champions. Each product is as outstanding in its 
class as SULFLO is in the cutting oil field. Depend only on thoroughbreds. 


S They always pay off at great odds! 
U THE COMPLETE SULFLO LINE: 
ALL-PURPOSE—Cutting compound in handy applicator can. Use 
L for all cutting operations. 
#1—For hand cutting, threading and tapping. Gives clean, smooth 
- threads. Saves taps and dies. 
#2 & MACHINE-KUT—For all machine cutting. Increases pro- 
duction and speed and saves fools. ‘ 
0 LAYOUT LIQUID—Iin handy applicator can. Makes easily leg- 
ible layouts with less eye strain and fewer errors. 


SOLD EXCLUSIVELY 
THROUGH SELECTIVE 
DEALERS 


PENETRATING O/L—Quickest action—biggest time-saver. 

SOLDER LIQUID & PASTE—Fest-acting flux. 

PIPE JOINT COMPOUND—Regular for water, steam, etc. Oil 
insoluble for oil lines, efc. 

FUEL OIL TREATMENT—Absorbs water, prevents sludge. Reduces 


carbon. Gives better combustion. 


SULFL 


ET - ELIZABETH, NEW JERSEY 
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wood or metal bench _ installation; 
dynamically balanced aluminum 6-in. 
dia. by 3%-in. face pulley; highest 
quality, sealed, lifetime lubricated pre- 
cision ball bearings; quick, easy belt 
changes with convenient tension release 
lever; spring loaded belt tension ad- 
justment operated by hand screw knob 
—no tools needed—and_ handscrew-op- 
erated, positive belt tracking adjust- 
ment—Hammond Machinery Builders, 
Kalamazoo, Mich.—Muu Surpuirs, No- 
vember 1947, 





| L 
Nut Setter 


DESIGNED TO MEET industries’ needs for 


a tool to handle large lag and wood 








KEEP GLUE AT CORRECT 
APPLICATION TEMPERATURE 
.. AUTOMATICALLY . . . with 


HOLD-HEET 


ELECTRIC 
GLUE POTS 














e Glue never 
too hot — 
never too 
cold. 


@ No gummy glue from underheating— 
no spoiled glue from overheating. 


® Simple — no adjustments. Thermostatic 
control. 


© No water jacket to boil dry. 


® Rugged steel body. Guaranteed heat- 
ing element. 


@ 1 to 8-quart capacity models available. 
Write for complete specifications and prices 


RUSSELL ELECTRIC COMPANY 
340 W. Huron Street - Chicago, Illinois 
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Sterling: 


METAL CUTTING 


BAND SAWS 


There is always an active demand for effi- 
cient metal cutting band saw blades — and 
consumer preference for the STERLING 
brand is proven by consistent repeat orders 
from all types of industrial plants. 

Why not join other progressive Mill 
Supplies distributors in capitalizing on this 
active market by stocking this preferred 
brand — famous since 1898. 

STERLING band saws are unsurpassed for 


* die cutting, contour sawing and all preci- 


sion work as well as for rugged service on 
foundry jobs or for regular routine plant 
requirements. 


Be sure to write for information on the complete line 
of Sterling and Super-Sterling metal cutting saws. 


Super 


~\ 


new 0 
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The Complete Line.....PLUS 


DIAMOND SAW WORKS, | 
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NARA 


Nationally Advertised... 
A Good Repeat Item 


Ky y TITE 


WatTeR pROO 


| Pipe JOINT 
ac OMPOUNg 


Ric 


ere are two high profit items your customers 

know about and want. They have seen these 
sealing compounds advertised and know how 
they seal pipe joints, eliminating costly leaks once 
and for all. They do not freeze the joint and are 
economical to use. 


MAO OLA, 


For Weterproof Sealing 
Remind your customers of Key Sealing Com- 


pounds and pick up those extra sales and profits « 
that can be yours. 


Distributors 


If you request specific information about the 
salability of Key Sealing Compounds, our reply 
will be something more than just a form letter 
and collection of circulars. 


Me 


2621 McCasland Ave., East St. Louis, Ill. 


f. Ss 
GRAPHITE PASTE 











For Oil Proof Sealing 
a 





























ACCURATE 


TIME... 


FAST— 


TO .0O1"' 


Eliminate waste motion — cut 
down elapsed time changing 
pieces—reduce handling and op- 
erator fatigue. More and better 
production per machine hour 
makes the ‘‘Knock-Oxt” Expanding 
Mandrel an IDEAL PRODUC- 
TION TOOL. 


Ideal for Tool Room too. Only 
5 mandrel sizes to handle a// work 
with 3%" to 214" hole. Eliminates 
special mandrels — saves hours of 
machine time. 


SAVE HOURS 
OF MACHINE 











Peet Contre] Leaves 
Beth Hands Free Te Work 








ABERDEEN 
SOUTH DAKOTA 


Ask. your supplier or mail the cou 
pon today for illustrated bulletin 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a pasties « of epgeetion, needs this 
fast-action SPEEDY AIR VISE! Operated by air and ——— by foot, it leaves both 
hands free for more rapid insertion and removal of work. S up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and i oe Husky, compact, 
precision-built ; exerts a Sit of 15 times air line pressure; ied on co— § 
re-ordered in quantity. ith Foot Control Valve, Air Hose & Fittings, only 


Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES * AIR REGULATORS * AIR FILTERS * PORTABLE COMPRESSORS * PAINT SPRAYERS 





282 MILL SUPPLIES © NOVEMBER, 1947 





Raw eww we em ww ew ew ew ew ew ow ow ow 


K. O. LEE COMPANY, 
1130 First Ave. S. E 
Aberdeen, South Dakota 


Please send us the illustrated bulletin 
Givins complete details, sizes, etc. on 
Knock-Out” expanding Mandrels. 
Name 
Address. 
City. Srate 
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screws is a new air-powered heavy duty 
nut setter, Model 7040. The tool is 
equipped with a side handle and a 1%- 
in. hex ball lock adapter, threaded di- 
rectly to the spindle of the tool. The 
desired torque is obtained by regulating 


the speed through the regulator lo- 
cated on the side of the throttle handle. 
Overall length of the tool is 8%-in; 
weight, 6 Ibs. Speed is adjustable from 
500 to 1000 rpm.—Aro Equipment 
Corp., Bryan, Ohio.—Mi.t. Suppuies, 
November 1947, 


Protector Sleeves 


DESIGNED FOR PROTECTION against acids, 
caustics and solvents, as well as dirt 
and splashing liquids of any type are 
new protector sleeves which are light 
and flexible and easy to wear. Length 
is 161%-in. Elastic at both ends makes 
them easy to put on and take off. Other 
advantages cited for them by the manu- 
facturer: won't bind, easy to clean with 
soap and water, translucent, durable 
and dressy. and made of .006 gauge 
film.—The B. F. Goodrich Co., Akron, 
O.—Mi Suppuies, November 1947. 
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Centrifugal Pumps 


SPECIAL FEATURES have been _incor- 
porated into the manufacturer’s new 
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DRESSERS) 


aad CUTTERS 
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DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3, 4, 5, 6, 
“Ga.” diamonds in any size 
diamond or nib are also 
available. Calder uncondi- 
tional guarantee of satisfac- 
tory service assures full 
protection to both distributor 
and user. 











IQ * 
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CALDER MANUFACTURING CO., 


N. PRINCE ST., LANCASTER, PA., 


for a 


COMPLETE 
PROFITABLE 
DISTRIBUTOR 

SERVICE 


All requirements of grinding wheel 
users are covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 
simple stock inventory. 


The value of the Calder line has 
already been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 
toughness and maintained clean, 
sharp cutting action are assured. 
Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. They are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 


U.S.A 
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your most dependable source | 


BRASS 
FITTINGS 









copper 
tubing 
installations 








for 
gas and oil 





write for catalog-L 


BRASS MFG. CO. 


148 West 62nd St. NewYork 23, N.Y. 
Circle 6-5249 
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with the New 


DI-ACRO 
BRAKE 


@ ROK-LOK—new sensitive material clamp increases accuracy 
® DOUBLE-EDGED FORMING BLADE allows close reverse bends 
@ NEW PRECISION STOPS accurately control angularity of bends 


This versatile metal forming machine was developed 

for use in model shops, experimental laboratories and production depart- 
ments where it often replaces dies for all types of precision forming opera- 
tions. Di-Acro Brakes will form a great variety of materials including 
bronze, stainless steel, aluminum and bi-metals. 


WRITE FOR CATALOG. New edition of 40-page Di-Acro Catalog con- 
tains detailed information on all Di-Acro Brakes, 
Shears, and Benders and illustrates how these 
precision machines can be used individually or 
cooperatively for “DIE-LESS DUPLICATING”. 


, € DI-ACRO is Pronounced "Die-Ack-Ro" 
[- PRECISION MACHINES «5 
— 
4 \yy =. 
“ess ypu 


Every Metal Working Plant 
a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 
- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


METAL CUTTING COSTS 













312 8TH AVE., LAKE CITY, MINNESOTA 








Manufactured by 


MACHINE 
TOOL DIVISION 
* 
KALAMAZOO TANK 
& SILO COMPANY, 
Kalamazoo, Michigan 


Write for 
Dealer Discounts 
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line of “Close-Cupld” centrifugal 
pumps to improve pumping efficiency, 
increase service life and simplify main- 
tenance. Pump and motor are combined 
on a single, compact assembly ready to 
install and operate in any position ex- 
cept vertically with motor below pump. 
A single shaft eliminates a coupling to 
assure perfect and maintained align- 
ment with freedom from _ vibration. 
Other features include the liquid de- 
flector, unique in design and mounted 
on the end of the shaft sleeve, and a 
new split gland, with the halves held 
together with hollow washers which 
slip over bosses on the gland and make 
it unnecessary to unbolt gland halves 
when repacking stuffing box.—Goulds 
Pumps, Inc., Seneca Falls, N. Y.— 
Mitt Supp.ies, November 1947. 








Radial Saw 


Mopex D. D. “Fiex-Arm” portable saw, 
said to be an entirely new and different 
design in radia] saws, offers complete 
flexibility and immediate dial setting 
for any cut at any angle. It weighs 233 
Ibs. and is complete with 2-hp. direct- 
drive, universal single-phase motor, 115 
volts, 25-60 cycle AC-DC, 5700 rpm. 
load speed. Removable rip guard 
equipped with anti-kickback dogs can 
be lowered to cover blade and shaft. 
The arm has needle bearings and 
swings on a hardened, precision-ground 
shaft. Bearings are enclosed and there 
are no open tracks to wear or clog with 
sawdust or dirt. Arm and motor are 
balanced to prevent “creep” forward. 
The retracting device complies with 
safety regulations—Flex-Arm Mfg. 
Corp., Pasadena 2, Calif—Mit Sup- 
pLies, November 1947. 








Yes, Mr. Jones, a Skinner Power 
Chuck provides a means to chuck 
work: quickly, easily and accu- 
rately. This means that a machine 
equipped with a Skinner Air 
Chuck will be removing metal 
more hours of every work day, 
but without burdening the oper- 
ator. The increase in output will 
result in production-cost savings 
that will give you an edge in the 
increasingly competitive picture of 
today. 

And that’s not all, Mr. Jones. 
There are other features of Skinner 
Power Chucks about which you 
ought to know. Take a look at 
their rugged construction — bal- 
anced, forged-steel bodies, ma- 
chined all over, provided with 
wide jaw ribs to keep jaws prop- 
erly aligned and in the same plane 
— every part, plus the assembled 
unit, checked and_ rechecked. 
There are years of productive 
service in every Skinner Chuck. 
Safety is important, too; that’s 
why Skinner has paid special at- 
tention to the wedge-angle. Once 
the jaws grip a piece in any posi- 





FRONT & REAR VIEW SERIES 1300 


PRECISELY, Mr. Jones 
-and faster, too! 


tion, they will not release even if 
the air supply is completely cut off! 
Power chucking is a modern 
time-saving method that offers a 
simple way to greatly reduce your 
production costs. Skinner offers a 
complete line of self-centering and 
combination power chucks and 
allied equipment such as air cylin- 
ders, operating valves, gages and 
filters, plus a nationwide dealer 
organization that’s ready to apply 
their knowledge and experience to 
your problems — on the spot. 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 


@ 





THE CREST 
OF QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~ MACHINE VISES 
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POWER 
HACK 
SAWS 


A MODEL TO SUIT 
ANY NEED 


KELLER 


% Six models cover about any requirement and 
the price range is from $80 to $370. KELLER POWER HACK 
SAWS are well known and profitable to sell. Our hack saws are 
engineered to handle the maximum quantity of stock at any 
desired angle of cut, with the greatest convenience to the oper- 
ator. They lower cutting costs and we can make good deliveries. 
Write for descriptive circular and complete details to Dept. S-11. 


Sales Service AMackine ol ico. 


PAUL 4, MINNESOTA 


(Wilton ees — easier to eon 


: 4 nisin Vises sell fast and build profits for three 


reasons. 1. Modern Wilton design has eye oppeal—sells on 
sight. 2. Wilton Precision Vises and new Torco Utility Vises 
ore now nationally advertised. 3. Prices have not been 
increased. Wilton Vises still sell at the old OPA ceiling. 


WILTON PRECISION VISE Completely enclosed, keeps out 
chips and dust. Ruggedly built. Spindle and unbreakable nut | 
are grease packed. Precision milled jaws —replaceable. No 
wobbling — front moves on broached keyway. Only vise 
guaranteed for five years. Size 2” to 6” inclusive. 
TORCO UTILITY VISE No dead motion or wobble 
because of precisely threaded spindle. With or without 
pipe jows and swivel base. Accurately lathe 
turned, milled and broached. Sizes 31/2” 





Model 
3-C 











2363 UNIVERSITY AVE ST 




































936-D Wrightwood Ave., Chicago 14 


WILTON LAR 











Built by Wilton—They Must Be Good 
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ae, Working 
PROTECTION 








No. 7072 


Hodgman Industrial Aprons 
and Garments for Safety 
and Efficiency 


No. 3062 


tection for men working in 
wet or muddy places. 

No. 7072 is a black apron 
for general industrial and wash 
Also made in No. 
7162 to resist fats, oils, greases, 
and most solvents. 

No. 7100 is a long wearing 
biack apron especially resist- 
ant to dilute acids and abra- 


rack use. 


sion. 


Hodgman protective clothing 
is ruggedly constructed to 
provide maximum protection, 
comfort and long wear to 
workers in all fields. Fabrics 
are coated in our own plant 
to make individual garments 
highly resistant to water, mud, 
acids, caustics, abrasives, 
greases, oils and ‘other harm- 
ful agents. 

No. 3062 Waders afford 
sturdy, com- 
fortable pro- 





No. 7100 


Send for complete catalogue 
Information about Hodgman 
Industrial Aprons and Garments 


HODGMAN 


Rubber Company 


FRAMINGHAM, MASS. 
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The new crane-served, wire rope 
dock at Republic Supply in Bak- 
ersfield. 


Republic Supply Co. 
Improvements Underway 


Among recent improvements under- 
taken by the Republic Supply Co. of 
Bakersfield. Calif. on its well-appointed 
building was the addition of a dock 60 
ft. long and 30 ft. wide, built across the 
rear of the building with a railroad 
spur adjacent to and crossing it at one 
end. The new facilities will provide 
for the storage of all wire rope except 
a few light lines which will be carried 
in the warehouse. 

The dock, which is covered, will 
easily hold up to 100 tons. It is served 
by a new 10-ton crane. 

The office area of the Bakersfield 
plant has also undergone some changes. 
New counter facilities have been pro- 
vided along with new comforts for the 
company’s customers. Around one 
corner, in the open area at the entrance, 
a handsome leather settee has been 
huilt to accommodate a dozen people. 





Bi at « 


The “new look” at Republic Supply 
was achieved by installing all-pur- 
pose counters and, diagonally op- 
posite, a long, twelve seat deep 
settee. 











MORE CATALOG 


Repeat Orders sfssrerce 


TO 

















100 BAST MAIN STREET 


Donnelley’s eo 








For the four distributors 








whose newly delivered books 


are shown here 


MURRAY 


we have made a total of 


21 catalogs 





DALLAS yiz TEXAS 


hion Crtar. of tha Southwest 


CAPITAL CITY 


SUPPLY COMPANY 


INDUSTRIAL SUPPLIES 
AND EQUIPMENT 


CHARLESTON, W. VA. 


TELEPHONE 22-161 








SUPPLY COMPANY 


The 
Lakeside 
Press 


R. R. DONNELLEY & 


CATALOG 21 


MARSHALLTIOWN, |OWA 


SONS COMPANY 


350 East Twenty-second Street, Chicago 16, Illinois 
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BUFFALO BOLT says 


advertising in FACTORY is 
“EFFECTIVE and ECONOMICAL” 





BUFFALO BOLT COMPANY 


° 4 £ 
NORTH TONAWAN 





CL TURNER 
WCE PRESIDENT Bae 


Mr. R. W. Garrison, District Manager 
Factory Manag it & Maint 

738 Oliver Building 

Pitteburgh 22, Pennsylvania 





Dear Mr. Garrison: 
We advertise our Circle B Bolts and Nuts in 
“Factory” because our analysis of markets and media pointe 
to your publication as an effective and economical channel 
for reaching an important group of buyers of our products. 
Briefly, we fee) that advertising in "Factory" 
performs the following functions for Buffalo Bolt Company. 

1. It keeps our customers informed about Circle B 
Bolts and Nuts, and it in a constant reminder of the 
wisdom of using quality bolts in the assembly of 
products. 

2. Advertising in "Factory" encourages and supports 
the sales and service efforte of our distributors 
amd our own field force. 

The editorial and advertising pages of "Factory” 
are representative of the best in trade paper publishing 


end ve consider it a privilege to be among those present. 


Very truly yours, 
BUFFALO BOLT COMPANY 





c. L. 
Vice President 
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“Photograph by Bachrach’ 







































“BE SURE TO 
SEND US 
CIRCLE ® BOLTS” 







M.. C, L. Turner, who is vice president in charge 
of sales of the Buffalo Bolt Company, says their 
advertising in FACTORY keeps customers in- 
formed about their products and encourages and 
supports the sales efforts of distributors. 


Their current campaign of regular full-page ads, 
for example, is specially planned to acquaint pro- 
duction and maintenance men in industry with the 
Circle B trade mark. 


In their choice of FACTORY as a basic pub- 
lication to carry this campaign, Buffalo Bolt 
Company has purchased the LARGEST, 
MOST CONCENTRATED audience.of plant 
operating men in the manufacturing indus- 
tries ever assembled by ANY publication. 


More than 51,000 of these men — who are re- 
sponsible for almost all purchases of machinery, 
equipment and supplies — pay their own hard- 
earned money each month to buy FACTORY. 


They read the timely. editorial for latest infor- 
mation on methods ... they read the advertising 
pages for authoritative information on all kinds 
of products. It is this unbeatable combination of 
up-to-the-minute job help that Mr. Turner means 
when he writes 


“The editorial and advertising pages of 
FACTORY are representative of the best in 
trade paper publishing, and we consider it a 
privilege to be among those present,” 


A\Gn ne) ney 


MANAGEMENF AND. MAINTENANC] 
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Famous 


WALDEN-WORCESTER 
Tutroduces 


postwar 
improvements 






















Combination Box 
and Open-End Wrenches 


1. Thin Open Heads g“>— 


2. Ten Degree Offset 
Box Heads ce 


» New “Power- 
Packed” Alloy 


3 

4. New Easy-Grip 
n 

5 





Desig 


- Broached Open- Bg 
ings—Non-Slip ~)= 
Fit 


WALDEN-WORCESTER SET 2104A 


Complete sets of these 
superior quality drop 
forged wrenchs are now 
available — with all five 
major improvements. Write 
department 13 today for 
additional information. 





S— 


Wonceste™ 


STEVENS-WALDEN, INC. 


Worcester ¢ Massachusetts 


Over Forty Years of Master Toolmaking 
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CONSUMER 


For over thirty years, machinists have relied on De-Sta-Co long-life steel 
Spacers and Shims for milling, slitting and gang-saw set-ups and for 
inion gears and bearings. Dealers are capitalizing on the value of 
this name synonymous with quality. They know that plenty of satis- 
faction goes along in every De-Sta-Co Precision Package. 


De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 
diameters, up to 5%" O.D., thicknesses from .001” to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 





Special spacers—thicknesses greater than 
-125"—available in popular sizes, machined 
bar stock, hardened and ground, with stand- 


Write for catalog and price list. 


There’s the same preference for De- 
Sta-Co Shim Stock and Feeler Stock. 


~ : : : They’ isi ° . 
ard keyways and thickness identification. ont ne Wee —_ 








332 Midland Ave 


DETROIT STAMPING COMPANY 


Detroit 3, Mich 





Here’s an Item in 
a Class by Itself 


“BELT- 
SAVER” 
Pulley used 
tail pulley on 
belt 


conveyor 


Distributors selling 
“BELT-SAVER” Pul- 
leys know by ac- 
tual experience that 
they are rendering 
an outstanding serv- 
ice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors prove that “BELT-SAVER” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 
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PULLEYS 


: 
,Om 
BEARINGS 
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CONVEYORS 
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PEL FASTER DRESSING 





VINCENT-HUNTINGTON 
DRESSERS and CUTTERS 


Grinding wheels are hand 
dressed fastest with revolving 
cutter type dressers. And to 
this saving in dressing time, 
Vincent Dresser Cutters add a 
bonus of many added dressings. 







Vincent Dresser Cutters are 
made of special analysis steel 
and are heat-treated to an exact 
hardness by an exclusive process. This process, developed by 
Vincent metallurgists, is applied in the Vincent steel treating 
plant—one of the country's largest and best equipped. 


This combination of faster dressing and longer life is synonymous 
with customer satisfaction . . . the kind of satisfaction that pro- 
duces repeat orders for you. 





HERE’S ANOTHER 
PROFIT MAKER FOR YOU 


Vincent HSS Tool Bits are also heat-treated in 
the Vincent Steel treating plant. Their fine per- 
formance consistantly produces more parts per 
tool grind. Available in standard sizes from 3%” 
sq. to %" s 




























Steet PROCESS COMPANY. 
Heat Treaters of Metals—300 Tons Capacity Daily 
ay snes Of Sancnnin wae niasetes tow Cole ° HSS 





2424 Bellevue Avenue Detroit 7, Michigan 
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HEAVIER, STURDIER, MORE ACCURATE 


THE JO n NSO N METAL CUT-OFF 
BAND SAW 

@ EXTRA CAPACITY—10” high 18” wide. 

Those extra inches are valuable. 

@ EXTRA STABILITY —three point support 

levels any floor. 

@ EXTRA ACCURACY — extreme 

means square close cutting. 

@ EXTRA CONVENIENCE—all controls and 

quick-acting vise in easy reach. - 

@ EXTRA DIMENSIONS all ‘round— 

bearings, bed, band wheels. 








stiffness 


The Johnson will do more and better work in 
any shop, because it can take larger work, cuts 
square, true and smooth, close to finish dimen- 
sions. Cuts all the time, without heating, the 
saw being fed into the work at rate of feed 
desired, under hydraulic control on light work. 
Automatic motor shut-off at end of cut. Four 
speeds. Write for the bulletin. 


JOHNSON 


Wet cutting attachment 
available, casters optional 


MANUFACTURING CORP. 
StOG., 
ae ae 


618 CHRYSLER 


NEW YORK 




















WESTCOTT 


Threaded 
Chucks 


Fit direct to 14”—8 thread 
spindles of South Bend 9’, Atlas 
10”, Logan, Clausing and Crafts- 
man Lathes. No adapter neces- 
sary. These Chucks are accurate 
and well built. 


3 Jaw Universal Chucks are avail- 
able in 5” and 6” sizes. 4 Jaw 
Independent Chuck is made in 
6” diameter (new 8” size now in 
production, ready soon). 


Send for Catalog. 





WESTCOTT CHUCK COMPANY 
600 E. WALNUT ST. ONEIDA, N. Y. 
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BUFFALO 
CASTERS 





Single 
non-binding 
type. High pressure lubricating fit- 
tings in wheels as well as in hangers. 
Large balls in upper race take load 
as well as side thrusts. One of many 
Buffalo casters. 


Ball Bearing Swivel Caster, 
and double ball race, 


Write for catalog 


Some of the products we 
make for you to sell: 


Ball Bearing Swivel Casters 
Ball Bearing Stem Casters 
Rigid Casters 

Double Wheel Casters 
Rubber Tired Wheels or Metal 
Wheels. 


BUFFALO CASTER 
& WHEEL CORP. 


187 Breckenridge Buffalo, N. Y. 














NOW! SELL FAST CUTTING 


ROTARY MASONRY DRILLS 








Cut Holes 4 Times Faster 
Stay Sharp Up to 50 Times 
Longer 

Drill Concrete, Brick, Plaster, 
Slate 

Fit Any Rotary Drill, Drill 
Press or Hand Brace 





@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn't coming—#t’s here! 
Cash in now on Carboloy’'s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11131 E. 8 Mile Bilvd., 
Detroit 32, Mich. 





15 POPULAR SIZES 
ASK ABOUT SPECIAL 
6-DRILL SET 
30's Ye", SAc’, 
3%", 12", AND 5," 
IN FREE CANVAS KIT 
$13.70 














Solid round shank tipped with 
as mm Carboloy Cemented Carbide — 
hardest metal made by man. 


CARBOLOY” MASONRY DRILLS 








| UM 
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UMP NOTES by DEMIN 


Sectional view shows details of construction of the 
Deming side suction, two ball bearing type of 
centrifugal pump described in BULLETIN NO. 4013-A. 











Deming Side Suction 
Centrifugal Pumps 


The two ball bearing design and sturdy construction of these Deming 
Centrifugal Pumps recommend them tor conditions demanding long 
periods of operation with a minimum of maintenance attention. The 
position of the two ball bearings in the barrel shaped portion 
of the support head removes the bearings from any contact with 
the liquid being pumped. (See illustration.) Ample space is provided 
for easy access to the stuffing box packing. 


The semi-enclosed impeller is the three vane, non-clogging type. 
Every impeller is statically and dynamically balanced. Impeller 
clearance may be adjusted while the pump is operating. 


The complete line of these pumps includes Figures 4003, 4013, 4023, 
and 4033. Sizes range from | to 6 inch 
discharge with capacities from 10 to 1200 
age per minute. Pumps can be furnished 
or belt drive, electric motor, or gasoline 
engine drive. 


SEND FOR BULLETIN NO. 4013-A 


This 16-page, illustrated bulletin fully explains all details 
of design, construction, and operation. Performance 
tables for all motor driven and belt driven pumps simplify 
selection to meet specific requirements. A copy of this 
bulletin will be forwarded to you immediately upon request. 


THE DEMING COMPANY 


193 BROADWAY e SALEM, OHIO 


DEMING 





INDUSTRIAL PUMPS 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essen- 
tial industry — wherever 
chains are needed, you'll 
find Wesco Chains doing 
a better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 





WESTERN CHAIN COMPANY 
1819 WEST BELMONT AVE. CHICAGO 13, ILL. 





SOLD ONLY THROUGH 
DISTRIBUTORS 





THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. . Cleveland 4, Ohio 


the Worlds Largest Makers of Vises 





CUT UP TO 18 GAUGE MILD STEEL 


WITH A FOOT-POWERED 


famco 


SQUARING 


A POWERFUL MACHINE THAT NEEDS NO POWER 





Here’s a real opportunity to sell your 
customers genuine shear economy. 
Wherever light shearing is done, 
there’s a live prospect for one or more 
Famco Squaring Shears. Original in- 
vestment is small; no electric power, 
motors or line shafts are needed; 
place the shear anywhere and move 
it at will. With a Famco you can cut 
up to 18 gauge mild steel with just 
the push of a foot. And, you can do 
accurate work because Famco Shears 
are designed to do precision shearing. 
Ruggedly built of semi-steel, accu- 
rately machined, they are made in five 
cutting widths: 22”, 30”, 36”, 42”, and 
52”. All sizes have easy to set gauges; 
three largest have “hold-down”’ at- 
tachment. Check the profit possibili- 
ties of the Famco line today. 


OTHER POWERFUL MACHINES 
THAT NEED NO POWER 
FAMCO ARBOR PRESSES, 

in 32 models, for bench and 

floor mounting, will deliver up 
to 15 tons pressure . . . re- 
quire no electric power. 


FAMCO FOOT PRESSES for ) 
low-cost light forming and 
stamping operations, are 
available in 10 models for 
bench or floor mounting. 


FAMCO MACHINE CO.,1321 18th $t., RACINE,WIS. 














STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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. tagged for the big jobs! 


HEX ACON 
ELECTRIC 
SOLDERING 
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& 
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Important news to 


DISTRIBUTORS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
Remember HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 
%" to 1%”. All are designed for long life and rapid, 
economical production. 


HEXACON ELECTRIC CO. 


138: W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXAGON 


LONG-LASTING SOLDERING 


















TYPE P-150 
This production 
iron provides a 
large reserve of 
heat atthe right 
temperature 
for sustained 
production. 



































HIGH-QUALITY IRONS 
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backfires 


The Publisher's Page 


. ... where the views expressed are his own 





Carl A. Channon 


has lost a great champion. No other man ever fought 
longer or harder for the complete recognition of the 
economic importance of the industrial distributor. 

It was Carl Channon who really carried the torch in the 
early thirties that led to the formation of the Joint Mer- 
chandising Committee, and, it was the early activities of that 
committee which gave to the industry the push that carried 
it through the depression and on through the war as an 
economic factor of major importance. 

Carl was a fighter who asked no quarter. He could hand 
it out and he could take it. No greater compliment can be 
paid any man. We, here at Mitt Suppies, have a special 


[’ the passing of Carl A. Channon, the supply industry 


feeling of loss in his passing. He was our true friend and 
advisor for more than two decades. He was never too 
busy to listen to our problems and we owe to him a great 
debt for the many suggestions that helped us to chart the 
course of Mitt Supp.igs’ policies. 

To Mrs. Channon and Lieut. Col. James Channon, we 
express our deepest sympathy. They will be comforted in 
the knowledge that Carl will never be forgotten by the 
industrial supply industry where he was active for 51 years. 


Ed Stvan of Strong, Carlisle & Hammond Company will 
be a speaker at the Sales Conference of Shakeproof, Inc., 
on October 17th. His subject concerns “Manufacturer-Dis- 
tributor Relations.” Congratulations to Shakeproof for get- 
ting first hand information on how to work with the distribu- 
tor for maximum results! “Education is a two way street,” 
and it’s encouraging to hear that more and more manu- 
facturers are realizing it. 


We are hearing more and more about this matter of cash 
discounts. Having heard the pro’s and con’s, I beg leave 
to stick in my two cents worth. Just why should there be 
any question about distributors being allowed a 2% cash dis- 
count for prompt payment of bills? Cash discount terms are 
pretty well accepted in today’s business. It’s not a sales 
discount but rather an accounting discount having nothing 
to do with discounts from list prices, etc. 

Sure, some people abuse this privilege but if you allow this 
abuse to go on, you are as much to blame as the discount 
chisler. This is particularly true if a manufacturer allows 
one of his distributors to get away with it. All he has 
to do is bill it back on the next invoice, and make it stick. 
If there is no other way of making it stick, he can always 
withdraw the sales franchise. Only chiselers use cash dis- 
count terms as an extra selling discount. Any manufactur- 
er’s books will disclose who they are. There is nothing 
wrong with cash discount terms; it’s an accepted practice 
that is extended to buyers who make prompt payment on 
invoices rendered. They are entitled to it. 

Under the circumstances, why all the crying about the 
abuse of cash discounts? Like any other policy—enforce 
it! Any manufacturer who endeavors to paint all distribu- 
tors with the same brush, because a few have abused dis- 
count privileges, demonstrates his own weakness—not a 
weakness in the system. 


ARCH MORRIS 
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STARRETT PRECISION 
PLANER AND SHAPER GAGE 


Operators can make every first cut “on the 
nose” by setting planer and shaper tools 
with Starrett No. 599 Planer and Shaper 
Gage. Used with a micrometer or Vernier 
Caliper, it will gage with extreme accuracy 
within its range of 1%4 to 614 inches. Also 
serves as a universal height and gap gage. 





For Complete Information Consult Starrett Catalog No. 26 “EG” 


THE L. S. STARRETT CO. - ATHOL, MASSACHUSETTS - U.S. A. 
World’s Greatest Toolmakers 
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FROM A SMALL 
STOCK OF PREFABRICATED 


Kegistered 


WIRE ROPE SLINGS 
¢ 
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- You Can Assemble 


An Unlimited Variety of Baske , 
Bridle or Choker Slings 


YOU GIVE THIS FOLDER TELLS 
QUICK DELIVERY oe. Veen 
The way to get sling business in your territory is ao ee 
* to give quick delivery. Now you can stock Acco = 
Registered Strand-Laid and Cable-Laid Wire Rope oe 
Slings, and accessories, and assemble theexactslings ‘ 
needed to supply most of your customers’ needs. 
Simple charts and tables in the folder illustrated 














tell you what units to assemble into the finished 
slings. Then you make them up on the spot. 


CLEAN and EASY TO HANDLE 
Acco Registered Wire Rope Slings come in clean, 
easy-to-handle units. They are factory proof-tested 
and identified with metal tags. They make a prac- 
tical, worthwhile line. They enable mill supply 
houses to share in a profitable business that was 
formerly highly specialized. 

Acco Registered Wire Rope Slings are factory- 
made for you to stock, sell, and deliver quickly. 
Selected distribution plan assures you an adequate 
volume. Write the nearest Acco district office for 
details today. 


MEMBER THE SAFETY COUNCIL 
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Your Saj 


WIRE ROPE SLING DEPARTMENT 
AMERICAN CHAIN & CABLE 


You Need 


study of slings and 


to prove over and over again that it 19 posmbie to supp! y 
safe shngs that could be warranted to do « certain job 
Out of this torture came such im. 





purrs you need and hook them together A certmn shng 
body with different accessones can in many cases be used 
for ail of your lifting operations. Consequentiy. the cost 
of safe. efficrent shngs 1s low When necemary. only those 
parts actually damaged need be replaced ACCO Slings 
are universal. You don't have to ship the sling back to 
the fectory for rebuilding. 

When you have deaded on the combination you need, 
order from your distnbuter whose nan appean below 


offered by 


co Wilkes-Barre, Po., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 










